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New-Car Stocks 


In Field and in Transit, 
Total for Industry 


637,720 


531,949 


Current Previous 
Month Month 


Current Records 
High (903,789) - March 1, 1956 


(157,607) - - - Now. 1, 1954 
—Automotive News compilation 


512,018 


1957 
Month 


an. Car Output 
ips to 520,000 


Cat in Weekly Rate 
Reflects New Layoffs 


By Martin L. Whitmyer 
Staff Writer 
layoffs and readjust- 
ment of assembly schedules 
fhout the industry combined 
hold car production to an esti- 
ed 124,927 units last week and 
further credence to industry 
’ predictions of just under 
000 assemblies during January. 
The 124,927 cars built last week 
ented 98.1 percent of Auto- 
p News’ three-year 
was 15.3 percent below the 
sk ended Jan. 12 a year ago, 
147,429 cars were built. Last 


assembled during New 
week. 


predicted total for January 

27 percent below the 534,698 cars 

mbled in De »mber, and 19 per- 

nt below the 642,090 units as- 

mbled during the same month 
year. 

> > > 
ACKING up industry forecasts 
for sharp decline from January 


year ago are heavy layoffs and | 
dule readjustments at Chrysler | 


p.'s Detroit area plants. 
The layoffs, which will affect 
> 10,000 employes, started last 
, at DeSoto and extended 
Dodge on Thursday. In addi- 
Plymouth is expected to be 
by layoffs this week and 
on Jan. 20. 
‘Chrysler spokesman confirmed 
layoffs at DeSoto and Dodge, 
ng that about 3,400 workers 
ll be affected. About 600 employes 
l be affected by the DeSoto cut- 
(Continued on Page 117, Col. 3) 


‘inter Slump 
U.C. Market 


0 4-Year Low 
By Robert M. Lienert 


Associate Editor 
MOST areas, used cars are in 
& tailspin which has pylled the 
market to a four-year low, 

reports indicated last week. 

Ina dévelop- 
stocks of used cars held 
dealers as of Jan. 
Were at the highest point re- 

in a year’s time. 
since the early months of 
have dealers found used-car 
palling so dormant, with demand 
. prices depressed and 


4 


A 
| ventories to a 46-day supply as the 
| new year opened. 
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Car Stocks Rise to 46-2ay Supply 


By Maynard M, Gordon 

News Editor 
SLOWUP in new-car sales 
pushed franchised dealer in- 


The fact that the average stock- 
pile surmounted the 45-day mark 
as of Jan. 1 was more significant 
than the actual volume itself, which 
was an estimated 637,720 new cars. 

Revised Automotive News sta- 
tistics for Dec. 1 show a dealer 
inventory of 531,949 new models. 
The Jan. 1 and Dec. 1 totals were 
up 20 percent and 18% percent, 
respectively, over the preceding 
months’ tabulations. 

The Dec. 1 stockpile reflected a 
41-day supply at the prevailing sell- 
ing rate. The rise last month to a 
46-day supply underscored the ex- 
tent of the sales downturn. 

. > > 


OLUME-WISE, the Jan. 1 in- 

ventory this year was nearly 
175,000 units—or 21 percent—below | 
the alltime record high for New| 
Year's Day. The peak was reached | 
on Jan. 1, 1956, when unabated pro-| 
duction following the 1955 sales | 
boom skyrocketed inventories to| 
808,477 units. 

The experience of 1956 tempered 
the auto makers’ production rates | 
a year ago. The initial 1957 stock | 
total was only 512,018 new cars,| 
which was 25 percent below Jan. 1, 
1958. 

Retrenchments in output sched- 
ules, ordered as a result of a 








post-Thanksgiving sales sag, kept 
the inventory aggregate from go- 
ing higher than the 637,720 esti- 
mated for Jan. 1. 

But further increases this month 
and in February are likely. Sales 
for the November-February period 
are expected to average 400,000 a 
month, while production has been 
running in excess of 500,000 
monthly. 

A 45-day supply in dealer inven- 
tories is regarded as a maximum 
operating level by finance com- 
panies and banks. Floor-planning 
is often restricted when stocks rise 
beyond that point. 

. - + 
bbe Jan. 1 inventory included a 
10 percent incremént of unsold 
about 65,000. 


1957 models, or 


Dealers had anticipated a virtual 
cleanout of ’57s by the holidays, 
but the disposition rate for all 
models fell off sharply as custom- 
ers funneled their dollars else- 
where. 

A multitude of reasons is given 
by dealers for the inclement cli- 
mate that has harassed new-car 
buying. 

The primary culprit was stated 
by a Georgia General Motors dealer 
as follows: “Sputnik and the wor- 
ries it uncovered.” This dealer re- 
ported a heavy inventory and a 10 
percent drop in December sales. 

A Western Dodge-Plymouth 
dealer said sales would improve 
when the public regains “confi- 
dence in economy, government, 
continued employment and lower 


NADA Business Sessions Begin 


ADA members assembled this| 

morning (Jan. 13) in the Miami | 
Beach Auditorium for the opening) 
business session of their 4ist an-| 
nual convention. 

The five-day conclave got 
under way last (Jan. 
11) with a service clinic, and a 
similar session was held yester- 
day. Two-a-day business meet- 
ings will continue until Wednes- 
day afternoon when retiring | 
President Frederick M. Sutter 
introduces the 1958 officers of the | 


30,000- member organization of 
franchised auto dealers. 

Highlights of this morning’s ses- 
sion were the annual president’s 
report, delivered by Sutter, and the 
keynote address, given by Eddie 
Rickenbacker. 

Rickenbacker, U.S. aviation hero 
and a onetime auto manufacturer, 
now is board chairman of Eastern 


| Air Lines. 


> - - 
HAIRMAN of the 1958 conven- 
tion is Charles B. Tutan, a 
Miami Beach Dodge- Plymouth 


| dealer. 


Top Cars 


New-car registrations for ten 
months, plus 32 states for No- 
vember: 


1957 

Pos. 
1—1,310,182 
ae 787 


1956 

Pos. 
1,175,058— 2 
1,376,501— 1 | 


Make 
Ford 
Chev. 
Plym. 
Buick 
Olds, 
Pontiac 


- a 
Pints 
i 
= 
“ss 
9— 
10— 


12— 
13— 
14— 
15— 
16— 
1i— 
13— 
19— 
20— 


Running concurrently with the 


|dealer parley is the 11th annual 


NAD Equipment Exhibition at 
which 82 exhibitors are displaying 
their wares in more than 185 
booths. The show occupies 51,000 


| square feet of floor space. 


Another feature is the Service 
Consultation Hall, where service 
officials of all five aute manufac- 
turers are on hand to help deal- 
ers with their backshop problems. 

The Service Hall was held for the 
first time at last year’s convention 
in San Francisco and was received 
enthusiastically by both dealers 
and factory men. 

+ * * 
THE entertainment sid 
delegates will fing that 
year’s get-together beasts a 
complement of the sctivities 
that are a part of every convention. 

Most auto makers gnd — 

suppliers and aan 


ball will be held tomorrow (Jan. 
14),.and the NADA Revue, with 
Lawrence Welk, is slated for Wed- 
nesday evening. 

A schedule of convention events 
appears — 


cia iin 13 


(MAAN TUTAN will open 
the morning business session 
at 9:30 a. m., and Frederick M. 
Sutter will deliver the Annual 
Report of the NADA President. 

He will be followed by Ricken- 
backer who has chosen “Time of 
Opportunity” as the topic of his 
keynote address. 

Dealers will find Dean Chaffin, 
NADA first vice-president, wielding 

(Continued on Page 6, Col. 1) 





interest rates.” His December 
sales were “very poor.” 

Further production cutbacks 
were advocated by a Detroit dealer 
who objected to “no-profit retailing 
just to get registrations and room 
for more new cars.” 

* + * 

EPORTS from the field were 

not all bleak. A southern GM 
dealer said inventories in his area 
held at a 15-day supply Jan. 1 and 
were “not excessive.” He main- 
tained that sales would be better if 
“a lot less was said by the press 
about what’s wrong with the busi- 
ness.” 

A Northwest Buick dealer told of 
a high inventory which included 
“many '57 Fords and Chevrolets.” 
December sales, he said, were 25 
percent below November. 

The East was no ex to 
the 45-day-supply pattern. A GM 

(Continued on Page 4, Col. 1) 


New NADA Ads 
Designed to Build 
Dealer Prestige 


By John K. Teahen Jr. 
Staff Writer 
yes is contemplating a nation- 
wide program of institutional 
advertising in an effort to rebuild 
the prestige of the automobile 
dealer in his own community. Test 
ads already have been run in Bos- 
ton, Baltimore and Detroit news- 


by ee 50 cents to $1 per 
new unit sold. 

The advertising campaign is part 
of NADA’s overall quality dealer 
program and was discussed thor- 
oughly by the association’s direc- 
tors late last week in Miami Beach. 

- . > 


7; test ads appeared in Boston 
and Baltimore last month and 
in Detroit daily papers last Mon- 
day (Jan. 6). All were six-column- 
by-18-inch ads and were paid for by 

NADA. 

They included a drawing of an 
auto dealer with the headline: 
“Memo to the car and truck buyer 
—This solid citizen is important to 
you.” 

Copy continued: “You can deal 
with faith when you buy from 
(Continued on Page 113, Col. 1) 


‘58 Packard Line Features Two-Door Hardtop— 


8 transparent. 
* * 


e dinner their A two-door hardtop has been added to Packard's model lineup for 1958, joining 





the four-door sedan, four-door station wagon and the Hawk. The Hawk, a family- 
30-Year | type sports car, was introduced in October, while the other ‘58 models began ap- 
vention ' pearing in dealer showrooms last week. (Story and other pictures are on Page 116.) 


“CES have also nosedived in 
the wholesale market, with 
(Continued on Page 4, Col. 3) 


In addition, the N. 


Further details on Page 29. 
Club breakfast and the ¢ 
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New Cars Glitter in $20 Million Display a ee 


Chicago Show Buoys ’58 Hopes 


By Maynard M. Gordon 
News Editor 


HICAGO.—tThe dire forebodings 
of business downturn which 
greeted 1958 were drowned out 
here last week in the glitter and 
pomp of Chicago’s Golden Jubilee 
auto show. 

Against a $20 million background 
of 60 car and truck exhibits, visit- 
ing auto executives and sponsoring 
Chicago dealers pictured the show 
as the hoped-for “shot in the arm” 
that would restore public buying 
confidence. 

Show attendance for five days 
was 284,016, compared to 282,362 
last year. 

Most optimistic of the factory 
officials was Chevrolet General 
Manager E. N. Cole, who forecast 
that General Motors’ “bread-and- 
butter” car would enjoy its 
second highest production vol- 
ume this year. . 

The youthful Cole surprised vet- 
eran auto observers and even some 
Chevrolet zone men by announcing 
an output goal of 1,625,000 Chevro- 
let cars this year. This would sur- 
pass the previous runner-up record 
year of 1956, when 1,621,005 Chevy 
cars were retailed, but fell short of 
1955's peak volume of 1,830,029. 

> > * 


N A separate talk, GM Distribu- 
tion Vice-President W. F. Huf- 
stader echoed President Harlow H. 
Curtice’s year-end report that 


domestic ’58-model sales were run- | 


ning at a rate of 5% million, com- 
pared with 5.8 million last. year. 
Executives of other auto manu- 
f com were more 
reticent about-the prospects for 
68 business. A Ford division 


A Chrysler Corp. marketing 
executive said the promotional out- 
lay for the Chicago auto show was 
the “type of thing which could re- 
verse public inclinations and ren- 
ovate the spring buying upswing.” 

“Even if domestic-car sales 

off’ to 5.4 million or 55 
million,” he said, “Chrysler will be 
in there pitching to hold or im- 
prove the 20 percent of the market 
we won back last year.” 

> > > 


APITALIZING on a resurgent 

interest in motoring economy, 

31 import cars were on display in 
the International Amphitheatre. 

The imports, few of which came 


AMC Combines 
Bellows, Springs 
In Air Suspension 


DETROIT. — An air-suspension 
system which combines air bellows 
with long coil springs has been 
announced by American Motors 
Corp. 

The new rear-wheel suspension, 
called Air Coil Ride, will go into 
production Jan. 20 and will be op- 
tional on all Rambler and Am- 
bassador models except the 
Rambler American at a cost of 
$98.50. 

Roy Abernethy, automotive dis- 
tribution and marketing 
vice-president, said the main bene- 
fits of the system are: Level ride 
regardiess of load, better control 
on severe bumps, improved stabil- 
ity when cornering and smoother 
over-all ride. 

The system is the only one which 
has springs combined with air 
bellows, Abernethy said, which 
gives the car an auxiliary suspen- 
sion system in the event of an 


emergency. 
Most of the car’s weight when 
empty is carried by the steel coil 
springs. As load is added the level- 
ing valve senses the change and air 
pressure is increased automatically 
so that the air springs carry the 
added weight, Abernethy added. 
Abernethy said AMC decided to 
concentrate its air-suspension ef- 
forts on the rear wheels because 
most of the additional weight 
usually goes on the rear. He said 
air bellows in front are not neces- 
sary to achieve the same benefits. 


| 


with shapely feminine models to 
bait the wanderer’s eye, neverthe- 
less attracted almost as much at- 
tention from the throngs as the 
“spectaculars” dreamed up by the 
U. S. manufacturers. 

Twenty of the imports and the 
nine truck exhibits filled up a 
new Donovan Hall wing of the 
Amphitheatre. The other 11 Euro- 
pean offerings flowed over to the 
south wing of Chicago’s mam- 
moth showplace. 

In a 116-page show program, 
Executive Vice-President Edward 


L. Cleary of the 400-member Chi- 
cago A bile Trade Assn. ob- 
served the first Chicago show 
was he n the old Coliseum in 


March, 1901, with only 10 makes 
of cars on display. 


“We believe that the 1958 Chicago 
Automobile Show, in its beauty and 
magnitude, dramatizes the aspira- 
tions of the great industry,” Cleary 


said. 
——- highlights included pre- 
mieres of the new Ford two- 
seat Thunderbird and Rambler 
American, a Dodge fashion show 
on elevated ramps, a new type of 
triangular turntable on which three 
Chevrolets spun and “danced” from 
one corner to another, a Buick 
“Wells Fargo” convertible complete 
with leather encased artillery, un- 


* * * 





Alltime High 
Automotive News circulation 
reached 


an alltime high of 
44,748 paid subscribers as of Dec. 
31, 1957. 
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veiling by Oldsmobile of a portable 
car TV set and a Plymouth simu- 
lated space-flight car that seem- 
ingly floated in mid-air. 

Special models shown for the 
first time here were the Chrysler 
300-D, DeSoto Adventurer, Dodge 
Regal Lancer, Packard Hawk, im- 
ported Czech Skoda and Ford 
styling’s experimental La Galaxie. 

American Motors presented a 
new Rambler American to the 
show visitor who came closest 
to guessing the number of pennies 
in a giant plastic globe. The 
pennies represented the fuel costs 
for an American car in a pro- 
jected economy run. AMC also 
displayed a special Rambler V-8 
Cotillion hardtop and an Ambas- 
sador Criterion station wagon. 

The Oldsmobile portable tele- 
vision set, developed in conjunction 
with Delco Radio, has a nine-inch 
screen for rear-seat viewing. It 
uses a transistor power supply and 
has a collapsible V-beam aerial 
mounted on the rear roof just 
ahead of the rear window. 


Oldsmobile General Manager 
Jack F. Wolfram foresaw good 
selling possibilities for the set, 
although it has not yet been re- 
leased for marketing. 

Housed in a compartment in the 
rear of the front seat, the set tilts 
to a 45-degree angle for viewing 
and may be removed from the car 
and plugged into any 110-volt 
electrical outlet. 

= . az 
HRYSLER CORP. brought the 
intriguing new world of mis- 
| siles and Sputniks into the Chicago 
(Continued on Page 114, Col. 1) 





NADA Headquarters Guide 


Miami Beach, 


Jan. 11-15, 1958 


DAILY RECEPTIONS 


Motors Truck & Coach, Di Lido; 


bleau. Lincoln and Mercury, Imperial Room, 


division, Saxony; 


International Harvester, Fontaine- 
Eden Roc; MoPar 
Suite 1204-06-08, Fontainebleau; 


Oldsmobile, 
Plymouth, Veranda Room, Saxony; Pontiac, Empress; U. S. Rub- 
ber, Coronation Room West, Empress; White, Sans Souci, Willys, 


Fontainebleau. 
Suppliers, finance and insurance: 


Ammeo Tools, Saxony; Associates 


Investment and Associates Discount, The Penthouse, Eden Roc; 
Blackhawk Mfg. Co., Di Lido; Commercial Credit, Fontainebleau; 
Paladium Room, Eden Roc; Universal CIT, Mona 


SPECIAL FUNCTIONS 
Monday, Jan. 13 
Breakfast: American Motors breakfast for dealers and guests, 7:30 
a.m., Imperial Room, Roney Plaza. 
Luncheon: Inter-Industry Highway Safety Committee, noon, Cotillion 
Room, Di Lido (by invitation). Bertram D. Tallamy, Federal high- 


way administrator, will speak. 
Evening: Look 


reception for President Frederick M. Sutter 


and NADA executive committee, 5:30 p.m., Fontainebleau. DeSoto, 
cocktails and dinner for dealers and their wives, 7:30 p.m., Cafe 
Pompey, Eden Roc. 


y: 


, dan. 14 


Tuesda 
Breakfast: NADA 30-Year Club, 7:30 a.m., Ballroom, Di Lido. William 


E. Holler will be guest of honor. 


Luncheons: Ford Motor Co. luncheon for dealers, 12:15 p.m., Grand 
Ballroom, Fontainebleau. Chrysler Corp. luncheon for dealers, 1 
p.m., Alhambra Grand Ballroom, Seville. 

Evening: Studebaker-Packard reception and buffet dinner for dealers 
and their wives, 5:30 p.m., Americana. NADA Convention Ball, 9 
p-n.., Grand Ballroom, Fontainebleau. 

Wednesday, Jan. 15 

Evening: NADA Revue featuring Lawrence Welk and his orchestra, 

8:40 p.m., Miami Beach Auditorium. 


HOTEL HEADQUARTERS 


Car and Truck 
American Motors, Roney Plaza; 


Manufacturers 


Buick, Fontainebleau; Cadillac, 


Americana; Chevrolet, Eden Roc; Chrysler division, Saxony; De- 
Soto, Algiers; Dodge, Roney Plaza; Edsel, Seville; Ford division, 
Fontainebleau; GMC Truck & Coach, Di Lido. 

International Harvester, Fontainebleau; Lincoln and Mercury, Eden 
Roc; MoPar, Saxony; Oldsmobile, Fontainebleau; Plymouth, Sax- 
ony; Pontiac, Empress; Studebaker-Packard, Sans Souci; White, 
Sans Souci; Willys, Fontainebleau. 

Dealer Associations 

Alabama, National; Arizona, Delano; Arkansas, Sea Gull; Northern 

California, Americana; Connecticut, Di Lido; Indiana, Roney Plaza; 


Iowa, Shelborne; Kansas, Roney 
ana, Seville; Maine, Di Lido. 


Maryland, Seville; Detroit, Ivanhoe; Michigan, I 


National; Mississippi, National; 


Plaza; Kentucky, Atlantis; Louisi- 


vanhoe; Minnesota, 
Nebraska, National; New Hamp- 


shire, Seville; New Jersey, Eden Roc; North Carolina, Empress; 
North Dakota, Shelborne; Cleveland, 


Oklahoma and ADSA, Empress; 


South Carolina, Seville; South 


Dakota, National; Tennessee, Seville; Texas, Algiers; Utah, Delano; 
Vermont, Di Lido; Washington State, Delano; Wisconsin, Di Lido, 


Wyoming, Roney Plaza. 

























Auto Production 
Truck Production 
Auto Registrations—'57 cumulative 
Truck Registrations—'57 cumulative 
Steel Production—tTons 
Lumber Production—Boord Feet. . 
Soft Coal Output—tons 
Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 
U.S. Government Spending 
—Fiscal year to date 





















Savings Deposits 
Used Car Prices—aAverage 
Business Failures 









WASHINGTON. Outstanding 
automobile installment credit 
dropped $37 million during Novem- 
ber, to total $15,542 million at 
month’s end, according to the 
board of governors of the Federal 
Reserve System. 

It was the first month of 1957 

that auto paper had failed to 
show an increase. 


The total on Nov. 30, however, 


'GMAC Reverts 
\To 5% Charge 
On Floor-Plans 


DETROIT. — Some of the first 
benefits of the end of the tight- 
money policy began to filter down 
to auto dealers and their customers 
| last week. 


General Motors Acceptance Corp. 


announced that it was cutting the|/ other financial institutions, { 
| floor-plan interest charge from 5%| million, and auto dealers, $27 


;to 5 percent on shipments made 
lafter Jan. 1. 


At least one finance company, 
| Sun Finance & Loan Co. of 
Cleveland, said it expects to re- 
duce interest charges on new 
and late model used-car financ- 
ing. 
| The GMAC reduction wipes out 
an increase in floor-plan rates 
which went into effect with the 
beginning of the 1958 model year. 
The 5-percent rate is the one 
charged during the 
year. 


A number of other major finance 
companies, including Commercial 





Credit Co. and CIT Financial Corp., 
increased floor-plan rates at the 
beginning of the 1958 model year 
but went back to 1957 rates within 
less than a month. 

Sun Finance said that its costs 
of obtaining money were dropping 
and that the reduction would be 
passed along to customers. The 
company said the reduction in 
retail-paper rates would be de- 
termined by the amount the com- 
pany’s cost of borrowing falls. 


Rom Accepts 
19% Salary Cut 


DETROIT.—George Romney and 
the four other highest-paid execu- 
tives of American Motors have vol- 
untarily cut their salaries by 25.9 
percent in the past year, the com- 
pany announced. 

Romney, highest paid of the five, 
took a cut from $126,102 a year to 
$101,446. AMC said the five were 
being paid at the rate of $739,600 
a year on Sept. 30, compared with 
$945,900 a year earlier. Roy D. 
Chapin jr., got a boost from $36,675 
to $66,056, however, as he moved up 
from treasurer to executive vice- 
president. 











1957 model | 


| loans, 


Business Barometer 


Automotive News Economic Index — 
87.4 Percent of Last Week 
97.9 Percent of Like Week Last Year 


Commercial and Industrial Loans $31,878,000,000 


(Jan, 13, 1958) 


Auto Credit Shows Decline 
Despite Overall Increase 


| automobile dealers. 


| 








| 
i 
| 


| 





| eredit of all types increased 
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Last Week Last ¥Y, 

77,677 97.2 85.3 

12,614 102.5 114.0 

5,256,252 100.5 
771,734 siti 96.0 
1,501,000 109.9 59.6 Heo b 

105,914,000 55.5 88.5 MSI 

5,725,000 61.0 1107 

51,654,000 102.5 94.8 
11,218,000,000 90.4 100.2 Btn 

244,824 72.6 79.4 

147 53.6 131.3 

302.7 102.8 87.5 
$41,795,325,000 eg 107.9 H 
100.0 103.3 § mob 

$24,140,000,000 100.7 109.3 

$937 89.8 96.8 

203 122.3 914 







was $1,073 million above the 
earlier total. 

A month earlier, auto paper 
increased by $20 million. In No’ 
ber, 1956, auto paper outs 
declined $29 million. 

Of the $15,542 million in ay 
paper outstanding at the end 
November, $6,400 million was 
by commercial banks, $7,510 
lion by sales finance comp 
$1,101 million by other fin 
institutions, and $531 million 



















This represented decrease 
during the month of $27 mi 
for sales finance companies, 
million for commercial b ant 
and $2 million for auto dealen 
Other financial institutio 

however, increased their hold 
by $8 million during Novembe. 
_As compared with year-ear 
totals, holdings of comme 
banks were up $678 million; 
finance companies, $205 mil 


lion. 

There was $1,250 million in 
credit extended during Nove 
and $1,287 million repaid. 

Despite the decline in 
credit outstanding during t 
month, consumer ins 


million during the month to 
$33,596 million. 

This compares with Nove 
increases of $255 million in 
and $298 million in 1955. 

Personal loans were up $57 
lion; repair and moderniz 
up $8 million, and 
consumer goods paper, up 
million. 


Dutch Truck Fi 
Plans Small Aut 





ee 

NEW YORK.—It was repo | 
here last week that a Dutch a 
will place a small automobile f 
the market next fall at a pricey Av? | 


$1,000. 

The two-cylinder, four-passe 
car will be the DAF, produced 
van Doorne’s Automobilfab 
Eindhoven, the Netherlands, 
makes trucks and diesel motof 

The DAF will be the first 
senger car produced in the Net 
lands in nearly 50 years. 


Automotive Ne 
At NADA 


During the NADA conven 
in Miami Beach Jan. 11-15, 
motive News will occupy Be 
61 and 62 at the equipment 
hibition and will have its he 
quarters suite at the Shelb 
Hotel. Copies of the Jan. 13 
will be available at Booths 61 
62 starting on the morning 
Jan. 13. 

















Dealer Forum 












by Robert M. Finlay 









85.3 
114.0 
100.5 

96.0 
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1107 
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REVIEW of the automotive 
news of 1957 makes it clear 
at there are plenty of problems 
9 be cleared up in the new year. 
Significantly, many dealers were 
meeting in Miami Beach at the 
INADA convention as the new year 
got underway. 

In their deliberations, much will 


fusion as to the economic outlook. 
Government and industrial lead- 
ers were seeking to clear up that 
confusion, pointing but that the 
economic outlook was better than 
the public seemed to expect. 
Until the public, fears subside, 
dealers will have to gear their 
sales programs to meet this chal- 













794 Mbe said about territory security or! jenge. Obviously, dealers cannot 
131.3 service responsibility. But putting| go a mass propaganda job of 
875 aside the trade terms, dealer prob- quieting fears, but they can 
lems this year or any year boil! spread confidence among their 
down to this: employes and through their 
107.9 How best to serve the auto- | salesmen to their own zone of 
1033 | mobile market at a fair profit. | infiuence. 
1093 | From there on the problem can/ Another problem related to the 
oon ett complicated. And it can be ap-| public is that of whether there| ” 
proached in good faith from many|has been any real and lasting 
914 Bdirections. change in the kind of car the 


With the best of intentions, some 
dealers will say it is served best 
by the service dealer taking a long 
kup in order that he may give 
adequate service. 

At another pole is the dealer 
who says the public wants cars 
sold at the shortest possible profit 
d will take service where he can 
et it. 

In between are all varities of 
dealers, some bent on serving the 
omer and some bent on taking 
him for a mark. 
Dealers and their organizations 
ll shed some light on this situa- 
tion—who best serves the public 
in the new year. 
* . 


blic Confused 

AND just as the year opened 
with confusion in dealer ranks, 
here was plenty of confusion 
mong the customers, too. One 
ph teristic of the market at the 
ppening of 1958 was the fact that 
hy prospective new-car buyers | 
ere holding back because of con- 


Dealer Sets Up 
Profit-Sharing 


Plan in Texas 


AMARILLO, Tex.—C. R. Garner 
rt. president of Garner Motors, 
Didsmobile dealership here, an- 
hounced the establishment of a 
profit-sharing plan. 

To establish the plan, Garner 
otors has contributed a substan- 
ial sum to a trust fund that will 
e administered by a local bank. 
Garner Motors will contribute | 
nually 10 percent of gross earn- 
gs to the fund. Employes, who 
hust have at least a year’s work 
ith the firm, will contribute 3 


public wants. 

Many are convinced that the 
Rambler car of this country and 
the economy import cars made a 
significant breakthrough in 1957, 
which presages the end of the 
big-car complex. 
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A Passing Fancy? 
Mest factory executives say this 
is a passing fancy. One tells 
the story of borrowing an import 
car for a couple of weeks. He said 
that it was just like the car his 
company was building 20 years 
ago. But the thing that puzzled him 
was that all of his friends in- 
sisted that was the car they 
wanted to buy (his friends were 
in the Cadillac - Lincoln - Imperial 
market). 

The big (and luxurious) car com- 
plex may bounce back, but there 
is little doubt as the year ended 
that there was strong and spread- 
ing interest in smaller, economy 
cars. 

George Romney, the vocal spok- 
esman for the compact Rambler, 
has prepared considerable data to 
the effect that the trend now is 
for people to express prestige 
through the number of cars they 
own, rather than the size. Sales 
reports from Rambler dealers ap- 
pear to justify Romney's position. 

But the year 1958 will tell us 
a lot more about how extensive 
and how permanent the swing 
toward the smaller car will be. 
| In meeting the challenges of 1958, 
dealers may find help in many 
quarters. Yet the challenge of 
adapting his dealership to the tides 
|of 1958 is one that each dealer will 
have to meet on an _ individual 
basis. 

While this entails risk, it also 
entails satisfaction for dealer man- 
agement. 
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$57 _ of gross annual earnings seacjecienaasaeitbaeeimnaian 
rn ey wish to participate. 
.d off The plan was received with en- Dealers Elect Bott 
, up @#husiasm and all employes who are ° ° 
igible will contribute to the fund, In Philadelphia 
7 onda PHILADELPHIA.—C harles A. 
a Bott, president of Charles A. Bott, 
Inc., has been elected president of 
utes INGEX the Philadelphia Automobile Trade 
Assn. 
— isi Other officers are Edward C. 
Advert; 
itch A ito Decler , Ah sii deere = Swirsding, vice-president; Robert 
robile Auto Market Reports “""*""""** 56 || E. Bertolett, treasurer, and CG R. 
PO iste Wadd ta Wiel... 102 || Koelle jr., secretary. 
ee eee 110 
aoa Coming Events ...............- 10 Legvold Named Head 
ilfab dp yy nd a Se sot atl ie = of Valley Dealers 
1s, WE tditoricl ..................... 10 ||. SAN FERNANDO, Calif.—The 
CE os, Sos caccvaecace 105 || Valley Motor Car Dealers’ Assn. 
Highway and Sofety News ...... 50 || has elected Ole Legvold, San Fer- 
PR oe. ccc cvineed 80 || nando Oldsmobile dealer, as pres- 
legislative News .............-. 110 || ident. Other officers are Harry 
TRS i din ken een 10 || Maher, of North Hollywood Pontiac 
Sak fect take 68 || dealership, vice-president, and Ray 
URIS oars 117 || Lish, of Pollard-Ravenscroft eee 
Parts- A AS See ee 104 || rolet, Van Nuys, secretary- 
Seanad, Gaaued . es A 62 || treasurer. Legvold had been treas- 
Prices, Foreign-Car ...........-- 29 || urer of the group since formation 
rer rere 29 || of the Valley association five years 
Production by Makes ..........- 117 || 480. 
j Registrations,” Ge tntiis Se 29 Besides these three officers, the 
nent men—Case Re 30 || board of directors includes Walter 
ts Service Clinics "32, 37 || Rueff, Walter Rueff Buick, San 
Turnings neeeeeeeeees**""' 52 || Fernando; Paul Carrell, of Pollard- 
SEs Ditties, ........... 4. 86 || Carrell Chevrolet, San Fernando; 
1 GL Oed-Cor Clinic ............- ‘ ig || Jack Butlin, Butlin Buick, Reseda; 
ming Wised-Cor Notes _.............. 56 || B+ H. Jacobson, Rancho Chevrolet, 
Washington Sete esis. akets 14 || Reseda, and Jim Cross, Century 





Oldsmobile. 
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Company Cars Exempt 
From Illinois Use Tax 


CHICAGO.—The Chicago Auto- 
mobile Trade Assn. has informed 
dealers that cars titled and licen- 
sed in the firm name and kept 
in dealer inventory for demon- 
stration purposes are exempt 
from the Mlinois use tax. 


It is necessary that a notation 
on the dealer’s company letter- 
head accompany each such title 
application to the effect that the 
vehicle is to remain.in the deal- 
er’s inventory and will not be 
leased out. Tax is due, CATA 
added, on a vehicle put into 
permanent company service, such 
as a service or parts truck. 





Unhappy with NADA, 
Dealers Attack Ills 


BOSTON.—Charging that NADA 
is a do-nothing organization when 
it comes to protecting its members, 
NADA area chairmen of Massa- 
chusetts at two recent meetings 
drew up a series of nine strongly 
worded resolutions advocating steps 
to solve dealer ills. 

In a statement summing up the 
resolutions, the area chairmen 
expressed dissatisfaction with 
NADA’s accomplishments and 





Dealers Sign Pension Agreement— 


Officials of the New York State Avto 


mobile Dealers Assn. sign a pension trust 


agreement, setting up pension program for dealers and their employes, Seated, from 
left, are Robert Loveitt, Prudential Insurance Co.; George D. Gardner (Oldsmobile), 
Binghamton, past president; Samuel S. Giles (Chevrolet), Port Jefferson, chairman of 
trustees; Nelson K. Mintz (DeSoto-Plymouth), Staten Island, immediately past president; 
John J. Evers jr., executive vice-president; Stowell P. Fournia (Oldsmobile-Dodge- 
Plymouth), Massena; Eileen W. Miller, association insurance director. Standing: Richard 
Reid, Reid, Collins & Co., Inc., New York, insurance brokers; Frank Baker, Reid, 
Collins & Co., Inc.; Andre Bigsbee, association president; Floyd Curtis, association 
auditor, and Joseph Besch jr., association counsel. 





NADA Studies 


Proposal 


For 30-Day Billing 


MIAMA BEACH. — A proposal 
that new-car dealers receive mer- 
chandise from the factories on a 
30-day billing basis reportedly was 
laid before make advisory com- 
mittees yesterday (Jan. 12) at the 
NADA convention here. 


Dealers traditionally have been 
billed for new cars and other 
merchandise upon delivery, some- 
times before. 

The 30-day-billing plan is the 
brainchild of M. H. Yager, Albany 
Pontiac dealer and president of the 
Albany Automobile Dealers Assn. 

Backing the proposal is Frederick 
M. Sutter, NADA president, who 
was given details of the plan some 
time ago in a letter from Yager. 

In a reply to Yager’s letter, 
Sutter said he would “do all” he 
could to get the NADA executive 
committee behind the proposal. 

Yager gained national promi- 
nence when he testified before the 
Senate antitrust and monopoly 
subcommittee investigating General 
Motors and its dealer franchises. 
GM revised its contracts as a 
result of the investigation. 

In outlining his proposal to 
Sutter, Yager estimated that it 
costs dealers about $62.5 million 
a year to floor-p!an cars for 30 
days and chared that the handl- 


New Program Offered 


For Dealer ‘Survival’ 


BROCKTON, Mass. — A “dealer 
survival plan” which he says would 
eliminate cross-selling and boot- 
legging and automatically establish 
a quality dealer program has been 
drawn up by T. C. Johnson, presi- 
dent of Johnson Buick Co., Inc., 
here and a new-car dealer for 37 
years, 

Johnson, who has presented 
the plan to Frederick M. Sutter, 
NADA president, admits that 
“the antitrust law will probably 
need amending to make this plan 
operative.” 

He feels, however, that his pro- 
posal would “bring back dignity 
(Continued on Page 116, Col. 4) 


ing of new-car inventories has 
become a “greater burden to the 


dealers and has reached the 
point of being a backbreaker.” 


Yager told Sutter that he felt 
$62.5 million a year, on the other 
hand, would not be a “prohibitive 
amount” for manufacturers to ab- 
sorb in distributing their products. 


The money cost probably would 
| not be as much concern to the 
factories as would the idea of 
granting credit to some of the 
dealers they have appointed, Yager 
said. 


“I am sure they would take a 
second, startled look at some of 
their present bed fellows,”- Yager 
wrote Sutter. 


Sutter, in a letter to Yager en- 
dorsing the 30-day-billing plan, 
said that the money saving to 

(Continued on Page 115, Col, 1) 





ager Jim Gorman 


thing like that in 


question : 





Wemhoft Delivery Price, 
is included in the price, as well 


| On the House... 


Are price cuts in the offing on new cars? Man- 


charged that “in the past five 

years it has done nothing to pre- 

vent a definite trend which is 
damaging to automobile dealers.” 

This trend, said the Massachu- 
setts NADA members, had “de- 
prived the dealers of huge amounts 
which would otherwise have ac- 
crued to them as legitimate profits 
... during an era of peak produc- 
tion, employment, earnings and 
prosperity.” 

Their statement continued: 
“Under these self-evident condi- 
tions, the approach of NADA to the 
common problem has so far been 
ineffective in affording protection 
to its members.” 


A copy of the nine resolutions 
was presented to NADA directors 
with the request that they be 
adopted and placed upon the 
agenda for action by the NADA 
membership at its Miami Beach 
convention. 


Here are the Massachusetts 
group’s resolutions, which were en- 
dorsed by the 43 area chairmen: 


1. That the indispensable part of 
the dealer in the merchandising of 
automobiles be brought promi- 
nently and constantly to the atten- 
tion of the factories; that we insist 
that the partnership between dealer 
and factory be made more coopera- 
tive and equal, particularly with 
regard to schedules of production, 
codes of uniform operation and the 
proper allocation of both expenses 
and profits. 

This demand is made on behalf 
of all dealers (not only members 
of NADA) and is justified because 
of the many years of loyal service 
rendered by the dealers, and their 
investment of many billions of dol- 
lars to enable them to function effi- 
ciently as the distributors of auto- 
mobiles. Much of this investment 
is specialized for the use of the 
automobile industry and not use- 
ful otherwise. 

2. That NADA dealers form a 
united front within the framework 
of NADA similar to that of labor 
unions; that the dealers refuse to 
purchase any more cars unless and 
until workable and satisfactory 
agreements are reached between 
the dealers and the factories in 
accordance with these resolutions. 

3. That the quality dealer pro- 
gram recently adopted by NADA 
be made effective as announced. 

4. That a dealer policy board, 
comprised of members of the ad- 
visory make committee, be estab- 
lished on both the national and 
the state level, to hear complaints 
and investigate violations of the 
quality dealer program; that no 
unethical merchandising policies 
be tolerated, and that any offend- 
ing member be removed from 
membership in NADA and that 
his removal from his state or- 
ganization be recommended to 
the latter. 

5. That the following specific im- 

(Continued on Page 114, Col. 2) 





of the Missouri dealer association, 


after noting the resistance to new models, declares 
that “there seems to be an area for anticipating a 
price adjustment by the manufacturers at the 
wholesale level and soon.” But, from what observers 
can see in Detroit, there doesn’t appear to be any- 


the cards .. . Speaking of prices, 


the New Jersey association polled its members, got 
242 yes answers and 12 no’s on the following 


“If all manufacturers consistently ‘Advertised 


listing exactly what equipment 
as Federal taz, freight and an 


item to cover handling and delivery, would you then favor such 
procedure?” ... Alderson and Sessions, Philadelphia, is conducing 
@ survey among dealers for a major auto maker, covering dealer 
and customer attitudes, reports NADA, which says the firm is 


reputable one... 


Steve Pankow, Buffalo’s auto-dealer mayor, 


became a private 


citizen again Jan. 1 but is “not quitting politics.” .. . lowa association 


reports 28 counties with 100 percent membership . . 


. Carl Lane, 


Connecticut association manager, is honeymooning in Florida with 
his bride, the former Mrs. Elinor H. Small... . Your columnist will 
See you again after a few weeks’ vacation. 





—Pertre Wemuorr, Editor, 
Automotive News 
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637,720 Jam Dealerships... 
New-Car Stocks Soar 


To 46-Day Supply 


dealer in Connecticut reported a |car selling by the New England 
December sales slump of 40 per-| Chrysler dealer. 

cent, with inventories expected to A “carloaded” Lincoln-Mercury 
stay at 45 days through January. | dealer in Pennsylvania gave this 

Ford dealers in Wisconsin and|reply to a “what can be done” 
Minnesota came up with divergent | query: 
reports. The Badger State listed a| “That’s a good question. Ask the 
10-day supply with “good” sales/| factories.” 
and a “very low inventory, while 
the Gopher dealer reported a 12- 
day stockpile with recessed volume 
and “generally very high” stocks. 

> : 


poral teredal supplies were re- 
ported by Chrysler-Plymouth 
dealers in Massachusetts and 
Texas. The New Englander, how- 
ever, said this inventory was “not 
too high,” and the Texan enjoyed 
a December sales gain of 55 per- 
cent, of which one-third were ’57 
units. 

“The -factories have all the deal- 
ers volume-happy,” the Texas 
Chrysler-Plymouth dealer com- 





Safety Campaign 
Launched by GM 


Dealers to Promote 


Better Headlighting 


DETROIT.—Harlow H. Curtice 
president of General Motors, lag 
week announced a nationwide “Ain 
to Live” campaign for better visiq, 
on the highways to help reduce th 
night driving toll which last yey 
took more than 20,000 lives. 

“With the ever-increasing num. 
ber of cars and trucks on our 
streets and highways,” Curtice 
said, “there must be action now 
day supply for a Mountain-State to protect motorists and pedes 
Chevrolet dealer, who reflected the trians alike with the best head- 


national trend of a “not too high”| Long Distance Business Conference— lighting possible at night.” 


inventory that appeared larger be- 
cause oacnee okek = A new pattern for conferences involving the entire sales organization in a major “The need for decisive action js 


“Giveaways must stop,” he com- market cnd key executives of the manufacturer may have been established with a implicit in the fact that driving 
mented. Dealers are so disturbed | '0"g distance conference involving Plymouth and 10 dealerships in Dallas. The setup | at night is three times as danger 
they have customers distressed. allowed every man involved in the conference between the two cities to hear both ous as during the day, yet mon 
The customers don’t know what’s| e"ds of each conversation in the 50-minute meeting. Talking to the dealers and than half the cars on the roaj 
a good deal so they won’t buy.” salesmen in Dallas from the Plymouth plant in Detroit are, from left, W. Heartsill today have headlights which ar 

In upstate New York, there was Wilson, assistant to the sales vice-president; Jack W. Minor, sales vice-president, | not correctly aimed.” 
no appreciable change in the De-/| and lovis T. Hagopian, advertising and sales promotion director, A Michigan Bell “ dente — 
omiiae selling oaamne, but inven-| Telephone Co. engineer, right, checks the voice levels. soca a to Live” campaign's 
tories were at a 30-day level and cha ‘ 

‘ 1. Urging every motorist to hav 


increasing. ° : 7 ; s 
= h headlights ai d ed 
"Sirmave_ the undesirable and Winter Used Car Slump tn "then shave not meee 


fone am pane care | Pulls Sales to 4-Year Low |" ssvsing mwas 1 
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ER sales fell 25 percent 
and inventories reached a 52- 


and, until the dealers realize this “Eliminate packs, deceptive ad-| and highways. 

and see the folly of selling with- | vertising and cross-selling,” advised | (Continued from Page 1) 3. Alerting drivers to limit thei 
= a So promt, we wil "RE oiltcs cies duled an the No.| Clean pieces growing increasingly| ranged from 15 to 120 days’ sup- — at —_ pty: Sony Sao 
Lower production schedules also|1 villain in the eyes of a Texas) ***°e ttribut Tike guaaiek ae p ~ > their ‘headlights afford. 

— ed as an aid to new-| Dodge operator. He reported = 20| | Some operators the | ported since July, 1966. Highest | GM is enlisting the aid of it 


cine taventioten = a ‘sane ae oa that oa ees figure during 1957 was 90 days. 19,000 dealers plus thousands d 

supply. Chevrolet and Ford dealers| have been hard-pressed on new- | _50me 12.5 percent of dealers re-| independent garages and service 
were “heavily overstocked,” he| car sales. As a result, they say porting said stocks were good for| Stations in the campaign. 

added. ’ |15 days or less of selling, while In addition, an education and 

“9 dealers are now retailing used (43% percent put inventories at 16| informational program on the 

A 45-DAY supply was the report cars instead of wholesaling them |to 30 days’ supply. Some 43.7 per-| educational hazards of night driv- 

from Los Angeles, where De-| ®* they have done in recent |cent had stocks in excess of 30| ing and tips on night driving 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 















Cars Cars in Teta. |cember sales were off 25 percent.| Months. days’ supply. safety will be carried out through 
in Transit Petestii| A Rambler dealer’s succinct com-| Dealers, in general, blame| A month earlier, 16.7 percent} pamphlets and posters, films and 
Perted — ; een twenty ment on the West Coast situation | sponginess in the used-car market|were inside the 15-day limit, 41.7| speakers, millions of pieces of 
a was, “Prices are too high.” on the same factors that have ap-| percent were in the 16-to-30-day/| direct mailing to motorists, and 
goa. + 180. 261,754 senane yang 4 Lagging deliveries of '58 mod- | parently bogged down new units:| range, and 41.6 percent were over| public service advertisements 
June 1. 60... 247,680 160,200  407,880| els hampered sales in some west- | Uncertainty over international de-| 30 days. night safety. A pamphlet that 
Sept. 1, "50... 239,642 160,400 400,012 ern and southern areas last | velopments and the economic out-| A year ago, only 5.1 percent had| ©@” be inserted in driving train 
an eenat tsssee © sasieas| ™Omth, according to dealer re- | look and confusion on prices. stocks good for 15 days or less of| img kits in schools also will b 
duly 1,°5i.. 357,606 90,700 §©=- 448,306 | Ports. Dealers say that, pricewise, there | selling, 39.7 percent had inventories| distributed. 7 
Sept. 1, '61... 283,402 — = Carryover of '57 cars offset this| should be no hesitancy on the part| ranging from 16 to 30 days and| GM also is advising all top safely 
oe: ine iseser eases. 2e7 792 | COMdition to some extent, but deal-| of used-car buyers. Tags have been| 55.2 percent were over the 30-day| authorities, civic and business 
Mar. 1,63... 182,577 76,000 258.577|¢TS in all sections agreed that the| slashed to the point where used-car | limit. leaders, government officials ané 
Age. 1, a8. 333.208 = S008 208,208 high-inventory policy, with which| values are the best in years, they a traffic experts of the night 
May . — eee a pyr the factories entered the new model | say. AVERAGE prices of used cars| campaign. Service clubs, schod 
duly 1,62... 193,462 84,500 277,962 | Year, has not failed in its aim of . = ® sold at wholesale auction de-|and safety groups will be urged' 
Aug. 1, '52... 162,086 12,000 174,086 | giving shoppers the opportunity, if DEALER in the Rocky Moun-| clined sharply last week on Avto-|emphasize night safety in thei 
7 a rply ° P. 
= Ms — san ane aes 322.556 not the incentive, to buy a new car. tain area said last week that| morive News’ index. traffic campaigns. 
Nev. 1, "62... 368,894 90,500 8 399,304 - a a a used-car prices in his area are Average prices plunged $106 to “I urge every motorist to jd 
be ma 6 eae 320 |Six-Day Week ‘actually lower than the value in| gogr'Net since the index of Jan, |this ‘Aim to Live cam paige 
Feb. 1, °53.... 324 86.600 412,035 A Ti the car itself. 5, 1953, when the loss was $98, | Curtice said. “Properly aimed he 
Mar. 1, '63.... 389,011 87,200 4 8«©©476,21! Du Price depression on used cars | had the weekly setback been any- | lights, together with correct ¢ 
a ‘ — pa ane San t nlop ire has been blamed by many dealers | where near as large as it was last | ming habits and alert driving, ¢ 
June 1. 63... 463,546 73,500 637,016| BUFFALO.—Stepped-up sched-| om ——. discounting at the | week. New lows were established | help stem the loss of - many live 
duly 1, 53... 479.698 82,800 8.562.498 | ules at Dunlop Tire & Rubber Co.’s| mew-car leve for every model. on our highways at night.” 
oak : a siaseo 74500 sus.e0s plant here indicate that the re-| A dealer in Detroit said last; Adjustments were as follows:| The potential in saving of hum 
Oct. 1, °63.... 619,037 60,900 579,937 | placement tire business, which was| week that the average price of a/’'58s, down $291 to $2,565; ’57s, down/|life can be measured by the fs 
Nev. 1, '53.... 638,087 _ py good in 1957, may be even better in| late-model tradein is about $200/$127 to $1,686; ‘56s, down $114 to|that if the night accident 
ot ws $28,125 36,000 484,725 | 1958. below the level on a corresponding | $1,155; ’55s, down $62 to $877; '54s,|could be cut to the daytime a’ 
Feb. 1, 54... 466,176 60,400 526,776 The Dunlop plant is working six| unit a year ago. down $94 to $537; 53s, down $41 to| age on miles driven, “we wo 
Mar. 1, "54... 511,122 = ¢2,008 © 573.132 | days a week. It formerly had been| jong with price boosts on his| $350; '52s, down $88 to $172, and|save 15,000 lives a year,” Curtit 
ar Tice sser7s «© ise0 © ge7275/0M & three-shift, five-day-a-week| new ’58s, he said, this means that|'5is, down $34 to $155. stated. 
ome 1, e. eenaee _— = schedule. the cash difference on a typical 
t-a és een deal now is $300 greater than it 
ene, L o Ses.ese sosee sosese Firm Changes Name would have been last January. 
- 4. = =<. ae a NEW YORK.—Jaguar Cars, Inc.|} That, he said, is hurting both his 
— i. 54... 203,453 61.700 ©60.265,153 | is the new corporate name of|new-car and used-car business. 
Jan. 1, "55... a on.eee saan Jaguar Cars North American Corp. “a te 
Feb. 1, ’55.... 373,57 q ’ The firm will continue to represent NEW ENGLAND dealer said 
Mar. 1, '55.... 467,665 562,655 
Apr. 1,56... 644,038 90,500 643,538 | Jaguar Cars, Ltd. Coventry, Eng- used cars in his area were 
May 1, oe o00.341 102,700 land, in North America. “stone-cold dead in the market.” 
July i. "38... 726.501 Dealers elsewhere around the 
ser. 1, "3 ne ony a described local mar- 
Nov. 1, "38... ds7,e00 ket conditions in such terms as 
- 1, *55... * | “sliding,” “very slow,” “very 
Feb. 1, "50... solves | soft,” “nothing exciting,” “very 
Mar. 1, '56.... | poor” and “bad.” 
ioe . — cokeee Many of the same terms were 
June 1, 56... 746,012 used in discussing the current 
— x — oe profit situation on used cars. 
Sept. 1, ’56.... 54,013 Stocks of unsold used cars as of 
Oct. 1, '56.... Jan. 1 were good for 41.2 days of 
Den: Lea, aabeT selling for the average dealer, ac- 
den. 1, = m — cording to Automotive News’ esti- 
le A, °67.... mates. 
Ape. Lat ~' <8. 390 Not since eee date 
» *87.... 677, a year ago—when the figure was 
ta Gain » |411 days—had the stock figure|Fincher’s Dual Operation— 
‘Aug. 1, 57... 645. ra been that high. The entire operation of Fincher Motors, Inc. (Oldsmobile), Miami, which has 
Sent. Se — fees 45,052 oe. eS pleted Studebaker-Packard and Mercedes-Benz sales agreements ts shown in 
Nov. 1, ’57... 380,740 68,300 A MONTH earlier, average stocks | hawk's-eye view. The numbers represent: 1. Oldsmobile showreom, 2. Stud 
i L = sen. 720 55,000 637,720 of used cars were good for 35.4| Packard and Mercedes-Benz showroom. The patio between the two buildings is 


“I always conceal this little days of selling. The Jan. 1 count,|being used as a showroom, 3. Used-car lot—one city block frontage. 4. Cus 
onion in my handkerchief before therefore, represents an increase of | parking area. 5. Body and paint shop. 6. Service reception and write-up area, 
I call the boys in for a sales 16.4 percent, the biggest monthly | patio quick-service department. 7. Service customer lounge and parts depa 
meeting.” gain in a year’s time. 8. Main service department. 9. Storage and car “make ready" department. 10. 

Dealers’ reports on stocks | age ict. 
































put your customer in the driver’s 


seat putt (yous cortrot Lhe eal 


“Controllability.” Big word... big advantage...and yours with Associates 


PLEASANT PURCHASE PROGRAM! From contact to sales contract... YOU control the deal. 
YOU obtain the credit information, and keep the deal under YOUR 
roof until your customer’s tail lights disappear in the distance. Our local office has 
only one objective: to work “hand-in-glove” with you—speed your deal 
through, help you close that deal in any way we can—and as quickly as possible. 


Why not ask the “man from Associates” for all the facts today? 


Thi td ae 


SOUTH BEND, INDIANA 


P.S. Be sure to visit Associates Hospitality Suite, Penthouse Parlor A-1 at The Eden Roc, during the N. A. D. A. Convention 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Opening Saturday in Miami Beach . . . 
Here’s the Program 


For NADA Convention 


(Continued from Page 1) 


the gavel when they return for the 
afternoon meeting at 2:30 p. m. 
Chaffin is a Chevrolet-Buick dealer 
in Bozeman, Mont. 


He will introduce Robert Whit- 





E. Rickenbacker Robert Whitney 


ney, president, Marketing Audits 
Institute, New York, who will 


Dimension in Automobile Sell- 
ing.” 

Concluding the session will be 
W. Heartsill Wilson with “The 
Mark of the Professional.” Wilson 
is assistant to the Plymouth sales 
vice-president. 

+ * + 


Tuesday, Jan. 14 
ee E. HOLLER, former 


Chevrolet general sales man- 
ager, will be honored by the NADA 
30-Year Club at a 7:30 a. m. break- 
fast in the Di Lido Hotel. He will 
speak on “The Automobile Dealer 
— Today, Yesterday and Tomor- 
row.” W. S. Edwards jr., club 
president, will preside. 


siding. Speakers and their topics 
will be: 

“Is Truck Selling a Sideshow, a 
Battle Royal, a Necessary Evil or 
a Real Business?” by Wallace B. 
Spielman, president, J. B. E. Olson 
Corp., New York. 

“You Make the Difference,” Dr. 





W. H. Wilson 
G. Herbert True, associate profes- 
sor of Marketing, University of 
Notre Dame. 

“A Realistic Look Ahead,” 
Arthur O. Dietz, president, CIT 
Financial Corp. 

Tuesday afternoon, five concur- 
rent “make” sessions will be held. 
Locations and chairmen are: 

GeNnerRaAL Morors—Miami Beach 


A Truck Day session will begin| Auditorium, Carl E. Fribley. 


at 9:30 a. m. in the Auditorium, 
with Edward A. Sahli, chairman of 


Forp Motor Co.—Grand Ballroom, 
Fontainebleau Hotel, Foster W. 


speak on “Putting the Third 'the NADA truck committee pre- Talbott. 








$1,789 Is 2-Door Price 
On Rambler American 


DETROIT. — American Motors 
announced last week that its 100- 
inch-wheelbase Rambler Ameri- 
can will be priced at $1,789 for 
the Deluxe two-door sedan and 
$1,874 for the Super two-door. 
The figures include Federal tax 
and suggested dealer delivery- 
and-handling charges. 

The American is $6 below the 
Studebaker Scotsman two - door 
and carries the lowest advertised- 
delivered price of any U. S.-built 
car. However, a heater is stand- 
ard equipment on the Scotsman 
but is $72 extra on the American. 

Automatic transmission will be 
available on the American at 
$178.50 extra, compared with 
— on the larger Rambler 

xes. 





CHRYSLER CorP.—Ballroom, Seville 
Hotel, Charles G. Freed. 

AMERICAN Motors—Aladdin Room, 
Algiers Hotel, Bill Hermann. 

STupEBAKER-Packarp — Moulin 
Rouge Room, Di Lido Hotel, Byron 
C. Hawn. 

The NADA Convention Dance 
will begin at 9 p. m, Tuesday in the 





ROCHESTER KITS PUT NEEDED PARTS 
AT YOUR FINGERTIPS, SPEED REPAIRS! 








Free training boosts your earnings 


as a carburetor specialist! 


Enroll now! Become a carburetor specialist! Classes 
conducted at General Motors Training Centers 
throughout the nation. Training is free. Write today 
to Service Department, United Motors Service 
Division, General Motors Corporation, General 
Motors Building, Detroit 2, Michigan. 





Whatever the job—there’s a kit to fit! Just flip open a car- 
ton or tear open the envelope of one of three tailor-made 
Rochester Kits . .. and you'll have just the parts you need 
to do the job. No left-over parts . .. no bulging inventory 
. - - and no lost parts. What’s more, these are genuine 
Rochester Parts, made especially for Rochester Carburet- 
ors ... specified as original equipment on more cars than 
any other carburetor. So, stock up on Rochester Parts Kits 
now for speedy repair jobs. Order today from your 
Rochester-UMS Representative. Ask him how you can get 
the new Rochester Parts Cabinets. 


reeenres 


FORWARD FROM FiFTY 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, NEW YORK 








Grand Ballroom of the Fontaine 
bleau Hotel. 
* + * 


Wednesday, Jan. 15 


eS will be in the? 
spotlight at 9:30 a. m. Wednes. 
day as two officials of the Bureg” 
of Advertising, American New,’ 
paper Publishers Assn., present: 
“Make Advertising Your Sey. 
Portrait.” 

Conducting the presentation ®j 
be Edward A. Falasca, New Yor 
the bureau’s promotion directo, 
and Roland R. Postel, Detroit rm 
gional manager. 

Presiding will be Frank H. Ya.’ 
nall (Chevrolet), Chicago, chairma, 
of the NADA advertising ethig/ 


oe 

















E. A. Falasca 


R. R. Postel 
committee, and Walter B. Cooper 


(Chevrolet), Fort Collins, 
NADA secretary. 

In the concluding business se 
sion at 2:30 p. m., Sutter wi 
return to the rostrum for one ¢@ 
the high points of the conventia 
—the introduction of NADA’s 1% 
officers. 

Following the introduction, 
Frederick J. Bell, NADA exec 
tive vice-president, will presié 
at a panel discussion entitled 
“The Customer Speaks.” 

Panelists will be Philip Talbot 
president, U. S. Chamber of Com 
merce; Ray Farabee, presid 
National Students Assn., and M 
A. N. Satterlee, chairman, ¢ 
sumer division, National Fed 
tion of Women’s Clubs. 

Final event on the conventia 
program will be the 1958 NAD& 
Revue at 8:40 p. m. in the Auditp 
rium. The show will featur 
Lawrence Welk and his orchestm 
presented through the courtesy ¢ 


Dodge. 


NADA Guests See 
How to Prepare 


Tradein for Resalk 


IVE used cars, with one-half 
each reconditioned and 
other half as it was when 
in, is being shown to dealers 
ing the NADA convention 
Miami. 

The cars are displayed under 
canopy between the Miami Bes 
Auditorium and the Shop f 
ment Exhibition tent. 

In the display are a Ch 
Dodge truck, Pontiac, Ford 
Cadillac, showing dealers how e 
was treated to put it into sale 
condition. 

Ribbons run from each part 
the vehicles to the products t 
in reconditioning the car. 

In addition, C. J. Staufenk 
used-car manager of Cadillac, 
spoke on used-car reconditioni 
and merchandising in the Servi 
clinic Saturday (Jan. 11), tells 
much of the material is used 
show profits to the dealers. 


Sunday Sales 
Trip Up Dealer 


OKLAHOMA CITY, Okla—? 
Hudiburg, Midwest City Che 
dealer here, and nine sales 
were charged in District © 
with violating State law by sell 
autos on Sunday. 

Complaints were signed by Sh 
man Wagoner, county atto 
investigator, who alleged the ¢ 
spiracy began June 11 when Hi 
burg was issued a State auto 4 
er’s license. Wagoner listed 
overt acts the selling of autos 
Dec. 1, 8, 15, 22 and 29. 

Mounger, assistant county 
torney, explained that a si 
breaking the Sabbath charge 
misdemeanor and carries a $25 
Hudiburg has already 
charged on two counts in this ¢ 
nection in Common Pleas @ 
here. The conspiracy-to-break 
Sabbath charge is a felony 
carries a fine up to $10,000 and? 
years in jail. 


Colo, 
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Again... one of the most remarkable votes of 
public confidence in the history of American industry 
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ag Again in 1958...as in every single year for 43 consecutive years 
MORE PEOPLE RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER sae’ 


Watch ‘ Sesdne Theater” on TV—every other Monday, 9:30 P.M., E.S.T. 
















Eprror’s Note: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
1500 miles over seven days. 

> * > 
By L. H. Houck 
Traveling Correspondent 

ya can’t use plain words to 
describe the ride of this new 
suspension on the 1958 Studebaker 
President. You've got to feel it and 

experience it to believe it. 

It offers an engine that will slap 
your back against the seat on 
regular gasoline. The Studebaker 
President is truly a live example of 
luxury and performance. 

All this and , too—18 
m.p.g. becomes a reality in addi- 
tion to savings of up to 4 cents 
or more per gallon for regular 


gas. 

Studebaker calls its suspension | 
system “Luxury-Level” ride. I 
think a salesman would do well to 
put this car on a lift and show a 
prospect how it has been accom- 
plished—after he has taken a good 
ride over bumpy roads. 

Ea + > 
























































Lower Center of Gravity 
re THE first place, the car has a 
lower center of gravity than last 
year which was accomplished by a 
new one-piece driveshaft, although | 
the 14-inch tires helped a mite. 
Rear leaf springs have been 
lengthened four inches and set off- 
: center, asymmetrically, to the rear 
; axle, which is largely responsible 
for the smoother ride. This feature 
almost eliminates the dipping and 
pitching of sudden starts—and 
stops. 
The stabilizer bars both front 
and rear are new and more fiex- 
ible. This increases stability on 
turns and keeps an even keel 
! generally. Leaf springs are much 
; wider—you can see this difference. 
- One of the old problems of 
! springing is to have the proper 
: spring rate—the up-and-down-per- 
minute—so that a car would have 
a spring neither too soft nor too 
hard, while getting a suitable 
i variable rate in a single unit. 
Studebaker has achieved a vari- 
i able coil spring rate that, in effect, 
eliminates the possibility of dis- 
tinguishing between small and 
large bumps. This variable rate has 
been accomplished by making the 
front coil springs with variable 


spacing. 
> > > 


Compressed Equally 
Re? shocks compress each coi 
equally but, as each coil is! 
















ad 
Ay 
od 

































AUTOMOTIVE NEWS, JANUARY 13, 1958 


The Man Behind the Wheel... 


Sales Testing the New Models 


spaced progressively wider, 


the 


shock starts with the close spaced 
coils and a higher spring rate 
repels the greater shocks. This 
firmer spring action counteracts 
the effect of harder road shocks. 
Studebaker’s independently 
mounted front wheels help keep 
the ride level. Both wheels move 
freely and independently without 
transferring road shocks to other 


wheel or frame. 


Front shock absorbers mounted 
within these variable rate springs 
make possible more perfect syn- 
chronization of spring and shock 
absorber to further smooth the ride. 


* * > 


Comfort Ride Zone 


7, YOU are pointing out the 
difference between conventional 


Car Tested: 
STUDEBAKER 


Here are the vital statistics 
of the car tested by Automotive 


News: 
Model: 

sedan. 
Engine: 


President four-door 
Sweepstakes 289, 


OVH V-8, with four-barrel car- 
buretor. Gross h.p. 225 at 4,500; 
torque, 305 ft. Ibs. at 3,000, com- 
pression ratio 83 to 1, engine 
designed for regular fuel. Bore 
and stroke 3.56 by 3.63-in. Dis- 
placement 289 cubic inches from 
which the engine takes its name. 


Transmission: 


Flightomatic 


automatic transmission with 


lighted dial. 


Accessories: Radio, heater, 
power steering, power brakes, 
two-speed electric windshield 


wiper. 


Tires: 8:00x14 four-ply Fire- 


stone white sidewall. 





i 


coil springs and the variable rate 
springs on the Studebaker with the 
car on a lift, you can then show 
the prospect how his comfort has 
been insured by placing the pas- 
sengers in a cradle between the 
axles, where they are least affected 
by pitching. 

Now, the “sea leg” positioning 
of the shock absorbers will be 
easy to show. This is angle 
mounting to resist side sway and, 
at the same time, damping up 
and down motion. 

Also of interest to any owner is 
the inboard mounting of the longer 
leaf springs and the fact that they 
never require lubrication. The 
spring leaves have full-length 
plastic liners which keep out water 
and dirt and eliminate need for 
lubrication. 

© «4 


Engine Buried in Rubber 


Be the passengers are not the 

only ones who have an easy 
ride. The engine is literally buried 
in rubber. More than 300 rubber 
cushions, grommets, bushings and 
pieces of tough, flexible rubber and 
fabric keep road noise and rattles 
down in frame and engine mount- 
ings. 

Just as an easy ride saves a 
human back bone from hard 
knocks, it also adds life to an 
engine. 

The inherent strength of a 
four-sided box is elementary. 
What should be pointed out is 
that welded box sections are 
used in at least nine points of 


| the frame and body. 





For instance, windshield corner | 


posts are double boxed; front, 
(Continusé on Page 117, Col, 4) 





Ark. Judge Plans to Void 
Auto Sales Regulation 


LITTLE ROCK, Ark.—Arkansas’ 
second attempt to regulate sales of 


new cars appeared headed for| 


failure last week after a judge in- 
dicated he would rule the statute/ was set up by the 1957 General 
Assembly. The Arkansas Automo- | 


unconstitutional. 


Judge Murray O. Reed of 
Pulaski Chancery Court wrote 
letters to lawyers for firms which 
were contesting the law in two 
suits, saying that he would hold 
the act unconstitutional “in’ its 


entirety.” 


However, Robert Shults, an at- 
torney for the Motor Vehicle Com- 
mission, said the case would 
| probably be appealed to the State 


| Supreme Court. 


The 1955 General Assembly , 
passed a law setting up a similar) Springs. 
commission with power over auto 


25 


Chevrolet Prepares for Detroit Show— 


Boyce Tope, right, executive vice-president, Detroit Automobile Dealers Assn., and 
manager of the Detroit Auto Show, gives Bruce Stevens, Chevrolet exhibit director, his 
approval of a miniature replica of the proposed Chevrolet display. The Detroit Show, 
covering seven acres, will get under way Saturday (Jan. 18) at the Detroit Artillery 
Armory and run through “Sunday, Jan. 26. As with all major expositions, Chevrolet 
studies exact scale models of exhibit pieces on the prescribed floor area to make 
certain of crowd flow around stellar attractions. 

















| state estimates, 


| Roads, he said it was still too early | 
| to get an accurate appraisal of final 








Quality Product— 


Studebaker-Packard Corp. 
tomers know that it stands 
quality of its products with a sticker like 
this on the windshield of every vehicle. 


lets its cus- 
behind the 





U.S. Aide Opposes 
Tax Boost Despite 
Hike in Road Cost 


WASHINGTON.—The Adminis- 
tration indicated last week it would 
defer any request for heavier high- 
way user taxes to finance the $10 
billion estimated additional cost of 
completing the giant interstate 
highway system. 

Secretary of Commerce Sinclair 
Weeks, in testimony before the 
Senate Roads subcommittee, said 
he did not feel that “additional 
revenue legislation is necessary 
at this time.” 

In presenting the revised cost es- 
timate of the Bureau of Public 





costs of completing the system, but 


|that future estimates will better 


reflect actual construction price| 
trends. 

“Until this additional experience | 
is acquired,” the secretary declared, 
“consideration of any adjustments 
in authorization of fund or reve-| 
nues will be premature.” 

The revised cost report, based on | 
indicated that the 
price of finishing the interstate) 
system, to stretch 41,000 miles, will) 


'be $37.6 billion. The original esti-| 


| lower. 


sales. It was later ruled unconsti- | 


tutional by the State Supreme 
Court. 


The second vehicle commission 


bile Dealers Assn. 
second statute. 

Two suits were filed against 
the 1957 law—one by General 
Motors and the other by six 
dealerships. 

The dealerships are Hobb’s Motor 
Co., White Motor Sales and Horton 
Motor Co., all of Fort Smith; Twin 
City Motors, North Little Rock; 


sponsored the 


| 


Lindsey Brothers Motor Co., Cam-| 
den, and Jones Motor Co., Siloam | 


The dealers asked that the com- 
mission be restrained from re- 
quiring them to pay auto license 
fees for the vehicles they sell. 


The new law was attacked on the! 


Same grounds that the 1955 law 


| 


was ruled unconstitutional—that it | 


applies only to franchised new-car 
dealers. The 1957 law did not 
specifically single out franchised 
dealers. 


GM also charged that the law | 


attempted to regulate its con- 
tractural relations with dealers 
and required a manufacturer to 
obtain a license to operate in the 
state. 


Judge Reed did not indicate in 
his letters why he found the law 
unconstitutional. 


2 Events Planned 
By R.I. Dealers 


PROVIDENCE. The Rhode 
Island Automobile Dealers Assn. 
will hold its fifth annual Washing- 
ton’s birthday week open house 
Feb. 17-22. 

Franklin Hurd, a _ Chrysler- 
Plymouth dealer, is serving as 
chairman for the open house. 

The association has set March 26 
as the provisional date for the an- 
nual banquet. It will be held at the 
Sheraton-Biltmore Hotel here. 








mate was $27.6 billion, 37 percent} 
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Jan. 8 
219 cars out of 347 offer- 






(Sold 


ings.) 

BUICK—'57 Century Hardtop, $2,055*° 
(ps); Special Hardtop, $1,865°. ‘56 
RM Hardtop, $1,625° (‘ps); Super 
Hardtop, $1,550° (ps); Century 
Hardtop, $1,400*; Special Hardtop, 
$1,400°, $1,395°, $1,300. ‘55 Special 
Hardtop, $1,025*, $975, $915° (ps); 
sedan, $810*, $780°, $770; Century 
Hardtop, $1,000°, $960°. ‘54 Super 
Hardtop, $765* (ps), $680° (ps); se- 
dan, $710*, $685°, $575; Special se- 
dan, $675*, $510, $410; conv., $560°; | 
2-dr., $575; RM Hardtop, $535° (ps). 
‘53 Super Hardtop, $500°; 2-dr., 
$275*; Special Hardtop, $425*, $415°. 

CADILLAC—’'57 (62) Hardtop, $3,460*° 
(ps). "56 (62) Hardtop, $2,600° (ps); 
conv., $2,225° (ps). ‘54 (62) Hard- 
top, $1,650° (ps). | 

CHEVROLET—'57 Bel Air (8) sedan, | 
$1,500*; Two-ten (8) sedan, $1,400°, 
$1,280, $1,250, $1,240, $1,200. ‘56 

Air (8) Hardtop, $1,380°, $1,- 

300°, $1,250°; conv., $1,240° (ps), 

$1,130*; Two-ten (8) sedan, $960*, 
$900*. '55 Bel Air (8) Hardtop, $1,- 

000*; Bel Air (6) Hardtop, $865°; 

2-dr., $800; sedan, $950* (ps), $850°, 

$825*; conv., $600; station wagon, 
$850; One-fifty 2-dr., $700. "54 One- 
fifty 2-dr., $385. '53 Bel Air 2-dr., 
$430, $395, $350; Two-ten 2-dr., 





































Bel 




















$290°, $265. 

CHRYSLER — ‘57 Saratoga Hardtop, 
$2,180° (ps). "56 NY sedan, $1,675* 
(ps); Hardtop, $1,500*. '55 NY Hard- 
top, $1,300° (ps); sedan, $1,200° 
(ps), $1,110*; Windsor Hardtop, $1,- 





250° (ps), $1,105* (ps). '53 Windsor 

2-dr., $275 

DeSOTO—’'53 Firedome sedan, $330*. 

DODGE—’57 Coronet Hardtop, $1,790* 
(ps); sedan, $1,475*. ‘56 Coronet 
Hardtop, $1,300*, $1,265°, $1,225°. 
’55 Coronet Hardtop, $1,110*, $900*; 
sedan, $800*, $550. 54 Royal sedan, 
$650*. ‘53 Coronet 2-dr., $260, $250. 

FORD—'57 Fairlane (8) 500 Hardtop, 
$1,785* (ps), $1,600°, $1,575°; 2-dr., 
$1,510*; station wagon, $1,780*, 2 af 
$1,725*, $1,560; Custom 2-dr., $1,- 
250°, $1,085. "56 Fairlane (8) Hard- 
top, $1,210*, $1,160* (ps); station 
wagon, $1,325*; conv., $1,125°; se- 
dam, $1,275* (ps); Custom station 
wagon, $1,170*, $1,100*; 2-dr., $880, 
$805. '55 station wagon, $1,060* 
(ps); Fairlane (8) conv., $1,040*; 





















Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


1957, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 86, 87, 88. 


Below-Cost Sales 
To State Blasted 


Pa. Dealers Assail 
‘Two-Price’ System 


HARRISBURG, Pa—“For y 








auto manufacturers have had tw 
prices on automobiles,” the Pen, 
sylvania Automotive Assn. chargy 
last week in a blast against direg 
factory sales to governmental uni 

PAA continued, “There is om 
price for government—deale 
cost, less excise tax, less as muc 
as $350 on recent bids. The othe 
price is for dealers—you knoy 


your cost.” 
The association said dealers 


not too concerned about who sey 
new cars to government agencia 
“for they know there is little if any 
profit in these sales. Very few deg. 


ers submit bids.” 
But, 


the trade group declare 


“Dealers are very much concerne 
about factories selling cars (eithe 
direct or through a dealer who hy 
been allowed a special price cm 
cession) so cheaply to government 


agencies that the cars can 


driven for a year and then sold fe 


more than was paid for them.” 


The PAA was the seconi 
dealer group in as many weeks 
to reassert its violent oppositia 


to below-cost sales. 
Earlier, the New York 
Automobile Dealers Assn. repo 


contracts for delivery of about 1/ 
cars to the State will receive sy 
sidies from their factories of 
to $475 per unit, over and ab 
Federal excise tax. 


The PAA said, “Customers 


come skeptical of new-car pric 


when the State can purchase rn 
cars for $500 less than dealer co 


They justifiably conclude that t 


cars must be overpriced.” 

Also, the Pennsylvania grou 
said, “Dealers are bitter about t 
demoralized used-car market 
State advertising places them at 


| competitive disadvantage on usd 


cars.” 

Furthermore, the dealers cha 
the government unit takes ad 
tage of its price concession 


tax-exempt status by competi 


with tax-paying dealers for pu 


| retail business. 


Hardtop, $970*, $950°; 2-dr.. $910 
Custom station wagon, $900; 2-@ 
$550; Main sedan, $550, $525. % 
Crest Hardtop, $700*, 
$590; Custom 2-dr., $475°*, 
station wagon, $300; 2-dr., 
$250°. °52 2-dr., $265. 
HUDSON—'5S4 Hornet sedan, $405°. 2 
Jet sedan, $350. ‘52 Hornet sedat 


$115. 

IMPERIAL—'57 sedan, $2,950° (ps) 

LINCOLN—'57 Premiere conv., $3,00% 
(ps); Capri Hardtop, $2,430° (pm 





"53 sedan, $630°. 

MERCURY ‘57 Montclair Hardt 
$1,960°, $1,900°; Monterey Hardtop 
$1,760. °56 Custom 2-dr., $40 
Medalist 2-dr., $910. "55 Monten 
sedan, $940°, $850, $730; Hardt 
$930°. "54 station wagon, $780° ‘(p® 


Custom sedan, $595*. ‘53 Monten! 
Hardtop, $450°. 
NASH—’55 Ambassador Hardtop, a 
(ps). "54 Ambassador 2-dr., $550. @ 
Statesman 2-dr., $190. 
OLDSMOBILE—'57 station wagon, $- 
500° (ps). "56 (98) Hardtop, $1,70 
(ps), $1,545°; conv., $1,640° (pe 
(88) Hardtop, $1,605* (ps), $1,600" 
(ps); sedan, $1,470* (ps). "55 (# 
Hardtop, $1,350* (ps), $1,330°, 
025° (ps); 
Hardtop, $1,200°. 
$1,250° (ps), ; 
$850*, $825. ‘53 (88) Super sed 


. 

$200" 

PLYMOUTH—'57 Savoy Hardtop, 
495°; 2-dr., $1,350°, $1,285°, “ 
180. ''56 station wagon, $1,250" 
$845*; Belvedere Hardtop, $1,235" 
Savoy Hardtop, f ; sed 
$815*, $760. °'55 Belvedere 2-dr- 
$800*; Savoy 2-dr., $610, 600. # 
Belvedere Hardtop, $500° (ps); Save 
2-dr., $325. ‘53 Cranbrook seda® 
$275°. 

PONTIAC—’57 Star Chief Hardt? 
$,.2000* (ps); Chieftain Hardtop, # 
830°, °56 station wagon, $1,550" 
Chieftain Hardtop, $1,140°%; 2-d 
$ "55 Star Chief sedan, 

$885* ; 


$550°. 
PACKARD—’53 ‘‘400" 


'37 sedan, $300. 


sedan, 


Chieftain Hardtop, 
$825°. '54 Star Chief Hardtop, 
$620; Chieftain 2-dr., $335. - 

RAMBLER—’55 sedan, $925*, $600. 
station wagon, $215°*. 

STUDEBAKER—’56 President 
wagon, $1,160*. ‘53 Champion 
top, $175. 
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Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


4 
TvPICAL i Poel 


EXAMPLES 


Bendix Power Brakes 


and developing new and better products to meet the 
needs of the years ahead. 


It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX civrsion SOUTH BEND sorana 


Export Sales: Bendix international Division, 205 East 42nd Street, New York 17, N.Y. 


Bendix Power Steering 
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Capsule Comments 


With the doom-shouters expected to be discredited by 
spring, auto dealers and factory officials believe new-car 
sales will show a sizeable upturn with the advent of warm 
weather, an AUTOMOTIVE NEws survey finds. 

Nothing can build sales like optimism and a few sunny 
days. 
. . . 


Indicating that customers are being deterred by pessi- 
mism over economic conditions, the savi of individuals 
rose to $4.7 billion in the third quarter of 1957, compared 
with exactly $1 billion less a year previously. 

There’s plenty of gold still in | banking accounts. 


A U. S. district court in Dallas has ruled in favor of two 
declaring that dealer reserves are not subject to 
Federal income tax while still in the hands of finance com- 


This is the third district court ruling in favor of 
: 7 * 


U. S. producers turned out 6,115,077 cars and 1,075,619 
trucks during 1957, the car total ing 1956 by about 
300,000 units while trucks fell slightly behind the previous 


_ * . + 


In the individual producer race, Ford claims first place 
in production for domestic sales while Chevrolet pushed 
ahead by 144 cars in total output in the closing days. 

The battle of the figures apparently has started again, 
despite earlier denials. — am 


Road-fund diversion to other purposes reached an all- 
time high of $325 million last year, exceeding the previous 
high of 1953 by over 10 t. New Jersey, with a diver- 
sion of 36 percent, ak of Sinhae pesees ise. 

Despite the awesome need for new r , the politicians 
won’t keep their hands out of motorists’ pockets. 


Automotive Cartoon 


Of the Week 


Events 


Dealer Conventions 


Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 

Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-I1—Illinois Automotive Trade 
Assn., Springfield, Ill. 

Apr. 21-22—Nebraska New Car 
Assn., Sheraton-Fontenelle 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 

iss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May &9—Oregon Automobile Dealers 

Assn., Eugene Hotel, Eugene, Ore. 
11-12— Idaho Automobile Dealers 

sn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive ine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D, C. 

May 12-13—Pennsylvania Automotive Assn., 

adden Hall Hotel, Atlantic City, N. J. 

May 18-20—Texas Automotive alers 
Assn., Galvez Hotel, Galveston. 

June $9—Automobile | Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 17-[8—Georgia Automobile Dealers 

-, General Oglethorpe Hotel, Sa- 
vannah. 
. 7-%—Colorado Automobile Dealers 
Assn., Antiers Hotel, Colorado Springs. 
. 19—Wyoming Automobile Dealers 
Assn.. Lander, Wyo. 

Sept. 14-16—Michigan Automobile Dealers 

Assn., Pantlind Hotel, Grand Rapids. 
~ * 


Auto Shows 
Jan. 11-1%—National Capital Ares 
Show, 


Dealers 
Hotel, 


May 
As: 


Auto 

D. C. National Guard . 
Washington. 

Jan. 17-24—Sen Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. ft ittsburgh Automobile Show, 
Hunt National d Armory, Pitts- 


burgh, Pa. 
Jen. 18:26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 
Jan. 18-24—Detroit Auto Show, Artillery 
it. 


it. 
Jan. 722- untington Automobile Show, 
poomantal Field House, Huntington, W. 
, 


Jan. 23-25—Clearwater Auto Show, Muni- 
cipal Auditorium, Clearwater, Fia. 
Jan. 23-28—Ta Auto Show, Fort Hes- 

. Tampa. 
1 Senin: Automobile Show, 
State Fairgrounds, Birmingham. 
Jan. 25-Feb. |—Baltimore Auto Show, Bal- 
timore. 


Jan. 2%-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-6—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-8 — Rochester Automobile Show, 
ay Memorial Exhibit Hall, Rochester, 


Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 34— St. 
Roller Rink, St. burg. 

Feb. 6-1é—Milwavkee Auto Show, Mil- 
waukee. 

Feb. 9-15—Hornell Auto Show, iow York 


State Hornell, y We 

Feb. Automobile Show, 
Denver Coliseum . 

Feb. 15-24—Columbus Automobile Show 
Franklin County Veterans Memorial 
Ridg., Columbus. ‘ 

Feb. Vera Syrecuse Auto Show, Syracuse, 


Your article in the Nov. 25 issue, 
“Dealers Warned of Hiring Bums 
in Showroom,” makes it obvious 
that your publication has no inter- 
est whatsoever in promoting public 
relations between dealers and 
salesmen. Why did this dealer from 
Lansing, Mich., overload his sales 
force? Was it because he figured 
it didn’t cost him anything to hire 
salesmen simply because he did 


N. Y. 
Feb. 19-23—Autorame, 
Hartford, Conn. 
Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1-$—Kansas City Auto Show, Mu- 
nicipe! Auditorium, Kansas City, Mo. 
March 26-30—IiImported Auto Show, Civic 

Auditorium, Seattle. 

arch 26-30—West Texas National Auto 

Show, Municipal Coliseum, Lubbock. 
Apr. 5-13—International Auto Show, New 

York Coliseum. New York. 


General 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

. 15—Automotive Old Timers Breakfast, 
Hotel Seville, Miami Beach. 

Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

> 23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los eles. 

. 25—1i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 


30 Years Ago... 


State Armory, 


not have to pay them a salary? 


This dealer, in all probability, 
was a WAR BABY and had to 
learn the hard way. The manu- 
facturer usually gets his money 
for the cars before they hit the 
dealer’s showroom; and this 
manufacturer would put a dealer 
in every block if he could. 


I wonder if Mr. Burgess is, or 
was, the type of dealer to get up 
and tell an overloaded sales force 
that all of them should be members 
of such organizations as the Elks, 
Masons, Lions, Kiwanis, etc.—real 
civic leaders, and then in the next 
breath tell them to go out and put 
big whopping lies on citizens’ wind- 
shields, (the well-known WOULD 
YOU TAKE) and not to let shop- 
pers leave the showroom without 


The Big Stories 


Establishment of a dealers’ relations board and major modifications 
in 1938 dealer-factory contracts were announced by Alfred P. Sloan 
jr., board chairman, General Motors. Under the new setup, a dealer 
who felt that his interests were prejudiced by some action of the 
corporation or its executives, could submit his case to the board, 
where a full hearing was granted. Changes in the contract provided 
increased protection for the dealer, as well as a penalty procedure 


against bootlegging. 


Ford Motor Co.’s total world production in 1937 was 1,314,369, 
including 1,027,701 units assembled in the United States. 

Paul G. Hoffman, Studebaker president, reported the sales of 91,509 
cars and trucks in 1937, compared with 91,968 units in 1936. 

According to a survey by the Department of Labor, employment 
in manufacturing industries as a whole averaged about 37% hours 
a week with average hourly earnings of 66% cents. 


—From the files of Automotive News. 


dealerships where you find flow 
hogs hanging around the show 
rooms, sitting on desks and tabla 
with feet in chairs. 

Is there anything wrong with: 
salesman going to work wel 
rested, neatly dressed, sittin 
down, making himself comfortabk 
and at ease, and feeling appred- 
ated? So that when a prospect dow 
come in he can get up and @ 
proach the customer with enthr- 
siasm and still be relaxed? 


lorce, as I had once before or 
one of the best on the 

I was chagrined, however, 

at type of jobs I was offered 

They (the dealers) wanted me & 
hire a lot of salesmen, have a big 
turnover, take a small salary até 
over-ride, and make house deal 
as often as I could, for one hal 
of a commission, and call mys 
@ manager. 

In other words, I was to ches 
my salesmen out of my incomé 
and be a charlatan with the tite 
of manager. How could you holé 
the respect of your men and 
a strong sales organization on sud 
a basis? 

This was when I definitely founé 
out that the WAR and the WAR 
BABIES had changed the autome 
bile business, and there was noth 
ing any one individual could ®@ 


much better off with a 
well organized and efficient sale 
force that is happy. 

The dealer should realize that # 
does cost him money to ov& 
load a sales force, whether he b# 

(Continued on Page 58, Col. 3) 
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Great Falls Dealers Make 
Hay as Car Warranty Shines 


In a concerted 


“swing to the best,” every franchised dealer in 


Great Falls, Montana, is using C.I.T.’s new Car Warranty Plan. 
All seventeen franchised dealers in that city of 40,000 signed Car 
Warranty agreements and, on the day the Plan was introduced, 
offered their buyers a total of 115 cars inspected and guaranteed for 


one full year. 

When asked his reaction to this 
100% participation, Harold 
Bishop, President of The Car 
Warranty Corporation, said, “I 
am very gratified that this na- 
tionally-recognized dealer group 
has given our plan such enthu- 
siastic backing. I know it is al- 
ready helping them to more 
profitable sales—and assured re- 
peat business.” 


Local group praised 


John W. Smith, the Universal 
C.I.T. District Manager in Great 
Falls, was asked why he felt the 
new plan was so extraordinarily 
successful in his area, even more 
so than in the many other com- 
munities which have adopted it 
wholeheartedly. “I give the credit 
tothree things,” John said. “‘First, 
the caliber of the dealers and the 
dealer organization in Great Falls. 
Last year, this dealer organiza- 
tion won a special N.A.D.A. 
award for its public relations pro- 
gram. As individuals and as a 
group, they investigated our plan 
thoroughly and compared it with 
the other plans offered them. As 
the results show, they agreed 
unanimously that our plan gave 
their customers the best and 
most all-inclusive warranty pos- 
sible. This, they realized, gave 
them the best chance for selling 
more cars at higher profits. 

“The second reason Car War- 
ranty’s Plan is strongly approved 
is that dealers get prompt and in- 
telligent inspection service from 
experienced inspectors. Also, the 
dealers know Car Warranty’s pol- 
icy of returning repair jobs to the 
selling dealer whenever possible. 


Plan builds goodwill 


“The third reason this plan is 
working so well here is that the 
dealers know that it is a plan 
Which will produce customer sat- 
isfaction. ‘After-sales’ complaints 
Virtually disappear and ill will 
caused by mechanical failure is 
reduced.” 

The Great Falls dealers gave 
The Car Warranty Plan an en- 
thusiastie introduction to their 
public. For three days, the dealers 
tan a jointly-sponsored ad in two 
local newspapers explaining the 
new Warranty Plan and inviting 
al the public to Open House 
telebrations on Nov. 22 and 23. 


SALES IDEA WINS 
FIRST $50 PRIZE 


A Toledo, Ohio, automobile man 
was announced today as the first 
winner of Universal C.I.T.’s Sales 
Idea award. He is Michael R. 
Flannery, Sales Manager of Bob 
Reese Motor Co., Inc. (Ford), 
1115 Monroe Street, Toledo. 

A check for $50 was sent to 
Mr. Flannery for the following 
entry: 

“I have found that one of the 
best ways of making a sold cus- 
tomer a loyal customer and cre- 
ating more sales for me is with a 
personal letter. 

“Within three days after a cus- 
tomer takes delivery of his or her 
new car, I write a hand written 
personalized letter on company 
letterhead stationery. The letter 
thanks the customer for buying 
anew Fordand 
assures the 
driver that I 
still want to 
aid him in any 
of his driving 
needs. I also 
makeita 
point to re- 
member an in- 
stance in the sale, such as— 
‘Aren’t you glad you decided on 
the blue Fairlane 500 Fordor,’ or, 
‘With this weather today, I sure 
am glad I sold you undercoating.’ 

“‘This makes my customer feel 
that this is not a form letter, but 
a ‘thank you’ note reassuring the 
customer that he bought his new 
1958 Ford from a salesman that 
has a real interest and desire to 
serve a buyer—even after the 
delivery of his purchase. 

“Then I tell our customers that 
we make our living through the 
sale of new Fords and would ap- 
preciate his referring any of his 
friends that might be in the mar- 
ket. I enclose four or five of my 
personal cards with a slip at- 
tached stating each one is worth 
Twenty-Five Dollars to him as a 
‘Bird Dog’ fee if a sale is made. 

“T feel that I get more return 
business due to this letter, fol- 
lowed by three phone calls than 
just by a handful of cards at time 
of delivery.” 





Michael R. Flannery 


ITEMS OF 


ADVERTISEMENT 


INTEREST 


TO AUTOMOBILE DEALERS AND SALESMEN - 


PELL LEST IE 


JANUARY, 


C.1.T. HOST TO DEALERS 
AT N.A.D.A. CONVENTION 


Welcome mat out at Eden Roc 


for 50 Anniversa 





~> aE 





1908 Sears automobile, to be displayed in Universal C.I.T.’s 
hospitality suite at the Eden Roc Hotel, Miami Beach 


ARTHUR 0. DIETZ TO ADDRESS 





DEALERS AT N.A.D.A. MEETING 





Speaking on the subject, ““A Re- | economic conditions in general 


alistic Look Ahead,” Arthur O. 
Dietz, President of C.I.T. Finan- 
cial Corporation, will address the 
Wednesday morning general ses- 
sion of the 41st Annual N.A.D.A. 
Convention at 10:45 a.m. in the 
Miami Beach Auditorium. 

As a speaker before business 
audiences from coast to coast, 
Mr. Dietz is respected for his 
frank and straightforward ap- 
praisal of the factors that affect 


and the automobile business in 
particular. He is noted for the 
pithiness of his statements and for 
the high degree of their accuracy 
over the years. 

He will attempt to define the 
favorable and unfavorable fac- 
tors in the outlook for automobile 
sales, not only for the current 
year, but also on a longer-term 
basis. Other prominent speakers 
will also be featured. 


ry fete 


| MIAMI BEACH—As automo- 
bile dealers and executives gather 

| here for the National Automobile 
Dealers Association Convention, 
Universal C.I.T. Credit Corpora- 
tion looks forward to welcoming 
dealer friends and associates at its 
hospitality suite at the Eden Roc 
Hotel, on the Ocean at 47th St., 
Miami Beach, Florida. 

Scene of the affair will be the 
Hotel’s Mona Lisa Room—from 
5 p.m. to 8 p.m. on Monday and 
Tuesday, January 13 and 14. 


Fete marks SOth year 


This year’s reception marks a 
particularly gala occasion for 
Universal C.I.T., which in Feb- 
ruary will celebrate the 50th 
Anniversary of the founding of 
C.1.T. in St. Louis in 1908. 

Symbolizing a half century of 

progress, Universal C.I.T. will 
display a 1908 Sears automobile 
built in the year C.1.T. was 
founded. Visitors will be photo- 
graphed seated in this car, against 
a backdrop of 1908 and 1958 
highways. 


Top executives on hand 


On hand to greet dealers and 
factory executives will be Arthur 
O. Dietz, President of C.I.T. 
Financial Corporation, Walter 
Lundell, Chairman of Universal 
C.1.T. Credit Corporation, Alan 
G. Rude, President of Universal 
C.I1.T., R. S. Reeves, its Execu- 
tive Vice President, and many 
other headquarters and field ex- 
ecutives. 





YOU CAN WIN $50, TOO Bs 


Have you a pet sales idea that 
has proven successful for you— 
and that might be used to advan- 
tage by other dealers, salesmen 
or shop personnel to help them 
increase their sales? 

If so, jot down your idea and 
send it in to The Sales Ticker. 
We will pay $50 for all accept- 
able ideas or experiences. Don’t 
worry about style or grammar— 
just give us the basic facts. If 
necessary, we’ll rewrite into final 
form. 

Address your $50 idea to: 
Editor, Universal C.I.T. Sales 
Ticker, 650 Madison Avenue, 
New York 22, N. Y. 


ADVERTISEMENT 






“LISTENING” 

I know a fine salesman 
who has what he calls 
his “Chaplain” approach 
to the sale. 

“‘Most people, includ- 
ing businessmen, are 
dying to talk to some- 
one,”’ he says. ‘““When I sense a 
prospect has something on his 
chest, I shut up and listen. I’ve 
heard discussions about 3-year- 
old granddaughters, missions in 
India, the history of saddle mak- 
ing and a number of other in- 


id VEZ 1G roy a 


teresting subjects. I don’t mean 
talk about politics and the 
weather— but instead those things 
a man carries around in his heart, 
and wants to talk about. I’ve 
found I make more sales listening 
than talking.” 

Does this work? I’ve seen him 
in action, and I know it does. 
I’ve seen him close big deals in a 
short time by using words spar- 
ingly—and mainly to prompt the 
prospect to talk about himself. 

With that thought forthemonth, 
I’ll spare you any more words. 


1958 
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$15,000 
RAYON CORD 


VACATION TRIPS GALOREN 


FIRST PRIZE $5,000 VALUE 
SECOND PRIZE $2,500 VALUE ( 
THIRD PRIZE $1,000 VALUE 


FOURTH, FIFTH AND SIXTH 
PRIZES $500 VALUE EACH 









WIRE CONTEST | 


(IPLUS many valuable prizes 






weekly for 10 weeks 
Check in at American Rayon Institute 


BOOTHS 82-86 


-|NADA Convention, Miami Beach, January 11 -15 


" American Rayon Institute, Inc., 350 Fifth Avenue, New York 1, New York 
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AUTOMOTIVE WASHINGTON 
Bigger Issues Obscure 


Auto Industry Problems 


William Ullman 


a BL Correspondent 
oo days before Congress convened, Senate Ma- 
jority Leader Lyndon B. Johnson, Texas Democrat, 
predicted a “constructive” session, with lawmakers initiat- 
ing many programs of their own. About all that anyone else 
would predict, however, was a turbulent session, with both 
SOO 


ae = Congress split by which drew some space in the 
actionalism and deep-seated papers during the Capitol news 
Ginagreement over key issues. | drought last fall, will have plenty 
A few automotive issues ap- of competition 
peared on the horizon, all but ob-| «4 now that Con- 
secured by the big issues of budget, gress is back in 
defense preparedness and recession. town. 
At last report, Senator Estes Ke- Senator A. S. 
fduver, Tennessee Democrat, still Mike Monroney, 
planned to call auto makers to the Oklahoma Demo- 
stand beginning Jan. 28. He will crat, says he will 
quiz them about tthe relation of introduce a bill 
increased steel prices to higher calling for crea- 
autp prices. There’s a chance that tion of a Presi- 
the often-delayed appearance of dential commis- 
Detroit executives might be delayed sion on safety, 
again. The Kefauver hearings, and his auto 








marketing subcommittee is ex- 
pected to take another look at the 
progress of refunds on auto- 
insurance overcharges by a few 
companies. 

On the labor side, Senator John 

Mi Arkansas Democrat, 
will call UAW President Walter 
Reuther before his committee in- 
vestigating abuses by unions. 

The senator seems to have a good 
chance of getting favorable Con- 
gressional action on a bill to halt 
abuses by labor leaders—if his 
committee can agree on a bill. 

There are many signs that a 
substantial majority in Congress 
could be mobilized behind a good 
bill to halt labor racketeering, but 
the committee itself may let in- 
ternal bickering between Demo- 
crats and Republicans bog it down. 

The threat of endless arguments 
that could leave Congress impotent 
is a very real one, particularly in 
a Congressional election year like 


this one. 
e +. + 


Southern Bloc Closer 


A= Democratic groups, 
Southern senators, angry over 
Little Rock, are more firmly united 
into a bloc than ever. They will do 
everything possible to discredit the 
policies of President Eisenhower. 
On the Republican side, so- 
called liberal Republicans are 
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afraid that the Administration is | hour is Johnson, who will have 


neither active nor liberal enough 
to help them get reelected. Con- 
servative Republicans, looking 
ahead to a 1960 without Eisen- 
hower, are ready to push their 
brand of politics harder than 
ever. 

The Federal budget of around 
$73.5 billion—largest in peacetime 
history—will be debated furiously. 
Most capital observers expect that 
the $40 billion defense budget will 
be approved, but there will be loud 
demands for cuts in nondefense 
spending. Foreign aid will be cri- 
ticized more vehemently than ever, 


and could be cut to half what the|f 


Administration wants. 

Administration leadership, shaky 
now, may become shakier as 1958 
wears on. Most Washingtonians ex- 
pect two key Cabinet members to 
resign this year—Secretary of State 
John Foster Dulles and Secretary 
of Agriculture Ezra Taft Benson. 
No matter who replaces these gen- 
tlemen, there will be a vacuum in 
leadership which Congress will try 
to fill. 


* > * 


Johnson Is Man of Hour 
best chance for decisive 
Congressional action this year 
is for Congress itself to develop its 
own leaders with a knack for ef- 
fective compromise. Man of the 





TEMPERATURES MADE TI 


INSIDE THE CAR 


Comfort’s always in season in General Motors 
cars. With winter’s icy blasts outside, 


Harrison Heaters and Defrosters keep passengers 


snug and warm—windows clear and clean. 
And during the warm weather months, 
Harrison Air Conditioning beats blazing heat, 
sweltering humidity, dirt and road noise for 
the coolest, most comfortable ride on the road. 


IN THE COOLING SYSTEM 


Harrison Radiators, Thermostats and Oil 
Coolers insure top engine and transmission 
performance for the world’s finest cars 

and trucks. Harrison heat control products, 
backed by more than 47 years’ experience, 
are engineered to assure dependable, 


economical service. If you have a heating or 


cooling problem, look to Harrison for the answer. 
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steer his way through waters mon 
troubled than ever. 

He is chairman of the Sena® 
Preparedness subcommittee, 
which will hear Pentagon witnes. 
ses explain why the world’s firg 
man-made satellite had a Rug. 
sian name instead of an Ameri. 
can one. What Congress dog 
about defense will be dictated ip 
large measure by the contents of 
the Johnson subcommittee 

Democrats also will be | 
to Johnson for guidance on a & 
mestic legislation program. So far, 
the majority leader has refraing 

rom making specific pro 
though he told a press confereng 
that the nation faces pressing @ 
mestic problems which cannot hp 
ignored. 


These are the “problems” he gaig 
should be met: 

“Our farmers are caught in 4 
tight economic squeeze.” 

“We have between 3 and 4 mip 
lion unemployed.” (Latest Depart. 
ment of Labor figure was 3%} 
million.) 

“Small business failures are at, 
far too rapid rate.” 

“We have not completed the ne. 
essary work to conserve our m 
tural resources.” 

“The cost of living is still rising 
and the effect upon people who 
have fixed incomes has been cruel’ 

= . = 












Administration Is Hopeful 


bape Administration is ba 

on the hope that the currej 
decline in business activity and em 
ployment won’t last long. Th 
White House expects to take ® 
enough tax money to pay for is 
$73.5 billion budget, plus a slight 
surplus. 

If that much in revenues come 
in, there will have to be a shan 
upturn in business condition 
But the Administration insis 
that will happen, and that suf 
ficient revenues will roll in with 
out making it necessary to raise 
taxes. 

Chief cheerleader for the Admin 
istration, Secretary of Commenm 
Sinclair Weeks, said “the shower 
isn’t over yet, but the sun show 
signs of breaking through th 
clouds.” He promised “vigorow’ 
Government action to counter th 
slump. 

Among other things, the Adminis 
tration is moving fast to place new 
orders for military hardware. Mon 
Federal funds are going to the al 
of the private housing industry 
More Government buildings will & 
constructed. Highway spending wil 
be increased. 

These pump-priming moves 
coupled with population 
and greater private spending 
should turn the tide by mid-1% 
the White House feels. 

> > . 


Higher Taxes Still Possible 


F BUSINESS doesn’t get bet 

the Administration could 
faced with the unpopular task 
calling for higher taxes to 
defense needs at a time when b 
ness is bad. 

In Congress, reaction to the ta 
situation—like everything else— 
refuses to follow party line 
Some of the loudest noise & 
favor of immediate tax cuts & 
emanating from Rep. Richard M 
Simpson, Pennsylvania 
can and head of the House Re 
publican Campaign Committee. 
“One of the best ways of so 
what may be described by some 
a recession,” he said recently, 
be corrected or avoided by reduc 
the burden of taxes upon 
American people today.” 

But Rep. Richard Bolling, 
souri Democrat, thinks that ta 
might be increased. Planned 
creases in defense spending, he 
lieves, could pull the U.S. out 
economic slump. ; 

Still another team, which 
tax cuts right now, is made up 
one Democrat and one Republic 
There is little wonder that oF 
Leader Johnson is wary of stala 
specific legislative objectives. 
* . * 


Busy Foreign Trade Seen 


yas year should be one of @ 
best in history for U.S. f 
traders, predicts Henry 
assistant secretary of commerce 
international affairs. Last year, 
said, both exports and imports We 
higher than ever before. 

Kearns said that while 1908 
ably will not hit the peaks 
in 1957, it could well be the seam™ 
best foreign-trade year we 
ever had. 
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Sales Conditions in Various Areas 


AUTOMOTIVE NEWS, JANUARY 13, 1958 





Auto Market Reports 


Yakima, Wash. 

During the first 11 months of 
the year, 3,131 new cars were pur- 
chased in Yakima County (Ya- 
kima), Wash., compared with 2,866 
in the same period of last year. 

Sales in November were better 
than in the correspondi month 
of 1956, although they fell below 
the October level—(F. K. Haskell.) 

> . > 
Pittsburgh 

New-car registrations in the 
Pittsburgh area during the week 
ended Dec. 14 “reflected a decided 
increase from the preceding week,” 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonaliy adjusted 
index of general business activity 

the week was 97.6 percent 

of the 1947-49 average. It had been 
102.3. a month earlier. 


The steel-ingot rate dropped to 67 
percent of: practical capacity during 
the week, the lowest rate of the 
year. 

New-car registrations in Pitts- 


By makes, they were: Chevrolet, 
512; Ford, 362; Plymouth, 191; Olds- 
mobile, 140; Buick, 113; Dodge, 100; 
Pontiac, 89; Mercury, 70; Chrysler, 
60; Edsel, 42; DeSoto, 41; Cadillac, 
37; Rambler, 19; Studebaker, 14; 
Hudson, 2; Lincoln, 2, and miscel- 
laneous, 70.—(Leon M. Leffingwell.) 


* * * 


Kansas City, Kans. 

New-car sales are down a little 
and the decline has been gradually 
increasing for the last 60 days, ac- 
cording to some dealers. Used-car 
volume is also following the trend 
of new cars. Inventories in both 
are rated slightly higher than nor- 
mal 


Most dealers report an increase 
in service business and parts vol- 


ume. 

Repossessions are slightly above 
normal due mostly to a drop in em- 
ployment.—(L. H. Houck.) 

> > * 
Louisville 

November new-car sales totalled 
1,501 in Louisville, compared with 
1,351 in October, while new-truck 

ions rose from 111 in Octo- 
ber to 140 in November. 

For the first 11 months, the new- 
car total was 17,341 for 1957 and 
18,797 for 1956. New-truck sales for 
11 months were 1,853 this year and 
2,097 last year. 

By makes, November new-car 
were: Chevrolet, 


22; Checker, 16; V: 13; 
, 11; Chrysler, 10; De- 

Soto, 10; Imperial, 8; 6; 
Con 5; 5; 
Lioyd, 4; MG, 2; Triumph, 2; 
Willys, 2; Isetta, 1; Jaguar, 1; 
King, 1; Morris, 1; Packard, 1; 
1; Sunbeam, 1, and Volvo, 


L 
Truck registrations were: Ford, 
= Chevrolet, 46; International, 20; 


; Dodge, 
miscellaneous, 5.—(A. Ww. Williams.) 


St. Louis 
According to a survey just com- 


. pleted there are about 40,000 un- 


employed in the St. Louis area. The 
situation compares with the 1954 
recession, as far as figures are con- 
cerned. 

However, Charles G. DeLargy, 
manager of the St. Louis office of 
the Missouri Division of Unemploy- 
ment Security, said the present per- 
cent of the labor forces unemployed 
is 46 but that the figure was 7.4 
percent at the peak of the 1954 
depression. 

He said unemployment can be 
expected to increase in the months 
_— because of a normal seasonal 


“DeLargy 381d unemployment 
here was following a 
tern that was the 


cutbacks and predicted that na- 
tionally 4,000,000 would be unefn- 
ployed by the end of February. 

State unemployment officials re- 
ported that employment was on the 
upgrade in the automobile indus- 
try, wholesale and retail trade, hos- 
pitals and professional services and 
on the ie in food, apparel, 
shoe, printing, fertilizer, lumber, 
construction, railroad, trucking and 
non-professional service industries. 

In addition Missouri unemploy- 
ment offices reported that the ‘vol- 
ume of incoming job placement 
orders: were below normal and still 
declining. 

Another disturbing factor, ac- 
cording to officials, is the large 
number of continued unemploy- 
ment claims, indicating that work- 
ers are remaining unemployed for 
longer periods than usual before 
finding a new job—(L. H. Houck.) 

. > 
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Independence, Mo. 


New-car sales are slack and re- 
ported below normal in Harry Tru- 
man’s home town on the eastern 
border of Kansas City. Some lay- 
offs are reported in surrounding in- 
dustrial plants. 

Collections are slowing down 
and there is some increase in re- 


Used-car sales are picking up, 
a situation now becoming common 
in areas where unemployment is 
rising, indicating that workers may 
be turning to cheaper transporta- 
tion. 

New-car inventories are rated 
high and used cars plentiful.—(L. 
H. Houck.) 


> > * 
Boise, Id. 
A total of 179 new cars were reg- 
istered in Ada County (Boise), Id., 


during November, compared with 
295 in October. 


New-truck registrations totalled 
37 in November compared with 77 
in the previous month. By makes, 
they were: Chevrolet, 10; Ford, 10; 
International, 4; GMC, 2; Stude- 
baker, 1, and miscellaneous, 10. 

> 7 7 


Houston 
A total of 4,245 new cars and 
544 new trucks were sold in Hous- 
ton during November, compared 
with 5,120 new cars and 794 new 


trucks in the previous month. 
By makes, new-car registrations 
were: Ford, 1,235; Chevrolet, 1,002; 
Plymouth, 400; Buick, 350; Oldsmo- 
bile, 


272; Mercury, 164; Pontiac, 





161; Dodge, 145; Cadillac, 75; 
Chrysler, 67; Studebaker, 55; De- 
Soto, 47; Rambler, 41; Edsel, 39; 
Imperial, 34; Lincoin, 31; Isetta, 15; 
MG, 15; Renault, 15; Volkswagen, 
13; Hillman, 11; Lloyd, 11; Tri- 
umph, 8; Metropolitan, 7; Volvo, 5; 
Willys, 5; English Ford, 3; Porsche, 
3; AC, 2; Jaguar, 2; Austin-Healey, 
2; Morris, 2; Nash, 2, and miscel- 
Janeous, 6. 

Truck registrations were: Chev- 
rolet, 192; Ford, 181; International, 
93; GMC, 35; Dodge, 21; Mack, 9; 
White, 4; Willys, 3; Studebaker, 3; 
Volkswagen, 2, and Diamond T, 1. 
—(Ruby Fenoglio.) 


Omaha 


November saw 938 new cars 
registered in Omaha, compared 
with the October total of 1,116. 

Ford again topped Chevrolet, 295 
to 267. Plymouth was third, with 
75, and Buick was next, with 52. 
Edsel sales for the month totalled 
9. There were 22 foreign cars sold, 
including 14 Volkswagens. 


November truck sales totalled 79, 
compared with 121 in October. In- 
ternational led with 25. Ford had 23 
and Chevrolet, 13—(Arthur R. 


Oleson.) 
= te 


> 
Birmingham 
Sales of new cars in Birmingham 
during November totalled 1,431, 


slightly below the 1,439 registered in 
October. 


Sales by makes were: Chevrolet, 
509; Ford, 354; Plymouth, 107; 
Buick, 91; Oldsmobile, 80; Mercury, 
64; Pontiac, 42; Cadillac, 26; Dodge, 
24; Chrysler, 22; DeSoto, 18; Ren- 
ault, 13; Edsel, 11; Lincoln, 11; 
Nash, 10; Volkswagen, 10; Stude- 
baker, 7; English Ford, 6; Imperial, 
6; Simca, 5; Triumph, 5; Hillman, 
3; MG, 3; Austin Healey, 2; Borg- 
ward, 1, and Morris, 1—(Stuart 
Riddle.) 


> = 
Albany, Ore. 

Sales of new cars have dropped 
15 to 20 percent in Linn County, 
members of the Linn County Auto 
Dealers* Assn. have reported. 

Dealers are optimistic, however, 
with good employment in paper 
mills and additions anticipated. 

Association members have de- 
cided to pool their advertising 
money and run a series of co-op 
ads in their local papers, which 
they believe will provide a good 1958 
start —(F. K. Haskell.) 

> > 


Salt Lake City 


A total of 970 new cars were reg- 
istered in Salt Lake County (Salt 
Lake City) during November, com- 
pared with 812 in October. 

New-truck registrations, however, 
fell sharply from 182 in October to 
116 in November. 

By makes, new-car 


registra- 
were: Ford, 260; Chevrolet, 


Mark End of Chevrolet School Term— 


Dealer sponsors for the record-breaking 57-member graduation class of the Chevrolet Dealer Sons’ School attended a banquet 
at the General Motors Training Center in Detroit, marking the end of the school term. Pictured, bottom row, from left, are D. F. 
ee oe ei eee M. T. Patterson, R. F. Looney, Graham Loving, W. A. Rogers, Mrs. L. K. Briggs, P. G. John- 
oe =. ee ee A. J. Catnes. Middle row: W. 
Ernest Bichan, P. T. Manning, W. S. Edwards jr., W. D. Phillips, 
‘eral, P. Houber, Back row Henry Houthman, E. A Everson, E. L. Cottingham, Raymond 
. A. Read, J. L. Owens, R. W. Shaver, W. C. Shaver, H. P. 


FH. 
Waggoner, J. E. Walters, H. E. Tra po & 
R. S. Robert 


mien i of | Streit sr., F. J. Groesbeeck sr., 


, R. A. Forbes, R. P. Weil, 


. $. —— C. G. Ackerman, H 
, H. D. Ettinger. 














“Mr. Van Gilt? Just thought 
I'd call up to remind you that 
your wife has a birthday nezt 
week.” 





37; Pontiac, 31; Chrysler, 27; De- 
Soto, 23; Cadillac, 19; Rambler, 
17; Studebaker, 12; Edsel, 10; Lin- 
coln, 10; Imperial, 2; Nash, 2; 
Packard, 1, and miscellaneous, 75. 


New-truck registrations were: 
Ford, 38; Chevrolet, 26; Interna- 
tional, 14; GMC, 11; Kenworth, 5; 
Dodge, 4; Willys, 4; White, 3; Mack, 
Studebaker, a 

F. 


2; Diamond T, 1; 
and miscellaneous, 7 — (CW. 
Smiley.) 


Milwaukee 


A total of 3,208 new cars were 
sold in Milwaukee during October, 
a gain of 10 percent over the 2,914 


registered a month earlier. 


For the first 10 months, regis- 
trations totalled 36,273, compared 
with 35,197 in the 1956 period. 
This year’s 10-month total was 
exceeded only in 1955, when the 
count was 42,149. 


October sales by makes were: 
Ford, 884; Chevrolet, 705; Oldsmo- 
Dodge, 
197; Rambler, 161; Buick, 159; Pon- 


bile, 256; Plymouth, 214; 
tiac, 141; Mercury, 105; Cadillac, - 
Chrysler, 60; Edsel, 48; DeSoto, 


Volkswagen, 31; Studebaker, 


2; 
2; Jaguar, 


Maico, 1; Panhard, 1; Porsche, 1, 
and Simca, 1—(John E. Hubel.) 

> > > 

Akron 


New-car registrations in Summit 
County (Akron) showed Ford well 
out in front of Chevrolet at the end 


of 11 months, 5,220 to 4,348. 


Plymouth had third place sewed 
up with 3,466 sales, while Buick 
was in fourth with 1,736. Others in 
the first 10 were: Oldsmobile, 1,268; 
Mercury, 1,234; Dodge, 1,211; Pon- 
tiac, 1,153; DeSoto, 700, and Chrys- 


ler, 427. 

Edsel sales dropped sharply 
during November, totalling only 
14. There were 71 Edsel registra- 
tions in September and 45 in Oc- 
tober. 


Total new-car registrations for 


2: 
Imperial, 20; Lincoln, 14; Nash, 10; 
Isetta, 7; MG, 7; Triumph, 6; Mor- 
ris, 5; Volvo, 5; ‘Renault, 4; Austin, 
: rgward, 2; DKW, 2; Hillman, 

2; Mercedes-Benz, 2; 
Packard, 2; Willys, 2; Hudson, 1; 









the month amounted to 1,782, or 1 
above the same month Of 195% 
Truck volume also was ahead ¢ 

last year, 162 - 155. a Kuebleyy 


* 


ites 


Denver dealers sold 1,251 new cay 
during November, compared with 
1,537 in October and 1,331 in Ng 
vember a year ago. 

By makes, sales were: Che 
328; Ford, 289; Plymouth, 
Buick, 71; Pontiac, 62; Oldsm 
56; Mercury, 52; Rambler, a; 
Dodge, 34; Cadillac, 27; Edsel, 2; 
DeSoto, 18; Chrysler, 15; Volk 
wagen, 14; Hillman, 11; Simca, 
Goliath, 9; Imperial, 8; Lincoln, 7, 
Studebaker, 6; Renault, 6; English 
Ford, 6; Metropolitan, 5; ‘DKW, 5; 
Borgward, 4; Triumph, 4; Lloyd, 3: 
Volvo, 3; MG, 2; Morris, 2; Po 
2; Checker, 1; Continental, 1: 
Jaguar, 1, and Mercedes, 1, 

New-truck sales in Novembe 
amounted to 154, compared with 
in October. By makes, they were: 
Ford, 60; Chevrolet, 44; GMC, 16; 
International, 11; Dodge, 8; 

5; White, 4; Mack, a Simca, 1; 
Volkswagen, 1, and miscellaneous, 
3.—(Ira Alexander.) 


* * > 


Northern Missouri 


A check of the upper part of 
state to the Iowa line indie 
that farm buying is at a low 


Experts said that the m 
needs a good hard freeze for 
soybean harvest but dealers in 
lines are highly optimistic. 
result, sales of new and used 
are lower than normal throug 
the area. But this could ch 
quickly with weather favorab 
farmers. 


Inventories of used cars 
considerably out of line in 
higher brackets and invent 
of new cars are now building 
to above normal positions. 
However, most dealers and a 

business men consider this a u 
period of uncertainty and D 
change for the better in a 
weeks.—(L. H. Houck.) 


> * > 


Sioux City, Ia. 


A total of 307 new cars anda 
new trucks were registered & 
Woodbury County (Sioux City), & 
during December, compared 
170 new cars and 27 new c 
mionth earlier. 


December new-car registrat 
by makes were: Ford, 97; C 
rolet, 60; Oldsmobile, 33; Buick, 
Pontiac, 16; Plymouth, 13; De 
11; Mercury, 10; Chrysler, 9; R 
bler, 6; Cadillac, 4; Volkswagen, 
DeSoto, 3; Checker, 3; Isetta 
Imperial, 2; Edsel, 1; Hillman, 
Studebaker, 1, and Triumph, © 

New-truck registrations were 
Chevrolet, 15; International, 
Ford, 14; Dodge, 2; GMC, 2, 
White, 2. 
























































































- oa * 
Cleveland 

Continued dropping off of 1 
car sales, as compared with 
ago figures, is being noted in 
Cleveland area with the ab 
viated Christmas week sales of 
units slipping below 1,000—one | 
the lowest weekly figures of 
year. 

The 947 total was well under 
1,200-unit year-ago report. In 
cars, 757 sales reflected custe 
hold-back due to lack of good, 
priced, clean offerings, alth 
used-car men say the year. 
should be as good as this year. 

In truck sales, figures of 69 
and 26 used reflected cont 
easing of the market.—(5 
Markey.) 





















> * ” 
Cincinnati 
Motor vehicle sales in Hamil 
County (Cincinnati), O., drop 
below the 1,000 mark for the 
time in several weeks during 
week ended Dec. 26, when 961 re 
istrations were recorded. The @ 
was 379 units less than in the prt 
ceding week, and 84 below re& 
istrations in the like week of 1% 
A total of 433 new cars and 8 
new trucks were registered, “<— 

pared with 588 new cars and 9 














new trucks in the previous wee 
A total of 473 used cars and! 
used trucks were sold, com 
with 677 used cars and 18 used 
trucks a week earlier. 
Repossessions took a decide 
drop with only 28 reported. ‘The 
(Continued on Page 98, Col. 3) 


H.; Price, R. R. Terrill, C. W. 








IN 1958, DODGE AGAIN LEADS its field in advanced styling and 
engineering achievements. Other cars still offer nothing to compare with sway- 
free, dip-free Torsion-Aire. Nor is there a system that matches Dodge Total- 
Contact Brakes for safe, sure, even stops. (Both these features are standard 


equipment on every Dodge model.) And, no other car in the Dodge price class offers 
tried and proven push-button TorqueFlite, or full-time Constant-Control Power 
Steering—features that assure matchless handling ease in every situation. But 
why go on? On a dollar for dollar basis, Dodge dealers simply have more to sell! 

DODGE DIVISION «+ Chrysier Corporation 
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3 NADA Speakers Present Views... 
Used Cars a Profit ‘Natural’ 


MIAMI BEACH. — The spotlight 
was on used cars last Saturday 
(Jan. 11) as three speakers at an 
NADA convention service session 
presented their views on how to 
conduct this important phase of 
the dealership operation profitably. 

Charles C. Freed (DeSoto- 
Plymouth), Salt Lake City, empha- 
sized the necessity of good manage- 
ment; H. L. Galles jr. (Oldsmobile- 
Cadillac), Albuquerque, N. M., 
stressed the value of the NADA 
Official Used-Car Guide, and Clar- 
ence J. Staufenbeil, Cadillac na- 
tional used-car manager, spoke of 
the importance of reconditioning. 
Their addresses appear below. 
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After 30 Years, 
a Problem 


Becomes a Profit 


By Charles C. Freed 
President, Freed Motor Co. 
(DeSoto-Plymouth), Salt Lake City 

_ Why have I said “After 30 Years, 
a Problem Becomes a Profit?” Only 
because I started in this business 
31 years ago and the part of the 
business I disliked was our used 
cars—those Moons, Dianas, Stars, 
Durants and some others that 
glared back at me night and day 
from their more-or-less permanent 
berths on our used-car lot. 

I remember very well my banker 
telling me to watch out for those 
used cars—they were dangerous— 

they wouldn't sell 
because the auto 
industry had 


probably reached | days. 


a saturation 
point. Well, any- 
way, I loved new 
cars and I started 
fast and got in so 
deep that I 
couldn't afford to 
heed the banker’s 
warning. 
©. ©. Freed So, today, with 
30 years and thousands of used-car 
sales behind me, I'd like to tell my 
banker just how wrong he was 
but, unfortunately, he has gone the 
way of the Moons, Dianas, Stars 
and Durants. And today I love 
used cars, and that saturation 
point for all’ kinds of cars, new 
and old, is farther away now than 
ever before. 
> . > 

Most important to all of us is 
that in this new, more competitive 
era our used-car department is 
second only to our new-car depart- 
ment in producing profit month in 
and month out. 

Our used-car manager is today 
the proudest member of our man- 
agement team because he is re- 
sponsible for producing sales with 
a profit—of running a profitable 
business of his own—instead of 
just a necessary evil always in the 
red. 


Our used-car department is 
separately 


We like used cars so well today 
that we buy them for cash—just as 
our competitive exclusive used-car 
dealers do. We do this for three 
reasons: First, it is very profitable; 
second, we can’t keep a balanced, 
complete inventory to satisfy our 
customers’ needs with just trades 
on new cars and, third, we gave 
this business to our friends, the 
used-car dealers, years ago and 
now we're just getting smart 
enough to work to bring it back to 
us. 

Now, why all this change in 
attitude and profit? I know many 
of you have the answer. It was a 
complete change in our trading 
prices, our compensation to sales- 
men and the beginning of a realis- 
tic, sound accounting system. 

” > 


Carried at Cash Value 


To start at the beginning: Every 
used-car trade is shown on our 
books at its realistic cash value, a 
price it can be wholesaled for on 
the market on that day. This 
means a valid, quick wholesale 
figure less any unusual recondition- 


ing. 

The NADA Guide Book average 
wholesale figures are usually about 
right. Any overallowance given to 
the customer is charged against 


and deducted from new car gross. 
Can you possibly imagine how silly 
we used to be when we charged 
our new cars in at factory whole- 
sale figures, our parts at wholesale 
and then the used cars at a com- 
pletely false, fictitious retail figure 
—usually a figure the customer de- 
manded and we gave him? 

Of course, we follow this same 
system of wholesale cash-cost 
figures on down through the 
ng department on the sec- 

ond, third, or even fourth trade. 

The so-called junker is carried at 
just $1.00. Our total inventory is 
then all at cost and our true net 
worth is reflected on our state- 
ment. 


This plan gives us the oppor- 
tunity to reward our salesmen— 
both new and used—on a basis of a 
percentage of the gross profit re- 
maining on every deal he makes. 
He becomes automatically a part- 
ner with us in creating gross profits 
and a watchdog over expenses. 

+ * o 


As an example: In just three 
years we have cut our recondition- 
ing expense about 50 percent in 
a of labor rates going up one- 
third. 


To be exact: Our reconditioning 
per car last year was $35.34. Most 
of this reconditioning money is 
spent on absolutely necessary 
mechanical] troubles, body work 
and appearance operations. Last 
year we averaged $286 used-car 
profit per new-car sold, with an 
average inventory turnover of 20 


This has been accomplished 
because salesmen don’t just 
throw into the deal a set of seat 
covers, a couple of tires or even 
@ paint comes out of their 
— if they do—so they sub- 

stitute salesmanship for give- 
aways. 

These salesmen are well trained; 
they earn important money. They 
must be profit-minded to earn top 
money—and they stay with us over 
the years. They have excellent 
jobs. 

Our reconditioning is done in an 

entirely separate building by Used- 

car mechanics. Your regular new- 
car mechanics aren’t competent to 
repair used cars—they’re too ex- 
pensive; they don’t understand the 
business, and we don’t believe they 
do the job as it must be done to 
secure the desired results at the 
lowest possible cost. 
> 
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Tips on Wholesaling 


A few years ago we conducted a 
survey among used-car buyers, 
asking why they bought from us. 
We had them check a card show- 
ing certain items and left a space 
for remarks. The results were 
startling! 

Their first reason for buying, in 
their own words, was “Neat and 
dignified appearance of your used- 
ear lot;” second, “Signs on your 
lot;” third, “Classified advertising” 


and, fourth, “One of your cus- 
tomers recommended your place.” 


Since then we have further im- 
proved our used-car operation, 
giving it an atmosphere of dig- 
nity and reliability rather than 
the appearance of a sideshow in 
a circus. It has paid off for us 
and I think it will for you. 


We pay close attention to good 
principles of display. Used cars, 
like other merchandise, are half 
sold if well displayed. Consequently, 
uséd-car lots should be designed 
as instruments of effective display 
rather than mere parking lots. The 
lot should be immaculately clean 
with substantial, dignified signs 
containing only those statements 
that you’re willing to stand behind. 

I have been asked many times 
“Under this plan do you actually 
wholesale many used cars?” The 
answer is “Yes, we do, when we 
definitely decide that because of 
one reason or another we can’t 
retail it at a profit.” 

* = +. 

After such a decision is reached, 
the car is immediately sold for 
wholesale, either to a used-car 
dealer or at our local auction. We 
then endeavor to use this money to 
buy another used car that-we feel 
we can readily sell at a profit. 

This has proved right and profit- 
able for us. It gives us factual in- 
formation regarding the wholesale 
figure we bought or traded the car 
for originally, it keeps us well in- 
formed on wholesale prices and it 
puts nonproductive money back to 
work. 

Don’t fall in love with a par- 
ticular used car just because you 
traded it in or bought it or be- 
cause you and the car have be- 
come so familiar with one 
another. Find out where you 
made your original mistake and 
rectify it—make your wholesale 
deal at once. 

Our 10-month statement for last 
year shows a profit on tradeins 

wholesaled of $2,585.55, and of cars 
purchased outright and wholesaled 
of $2,438.38. We know that’s posi- 
tive proof we are paying true 
wholesale figures for our trades as 
well as cars purchased. 

I am firmly convinced that this 
method of operation is the greatest 
single factor in the improvement of 
dealer profits in Peed over 1956. 


‘The Priceless pa 


The opportunities ahead of us as 
authorized new car dealers becom- 
ing well-organized used-car mer- 
chants are almost beyond calcula- 
tion. We know the market for used 
cars has always exceeded that of 
new cars, and our rapid population 
growth, plus the absolute necessity 
for more and more two-car fami- 
lies—and even for three cars— 
makes this market far greater for 
the future than in the past. 

What is so particularly exciting 
about this challenge is that this 
great extra profit can be ours with 


New Dealership, New Building— 


The former Spokane Motors, a used-car business in Kennewick, Wash., has become 
LaPoint'’s Mercury following award of the Mercury franchise to Keith LaPoint. This 
new building has been built for the firm. The building, 168 by 50 feet with six-car 
showroom, adjoins the former LaPoint quarters, which now houses the service depart- 
ment and gives the concern 13,000 square feet for its operations. The dealership 
serves the growing Tri-Cities area of Kennewick, Pasco and Richland. LaPoint has 
been in the auto business there since 1947. 
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Direct Cleveland Independents— 


Directors of the Cleveland Independent Auto Dealers Assn. were sworn inte 


during the group's annual installation dinner-dance. Seated, 


from left, are 


Chicker, Paul Shrubb, Irv Rubin, Sam Messerman, Peter Weinberg and Sid 
Standing: Carl Dubin, Leo Sebransky, Jerry Bresler, Milton Leiken, Joe Ch 
Barber, Mark Durschlag, Buddy Simon, Irv Elk and Elliot Weisenberg. Board 
not pictured are Mannie Berk, Allen Friedman, Joe Terman, Ben Glassman, 
Derin, Pat Coughlin and Norman Berlin. Officers include Harry Halpert, 
Larry Skall and Lov Katz, vice-presidents; Mannie Weiser, secretary, and 
Scher, treasurer. Seymour Terrell was retained as counsel. 


very little increase in overhead— 
yes, it’s already with us. 

The priceless ingredient for 
success in any used-car operation 
is sound, aggressive, enthusiastic 
management. 

We have discussed how we trade 
or buy the used car, reconditioning 
costs, balanced inventories, sales- 
men compensation, what we think 
attracts customers to our used-car 
operation. The final phase is proper 
merchandising of a commodity al- 
ready wanted and needed by mil- 
lions of people every year. 

This requires that same sound 
direction, interest, training and 
enthusiasm that you, as the boss, 
put into your new-car selling 
efforts. If you regard your used- 
car department as a stepchild or 
just another necessary evil, then 
that’s the kind of a result we all 
know you'll get. 

> > . 

On the other hand, sound man- 
agement means top men in this 
department, just as capable, just 
as well trained, just as high-grade 
and equally as well paid as those 
in your new-car department. 

We use and recommend a sound, 
long-range — not hit-or-miss — cus- 
tomer used-car guaranty program 
—one which will insure you or 
year-after-year repeat buyers. 

It might be a one-year war- 
ranty, a money-back guarantee or 
even a “fifty-fifty” 30-day war- 
ranty, but most important: 
Something that is sincere, that 
you believe in, and is yours and 
is one you can and will stand 
back of. 


Again to reemphasize the im- 
portance of your used-car man- 
ager, if you have one. He is as 
important as the new-car manager 
and must believe fully in your 
operational methods. He should be 
the best closer in the outfit. He 
must know used-car values; latest, 
fastest reconditioning methods, and 
be capable of attracting and train- 
ing high-grade men as salesmen. 

He must know financing and 
credit. This is the fastest section 
of the automobile business, and 
delays in the final close can mean 
many lost sales. Finally, he must 
be a man of the highest integrity, 
not a “sharpie” or “fast operator.” 
If you are your own used-car man- 
ager, then your knowledge and 
training must be just as good as 
the manager you might employ. 


> > 7” 
I’s Time for Action 

The problem of 30 years ago 
making us profits today has been 
like a blessing in disguise, but 
disguised far too long. 

If you are one of the thousands 
of new-car dealers in America 
whose profits for last year were 
disastrously low—or worse still— 
who operated in the red, then you 
are in a serious emergency,. so 
please do something about it. 

Recognize right now the great 
change that has taken place in 
this business and whether you 
like this change or not, adopt 
this complete system of merchan- 
dising—not just part of it, but 
all of it. 

It offers you a profit opportunity 
greater than ever before. It is 
sound financially—sound for your 
sales organization. It is the one 
way to change your used-car de- 


| partment from a loss ope 


one of profit. 

Just thinking about it 
you any good—it takes 
action now, not tomorrow 
next day. With no other p 
you be sure of the final f 
profit or loss on every 
deal. 

The used-car department 
a real challenge—not an 
mountable —to ev 
automotive merchant. Why? 
ao it is the only sec 

business where you 
able to fully control all 
ing, merchandising, 
adjustments and programs, 

It is profitable and excit 
meet this great challenge 
come a true automobile m 
In the words of our 
manager: “New cars are h 
sell; they haven't enough 
points. Give me a used car 
time.” 


The NADA Official 
Car Guide—And 


importance to Y 


By H. L. Galles Jr. 
President, Galles Motor Co, 
(Oldsmobile-Cadillac), Albuquerque, 
(Eprror’s Nore: A tezt 
Galles’ address was not 
able. A summary of his 
appears below.) 

Declaring that the circ 
the NADA Official Used-Car 
exceeds the combined total 
other similar publications, 
said it is recognized by 
finance companies, auto 
banks, insurance companies, 
authorities and others as 
thority in the field of 1 
valuations. 

Galles, who is chairm 
NADA’s Used-Car Guide 
Committee, ex plained 

figures 
publication 
based upe 
tual tran 
both 
and retal 
ported by 
and C 
auctions 
out the ec 
In pre 
each iss 
said, a 

H. L. Galles jr. of the cufi 
market consisting of 
200,000 retail transactions 
sidered, and about 20,000 
and auction transactio 
recorded. 

This, Galles said, gives 4 
than adequate sampling for 
compiling each issue of the 

” > > 


‘All Necessary Data’ 


The NADA Guide is pi 
for eight different areas of 
country each month. G 
this is a more localized bre 
than is offered by any 
service and provides a 
covering the dealers’ own 

The book is published 
days to keep abreast of 
market trends. Galles called 
most frequent and complete 
available to the automoti 
allied industries. 


He declared that the 
Guide contains all essenti: 
(Continued on Page 20, Col, 
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3 NADA Speakers Present Views... 


Used Cars a Profit ‘Natural’ 


(Continued from Page 18.) 


mation necessary for buying, sell- 
ing, trading, financing and identi- 
fying the many thousands of 
different makes and models with 
which those in the automotive busi- 
ness must be familiar. 

It is designed for easy handling, 
he continued, yet it contains all 
the data needed daily, readily 
available at the salesman’s finger- 
tips. 
Since the cost is only a few cents 
a day, Galles said, the book should 
be in the hands of all car salesmen 
and other key personnel in every 
dealership in the country. 


Reconditioning—To Turn 


Used Cars into Cash 


By Clarence J, Staufenbeil 

Cadillac National Used-Car Manager 

I am going to talk about how to 
help used cars sell themselves. My 

roach is not from a factory 
angle—it is from the prospect's 
viewpoint. We are not, however, 
going to forget the dealer’s posi- 
tion. 

We are not talking about spend- 
ing a lot of money. We are not 
talking about rebuilding worn-out 
cars or wrecks. We are going to 

talk about results 
and how to get 
them. 

I believe almost 
ali of us will 
agree that rapidly 
turning used ve- 
hicles into cash 
—and the right 
amount of cash— 
is a reward 
worthy of personal 
attention. 

C. J. Stauffenbeil My remarks 
today, procedures which will be 
described and pictures which you 
will see, are all based upon facts 
and are the result of many years 
of hard work—on the spot—in 
service departments and recondi- 
tioning shops of hundreds of 
dealerships of every size and 
almost every make imaginable. In 
fact, my hands are still dirty from 
working on tHe display cars which 
you will see on the way out from 
this meeting. 

There isn’t 10 cents worth of 
theory in our talk this afternoon 
—nothing from my factory or any 
other factory. I am not influenced 
by any particular supplier. This is 
just straight-from-the-shoulder in- 
formation, in many cases gathered 
the hard way by trial-and-error 
and perfected as much as possible. 
It must be kept in mind that we 
are operating in a lively and ever- 
changing business. What is good 
today might be out-of-date tomor- 
row. 

> > > 


Perhaps you will agree with me 
that it is results that count. When 
we go into dealership after dealer- 
ship, take cars off the front line 
that have been on hand over six 
months, and in almost every case 
sell the oldest cars that same day, 
I feel we have something. 

On the other hand, when we find 
a dealer spending too much money 
and save ‘him $60 a car on a 200 


$12,000 a month. This is money— 
whether you are talking dollars, 
rubles or pesos. 

are important—they 
add up fast when you are spend- 
ing too much money. Dollars 


the other hand, when the 
comes in, as® yourself what 
id it take to sell it—and then 
necessary work. You'll have 
it sooner or later. 

t would possibly be foolish to 
say one set of ground rules would 
apply to all types and sizes of 
dealerships. So let’s look at the 
overall picture. 

The first stép in organizing any 


effort effectively is to uncover the 
basic fundamentals that make it 
work, Take flying for an. example. 
For hundreds of years men tried 
to fly. Then in 1903 a simple fun- 
damental was discovered—creating 
a vacuum above and a lift below 
the wings. With a propeller to pull 
the plane through the air, we were 
able to fly. 

Look at our progress in 50 years. 
We can fly hundreds of tons and 
travel faster than our wildest 
dreams imagined, but it took hun- 
dreds of years to figure out what 
to do—the fundamentals. 

+ > * 


Selling the Prospect 

Then, along came rockets, satel- 
lites and the possibility of trips to 
the moon in our lifetime. Changes 
—in science, in automobile business, 
in reconditioning, in everything. 
We must be flexible in our think- 
ing to keep up with what is going 
on around us. 

The fundamentals of the used car 





business. have not only been dis- 
covered but have been known to 
most of us for many years. All we 
are trying to do today is to show 
some things that can be done and |} 
provide thought starters for you) 
to take home and put to work. 

Let’s take a closer look at what 
we are talking about. Let’s pre- 
tend you are a prospect. Come 
with me and let me try to sell 
you a car off your lot. 

“Here, ~Mr. Jones, is the 1954 
model we discussed, which I am 
sure will give you the finest trans- 
portation and the most personal 
satisfaction at the lowest cost of 
any car in town. Let me show you 
how well this car has been taken 
care of by its former owner and, 
also, the thoroughness of our re- 
conditioning process. See if you 
agree with us that this is not a 
second-hand automobile. 





“See if you agree that this is a 
car you can be proud of and enjoy 


ag though you were the first owner. | 


Look at this beautifiul engine—not 
a trace of dirt or grease and it 
runs every bit as good as it looks. 
Now let’s go back and look at 
another part of the car that is a 
good indication of careful] handling 
—the trunk. You will see the lining 
is spotlessly clean, Actually, it 
looks new. Your finest luggage or 
clothing can be carried in here 
without fear of grease or dirt. 
= + * 

“Notice this fine spare tire with 
over 90 percent of the original 
tread remaining. This tire has been 


|inspected and is in perfect condi- 
tion—with no breaks or bruises, Of 


course, all the other tires have 
been checked also and for normal 


| driving these tires should last for 


years. 

“You can see all the original 
factory tools are in place in their 
original holders so they will not 
rattle. They will be there when 
you might need them. 

“Now, let’s look at the interior. 
All of our interiors are thoroughly 
scrubbed and restored to look, 
feel and smell like brand new 
upholstery. Notice the fresh smell 
of the seat cushions and the 
headliner. Even the glove com- 
partment is spotless. The ash 


trays look like they have neve 
been used. 

“Let me show you what we look 
at, as automobile men, when We 
appraise a tradein. Remember, fy 
every mile this car has been riven, 
someone had to sit in the driver, 
seat and yet the driver’s seat 
no sign of wear and is every bit y 
good as all the other upholstery, 
Notice the front carpet and th 
brake and accelerator pedals. 
items which would quickly tell yu 
a story of abuse—yet in this 
they look like new. 

“Now let’s start the enging 
Notice how easily it starts an 
how smoothly it idles. While wen 
taking a ride to show you th 
powerful, easy handling and smoot 
riding characteristics of this 
Tll tell you the outstanding fe. 
tures that were introduced in this 
series.” 


} * * 

\‘Would I Buy This Car?’ 
How long has it been since you 

have looked beneath the hoods gf 

cars on your lot? Or in the trunk? 

|} Remember, customers notice litt 

| things. So here is a challenge 


> 





| When you go home, look at every 
(Continued on Page 21, Col. 1) 


LOOK AGAIN! 


you can recondition 
80% of your “bad” regulators 
and generators with ALLEN’S 
GENERATOR-REGULATOR 
TEST BENCH 


KEEP THE PROFIT IN YOUR OWN SHOP 


_It's a fair bet that more than half the gen- 
erators and regulators you discard can be 
returned to service—right in your own garage 
—in less than thirty minutes. And every one 
represents a “‘lost’’ profit that you could be 


making. 


Allen’s compact Gen-Reg Test Bench is 
designed to separate the ‘‘good” from the 
“bad” quickly. You can mount a generator or 
regulator and run an evaluation test in five 
minutes. And if the parts can be saved— 
which is most often the case—necessary re- 
pairs and adjustments are a matter of up to 
thirty minutes—no more. 


IMPORTANT— 


Compare the cost of new or rebuilt gen- 
erators and regulators you've been paying for 


with the little time it will take 


you to do the 


same job on a new Allen Gen-Reg Test Bench. 
The difference can be the source of important 


new profit for you. 


Ask your automotive jobber or 
write for complete specifications 


and cost of Allen 


Model 20-14 


Gen-Reg Test Bench. 


The key to more profitable tune-up 


Now—for the first time—you can test 
generators without disassembly. 
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dealership asks such a small cash| called a dealer’s used-car creed,| present an immediately favorable 


3 Speakers Present Views . . . 


U.C. Profit Potential 
Emphasized at NADA 


(Continued from Page 20) 


car on your line and make this 
same test. If 10 percent of your 
cars would pass the test with fly- 
ing colors, then your dealership is 
way above average. Ask yourself, 


“Would I buy this car?” 


No use kidding ourselves, the 
odds are 10 to one that in selecting 


any car at random, upon looking | 


under the hood, the accumulated 
grease and dirt will look like five 


years 0 


even on a car that is one year old. | 5° On. 


The trunk and spare wheel will 
be dirty, some of the ‘spares flat, 
and most of the tools missing or 
rusty. In half the cars, upholstery 
will be spotty, headliner and sun 
yisors dusty, carpets badly worn, 
and the car will have a typical 
“ysed-car” smell. 


| 


advertising. When you realize that 
your used-car advertising is one 
of the largest cash expense outlays 
in your business, stop and think 
how many times advertising will 
bring a customer in only to have 
the appearance of the car chase 
him away. i. 

Usually, he won’t tell you the real 
reason he loses interest in the 
car. Usual excuses are “have to 


f rural delivery service—|See my wife—be back later,” and 


You advertise repeatedly 
and after a few weeks or months, 
the salesmen will not risk showing 
the car. Rather, they rapidly drift 


j}into the habit of selling the cars 
| that came in yesterday because the 


odds are much more favorable that 
the car will be semiclean and in | 


fair operating condition. 
+ + * 


Let’s look at one item alone—' Probably no operation in your 


investment and returns such large 
dividends as your used-car recondi- 
tioning. A car that is practically 
unsalable because of appearance 
can usually be restored so it looks 
almost new in less than a day’s 
time and with a minimum of cost. 
They will move faster at a better 
price if they are really recondi- 
tioned. 

Reconditioning can stimulate 
enthusiasm in your sales force, 
and we all know that one enthu- 
siastic salesman can take the 
place of several lackadaisical 
men. 

If a used-car salesman can be 
proud of the cars he has to offer 
because he knows they represent 
true value; if he can show them 
off with pride because they are the 
cleanest, best reconditioned cars in 
his area; if he knows he is being 
of service to his customers and the 
results of that service are going to 
mean happier, more satisfied cus- 
tomers—then he can approach any- 
one with enthusiasm with the deal 
he has to offer. 

Many dealers are conducting 
their operations so that they can 
display with pride what could be 






ALLEN ELECTRI( 
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amaze 


something like this: 

“When I sell NEW automo- 
biles, I act chiefly as a retailer, 
selling merchandise that bears 
another’s name and reputation. 

“But when I sell USED cars, 
I take on some of the responsi- 
bility of a manufacturer. 

“The various used cars that I 
sell are no longer warranted by 
the several original makers. In 
effect, they bear MY name. 

“I expect to succeed as a 
merchant of reconditioned 
automobiles with the honesty of 
my products and my methods. 

“I can’t afford to jeopardize 
my reputation by selling mer- 
wchandise I cannot offer with 
pride and confidence, 

“My used cars must be hon- 
estly reconditioned to give me 
the benefit of a product that 
will be easy to sell and will 
create the right kind of word- 
of-mouth advertising. 

= > = 


Help Cars Sell Themselves 
This is the kind of reconditioning 
we are going to talk about and 
show you today: Giving your cars 
a chance to help sell themselves. 
When we do these things, cars 
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impression—literally asking the 
prospect to buy them. You will 
automatically.be able to command 
better prices than your competition. 


Because the customer will fall in 
love with his purchase, this addi- 
tional customer satisfaction usually 
pays off in a reduction of warranty 
expense after delivery—and he will 
be back and will recommend you 
to his friends. 


Here is a benefit that will show 
up instantly when the very first 
car is thoroughly reconditioned 
—and it will surprise you—the 
morale and productivity of your 
salesmen and their enthusiasm 
for their work will be greatly im- 
proved. With the cars helping to 
sell themselves, you will find 
fewer and fewer of them becom- 
ing 30 days old. 

Like all other good things, ap- 
pearance reconditioning requires a 
good deal of work on everyone’s 
part, from the owner down to the 
janitors and porters. It requires a 
perfect spirit of teamwork and co- 
ordination in all departments of a 
dealership. 


Let us not forget that the used- 
car department, because of its deli- 
cate balance in the affairs of the 
dealership, demands and justifies 
the dealer’s best efforts. Only with 
this personal interest will you be 
able to display cars than can be 
merchandised with pride and con- 
fidence. 





The used car is here to stay, and 
more and more dealers are discov- 
ering each day that they have a 
choice. Either they run the used- 
car department or the used cars 
will run the dealership. 

We will not say much today 
about mechanical aspect of recon- 
ditioning, except that it pays to 
restore the car to “standard operat- 
ing condition.” For example, your 
house policy might be that all mo- 
tors are given a tuneup, fresh oil 
and filter cartridge and lubricated 
to eliminate squeaks and insure a 
smoother demonstration. Naturally, 
all safety items would be checked— 
brakes, lights, horn, windshield 
wipers, and so on. 

Appearance reconditioning, our 
subject for today, consists of 
thoroughly scrubbing the inte- 
riors and a good job of touching 
up the paint and doing any nec- 
essary body work. Leathers are 
treated and if upholstery is 
faded, a tint is added to the 
scrubbing solution. In other 
words, try to restore the “new 
look.” 

The things we will show you in 
pictures, and on the display which 
you walk past on your way out of 
this meeting, do not represent 
much cost in money. We are talk- 
ing about clean cars—the biggest 
items are elbow grease, soap and 
water and speed. 

Costs can be anything you want 
to make them. I know of no reli- 
able yardstick such as a percent- 
age of the cars value to use— 
rather—what will it cost to move 
it—and if you can afford to spend 


this much on that car. 
> > . 


‘Average-Cost’ Yardstick 


It has been very practical over 
the years to use average costs as a 
yardstick, and these costs should 
be available from your manufac- 
turer’s home office or zone office. 
For example, on one-year-old cars, 
the cost might be somewhat higher 
because of heavy expense items 
such as tires, and this would taper 
down through medium and lower 
priced units. 

The ultimate worth of the car 
must always be kept in mind so 
cars are not over-reconditioned. 
Most of us are undoubtedly fa- 
miliar with instances where deal- 
ers before the war went all out 
on reconditioning—making new 
ones out of old ones—and are no 
longer in business. 

Other factors also enter into 
your working averages for cost of 
reconditioning, such as your mer- 
chandising policies. It could happen 
that a dealer with a trading ratio 
of, say, one-half to one might have 
a lower reconditioning cost than a 
dealer with a trading ratio of two 
to one, provided the first dealer 
was more selective in his tradeins 
and therefore would be working on 
better cars. 

Another factor which would in- 
fluence the average cost is the per- 
centage of used cars wholesaled. A 
dealer might wholesale all second 

( Continued on Page 24, Col. 1) 








In only 12 months— 


NEARLY 
HALF A MILLION 


| 

| 

| 

: 
BUYERS SWITCH | 
TO THE CARS OF| 

THE FORWARD LOOK } 
‘ 


And here are six important sales advantages found only in 


Chrysler Corporation cars—to keep the big switch rolling in '58 








PLYMOUTH + DODGE - DE SOTO} 
















TOTAL DESIGN —an a//-new concept 





Salesmen know, too, that there are fins that are tacked on for looks 
and fins that work as part of the Total Design. With The Forward Look 


inside out, The Forward Look cars let you sell the new roominess, & cars °58, you have functional form to sell. Just one demonstration 


Here’s the No. 1 reason why car owners the country over are switching 
to the most saleable car on the market today. Designed as a whole from 


the low dart-swept profile, the ride and handling America loves best. ride will prove the unique benefits of Total Design. 


STYLING — functional form ! 














PERFORMANCE—born of Advance Design ROADABILITY - uniquely superior 


For °58 you sell power plants that put performance first. For that’s Only Chrysler Corporation cars can offer Torsion-Aire—a new system 


the Advance Design of our new line of engines. Buyers can’t get a of suspension proven by billions of owner miles and at no extra cost! 


better combination of performance, quiet, silky smoothness and With no other car can you sell the no-bounce, no-dip, no-lean ride 





economy. Plus the Economy Run winners’ reputation to sell, too. that prospects have only to feel to appreciate! 








CONTROL 
with a pay-off 





POWER 
STEERING 
works full-time 


For °58, you offer sales-making 
Pushbutton controls. Over the 
past two years customers have 
ordered a greater proportion of 
automatic transmissions for 
Chrysler Corporation cars than any other line of cars. Pioneered by 
us and placed safely on the left (out of children’s reach), the Push- 


Drivers increasingly favor Chrysler Corporation power steering as their 





“best buy.” That’s because they like its full-time help . . . the way it 
lets them keep feel-of-the-road control. And for °58, the new Constant- button Control has been an outstanding success. Total-Contact Brakes 
Control power steering does its job even better than ever! ¢ are another unbeatable feature of The Forward Look cars for °58. 


, Iin’58, dealers have a golden opportunity to make A 
, inj the most of the solid success that has already brought the 
growing popularity of THE FORWARD LOOK to a new peak. q 


> THE FORWARD LOOK ‘58 
CHRYSLER CORPORATION 


CHRYSLER - IMPERIAL «- DODGE TRUCKS 


Ol 
co 
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powder on the firewalls to brighten 


(Continued from Page 21) 


trades or all cars over a specified 
mileage and this could tend to hold 
costs down. 

o > * 

Now, let’s look at some pictures 
illustrating what can be done to 
make used cars sell. First, of 
course, you must have a place to 
sell them and for this reason we 
show you sample lots illustrating 
the hard way and the easy way. 

These pictures of typical engines 
before and after need not frighten 
you. Hundreds of dealers are clean- 
ing engines and restoring paint 
where necessary. 

Nothing seems to impress a 
prospect more than a clean en- 
gine. It looks well-cared-for, and 
the prospect can quickly see that 
it is not leaking oil and grease, 
and that the radiator and hoses 
are not leaking. By cleaning hun- 
dreds of engines myself, I know 
that it doesn’t cost much and can 
be done in about a half-hour’s 
time. 

Of the many methods of clean- 
ing, such as steam, chemicals and 
detérgents, possibly steam is the 
fastest and cheapest, providing the 
pressure is kept under control, 
preferably under 60 pounds. When 
steam reaches higher pressures, it 
also seems to get hotter. There is 
where trouble can start with your 
wiring, distributors, generators and 
other items. 

For dealers who do not want to 
invest in an expensive steam 
cleaner, a chemical mixed with a 
solvent such as kerosene or min- 
eral spirits and sprayed on under 
pressures will do just as good a/| 
job and almost as fast. After soak- 
ing for 15 minutes, flush the chem-| 
ical off with a water and air flush 
gun. While soaking, you could use} 
old-fashioned baking soda on the 
battery, and a household scouring 
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them up. 
* * 
Painting the Engine 

Painting engines is easy. Most 
can be completely finished to look 
like new in 30 to 45 minutes at a 
negligible cost for materials. Al- 
though it looks complicated, it 
really is quite simple. Remove 
wires from the spark plugs, cover 
plugs with homemade covers, made 
from pieces of heater hose, use a 
piece of cardboard to prevent over- 
spray, and spray back the original 
colors. 

Good enamel is fine on most en- 
gines, and a good bright black 
enamel or lacquer is best for the 
radiator and black parts. 

I have never heard of any case 
where painting the core inter- 
fered with its cooling qualities— 
or interfered with air condition- 
ing units. Actually it seems to 
help because the cleaning process 
removes accumulated bugs and 
dirt. 

A few years ago we got a great 
deal of argument from a onetime | 


‘Saddle’ 2-Tone Design 
Is Offered by Dodge | 


DETROIT.—Addition of a spe- 
cial “saddle” two-tone paint 
treatment brings the color com- 
binations available on 1958 Dodge 
cars to 63, the company an- 
nounced, 

Available on all models except 
the Coronet convertible, the “sad- 
dle” combination features 


| 


We’ll show 
you how to 


salesman who would say, “If the 
customer sees bright black paint 
he will think the car has been 
wrecked.” Now, after 12 years’ ex- 
perience, it can be safely said that 
customers love the clean appear- 
ance and paint. Show them that all 
your cars are treated the same way 
—that you are not hiding any 
cracked blocks, any leaking hoses, 
any oil leaks, 

Here is one of the most impor- 
tant things when cleaning and 
painting engines: You need plenty 
of light so the operator can see ee 
what he is doing. Then he does the - 
work only once, and does it better, 
which saves money. This (picture) | Lightweight Jump Seat— 
shows how to set up for one car at} New jump seats, molded of vinylfoam 
a time, or a dozen. lt exact shape and contour, are being 

I | used on cabs turned out by Checker Cab 

Now, let’s look at leathers. Here| Mfg. Corp., Kalamazoo, Mich. Jump 
is a series of before and after shots | seats, which formerly were heavy and 
taken on the spot of an actual car| bulky, are now lightweight and respond 
which was sold the next day after/to finger pressure. Former construction 
having been on hand for months.| required a molded hair pad, wadding 
Again, several products are on the| and reinforced rib assembly with trim 
market which you can use, but we! materials, In the new cushion-making 
have used the product which you! process, resilient vinylfoam and a non- 
will see displayed, for many years, | foaming vinyl plastisol are fused together 
and found it easy to apply and to|as a single integrated covered cushion. 
have satisfactory lasting qualities.| Vinylfoam for the seats is produced by 

The secret here is in the applica-|the Elastomer process by Brown Rubber 
tion. Leather must first be thor-/| ©. Inc., Lafayette, Ind. 

oughly scrubbed with a good| = °° © © ©” 
cleaner mixed with water, which| the cars sell and don’t come back. 
removes surface and imbedded dirt| But a safe guess might be to say 
from the cracks. After wiping dry, 
it is lightly wiped with a synthetic 
or lacquer thinner to insure re- 
moval of all surface oils, and—in 
the case of coated leathers—helps 
prepare the coating to receive the! 
vinyl as it is sprayed. 

Spraying has proved to be the 
best way by far to get a good 
surface back on the leather. After 
drying, if the leather feels rough, 


last as long as the original coating 
which you are repairing or replac- 
ing. 


airlines are using it in recondition- 
ing aircraft and that styling sec- 
tions of at least two major manu- 


it can be lightly sanded with No. | facturers use hundreds of gallons 
in setting up future styling models. 


400 sandpaper to restore its silky 

smoothness. Many larger assembly plants use 
Everyone asks how long this coat- | the same material in final assembly 

ing will last. I don’t know, because' and for touchup. Even though it 


ELIT TY 
aL 9 ta), 


NEW AND IT a 1Y 5 


that if properly applied, it should | 


It is interesting to note that since | 
| we have been using this particular | 


| vinyl coating that several major) 
|ean be added to the regular upho- 


does take some skill to apply prop. 


erly, anyone can quickly learn tg © 


do it. 


Reconditioning the Trunk 


Trunks are very important. Her © 
are several typical examples. No © 
tice in this first picture how the 
spare wheel and tire have 
cleaned and the rim repainted. The 
tire is treated with black plastic 
dye which will not rub off ang 
makes it look new and better ang 
helps preserve the leather. 


The same black plastic dye is e. 
cellent to renew rubber mats ip 
trunks. Ordinary scrubbing with 
upholstery cleaner and water wag 
sufficient for this trunk lining. 


The next trunk, on ap older 
car, required a different treat. 
ment. On many like this, it is 
usually cheaper and quicker to 
maintain a supply of this mate. 
rial in rolls and make up new 
pieces. However, this one wag 
successfully treated with a plas- 
tic tint, sprayed over the li 
and the cardboards on the sides, 
You can see how well it covered 
the grease spots and discolored 
areas. 

A porous surface like this lining 
material, and any other porous sur. 
face such as cardboard, kick pads, 
package shelves, should first be 
earefully sprayed with shellac t 
seal them off. This prevents plastic 
dye from soaking in and make 
for a perfect finished job. Again 
we cleaned the rim and painted the 


|wheel and tools and treated the 


tire. In this case, as in most car 
the same black plastic dye is good 
for wheel rim, tools and tire. 
> 7 > 

Many carpets become faded 
greasy, dirty and spotted with rust 
This picture shows a carpet is 
various stages of cleaning, illu 
trating how a liquid cold-water tint 


stery cleaner for a one-stage oper- 
tion to clean and restore the new 
color. Practically all carpets nee 
this treatment. 
Next we have an interesting pic 
ture. This shows the seat on a car 
(Continued on Page 25, Col. 1) 
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3 Speakers Present Views .. . 


U.C. Profit Potential 
Emphasized at NADA 


(Continued from Page 24) 


which had been seat-covered when 
purchased new. Notice how the 
beading on the cover has damaged 





cleaner to remove loose dirt. Other- 
wise it might soak down into the 
material leaving a muddy appear- 


the back of the seat, and how spots/ ance and a musty smell. Then the 


and stains 
and are now almost permanently 
set. When this happens, especially 
on nylons, it may be necessary to 
prush spots with a wire brush to 
loosen dirt particles so they can be 
scrubbed out. 

Incidentally, wire brushing will 
really take blood spots off if it is 
done before anything else is tried 
and stains are set. After brush- 
ing, it is best to use a good spot- 
ter on the obvious spots, and in 
the case of water stains, a water 
stain remover should first be 
used. 

Then, a very important step is 
to vacuum the cushions thoroughly 
with a good heavy-duty vacuum 





Insurance Rates 
. a 
To Rise in Oregon 

SALEM, Ore.—A 30-percent in- 
crease in auto insurance rates is 
forecast for Oregonians early in 
1958 by Hugh H. Earle, Oregon 
Insurance Commissioner. 

The new rates are slated to go 
into effect Jan. 22. Most insurance 
companies say they are now losing 
money on their Oregon policies. 
The increase in rates were re- 
quested by Oregon Assn. of In- 
surance Agents, which presented 
cost records to substantiate the 
plea. 

The biggest increase will be in 
liability insurance. Increases will 


vary by area and company, depend- 
ing on experience factors. 


have soaked through/ upholstery cleaner is mixed with 


water and a quantity of the proper 
color tint and thoroughly scrubbed. 


* * * 


Cc onvertibles, Headliners 


In some areas, drying is a prob-| | 


lem especially in colder or humid 


climates when cars cannot be left! © 


outside or in a heated area for dry- 
ing. In these cases, a blast of warm 
air can be directed from your heat- 
ing system or a portable heater, or 
heat lamps and fans might help. 


Some spots which remain can be 
brushed out after the seat is dry. 
However, stubborn cases might re- 
quire another scrubbing. Don’t be 
afraid to have your trim shop or an 
outside shop replace worn sections 
of upholstering, or replace worn 
sections of vinyls. 


Even if the color does not 
match, on regular upholstering a 
mixture of tint and cleaner 
should make a match. On vinyls, 
you need not fear any color. The 
vinyls cover well and can be 
blended to match the remainder 
of the car. 


Convertible tops can be cleaned, 
as this picture shows. Both tops in 
the picture had been given up by 
the dealer, but we salvaged one by 
scrubbing and the other by spray- 
ing with nylon dye. The white or- 
lons and cotans don’t give up easily, 
and it might take an hour or longer 
to make them white and glistening 
again. 

It takes plenty of elbow grease, 
a good upholstery cleaner with 
water, and it is best to run water 
from a hose constantly to flush dirt 


Veteran S-P Dealer Cited— 


Shelby Parkins, left, president, 


years, look on. 





off as it is loosened up or it will 
set again in a few minutes. 


In cases of bad streaks or spots 
you might find it necessary to add 
a dash of household scouring pow- 
der to the solution. In any event, 
try to keep away from the threads 
as much as possible. 


The other top came out nicely 
with nylon dye, and quickly sold 
and still looks like new. It was just 
too dirty to clean up. Experience 
will be the best guide on this. Reg- 
ular top materials are no problem, 
and when faded or discolored can 
be made to look like new in min- 
utes with regular top dressing. This 
is sometimes good also on dirty 
interior pads. 

Clean headliners are very impor- 


Parkins Motors, 
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Inc. (Studebaker-Packard and 
Mercedes-Benz), Charleston, W. Va., receives a plaque in honor of 15 years of busi- 
ness association as a dealer with Studebaker-Packard and Studebaker. Earl 1. Platt 
ir., right, S-P Cincinnati zone manager, makes the presentation while Fred Landon, 
second from left, assistant zone manager; Robert S. Elkin, center, Charleston district 
manager, and Doyle L. Parkins, who has been office manager for his father for five 





tant. It is surprising how much 
dirt and smell will accumulate in 
these old headliners, even in cars 
out only one year. At least 90 per- 
cent of the used-car smell seems to 
be in the headliner, but the cure is 
easy. 

Merely vacuum with a heavy- 
duty commercial-type cleaner to 
get all imbedded dirt out of the 
way. Then make a rich solution 
of the upholstery cleaner and 
water—the same cleaner used in 
scrubbing and tinting upholstery 
—and with a natural sponge (not 


25 


same direction to lay the nap prop- 
erly. You might wish to wipe it 
with toweling or vacuum to remove 
excess moisture to speed up drying 
although this is not necessary. 


The big thing to remember is to 
do it rapidly and don’t knock off 
for lunch or another job in the 
middle of this job. It might show 
a streak where you left off. I might 
mention that not all stains will 
come out with this process, es- 
pecially mildew stains. If they show 
in the back, they are usually in to 
stay. But, if the rest of the head- 
liner is bright and clean and smells 
fresh, we find this does not hold up 
the sale of the car. 

* * > 


Don’t Neglect Trunks 


Some people wonder about pos- 
sible shrinkage. We have never 
heard of one shrink out of tens of 
thousands cleaned. Once in a while, 
in an older car, you will find a 
headliner which is just too dirty to 
clean up. In this case, a quick 
spraying job with plastic tint will 
cover all dirt, leaving a bright, 
fresh-appearing headliner, at low 
cost. It has saved many a costly 
headliner replacement. 

Here is another picture illustrat- 
ing the scrub-and-tint process we 
talked about versus another 
method of treating hard-finish ny- 
lons which are beyond scrubbing. 

A good nylon dye can be 
sprayed on in these hopeless 
cases, usually making it unneces- 
sary to seat-cover otherwise 
upholstery. Everyone, I think, 
will agree that original uphol- 
stery will sell the car faster than 
seat covers. Customers always 
seem to want to know what the 
seat covers are hiding. 

Many truck dealers tell me it 
pays them more to appearance re- 
condition a truck than a passenger 
car. So we show you a typical truck 
which, if on your lot, might not 
even wholesale. Notice the differ- 


a rubber artificial one), rapidly (ence in this seat, after about an 


sponge the suds into the lining. 
Start in the left rear corner, go- 


ing over one or two sections at a 
time, and finish with strokes in the 


| hour's time and a recovering and 


repair kit which costs about $120. 
And here is the interior of this 
(Continued on Page 96, Col. 2) 
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Malarkey? Can you possibly double your service 
income if you can’t get any more cars in your service 
department—or mechanics to work on them? 

By a little quick figuring: Divide your total R.O.’: 
for a week into the total number of charged-for items. 
(Most dealers find about 114 items per R.O.) 

Then ask, ““How much more service would we sell— 
with no more space, no more employees—if each 
customer bought the services his car needs ?”’ And, from 
the viewpoint of your new-car trading position, ask how 
a healthy boost in your percentage of absorption would 
increase your total net profit in this competitive market. 


NOW! TOP-GRADE 
MOTOR OIL FOR 
EVERY SERVICE 
AND PRICE CLASSI! 














Name of system | use now 
NAME 
FiRM_ 


eee 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Your Pennzoil distributor has two answers. One for 
your customers, one for -you. 

For customers—motor oil and lubricants that support 
your good service by keeping their cars in top condition, 
keeping them happy. 

For you—the most painless way yet developed to get 
customers to ask for all the services their cars need. 
That’s why this Pennzoil Kontax System® is a 4-to-l 
favorite over any other with car dealers. 

No harm in finding out about it, is there? Your 
Pennzoil distributor is listed in the yellow pages, or 
mail the coupon. 





Let’s see you prove the claims you make for your program. 





TITLE 
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CENTRAL REGION: 
Cleveland District Mgr., George F. Walters 
N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 
Columbus District Mgr., John H. Scharnhorst 
Beacon Building, 50 West Gay St., Columbus 15, 
Ohio, CApital 8-5251 
Detroit District Mgr., Hariey F. Riley 
2500 East Maple Road, Birmingham, Mich. 
JOrdan 6-9830 
District Mgr., Hiller A. Pries 
414 Guaranty Bidg., 20 N. Meridian St., 
Indianapolis, Indiana, M Elrose 5-5421 


EASTERN REGION: 
Boston District Mgr., Maicoim R. Futter 
P.O. Box 27, Needham Heights 94, 
Massachusetts, NEedham 3-5705 
New York District Mgr., Patrick A. Brescia 
158 Linwood Plaza, Fort Lee, New Jersey 
Windsor 4-5500 


Philadeiphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 
The Romax Bidg., 731 James St., Syracuse, 
New York, GRanite 4-755] 


Washington District Mgr., Emerson Planck 
Insurance Bidg., 2116 Wilson Blvd., Arlington, 
Virginia, JAckson 4-2400 


MIDWEST REGION: 


Chicage District Mgr., D. Edward Manning 
1900 Esquire Bldg., 65 East South Water St., 
Chicago 1, Illinois, ANdover 3-7788 


Des Moines District Mgr., Lowis A. Wehde 
300 Fleming Bldg., Sixth and Walnut, 
Des Moines, Iowa, ATlantic 8-2165 


Kansas City District Mgr., Ellwood S. Gross 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


St. Lowis District Mgr., A. E. Jacobsen 
Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnson 
3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 
Atianta District Mgr., Rey A. Blount 

1330 West Peachtree St., N. W., Atlanta 9, 
Georgia, TRinity 5-8721 


Dalias District Mgr., Robert J. Sanford 
1120 Mercantile Securities Building, Dallas 1, 
Texas, Riverside 1-3171 


Houston District Mgr., George O. Simmons 
2/1 Melrose Building, Houston, Texas 
CApital 8-7571 


Jacksonville District Mgr., J. D. Fiynn 
915 Prudential Building, Jacksonville, Florida 


* EXbrook 8-1581 





Memphis District Mgr., William W. Sugg 
1200 Edway Building, 147 Jefferson * 
Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., Claiborne H. 
330 1.B.M. Building, 2640 Canal 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 


Denver District Mgr., Harry M. Pritchard 
Detroit Building, 2727 E. Second A 
Denver 6, Colorado, DUdley 8-4171 


Leos Angeles District Mgr., Paul W. Pursiey 
291 So. La Cienega Blvd., Beverly 
California, OLympia 2-2444 


San Francisco District Mgr., Wallace E. Boy" 
209 World Trade Center, San Francis 
California, YUkon 6-5403 


Seattie District Mgr., Richard J. Siewers 
521 Second Ave., West, Seattle 99, Wa 
MUrdock 7920 
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ITHE ONE THATS REALLY NEW 
IS THE LOWEST PRICED, TO 





Another advantage only Edsel Dealers have 


s 
ADD THIS PRICE ADVANTAGE TO THESE FACTS: 


1. The Edsel car itself has all these exclusive and 


competitive sales features: Teletouch Drive that 
puts the shift buttons where they belong—in the 
center of the steering wheel. 303 horsepower in 
the Ranger and Pacer series; 345 horsepower in 
the Corsair and Citation series—more usable 
power at no extra cost. Self-adjusting brakes. 
Single dial heating and ventilating control. 
Contour seats. Aircraft-design instrument 
panel. Only Edsel has all these exclusive sales 
features—and more. 





an 





Based on actual comparison of suggested retail delivered 
prices of the Edsel Ranger and similarly equipped cars in the 
medium-price field. Car for car, price for price, the entire 
Edsel line is more than competitive. 


2. Edsel Dealers have more to sell—and more room 
to sell it in. Edsel dealer points are planned— 
located so as to give every dealer plenty of 
elbowroom. 

Find out for yourself why so many of the 
best dealers in the business are switching to 
Edsel. Get in touch with your nearest Edsel 
District Office. 


EDSEL DIVISION 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 
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scope... 
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Here it is... the biggest news in automotive test equip- : "ay to spot troubles , 

ment...the new Du Mont IgnitionScope. A complete es 


ignition analysis scope for only $495 — and absolutely : SIGNALCLIPS 
nothing else to buy — no special adapters, connectors or are Se 
other bothersome gadgets. Worth its weight in gold for ' MS eet ipellon wines ip 
fast, accurate ignition trouble tracing, both electrical and Ses eee eae 
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ALLEN B. DU MONT LABORATORIES Eng. in Scope’ 


CLIFTON, N.4J. 
() Arrange a demonstration at my convenience 

The heart of a 
complete test center. 


( Send complete details. 
So good it’s outselling 


NAME 
competition 100 to 1! You've 
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NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 


2 Years $14 [) 1 Year $8 (U.S. and Canada) 
All Other Countries, 2 Years $20[) 1 Year $12 


for which check is attached [|] or send bill [) 
Name & Title 
Company 


Street Address 


TRADE CONNECTIONS: 
Car Decler [- Moke of cor 
Used Cor Dealer Truck Dealer 
Manufecturer [) Jobber [ 
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Milwaukee Group 
Headed by Siegel 


MILWAUKEE. —Tf. E. Siegel, 
Metropolitan Cadillac, was named 
onan of the Milwaukee County 
Automobile Dealers Assn. at the 
meeting Dec. 10. He suc- 

ceeds L. P. Hartung, Hartung Ram- 


Pitter officers are Harold Duck- 
ler, vice-president; John D. Mad- 
den, Edwards Motor Co., secretary, 
and Robert R. Black, of "Bob Black 
treasurer. 
The principal speaker, Kenneth 
W. Haagensen, director of public 
for Allis-Chalmers Mfg. 
Co., deplored the tendency of many 
Americans to preach the gospel 
of recession and depression, which 
“ said causes others to “sit tight” 
on purchases and add impetus to 
a slowdown. 
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Current Prices on U. S. Cars 


TE 


(Copyright, 1958, by Automotive News) 


1958 MODELS 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr, hardtep, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 


con $4,680. ° 
$5,112: 2-dr. hardtop, $5,002; conv., $5,125. 


Port-of-Entry Prices 
On Imported Cars 


(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Glulietta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Coupe, 

784; Veloce Coupe, $4,194. 1900 Super 
Spetat Coupe $6,083. 

ASTON-MARTIN—DB24 Mark III cpe., 
$6,950. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,599; 
A-S5 deluxe 4-dr. sed., $2,211. (Heater 
standard.) 

AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 


BENTLEY—Series S—Standard Steel Sa- 
Joon, $12,900. (Other models are custom- 
built and vary considerably in price.) 

BMW Isectta 300—$1,048. (Heater stand- 
ard.) 

OCITROEN—2CV 4-dr. sunroof sed., $1,- 
908. Panhard 4-dr. sed., $1,995; 4-dr. de- 

4-dr. sed., $3,495. 

; heater stand- 

ara on Panhard; brakes, power 

and automatic clutch standard on 
19.) 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 


FACEL-VEGA — 2-dr. hardtop, $9,750; 
4-dr. hardtop, $12,800. (Aute- 
. power brakes, power 
Windows, radio, heater are standard.) 
FIAT 600 an 4-dr. 
; 2-dr. sed., $1,298; sunroof conv., 
. 1100 Series—4-dr. "sed., $1,655; 4- 
. TV (Fast-Touring) sed., $2,035; stat. 
$2,069; TV roadster ‘(hard top op- 
$2,498. (Heater standard on all 
) 
FORD (England)—Anglia Series—Anglia 
r. sed. $1,539; Prefect 4-dr. sed., $1,- 
; Escort 2-dr, stat. wag., $1,629; Squire 
. stat. wag., $1,739. Mark Il Sertes— 
-dr. sed., $2,012; conv., $2,351; 
4-dr. = $2,193; conv., $2,552; 
Zodiac—4-dr. , $2,365; conv., "$2.910. 


heen aces Series — Standard busi- 
Ress sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
mat. wag., $2,287.80; Empress Deluxe 2-dr. 
eed., $2,481.14; Tiger sport cpe., $2,834.98. 
standard on all models.) 


HILLMAN—4-<dr. 
4dr. Deluxe sed., 
2-dr. stat. wag. (Husky), $1,535; 
stat. wag. (Minx), $2,299. 


4AGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion). 3.4 Liter sed., $4,460 (overdrive), 
$4,560 (automatic Sonemmtesten). XK-150 
@e., $4,475; conv., $4,595. 


_,MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
= 190 4-dr sed., $3,431; 190-SL road- 
$5,020; 190-SL ecpe., $5,232 (with 


sed., 


Special sed., 
$1,849; conv., 


$1,699; 
$2,099; 
4-dr. 








; 300-SC conv. or roadster, $12,- 

(Power brakes standard on 219 sed.; 

automatic transmission standard on 300-C 
sed.) 


METROPOLITAN — 2-dr. hardtop, $1,- 
626.10; conv., $1,650.10. 
MG—MGA—roadster (disk wheels), $2,- 
379; roadster (wire wheels), 
(disk wheels), $2,674; cpe. (wire wheels), 
$2,763. Mi — 4-dr. sed., 
(Heater standard on Magnette.) 
MORRIS—4-dr. sed., $1,740; 4-dr. de- 
luxe sed., $1,808; 2-dr. sed., $1,654; 2-dr. 
deluxe sed., $1,711; Tourer sed., $1,637; 
Tourer deluxe sed., $1, 694; stat. wag. $1,- 
861; deluxe stat. wag., $1,916. (Heater 
standard on deluxe models.) 
OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 


PORSCHE — — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5, 2i5. 70 horse- 
power, $3,665; 88 horsepower, $4,504; 115 
horsepower (Carrera), $5,665. Convertible 
—70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 


ROVER—90 4-dr. sed., $3,295; 1055 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission end overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Stilver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 


SAAB—2-dr. sed., $1,895. (Heater stand- 
ard.) 


SIMCA — > Arende Sertes — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 
Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Piein Ciel and 
Oceane.) 

SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger 
wag., $2,575. (Heater standard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50. (Heater standard.) 
VOLKSWAGEN — 2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both | 
models. ) 


$2,499. 


stat. | 


(Vi 
tury and Super; 
Roa 


standard on Cen- 


master 75 and Limited.) 


CADILLAO — Series 62 — 4-dr. ew 
$4,891; 4-dr. extended-deck hardtop eS: 


079; 2-dr. a $4,784; conv. 
-dr, hardtop, $5,497: Coupe 
Eldorado— 


Sedan de Ville 4 

de Ville 2-dr. hardtop, 

Seville 2-dr. hardtop, $7,500; Bierrits conv., 

oe | Brougham 4-dr. hardtop $13, 074. 

Sixty Special—4-dr, hardtop, $6,232. Series 

75—8-pass, sed., $8,460; 8-pass, limousine, 

$8,675. (Hydra- power steering, 

power brakes on ail models.) 
CHEVROLET — (Prices are for six- 

cylinder modeis. For V-8s, add $107.) Del- 

i a sed., $2,155; 2-dr. sed., $2,101; 


4-dr. sed., $2,440; 2-dr. 

hardtop, 182.511; 2-dr. Eardeed, $2,447: 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr, 3-seat 
Brookwood, $2,678; 4-dr, "2-seat Nomad, 
$2,728. Corvette — hard! cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga — 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878, New Yorker—4-dr. 
sed., $4,295; 4*dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueF lite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 


sed. $3,582.50: 4-dr. hardtop. $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, waeres 
conv., $4,369. (Torque Flite standard 
Fireflite and Adventurer. Power pantees 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., 
529.50; 2-dr. sed., $2,448.75. Coronet V-8— 
4-dr. sed., $2,637; 2-dr, sed., $2,556.25; 
4-dr. hardtop, $2,764; 2-dr. hardtop, $2,- 
679; conv., $2,941.50. sed., 
$2,797; 4-dr. hardtop, 18-25; 2-dr. 
hardtop, $2,854. Custem Royal— 4 . sed., 
$3,030; 4-dr. hardtop, $3,142; oar “hard- 
top, $3,071; conv., $3,298. Station Wagons 
—2-dr. 2-seat Suburban, $2,970.25; 4-dr. 


Truck registrations 
are released here . 
compiled by R. L Polk repre- 


sentatives in state capitals. 


34 States Previously 
Reported for November 
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2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
$3,176.25;"4-dr, 2-seat ‘Custom Sierra, $3,- 
3 4-dr, 3-seat Custom Sierra, §$3,- 


DSEL—Ranger—4-dr. sed., $2,592; 2- 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr, hardtop, $2,593, Paeer—4-dr sed., 
$2,735; 4-dr, hardtop, $2,863; 2-dr, hard- 
top, $2,805; conv., $3,028, Corsatr—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. ; . hard 


(Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom ge - 
$3 119; 2-dr. sed., $2,065 

;, Fatriame—4 . 


> 500—4-dr. sed., 
$2,437.72; 2-dr, sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 
std.), $3,172.69. Station Wagons—2-dr, 2- 
seat Ranch ae $2,406.76; 2-dr, 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2, 460.76; 4-dr, 2- 
seat Country Sedan, $2,567.24; 4-dr, 3-seat 
Country Sedan, $2,674.24; 
Country Squire, $2,803.90, 


IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388 
conv., $5,758.50, LeBaron—4-dr. sed., 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power: » Power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardien, 
$5,565 ; 2. hardtop, $5,318. 

» Power brakes standard on 


"4-dr. 3-seat 


power 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. a $2,769; conv., §3,- 
081. Montelatr—4-dr sed., $3,236; " a-dr. 


Wooster Rubber 
Changing Name 


WOOSTER, O.—Wooster Rubber 
Co. here is changing its name to 
Rubbermaid, Inc. 

The Rubbermaid name for years 
has been stamped on the company’s 
car rugs. 

The firm, which was founded in 
1934, is Wooster’s largest employer. 
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Lane; 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; A %.- 
221; 4-dr. 2-seat 
2-seat hardtop stat. 

—4-dr, sed., #113), ‘Par, 
2-dr. hardtop, $3,26: 


ard on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
nodels, For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr, sed., ae bus, wwe 
oe Savoy—4-dr , $2,304 2- 

sed., $2,254.25; ‘a ‘ can” 's2,- 
399.50: 2-ar. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr, hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
tion Wagons (Suburbans)—-2-dr. 2-seat De- 
fuxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr, 2-seat Sport, §2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 

PONTIAC—Ch C—Chieftain—4-dr, sed., $2,638; 
2-dr, sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; cony., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-ar. 3-seat stat. 

$3,088. Super Chief. a 


dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481: conv., 
RAMBLER — American 

sed., $1,789; Super 2-dr. ep . 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr. 2-seat stat. wag., Six 


hardtop, $2,532; 4-dr. 2-seat stat. 
$2,751. — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3,116, 
STUDEBAKER—Scotsman ¢@—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6-— 4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, ee: 
4-dr. 2-seat Provincial stat. wag., $2,644 
President V-8—Classic 4-dr. sed., $2,639 
2-dr. hardtop, $2,695. Hawks—Silver Ha 
6 cpe., $2,219; Silver Hawk V-8 cpe., — 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 
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40 States for November, 1957-1956 
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CK SMITH, who heads Dick 
Smith Ford Sales, Inc., Lee’s 


salesman should seek to establish 
some common ground with a 
prospect as early as possible as 
an aid to closing. 


He recalls a sale accomplished 
from a_ telephone 


Sales call which was 
completed only be- 

Case cause such a bond 
Histories was established. 


Here’s his story: 
A woman called up and wanted 
the price on a particular model 
Ford, indicating that she had 
been shopping and had prices 
from other dealers on the model 
she specified. 

I dislike to give out prices on 
the telephone and hardly ever 
do it, asked her point blank 
why she wanted a price from us 
when she evidently already had 





Salesman Receives TV Plymouth— 


Raymond Sherrill Joyner, second from left, salesman for W. R. Deans (DeSoto- 
Plymouth), Nashville, N.C., accepts the keys to the Plymouth Savoy hardtop he won 
@s grand prize at the recent Plymouth closed circuit TV sales meeting. Presenting 
the keys is H. R. Petrie, second from right, Dodge regional manager. Looking on 
ore W, R. Deans, left; R. E. Carlin, center, DeSoto regional manager, and H. W. 


Summit, Mo., believes that a | 
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How Nation's Salesmen Meet... 





been quoted prices by other 
dealers. 

She admitted that she had 
been shopping but said that she 
used to live in Raytown, in fact, 
went to school there, and would 
like to buy the car there if she 
could get a good deal. Without 
giving her name she gave her 
present location which was about 
50 miles away. I was with my 
father, Ray Smith Ford, Inc., 
Raytown, at the time. 


* * * 


I HAD been trying all through 
the conversation to say some- 
thing that would get us started 
on common ground and it oc- 
curred to me that our used-car 
manager was a graduate of Ray- 
town High School. 

So I gave her his name and 
asked her if she knew him. She 
did know him and had been in 
the same class with him. I then 
asked her if I could send him 
out with a demonstrator and 


Practical Problems of Selling 


let him give her a price and try 
to make a deal that would be 
satisfactory. ; 

She agreed to this and we set 
up an appointment. He went out 
and couldn't close at the first 
meeting, but set up an appoint 
ment for a couple of days later 

+ * * 
i HAPPENED that he was tied 
up that day and couldn’t go 
so I went out to try to save the 
deal. Actually, it was soon com- 
pleted and we delivered the car 
the next day. 

I think we would have lost 
this sale and never would have 
known who the caller was if we 
hadn’t been so fortunate as to 
establish a common ground by 
digging up an old schoolmate 
for her. 

While a deal like this probably 
would never happen again it does 
prove, it seems to me, that if you 
talk long enough and think hard 


Smith, Plymouth sales promotion manager. 


enough, that you can _ usually 
come up with something that wil] 
create greater interest in the 
prospect. 


World Oil Parley 
Set for New York 
In June, 1959 


NEW YORK—Latest develop 
| opments in oil research, production, 
| refining and distributive processes 
| will be demonstrated in an exposi- 
| tion at New York’s Coliseum dur 
|ing the Fifth World Petroleum 
| Congress in June, 1959. 


Exhibits will illustrate scientific 
advances which will be discussed at 
the various sessions of the six-day 
Congress, the first of its kind ever 
to be held in the U. S. 


C. Eugene Davis, general secre 
| tary of the congress, said plan 
call for exhibits by manufacture 
of equipment and materials used 
in drilling, refining and other 
primary productive processes, 
makers of equipment and instru 
ments employed in research, analy- 
sis, testing and measurements and 
agencies engaged in the transporta- 
tion of petroleum products. 

There will be a symposium on 
the utilization of nuclear energy 
in the oil industry, and the exposi- 
tion will include exhibits in this 
field of research. 


Some 5,000 delegates are expected, 
including 1,000 from abroad. At the 
last meeting of the Congress in 
Rome in 1955, delegates exceeded 
4,000 but only 500 were from the 
U. S.. Other world congresses were 
held in London (1933), Paris (1937) 
and The Hague (1951). 














Rockwell Licenses 


German Company 


CORAOPOLIS, Pa — CJ 
Queenan, president of Rockwell 
Spring & Axle Co., announced that 
its Swiss subsidiary, Rockwell Fed- 
ern & Achsen, A. G., has granted 
licenses to Zahnradfabrik Fried- 
richshafen, A. G., Friedrichshafen, 
German, to manufacture in West 
Germany axles, brakes and_ uni- 
versal joints of Rockwell design. 

Queenan noted that there is 4 
large potential European market 
for American type civilian and mil 
itary products due to the increas 
ing acceptance of U. S. designs 
modified to accommodate Eure 
pean automotive engineering speci 
fications and practice. 

“A controlling factor in our de 
cision,” he said, “was that the de 
mand for these products could not 
be easily satisfied by importing be 
cause of tariff or monetary & 
change barriers imposed by most 
European governments against 
American products.” 








CONSIDER / the savings Packard makes possible. 


are not already using Packard Elec- 
tric wiring know-how to simplify 
your product and make it work 
better—now’s the time to act. 


Packard 


Warren, Ohio 


These self-insulating “Snap Fast” 
connector units simply snap to- 
gether, simultaneously connecting 
two, three, five—up to eight differ- 
ent electrical circuits, instantly, with- 
out error or indecision. Automakers 
using this Packard Electric idea save 
more than a million dollars per year 
in production costs! 


These connectors can’t be installed 
improperly. And they won’t shake 


loose. They effectively eliminate 
assembly line fires or other damage 
which result from incorrect single 
terminal installation. 

Packard Electric produces highest 
quality cable, complete wiring har- 
nesses and new wiring ideas to help 
save you time, money and trouble. 
Packard Electric maintains offices in 
Detroit, Chicago and Oakland, Cali- 
fornia, for your convenience. If you 


Woman Driver Places First 
In Rally with Triumph TR-3 


PARIS. — Annie Seisbault placed 
first in her class among womel 
drivers in the Rally of Corsica driv¥- 
ing a Triumph TR-3. She 
fourth in the general classificatio® 

She was the women’s prize wit 
ner in the Tour do France. 


Electric 
sa 


“Live Wire” division of General Motors 


z 


5 


. 





288s 


gouabert 


ost 
ave 
we 
to 
by 
e 
ably 
does 
you 
ard 
ally 
will 
the 


and Plymouth dealers everywhere 


Plymouth, the undisputed style leader, is also the price leader in the 
low-price 3 in the hottest body style of all: the two-door hardtop. 


The automobile prospects in this country are learning this fast— 
due in great measure to Plymouth’s full-scale advertising program. 
In newspapers and on TV, we’re pounding home the facts over and 


America’s biggest automotive value... 


are building real volume with it! 


over and over again: Plymouth is the greatest automobile value in 
America, bar none. 


What does it all mean? Simply this: The prospect of a good, solid 
year for Plymouth dealers all over America. This year, more than 
ever before, it’s good to be a Plymouth dealer. 


Star of the Forward Look 


VIO" 
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Three Speakers Stress 
Importance of Service 


MIAMI BEACH, Fila—The im- 
portance of service to a dealer and 
his customers was stressed by three 
speakers at a service clinic held 
last Saturday (Jan. 11) at the 
NADA convention. 


Selling Service 
By John A. Williamson 
President 
John A. Williamson Co, (Sales Consultants) 
Birmingham, Ala. 
Before auto dealers can sell serv- 
ice to customers, the dealers must 
have a service that is worth sell- 





Fire Hits McCreery Deal 


GALESBURG, IllL—A fire swept 
the McCreery Motor Sales building 
in downtown Galesburg, damaging 
the building and equipment. Dam- 
age was estimated at $100,000. 


ing, a sales consultant told the 
NADA conven- 
tion. 

“It is not an 
unusual thing in 
today’s market,” 
John A. William- 
son told the deal- 
ers, “for a dealer 
to suddenly real- 
ize that his abil- 
ity to make a 
fair profit on the 
sale of his new 

J. A. Williamson = cars is in direct 
proportion to his ability to render 
good service to these same custom- 
ers after delivery.” 

He pointed out that salesmen 
lose their effectiveness by changing 
a sales story which has proved 
successful in the past. 

“In our service department, our 
service advisers may tend, after 





Arcure Motor Expands— 


This architect's sketch shows how Arcure Motor Sales (Studebaker-Packard and 
Mercedes-Benz), Ann Arbor, Mich., will appear after a 53-by-28-foot two-level addi- 
tion to the existing building is completed. Motorists travelling along four streets will 
be able to view new. cars on display in the showroom. The addition will double the 


firm's showroom and service deparrment. 


awhile, to grow tired of their 
sales story,” Williamson said. 
But, he added, “This causes them 
to have a tendency to either dis- 
continue it or to gradually change 
it so that it is not effective; or, 
to use part of it with one cus- 
tomer and another part with an- 
other customer. 

“What they sometimes do not 
realize,” Williamson said, “is that, 


There’s a KENT-MOORE 


PS x 


yy ie : 2 
i he Fe oe et 


for every special 
shop requirement 


Tool 


Here’s why: Kent-Moore “Rate-Maker” service tools are de- 
signed in close cooperation with the vehicle manufacturer. They 
are developed specifically to perform important maintenance oper- 
ations for which no adequate standard tools exist. They save you 
time, prevent parts damage and increase shop efficiency, adding 
to your profit potential. 


Kent-Moore “Rate-Maker” service tools permit you to dupli- 
cate factory-assembly conditions right in your own, shop. Check 
your shop manuals—see how often Kent-Moore special service 
tools are shown! So before you invest in any service tool—inves- 
tigate Kent-Moore “Rate-Maker” special service tools. 


For complete information on the entire line of Kent-Moore 
“Rate-Maker” tools, send for your copy of the Kent-Moore 


Service Tool Guide . . . no cost, no obligation . . 


. SO write today! 


VISIT BOOTH 88-NADA SHOW, MIAMI BEACH 


KENT-MOORE 


ORGANIZATION, 


28635 Mound Road ° 


INC. 


Warren, Michigan 


ENGINEERS AND MANUFACTURERS OF SERVICE TOOLS AND EQUIPMENT 


58-Al 


though their sales story may be 
old to them, it is new to each dif- 
ferent customer.” 

He said that the training of 
salesmen is a full-time job: “The 
training of our service advisers in 
the technique of selling our vari- 
ous services is a continuing and 
never-ending process. 

“Frequent meetings must be held 
in slack or off-duty hours to keep 


—— 


their viewpoints fresh, and always | 
tuned to the thought that whe, 
you sell a customer a needed sery. 
ice, you are doing him a favor.” 

+ + > 


Shop ‘Spotting’ 
Stimulates Sales 


By John H. Lander 
President 

Inc. (Dodge-Plymouth) 
Atlanta 


“They will survive who serve 
best.” I don’t remember when this 
was said, but it could well apply to 
the automobile dealers of America 
in 1958. 

As a matter of fact, when our 
convention com- 
mittee, of which 
I am a member, 
was searching for 
a theme slogan, I 
suggested “To 
Survive—Sell and 
Serve.” 

The art of sell- 
ing must be re 
vived in all dealer 
departments 
Those who seri- 

J. H. Lander ously practice 
and insist on salesmanship as an 
essential of all employes will be 
rewarded. 


Those dealers who fail to recog- 
nize the importance of salesman- 
ship and of rendering real service 
to their owners and customers in 
the operation of their retail dealer. 
ships will surely go out of business. 

Salesmanship in a shop is even 
more essential than in the show- 
room. To begin with, you have an 
involuntary customer who is def- 
nitely unhappy about bringing his 
car to your shop. 

Your shop personnel should be 
able to make him happy about 
his visit to your establishment, 
should sell him on spending more 
money than he planned to, and 
should make him so like your 
place that he will plan to buy his 
future cars from you! 

But—what is the true story of 
the shops of America today? Sur- 
veys made by NADA and other or 
ganizations interested in shop oper- 
ations have consistently disclosed 
great inefficiency in most shops 
and a sad lack of sales effort on 
the part of most shop people sur- 
veyed. 

They were missing in their de 
sire or effort to sell the “needed 
services.” 


Can this failing be corrected? 
Can selling really accomplish any- 
thing in a shop? 

Sure it can—and I want to tell 
you about ways and means to doa 
“spot selling” job in your shop 
And I'm telling you about things 
we have proved in my own shop in 
Atlanta, Ga. 

I know they work because in the 
15 years since I started this dealer- 
ship, our customer labor volume 
has increased from an average of 
$5,000 per month to an average of 
almost $40,000, or eight times 
much! That didn’t just happen! 

How can you start? First by 
training all service personnel te 

SELL what is needed on each 

car that comes in your place. 

Teach them, all of them, to find 
out what is needed through “vis- 

ual inspection,” commonly known 

in Atlanta as “spotting.” 

Everyone who comes in contact 
with the car can “spot” items 
which are giving or will give trou 
ble. This “spotting” should begin 
with the person who greets the 
customer and writes up the repair 
order. 

In my shop we call them service 
advisors and I have eight of them 
In a small shop it would be the 
shop foreman. He should begin his 
inspection by looking at the door 
jamb sticker and odometer to de 
termine the opportunity to 


various “lube” operations. 
* *” * 


*‘Walk-Around’ Check 


Then he gives it the “walk 
around” inspection, with the owner 
when possible. He will check for 
worn tires, steering misalignment 
bent sheet metal, chipped paint 
and other body troubles. 

He should quickly check undef 
the hood, looking at belts, battery 
connections, air cleaner, ignition 
units, carburetor, etc. 

Our lube men and all mechal- 
ics are interested in “spotting” 
the car while it’s in their 
because they get paid 5 percent 
for any additional services sold 

(Continued on Page 34, Col. 1) 


Lander Motors, 





~ AUTOMOBILE ADVERTISING HERE 
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YOUR ADVERTISING, AND THE DEALER’S, 
IN THE LOCAL NEWSPAPER HERE, SELLS 
BOTH YOUR CAR-AND YOUR DEALERSHIP! /f-==>— 
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— Showroom inquiries and dealer sales have proved the effectiveness of local 
aa newspaper advertising tying-in with manufacturer advertising in FAMILY WEEKLY. 
0 do & 


In the 170 key markets where it is a part of the local newspaper, FAMILY WEEKLY 


oak is read by virtually every family in town. Its content and format have been 

designed to attract and hold the interest of every member of the family. Its 
a= editorial vitality builds interest and enthusiasm—and response for its advertisers. 
a That's why national automotive manufacturers use FAMILY WEEKLY's full coverage 
es and colorgravure impact to tell car buyers about their products—‘“WHAT 
yen! TO BUY.” 
st by 
—7 And then, for double impact and added strength, both manufacturer and dealer 
i can complete this merchandising job by using local newspapers to remind 
L these potential buyers, ‘‘See it, drive it, BUY IT HERE!’’ Here are two authentic photographs taken 
—_ The combination of FAMILY WEEKLY and the local newspaper can be a solid see ponte eae 
tems sales partnership working for you. Dealers should be planning now to tie-in for country. In the FAMILY WEEKLY market, people 
r wane double impact, with an accelerated program of newspaper advertising whenever can buy a second car for less than the cost of 
pe the cars you sell are advertised in FAMILY WEEKLY. ee re ee ae ae io 
service exemplified in the figurés which speak for 
Rae themselves: 
gin his FAMILY WEEKLY MAGAZINE, Inc. 
. = 3-223 GENERAL MOTORS BUILDING - DETROIT 2, MICHIGAN 


Sa] eet 8 Dee, itn Werte 7,914,600 PASSENGER CARS 


153 N. Michigan Ave., Chicago | 


nail 17 E45 Sweet, Now York 17 15.4% of the U. S. total 
owner Blanchard-Nichols Associates 


ck for 633 S. Westmoreland Ave., Los Angeles 5 
33 Post Street, San Francisco 4 
J. Bernard Cashion & Associates ey 

904 Chamber of Commerce Bidg., Miami 32 Me tl LL 


tributing newspaper 


4336,8/7 CIRCULATION 17 170 MARKETS 


e than one out of every 6 pala ee raat 


ntire United States are registered in the giant 
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Importance of Service Stressed 


(Continued from Page 32) 


which were not listed on the or- 


iginal repair order. 

We've made spotters out of all 
of them with this simple way of 
rewarding those who sell. 

For example, on all brake- 
adjustment jobs, when the odometer 
reads 10,000 or more miles, our 
mechanic “pulls” a wheel for “spot- 
ting.” It’s surprising how many 
small jobs will turn into a $50 to 
$60 brake-system overhaul. 

Recently that 5 percent turned a 
foot brake adjustment on a heavy- 
duty truck into a complete king- 
pin and bushing job, complete 
steering overhaul, plus a clutch job 
amounting to over $100. It takes 
just a little incentive to make a 
good “spotter.” 

* = = 

Our quick-service mechanic al- 
ways manages to get the car in the 
air even if it’s only to replace a 
sealed beam unit. He likes to “spot” 
underneath for defective mufflers, 


tail pipes, brake hose, broken or 
slipped springs. 

When necessary, our selling is 
picked up by the cashier, who is 
trained to talk like this: 


“We are sorry, Mr. Doe, that 
we could not reach you today, 
but this note on your repair 
order states that your car’s 
master cylinder is leaking and 
should be corrected. Can you 
return tomorrow or may we pick 
it up and make the necessary 
repairs?” 

There are times in our shop 
when the customers are piling in 
so fast that the service advisor 
can’t spend much time “spotting.” 
We overcome this by having a 
“P.M. Inspection” as we call it. 

Using a special preventive- 
maintenance form, he inspects each 
vehicle which is awaiting its turn 
in the shop and lists the items that 
may require service. 

These forms are in duplicate so 
that if the owner cannot be reached 





attached to the repair order and 
the original is given to the service 
advisor so he can discuss it with 
the owner at some future date. 

* & + 


Free Lubrication Cards 


Many people ask me, “How do 
you keep so many people coming 
into your shop?” Good direct mail, 
seasonal specials, prizes of one sort 
or another—all of these help. 


We do one thing, however, that 
gives us a marvelous chance to do 
a lot of “spotting” and a lot of 
selling and that is this: Everytime 
we sell a new car, we give the 
owner a free lubrication card for 
the life of his car as long as he 
owns it. 

This doesn’t cost so much, but 
it brings the owner back to your 
shop, where you can “spot and 
sell.” Through this one medium, 
we keep four lube racks busy all 
the time. 

By “spotting,” 


we sell lots of 


by phone during the day, a copy is| 10,000-mile or once-a-year lubrica- 


tions at $6 plus, and 20,000-mile or 
once -every-two-years at 
plus, with total returns from this 





sonnel to sell, sell, and sell, yoy 


$12.50 | have arrived as a dealer. 


Remember, to survive the future 


department of about $2,500 per| critical years, you must sell, and 


month. 

I can’t tell you how much more 
per man we produce by our “spot- 
ting and selling.” I do know that 
our repair orders consistently aver- 
age over $12 in labor alone. And I 
know that is well above the aver- 
age of Chrysler Corp. dealers. 


* * * 


I also know that our labor vol- 
ume has shown a consistent growth, 
in proportion to the number of 
owners in our territory. 

So I can say positively that sell- 
ing that “extra job” has paid off in 
our service department, and I know 
other good shop operators who re- 
port the same thing. 

Good, honest, cheerful service 
must be performed to keep your 
customers coming back. Once 
they are back, put that sales- 
manship to work and watch those 
shop profits climb. 

Your dealership’s future may well 
depend on the job done in your 
service and parts departments in 
the future. When you realize and 
admit this fact and devote your 
own time to train your service per- 








pen and ink accounting... BURROUGHS SENSIMATIC 
keeps your factory-approved accounting system intact. 


Let’s face it—you, like most auto- 
mobile dealers, face a mountain of 
paperwork daily. It can mean a 
mountain of confusion and expense, 
too, and make overtime routine. 


Yet there’s a way out that gives 
you a complete, accurate, up-to- 
the-minute profit-and-loss picture 
at any time. The Burroughs Sensi- 
matic accounting machine does just 
that. Yes, the accounting machine 
that enables dealers to maintain 
their factory-approved bookkeep- 
ing setup mechanically. 

With the Sensimatic even your new- 
est operator can zip through your 
daily accounting jobs, making those 
figure facts immediately available 
for your innumerable business deci- 
sions. (It totals up to 19 different 


columns of figures 


demonstration will 





our nearest branch office. Or write 
to Burroughs Division, Burroughs 
Corporation, Detroit 32, Mich. 


For the whole story—free of course—write for our 
literature on dealer accounting. 


automatically.) 


And Sensimatics pay for themselves 
in short order—then keep on return- 
ing a profit year after year. 


You’ll certainly want to see our 
sound film, ‘‘ The Open Road.’’ 
It shows in detail what Sensimatic 
savings can mean to you, and a 


prove it! Call 





BURROUGHS AND SENSIMATIC ARE TRADEMARKS. 





you must serve. May all of yoy 
survive and prosper -the rest of 


your days. 
+ * 


Muffler Service 
And Profit 


By C. A. Klaus 
Vice-President 
Maremont Automotive Products, Inc, 
Chicago 


The theme of your convention ig 
“To Sell—Serve.” This happens to 
express very clearly one of the 
principles which I consider to be 
all important to any business 
growth. 

This is the principle that there 
is no place for 
one-shot sales- 
manship in busi- 
ness. In your own 
cases this means 
there’s no room 
for one-shot 
salesmanship on 
your new-car 
showroom floors, 
your used-car 
lots or your serv- 
ice floors. 

To express your 
convention theme another way, 
service means sales—in every part 
of your organization. It is espe. 
cially important in your service 
departments. 

If you and your organization give 
honest service to every car owner 
who comes to you, you build all- 
important repeat business. You 
build customers and sales. 

In the exhaust-system parts busi- 
ness, the statement that service 
means sales takes on added signifi- 
cance. There have been many, 
many changes in the muffler busi- 
ness which are making this state 
ment more and more meaningful 


On the basis that we are often 
unable to see the forest for the 
trees, let’s review some of the 
things that have been going on 
Let’s take a look and see why 
there’s real money in mufflers. 


Keeping America’s automobile 
“quiet” is a big business. It is the 
fastest growing segment of the re 
placement parts business. 

In a period of just two years, the 
consumption of mufflers by regis 
tered vehicles has doubled. Shell 
Oil Co.’s sales potential based upon 
field surveys indicates that the 
total expenditures for muffler serv- 
ice were in the order of $444 mil 
lion in 1957. , 





C. A. Kiaus 


> > > 


There are three important ree 
sons for this spectacular rise ® 
exhaust parts consumption. First 
there has been a steady rise in the 
number of motor vehicles on tht 
road. 

Second, the number of exhaut 
parts used per vehicle has pra 
tically doubled. Third, the life & 
pectancy of exhaust parts unde 
today’s operating conditions & 
about half of what it was at the 
close of the war. 

These three factors do not ope 
ate independently of each other. & 
fact, each of them operates on tht 
other two in such a manner as © 
put the market potential into # 
rapidly spiraling upward curve 
Let’s see how this happens. 

There is no need for me to 
into a lot of statistical detail 
support the increase in vehicle 
registrations. You’re in the busk 
ness and you know what has 
been happening. 

You know that this first factor= 
the tremendous increases in 
cle registrations — actually exis® 
Registrations have advanced at 
fastest pace in history, to the 
that we now have in excess of 
million vehicles on the road. ° 

There is an interesting fact about 
vehicle registrations I'd like to cal 
to your attention. This is the break 
down of the age groups. 


* * *x 


Breakdown Is Important 


The breakdown is important be 
cause we are discussing the ma 
for replacement exhaust parts 
we should know something 
how many cars there are 
various age brackets to get # 
clearer evaluation of market P& 
tential. 

There are more cars in the “nee 
muffler-service” age bracket 
than ever before. In fact, over # 
percent of the cars on the roads 

(Continued on Page 36, Col. 1) 
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Model EK-10 
Hydraulic Pull-Dozer 


Model EK-5 


Mechanical Pull-Dozer 


ONLY 


*259¢2° 


user price* 


PULL-DOZER slashes bids, skyrockets your profits in body shop department 
BLACKHAWK’S answer to modern body repair problems 


E=5>B 


Photo shows damaged 

trunk area on a Iate- 

model Chevrolet. Pull- 
Dozer ready to cut time, create 
profit on this job. 


A fast clamp hook-up 

on inner panel of car 

rear quarter panel re- 
lieves stress on buckled-up trunk 
floor. 


Next pull — at same 
angle of damage — 
brings trunk floor back 


towards original shape. New “C” 
clamp allows set-up changes in 
seconds. 


Trunk floor back to 

near normal — heavy 

crease pulled out in 
minutes. Hammering and dolly- 
ing under tension restores floor 
to original shape. 


Now from Blackhawk .. . two 
revolutionary new body pull 
jacks for really quick, profitable 
modern car body repair! Choose 
the Porto-Power Pull-Dozer 
(above), a speedy, easy, power- 
ful hydraulic model, or the 
budget-priced mechanical Pull- 
Dozer! 


Hydraulic Pull-Dozer features: 


@ Portable! Lightweight aluminum 
alloy construction! Now you can 
bring the tool to the work! 


@ Applies external straight-line pull 
at exact point of damage! 


@ Safe! Remotely controlled ...no 
injury risk! 

@ No anchoring problems. . . work 
all around the car from the 
outside! 

@ Complete with handy attach- 


ments for pulling every body 
section! 


*Prices subject to change without notice. 


Watch for more big Porto-Power news coming from 


LACKHAWK: 


BLACKHAWK MFG. CO., DEPT. P-4018, MILWAUKEE 46, WISCONSIN 
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today are in the “need-muffler- 
service” age bracket. 
The second element in the 


imance of the V-8 has had its 
greatest market-determining ef- 
fect. 


It is the V-8 engine which has 
largely been responsible for the 
wide acceptance of dual-exhaust 
systems. To get an idea of the im- 
pact of dual exhaust, consider the 
figures for 1957 when more than 3 
million new cars were so equipped. 

Dual exhausts mean a minimum 
of two mufflers per car where 


formerly there was one. In many) 


cases, dual exhausts mean the 
is equipped with four mufflers. 
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MITCHELL-BENTLEY 
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2 

THE LARGEST 
INDEPENDENT MANUFACTURER 
OF STATION WAGON BODIES 

PRODUCING 

STATION WAGONS FOR 
BUICK 
MERCURY 
OLDSMOBILE 


. 
DRIVER AND PASSENGER 
SEATS FOR 
MAULITARY VEHICLES, 
GENERAL MOTORS, REO, 
INTERNATIONAL HARVESTER, 
DIAMOND T, STUDEBAKER, 
MACK AND DODGE TRUCKS 


. 
AUTOMOBILE SEATING AND 


AND DEFENSE CONTRACTS 
- 
BURROUGHS 
ADDING MACHINE TABLES 
” 

SPECIAL 
AUTOMOBILE BODIES 





is a tremendously vital organization 
which is providing present needs of a 


diversified manufacturing clientele 


Tue MircHe.t-BentTLEY CORPORATION 


certain cases, dual exhausts mean 
the car has six mufflers on it. 
* > a2 

To summarize the second ele- 
ment in the market-potential pic- 
ture, dual exhausts account for the 
fact that today’s 67 million vehicles 
are carrying more than 75 million 
mufflers. 

The last of these three inter- 
related factors is life expectancy. 
Have you ever stopped to realize 
that exhaust parts wear out, or de- 
teriorate in an entirely different 
way from the rest of the car? 
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off. Exhaust parts are subject to | corrosion by the exhaust-gas con- 
de’ . 


round the clock wear. 

Let me cite an experience which 
illustrates this. All of you will know 
of similar cases. I was riding in a 
1957 model taxi about a week ago. 
The driver told me the cab had 
67,000 miles on. it and that he hadn’t 
yet changed mufflers. 

The reason for this long life is 
that the exhaust system is always 
dry. The wife of a friend of mine 
has the identical make and model 
of car and has already had the 
muffier replaced. Her car has 5,000 
miles on it. 


* * * 


Always Wet with Acid 


The reason for the short life in 
this case is that the exhaust system 
is always wet with acid conden- 
sate. 


Field surveys indicate that the 
average muffler life has dropped by 
about 50 percent during the post- 
war years. At the present time, 
average muffler life is about a year 
and a half, or 15,000 miles. Here 
are the things that have caused 
muffler life to decrease the way it 
has. 


1. Cooler-running dual-exhaust 
systems are more susceptible to | 


nsate. 

2. Congestion of over-taxed 
streets and highways results in 
cooler exhaust temperatures. This 
promotes the formation of corrod- 
ing exhaust-gas condensates. 

3. The rise in two-car families 
and the shift to suburban living 
also promotes short-run driving 
which, in turn, brings on prema- 
ture exhausts system failures. 

4. Today’s engine requires some 
pretty potent fuels. These new 
high-octane fuels are producing 
record amount of corrosive acids in 
the exhaust-gas condensates. 

om > = 


This latter factor of exhaust- 
system corrosion is so important 
that it bears a further discussion. 

As most of you know each gallon 
of gasoline burned by the engine 
produces more than a gallon of 
acid-carrying water. This is called 
exhaust-gas condensate. 

On cool mornings you first see 
it as a white vapor when the car 
is started. It then literally drips 
from the end of the tailpipes dur- 
ing warmup periods. It is inside 
the exhaust system until the car 
is completely warmed up... at 
least 10 miles. 

Each time the engine is shut off 
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_ Planning a Better 


Product eee for You J 


OWOSSO DIVISION 





while keeping an eye on tomorrow. The executive conference shown in the photograph 


provides for a continuing exchange of ideas: management, designing, engineering, pro- 


duction and sales. It is the nerve center of two great manufacturing divisions with 


capabilities ready for any challenge. Keep that in mind, if you are a manufacturer your- 


self: all the facilities of The Mitchell-Bentley Corporation are at your disposal—to serve 


you as it is now serving many of the biggest names in industry. 


THE MITCHELL-BENTLEY CORPORATION 







































































and is cooling down, the exh ae 
gas condensates into an acid carry, 
ing liquid. The inner surfaces of 
the exhaust system are literally 
drenched with acid condensate. 

Our engineers and research meq 
have been studying the effects of 
condensates for the past severgj 
years. Some very interesting facty 
have been discovered which quickly 
tell the answer to the corrosion 
problem. 

It is definitely established that 
as the octane rating of a motor fuel 
increases, so the acidity of the e. 
— gas rises. This is a proven 
act. 


A Rough Comparison 


To give you a rough compa: 
during the early days of automo. 
tive transportation the acidity rat. 
ing of the condensate of white ‘gag. 
oline was equivalent to household 
vinegar. 

As engine compression ratiog 
rose, antiknock additives were. 
required, With the increase in ad” 
ditives came more acid in the” 
exhaust-gas condensate. : 


Today, with engines approach. © 


tivity ratings of battery acids. 

This is a laboratory proven f 
The acids in exhaust-gas cond 
sates from today’s super-premiy 
fuels are on a par with batte 
acid! Is it any wonder that muff 
life has dropped in the order 
50 percent since the end of 
war? 

The ramifications of these ¢ 
coveries are practically end 
Certainly they are too num 
to mention here today. The 
portant end result so far as 
are concerned is that the rep! 
ment exhaust parts market 
risen fantastically. 

> > = 

The natural reaction to all 
developments is to ask, “Why 
something being done about t 
problem?” 

I can tell you that a great m 
things have been done about 
and the future holds promise 
even greater progress. Some mai 
facturers already have taken 
to increase the longevity of 
product. 

As an example, the company 
represent has more than dot 
the life of ordinary cold 
steel mufflers by the developr 
and use of a special new 
of muffler steel. We are nu 
using a new alloy-coated m 


Mufflers constructed of t 
alloy-coated steel, operating 
the same temperature conditi 
on identical installations, res 
the standards of life expectancy 
at least doubling the resistance 
corrosion found in ordinary 
roll mufflers—even cold roll 
flers made with heavier gau 
steel! 

This is all part of the basic sale 
principle expressed in your ows 
convention theme, “To Sell—Serve. 
Service extends also to the product 
itself. 


> 

Historical S 
Service in the minds of the alk 
important repeat customers mean® 
a restoration of the historical 
standards of product-life expe™ 
tancy. * 
I’ve discussed the overall exhau# 
parts problems by outlining t® 
market and the matter of prod 
performance. I have indicated 
you that the market is at fab 


some. 
I stress the importance of 
in competing today for the m 
business. Fifteen minutes is 
maximum time it takes any 
equipped shop to replace a mule 
There's no secret to this kind 


service. It’s all a matter ot 
E 
: 3 

Removal of the 


properly equipped and of 
old system < 
to be the most :, 


> Seeose aseyev 


seas 





to give service. 
(Continued on Page 112, Col, 1) 
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Synchro-Master Transmission 


lowers fuel consumption and increases payload 













12” shorter and 200 pounds lighter than any other multiple- 
speed transmission of comparable capacity 

Produces the close steps required to maintain engine speed 
at maximum RPM— Avoids engine lugging 

No 2-speed axle required 

No auxiliary transmission needed 


Blocker-type synchronizer in all speeds, forward and 
reverse 


All six low range ratios in reverse + Forced-feed lubrication + 
Screen for filtering oil + Standard 6-bolt S.A.E. power takeoff 
apertures on each side * Tower or remote control type * Replaceable 
bearing retainer inserts in all case bores. 


: _ ‘ . 
0a a b 

’ es ot Wee , o 
>... 

Pee 1 Pp 


=" E i 
a a \ / 
m4, a 


Re ae 
\e 
! 





0 


a 


This new transmission is unmatched in 
efficient power transmission for heavy duty 
vehicles. There has never been a transmission 
that has increased both driver and vehicle 
efficiency so much and at the same time 
requires so little initial investment and 
maintenance expense. 


WRITE FOR BOOKLET 


Dana engineers want to help you 
adapt this revolutionary new 
Spicer transmission to your 
heavy-duty truck requirements. 
Your letter, wire, or telephone call 
will receive immediate attention. 
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Tires Called Rich Source of Income .. . 


AUTOMOTIVE NEWS, JANUARY 13, 1958 





Clinic Told How to Up Shop Profit 


MIAMI BEACH.—The impor- 
tance of a good service operation 
in ng a dealership’s way and 
the rich source of extra income in 
replacement tires were emphasized 
at the second service clinic held 
Jan. 12 in conjunction with the 
NADA convention here. 

John A. Williamson, who heads 
his own sales counseling service, 


presided at the session. 
* * + 


Service vs. Sales 
Absorption 
By David Reese 
president, David Reese Oldsmobile Co., 
Philadelphia 


Let us take a realistic look at! 
business. We have extensive 
ies, most of us with new 
, used-car lots, high inter- 
cost on mortgages, interest on 
r floor plans, high advertis- 
¥ costs, fringe benefits such as 
ms, medical and life insur- 
ance costs, dealer and executive 
gilaries and many other expenses 
Which have no direct bearing on 
the service department. 

If we agree to this, then why in 
the world should the service de- 
partment be} 
kicked around 
because it doesn’t 
produce enough) 
gross profit to 
absorb the entire 
overhead ex-| 
pense? 

There are no| 
more reasons for 
the service de- 
partment to carry 

aa the load than 

David Reese there are for the) 
sales department to support the 
entire expense. According to our 
last NADA composite figures, the 
average service absorption was 55) 
percent in all line groups. 

On that basis, with the net profit) 
almost zero, then the sales depart- | 
ment would only carry 45 percent) 
of the overhead expense. Maybe if 
the sales department were made) 
responsible for the entire overhead | 
expense, salesmen would make bet- 
ter deals and produce more profit 
to absorb the whole expense load. 

= : > 








We do have some dealers who 
have 100 percent service absorption. 
They are the rare exceptions rather 
than the rule, and in most cases 
they are old established dealers 
who have a tremendous volume of 
service business in facilities owned 
and paid for in the years gone by. 

With low overhead expense in 
comparison with their volume, 
these dealers are to be compli- 
mented, but I do not feel that their 
operations can be used as a pattern 
or a guide to be used in dealerships 
not so fortunate as to location, low 
= facilities and available poten- 


Now let’s talk about the right 
viewpoint for the dealer in re- 
to his service department. 
First, I think we should discard 
term service absoption. We 
departmentalize our busi- 
and have a balanced opera- 
each department standing 
own feet and absorbing its 
of the expenses on an allo- 
basis. 
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method should show a net 
for any good service opera- 
tion. This would encourage the 
Service manager to do a better job, 
father than to measure his results 
On the service absorption basis 
Which might be 55 or 60 percent 
Coverage, putting him in the light 
@s losing 45 or 40 percent of the 
‘Overhead expense. 

that we have the right view- 
it; let’s get the right mental 
tude toward the service depart- 
tf and start taking the service 
, tr to lunch to find out what 
}¢an do as dealers to keep him 
a better job. 

ad out about his problems, dis- 
his organization and analyze 
Our facilities. Do we have sufficient 
for internal work without 


to sacrifice customer labor? 
+ * * 


Hard to Hike Income 


_ It isn’t hard to increase income 

the shop, provided the dealer 

salizes its importance and devotes 
Proportionate share of his time 

™ managing this activity. 

Too many dealers now leave it 

oe ply to their service man- 
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| figures on his own service opera- 


agers. That is not the way to 
have a thriving shop. The best 
service managers need the coun- 
sel and advice of the dealer from 
time to time. 

The dealer himself should have 
the interest in his service depart- 
ment to analyze comparative fig- 
ures such as NADA composite fig- 
ures, local zone composite figures 
and available figures from nearby 
dealers to determine whether or 
not his own service department is 
average, below or gbove. 

Then the dealer can set the right 
objectives for his service manager 
to work toward. The following 
average figures are very important 
to the service operation: 

1. Number ROs per day. 

2. Amount dollars per RO. 

3. Number items per RO. 

4. Number ROs per service sales- 
man per day. 

5. Amount dollars per service 
salesman per day. 

6. Amount mechanics hours not 
sold per day. 

: +. 


The dealer should know these 


tion, as well as comparative figures 
from other sources, to guide the) 
service manager. 

The future of the new-car 
dealer service business seems to 
be a diminishing market as far 
as major repairs are concerned, | 
with the exception of truck busi- 
ness and some rural areas where 
high-mileage cars are kept in 
service. 

Engine overhauls have almost 
disappeared; clutch work, trans- 
mission jobs and differential over- 
hauls are at a minimum. Most of 
this decrease is due to longer life 
built into these units by the manu- 
facturer and better lubrication, 
better motor oils and more educa- 
tion on the part of the owner for 
proper maintenance. 

Freeze-ups and cracked blocks 
are almost unheard of because of 
information available to owners 
through radio and television. 

To replace this loss of gross 
profit we are going to have to pro- 
mote the sales of maintenance 
items such as brakes, tuneups, ap- 
pearance conditioning, steering and 
front-end maintenance, radio re- 
pairs, body and fender repairs and 
painting. 

> * > 


Boost in ROs Is Needed 


This also means that the amount 
per repair order is going to de- 
crease but the number of repair 
orders written will have to in- 
crease to write the same volume. 

We are going to have to make 
every effort to bring back the 
battery sales, tire sales, seat 
cover sales, radio and heater 
sales, floor mats, mirrors, etc., 
that we lost to the chain stores 
over the past 10 years. 

Every dealer should use a daily 
operating control for the service 
department, a running record of 
all activities with a breakdown for 
mechanical repairs, body and paint 

= > > 





shop work, washing, lubes, parts 
and accessory sales. 

To determine the gross profit, it 
is only necessary to know the 
amount of customer labor. This will 
average out at better than one dol- 
lar gross profit for each dollar cus- 
tomer labor. 


For some dealers this will aver- 
age as high as $1.30 for each dollar 
customer labor. There are certain 
factors which have a bearing on 
this, such as control on labor costs, 
high parts sales, accessory sales, 


etc. 


od * + 


The dealer who uses this ap- 
proach in appraising the results of 
his service manager would be talk- 
ing in terms of gross profit. 

This should be very construc- 
tive in encouraging service per- 
sonnel to contribute to the suc- 
cess of the over-all operation, 
not in the sense that they are 
absorbing a certain part of or all 
of the overhead, but on the basis 
that the service end of the busi- 
ness is a profit-making depart- 
ment. 

In other words if your service 
department writes $10,000 customer 
labor, it has earned a minimum of 
$10,000 gross profit. 

Following is a breakdown of 


| total sales. 





gross profit for 10 months of 1957, 
showing the sales department gross 
vs. the service department gross.| 
These figures are taken from a 
single dealer in M.P.C. 

An analysis will show that the 
service department gross was 
very important factor in the suc- 
cess of this dealership in every) 
month but February and August. | 
These months average 44.1 percent 
of the total gross profit. 

* * . 


Shop Vital to Dealer A 


Dealer A could not survive with- 
out the income from the service 
department. According to the 
above figures, the service depart- 
ment was just as important as the 
sales department, even though 
neither of them would be able to 
carry the entire expense alone. 

Dealer B, with better control 
on expenses, was able to carry 
90 percent of the expense with 
his sales department profit, 
which was very good. He also 
had a nice income from the 
service department which reflects 
a substantial profit for the whole 
operation. 

Dealer C has trouble: Low car 
profit, high overhead expense and 
low service department income. 
Unless he makes some changes in 
his operation he will go out of 
business. 

The University of Pittsburgh, in 
a recent survey of why a business 
fails, said that the main reasons 
for failure were due to managerial 
laziness and complacency. 

The university also said that the 
difference between firms that made 
the grade and those that didn’t 
was that the failures were guilty 
of poor financial and sales plan- 
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CHART A 
1957 Service 
M.P.C, Gross Profit Gross Profit Gross Dept. 
Dealer Sales Dept. Service Dept. Total (%) 
SERS eee $23,925 $14,186 $38,111 37.2 
February 29,561 9,204 38,765 23.7 
March .. 16,297 9,934 26.231 37.8 
hanno canisaimeensncaicaiieeae 15,325 12,161 27,486 44.2 
To cis nue 15,875 12,596 28,471 442 
SEY | ssacepsatncabiiaslenai 12,105 12,144 24,249 50.0 
aca soeaceei tied 14,693 11,677> 26,370 44.2 
RN os ci 24,976 11,452 36,428 314 
September 12,604 9,799 22,403 43.7 
October 11,048 11,870 22,918 5L.7 
CHART B 
10 Months 1957 
Gross % of Total 
Profit Sales Dept, Service Dept. Total Gross Service 
I a eases lniceiiad $166,326 $115,029 $281,355 40.8 
I i sinisanntatitnanats 102,772 86,696 189,468 45.7 
I Oe ik as oe 179,055 167,253 346,308 48.2 
CHART C 
Service Absorption vs. Sales Absorption 
Dealer A Dealer B Dealer C 
Per N.C, Per N.C, Per N.C, 
ae TD yivcsccsiktinnnsicencomesbioknlle $294 $331 $134 
Fixed Expense ................:cc:c000 $487 $368 $314 
Service Gross ..............::..ccccccce $287 $207 $177 
BPR TIS TOD nnncccccccsccsscisetarinns $200 $161 $137 
% Absorption—Serviee .............. 58.9 56.3 56.3 
% Absorption—Sales .................. 60.1 90.0 42.6 
Operating Net Profit ................ $ 93 $170 ($3) 


Why not analyze your figures on 


the above basis? The results may 


amaze you as to the importance of your service department. 





ning as well as general adminis- 
trative deficiencies. 
* +” * 

The following averages can be 
used as a guide by dealers in ana- 
lyzing their service departments. 

1. The potential number of re- 
pair orders each month should 
be one-half the number of cars 
under five years old sold by the 
dealer. ‘ 

2. Percent of gross profit on cus- 
tomer labor should be 50 percent. 

3. In most dealerships, parts on 
repair orders should average from 
65 percent to 75 percent of cus- 
tomer labor for passenger cars and 
somewhat higher on commercial 
vehicles. 

4. Total parts department sales 
minimum should be 100 percent of 
customer labor. 

5. In the average dealership, 
the total salary and wage group 


is about 50 percent of the total | 


overhead expense. 

6. The total of the other semi- 
fixed expense group generally aver- 
ages about 25 percent of the total 
overhead expenses. 

7. In average dealerships, the 
amount of fixed expenses makes up 
about 25 percent of the total over- 
head expense. 

8. Maximum total overhead ex- 
penses — less than 10 percent of 


Build Profit 
From Floor Up 


By Jackson L. Hayman 








Tire Merchandising Section, Textile Fibers 
Dept., E. I. duPont de Nemours & Co., Inc., | 


Wilmington, Del. 


If you saw a $10 bill lying on the 
ground, would you just kick it 


away? No, but in effect that is ex- | 


actly what many of your salesmen 


commonplace today as Coca Cola. 
Why do salesmen, in selling a 
car, almost invariably kick the tire 


8) do every day. The tire kick is as| 


| 


as a means of emphasizing the | 


point that the car has good tires? 
If this is the extent of the sales- 
man’s pitch on tires, then—literally 
—he is kicking 
away potential 


you. 


and rightfully so, 
that you are 
business to sell 
cars not tires. 
However, are you 


4. L. Hayman 


business, the ra- 
dio business, the paint business, 
the upholstery business? No, but 


these are vital factors in making | 


sales and building net profits. 
Just what is your business? First 
and foremost to you, it is a busi- 
ness of profit, for without profit no 
enterprise can last. A sale for a 


sale’s sake does not necessarily) 


mean a profit. 


This then leads us to a second | 


point; you must be in a business 
of providing services — services 
which your customer will appre- 
ciate and which will keep him 


coming back year in and year | 


out. 

Just who is this customer? Obvi- 
ously, he is someone interested in 
buying a new car, and he may be 
interested in radios, heaters, air 
conditioning and the like. He is 
almost sure to be interested, and 
vitally interested in tires. 

Surveys by respected independent 
research organizations show that 
more than half of the drivers are 
concerned about tires when actu- 
ally operating their cars out on the 
road. They want the safest, most 
dependable tires, tires that will 
give them a freedom from tire 
trouble. 

And this assumes even greater 
importance to the average motorist, 
because his investment in tires is 
equal to about one week’s salary. 

* * * 

How can you, the dealer, best 
meet this concern? Tire companies 
today offer the best in rubber com- 
pounds, tread design, and compara- 
ble features. There is a major vari- 
able that can be selected at the 
point of sale, however—the tire 
cord, and most of you can offer 
this choice, either as a regular or 
as a limited production option. 

Up to this point, you may have 
wondered why a representative 
of the duPont company had been 
asked to talk to you about tires. 
DuPont does not—and never has 
—manufactured tires for sale. 
But it was the first manufac- 

(Continued on Page 40, Col. 1) 


You might say, | 


in| 


in the heater) 


sales dollars) 
which can mean) 
added profit to) 
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OFF THE STREETS! 


Avoid the hazards of road 
testing ... damages... injury 
... Claims! Now you can 


TEST ON THE 
SERVICE FLOOR 
WITH THE NEW 


lon. 


“DYNAROLL” 


with Built-in AIRLIFT 


FLUSH-FLOOR 
MODEL 


You save time, labor, eliminate 
road hazards, reduce costly 
come-backs...cash in on serv- 
ice profit potential through 
“Dynaroll’s” dynamic testing. 
“Dynaroll” built-in Airlift locks 
rolls, lifts car out of rolls, closes 
space between for complete 
safety. 


Plus+ wwernia revwneet 


er 


Exclusive Conver*‘bility feature! 
Only Clayton “Dynaroll” has 
been designed as a set of road 
test rolls that can be converted 
as desired, to include Inertia Fly- 
wheel and/or a Power Absorp- 
tion Unit. 


Plus + POWER 


ABSORPTION UNIT 


¢ 


Addition of Power Absorption 
Unit and/or Inertia Flywheel 
gives you a complete duplication 
of all road conditions right in the 
shop! 


Equals = 


SERVICE PROFITS 
QUALITY CONTROL... 


MAIL COUPON NOW! 


















































CLAYTON MANUFACTURING CO. 
EL MONTE, CALIFORNIA = AN-! 


Gentlemen: Please send complete 
in non how new 
“Dynaroll” can increase our 


Nome. 






















Company. 
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America’s most beautiful, practical and efficient bins... jin 


TAKE A LOOK around at your parts department . . . is it efficient dollar it won't be time wasted. He gets around. He knows why 
and as modern looking as you would like it? If not, why not? Here’s some dealers make more money in their parts departments than 





a suggestion . . . get in touch with your nearest Borroughs warehouse others. You may need just a rearranging of your bins, or a few 
distributor, and see what he has to offer. You can bet your bottom new ones. Whatever your need, you'll get factual advice. 
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Be sure to visit us at our booths 152 and 153 at the N A D A Equipment Exhibition 
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shins you can ‘bank’ on every day for savings! | These Borroughs 


warehouse distributors 
| H | N 


are at your service... 
no bins offer more features 
than Borroughs Bins! 














LOUIS A. ALEXANDER CO. 
264 W. Beacon St, Watertown 77, Mass. 
Watertown 4-4140 —4-7204 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 
WEbster 3-6445 
20 East North St., Buffale 3, H. Y. 
Elmwood 7047 
1220 Richmond, Cincinnati 3, Ohie 
MAin 1-5975 
8905 Lake Ave., Cleveland 2, Ohic 
Olympic 1-6620 
54 West 30th, Indianapolis 8, Ind. 
TAlbot 7563 
204 Builders Bidg. Louisville, Ky 
WAbash 2783 


BINS & EQUIPMENT CO., INC. 
1918 Bulerd Highway, 4.E., Atlante 9, Ge 
TRinity 2-3576 
417 Linwood Ave. Jecksonville, Fic. 
Elgin 61176 


BORROUGHS MFG. CORP. 
121 Vorick St., Hew York 13, 4. Y. 
Algonquin 5-1477 


THE BROWER CO. 
114 Virginie St., Seattle 1, Wash. 
MUtvol 0464 
1616 1L.W. Glisen, Portiend, Ore. 
CApitel 86-8774 
TACOMA ASBESTOS CO. 
25th ond Heigete, Tecoma, Wesh. 
MAin 1175 


WwW. W. CANNON CO. 
9739 Denton Dr., Delles 28, Tex 
Fleetwood 7-2846 


1901 Winter S!., Houston, Tex. 
PReston 7688 


S. 1. DAIGLE & CO. 
437 Philip St, Hew Orleans 18, Le 
EXpress 2138 


sliding shelves adjustable dividers traveling label holders non-fall-out trays EAST COAST DISTRIBUTING CO. 
without bolting . . . they snap into position any place you travel with dividers . . . holders have individval label holders and 327 Hopkins Ed, Beltimere 17, Md. 
in ond ovt instantly, on 114” want them . . . designed to permit and dividers stay with parts when stops to prevent falling DRexe! 7-8047 






















































easy access to parts rearranged 1580 H S2nd St, Philedelphie 31 Pa 
GReenwood 7.4444 
sides the above features, bear these facts in mind base and top which are bolted to uprights and back EQUIPMENT PLANNING, INC. 
sso. . . BORROUGHS SHELVES ARE 18 GAUGE, and to give utmost rigidity . .. BORROUGHS OFFERS YOU —— 
do not require side flanges—they can be adjusted, CHOICE OF 6 COLORS — electrostatic baked-on enamel tie 
d, with dividers in place ... BORROUGHS FRAME __ in Green, Gray, Buff, White, Cascade, and Tile. You Telephone 6 2341 


WILLIAM A. GORE CO. 
1834 Adeline Si, Ocklend 7, Coll. 
TWineeks 3-7233 
1732 Ist Ave, S.. Seattle 4, Wash. 
MUtuol 125) 


GREEN-PENNY CO. 
421 E. Weshingion Bivd., Les Angeles 15 (out 
PRospect 9196 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicago 28, 
WUdson 3 5353 


MILLS-MORRIS CO. - 
171-187 S. Dudley St., Memphis, Tena 
BRoedwey 6 335) 
SIGGINS CO. 
704 Broedwoy, Kenses City 5, Me 
HArrison 1.7678 
1236 S 13th St., Omaha, Nebr. 
2315 University, Des Moines, lowe 


SIGGINS EQUIPMENT CO., INC. 
901 S. Boyle Ave. St. Louis 10, Me 
Jéfierson 3-8622—3-8012 


SPARKMAN-BARKER CO. 
505 Sante Fe Dr., Denver 4, Colo. 
KEystene 4-1328 
WICKWARE-STACKBIN, LTD. 


Box 220, Billings Bridge, Ont., Canade 
(Ottawa) CEntrel 4-8188 


S STRONGER, because Borroughs Bins have a separate won't have the best until you have Borroughs Bins. 


for front or back...there are no bins like Borroughs Bins! 












ns jal ae te ees ae * oe iS 
Two views of Reliable Chevrolet Company of Meridian, Mississippi, showing efficient installations of Borroughs Bin equipment. 


ORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK aliip. KALAMAZOO, MICHIGAN 


e@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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Tires Called Rich Source of Income... 
Clinic Told How to Up Shop Profit 


(Continued from Page 37) 


turer of both types of tire cord 
material in general use today. 

It pioneered the development of 
man-made fibers for tire cord with 
“Cordura” high tenacity rayon in 
1934. It produced the first “super” 
rayon in 1953, and this was fol- 
lowed by another major improve- 
ment in rayon in 1956. 

Meanwhile, during World War 
Il, critical military demands re- 
quired something with even higher 
performance characteristics than 
rayon to meet the needs of the 
newer planes. Nylon was the an- 
swer as it is now for civilian avia- 
tion. Probably without realizing it, 
all of you who flew here by com- 
mercial airline landed on nylon 
reinforced tires. 

Much of this development in tire 
cord has been the result of exten- 
sive, long-term research in no less 

seven duPont laboratories, 


working in close cooperation with 
the tire manufacturers. 
* = + 


Start Profits at Floor Level 


Coming back to your immediate 
interests, just what does all this 
mean to you? Customer satisfac- 
tion is a key to today’s profits as 
well as future profits, and we be- 
lieve that you can start best right 
at the floor level—namely, the tires. 


How to do this best rests pri- 


To illustrate the role which tires 
can play in your business, we 
would like to refer to an article in 
the Aug. 12, 1957 issue of Avtomo- 
Tive News—“What Does it Cost to 
Sell a New Car?” 


In this article, an operating 


profit per car of $100 was devel- 
oped, based on $400-per-car “gross 
profit” and $300-per-car “expense 
factor.” 

It is difficult to establish any ex- 
act figure for increased operating 
profit resulting from nylon cord 
tires because of the wide variation 
in conditions under which they are 
available. 

However, assuming that 50 per- 
cent of your cars are sold equipped 
with nylon tires, it is apparent that 
additional operating profit of 2, 3, 
4, or even 5 percent is possible. In 
present business conditions, can 
you afford to kick away 2, 3, 4 or 
5 percent of additional operating 
profit? 

> . = 

Just as there is more to the 
profit potential in tires than might 
be expected, there is also more to 
the tire itself than your customer 
ever sees. Tires are complex struc- 


Ditzler offers you 
2 GREAT PRIMER SURFACERS in 6 colors 
for every refinishing need! 


Dark Gray DZL-3475 
Light Gray DZL-3355 
Red Oxide DZL-7950 
White DZL-645 


They’re Better 7 Ways! 


5. Your jobs will stand up longer! Detroit and Florida ex- 


1. Saves you money! High solid content gives more film- 
forming materials. Fewer coats needed. Free from shrinkage. 


2. Saves you labor! Easy sanding—requires less work to 
get a smooth surface. Water sands with 320 paper and dry 
sands with 360. No clogging of paper. 


3. Gives you first class appearance! Excellent hold-out of 
lacquer or enamel colors over Rip Rap or San Quic produces 
an outstanding job with maximum gloss of final finish. 


4. You get superior performance! No splitting or chip- 
ping around the feather edge. Feathers out beautifully to a 


mere shadow. 


tures. To help understand them 
somewhat better, let us look at 
their history, how they are made, 
and how this may help you and 
your staff in the future. 

The inventors and developers 
of the pneumatic tire found it 
could not be built without some 
material to reinforce it. As they 
gained experience with tires, they 
learned that the reinforcing ma- 
terial must have strength, heat 
resistance, and ability to with- 
stand the flexing and shocks en- 
countered on the road, no matter 
how good or how bad the road 
happens to be. 

The first reinforcing material de- 
signed for the express purpose of 
reinforcing tires was a square 
woven cotton duck fabric. This 
came into prominence between 1900 
and 1905 when tire engineers found 
that the automobile required more 
durable tires of more precise con- 
struction than the bicycle and car- 
riage types previously adapted to 
motor cars. 

A radical change in reinforcing 
tires came about 1916 with develop- 
ment of cord fabric, which is a 
warp of heavy, long staple cotton 


2 SAN QuIC 


Neutral Gray DZL-3600 
Dark Gray DZL-3100 


posure tests show Ditzler’s superiority in durability under 
the most severe weather conditions. 


6. Saves you time! Famous for non-settling. No time 
wasted in laborious stirring. Stirs easily even after thinned 
material has stood for hours in gun cup. Does not settle 


hard in can. 


7. Handles easily! Convenient easy-to-pour cans. Oblong 
type with LARGE opening—no waste in pouring. 


@ Ask your local Ditzler jobber for these outstanding 
undercoaters and see for yourself how much better they are. 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLE 


PAINTS « GLASS « 


BRUSHES « PLASTICS e 
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cord held together by occasiongj 
light filler cords. 
* 


Loosely Woven Fabric Is Ideal 


Tire designers have long realizeg 
the torture a tire undergoes ag it 
rolls along the road. It has been 
calculated that every cord in a tire 
casing bends and twists more thap 
half a million times every thoy. 
sand miles. Use of a loosely woven 
cord fabric gives the cords mor 


opportunity to flex without break. | 


ing 

As demands on tires increased 
with automotive developments, 
even higher performance in cord 
was needed. As we have previ- 
ously mentioned, rayon began to 
supplement cotton in 1936, and 
now nylon is making a major 
impact in the automotive tire in- 
dustry and appears destined t 
become the dominant tire cord 


Concurrent with the development | 


taking place in tire reinforcing ma- 


aterials, of course, there were de | 


velopments on rubber compounds 
to be used in the tire itself. For 
after all, without improvements in 
the rubber the tire’s life could not 
be extended no matter how good 
the reinforcing material was. 


So much for the history of the 


tires. Now let’s take a quick look | 


at how a tire is made. 

The tire is built up step by step 
in a number of painstaking opera- 
tions. The casing of the tire has 
three main parts: The tire body 


built of plies of rubberized fabric | 


which absorb and distribute road 
shocks; the tread which provide 
traction; and the bead which holds 
the tire firmly on the rim. 
Production of a tire begins with 


the preparation of three materials: | 
Rubber compounds, wire beads, and 


fabric. 
= > ” 


The rubber compounds are cut . 
up and mixed in giant milling ma } 


chines. Different rubber compounds 
are used for various parts of the 
tire, and mixing is done ‘with great 
care. 

While this operation is going on, 
the tire fabric is going through a 
dipping process to provide proper 

(Continued on Page 41, Col. 1) 


Mercury Claims 
Wagon Sales 
Rose 15% on °57s 


DEARBORN. — Sales of Mercury 
station wagons in the 1957 mode 
year increased 15 percent over the 
1956 model year, as Mercury also 

led the medium 
price field in ste 
tion wagon pre 
duction this year, 
according te 
Joseph E. Bayne, 
general on 
manager of the 
Lincoln and Met 
cury division. 
Mercury sales 
of '57-model st# 
tion wagons 
Joseph E. Bayne topped 35,000, 
compared with 30,456 in the 19% 
model year, Bayne said. 

“Popularity of Mercury’s station 
wagons accounted for 16 percent of 
our car line’s production during the 
first 11 months of 1957,” Bayne 
said, noting that station wagon 
production increased to 13.5 percent 
of industry during the 1957 mode 
year. 

“Station wagons are doubling 
their market penetration every 
three years,” he said. “Production 
of wagons in the medium price field 
alone rose 18 percent during the 
1957 model year, reaching 150,00 
compared to 127,000 in the 198 
model year.” 

Bayne said that Mercury led it 
price class in production of wagons 
in 1957 and that its total of more 
than 45,000 this year will almost 
triple its wagon production of 16; 
586 in the calendar year of 1956. 


U. S. Cars Frozen Out 
By Imports in Mexico 

MEXICO CITY.—Dealers hat 
dling U.S. cars are studying way’ 
to break the stranglehold that 
European autos have clamped # 
the auto market here. 

The swing to European café 
has been laid to their dealers’ 
selling on the economy and cor 
venience features. The 1957 Amet 
cans models are “a glut on thé 
market,” one dealer said. 
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casiony §| Tires Called Profitable Field... highly resistant to flex fatigue. |——————— 
Seana er RR We know that every cord in a 67's MBCB! 
j « tire flexes more than one-half antipe 58 
sia | (FOO op Will Pa miton timer er thonmand mall, TO ; 
. To stand up to constant uv 
eS as it . ° ° — and stretching, to be 
as been Cl Ti ld to resist flex fatigue, a cord 
2) Own Way, Clinic Told | rms 'iwet scents a'r 
y thou. (Continued from Page 40) Heat can permanently damage 
yr woven tire cords and the increase in air 
Is more § adhesion with the rubber. Fabric; brought about the progress ob-| pressure brought about by the heat 
break. and rubber meet in a calendering| served in tire-cord developments. places an added strain on cords. 
— ’ operation | ——, the rubber is} One of the most common causes| Heat well in excess of 200 degrees 
worked into the fa ore “ of blowouts and one of the hardest Ay often built up in a tire by 
n cord ' oe Sy<~-y ® aan tube = to detect because it does not show | "°t Pavements and internal flexing. 
previ- trips of various widths de- | °" the outside of the tire is a bruise Long hours of blistering temper- 
oon onal a = ihe cm and state break. This is usually caused by| tures can permanently degrade 
6, and * the tire in which they will be sharp impacts—the blows a tire| tire cords and rob them of strength 
majer Pag — in hitting curbs, rocks or sae os en oe 5 = 
j oles in the road. ea. re cord wou n 
aaa ; Tires are ea noma = a. . es long periods of heat with little or ap h just what I 
, cord, || ing drum, re niscent in shape - The force of the blow weakens|"° ‘estadation. It is also impor- a oy, oh boy—just w want 
opal an oil — the — pry tod Pa8-|the reinforcing cords which, with tant for tise conte to have an extra my can ype fn for the ’59s 
ing me OEE  ailt the | Continued flexing, eventually break. margin of strength and resistance hese.” eae 
rere de- | - ae ws ound & built - Often, this difficulty may not show i impact even at high tempera-| 0” one of these. 
1pounds | drum, and a wire ” up for days or even months after | ““"®*- 
elf. For = om —_ the initial damage has been done. " *. E effect or long-term moisture deg- 
ents ia | Application of the tread stock is| For this reason, it is imperative}Cord Must Resist Water radation and rot. 
uld not @ the final step in the tire building| that the tire-reinforcing material! water frequently seeps into a Other things that must be con- 
w process. be highly resistant to impact or| tj th h 
oo” h tire i ed | bruise d re carcass through cuts or cracks.| sidered in selecting a tire cord 
aS. The drum-shaped tire is remov ruise damage. When this occurs, it is imperative| are dimensional stability and ad- 
of the | trem = iin Lines teeen’ Eee at Suing, © is imperative | that the tire cord not lose strength| hesion to rubber. Dimensional 
@ and sent to . t the tire-reinforcing cord be 'd - 
=a it is placed in a large automatic; — = oe o = ort time motte re’ stability is very important in that 
curing press where steam pressure 
by step inside a curing bag is used to 
 OPera- FF force the tire to take the shape of 
ire has the mold. 
*e body | eS: 2 
terabric || Vulcanisation Balanced 
provides During the curing operation, 
h holds which may range from 20 minutes 
for passenger tires to as much as 
ns with 10 hours for large truck tires, the 
iterials: steam is automatically regulated to 
ids, and assure balanced vulcanization. 
| Curing equalizes stresses within 
the carcass, and changes the 
are cut |§ compounded rubber into a tough, 
ing ma- § highly elastic material capable 
pounds of resisting abrasion and con- 
of the stant flexing on the road. After 
h great curing, the tire is ready for in- 
spection and shipping. 
ae Now, let us go back into this 
proper operation for a few minutes and 

















study the role of fiber in the tire. 


Experience has shown that there 
are four things that a tire cord 
must do—resist impact, flex fa- 

s tigue, heat and moisture. It has 
been the constant search for bet- 
ter materials and better ways of 
using available materials that has 





. 
erouy § U.C. Dealership 
ver the . 
‘aw | Langles 3rd Time 
medium ° : 
ins» § With Chicago BBB 
n pre 
is year, CHICAGO.—Following a shopping 
ng te investigation during which a used- 
car salesman allegedly attempted 
sales to push a Better Business Bureau 
of the shopper out through the doorway, 
1d Met- @ the dealership has agreed to pub- 
ion. lish a third “correction” and to sup- 
gales @ Ply the BBB with written assur- 
jel sta ances regarding future advertising 
,gons and selling practices. 
15, 000, According to the BBB, Interna- 
he 1958 tional Auto Car, Ltd., which the 
Bureau says admits “baiting,” re- 

station cently advertised a list of used cars 
-cent of ae a “’54 MERC. Mont. hdtp. 
in the sac = 

Boyes When a Bureau representative 
wagon @ ‘eSponded and asked to see the car, 


percent the BBB reports, a salesman gave 
him the “run-around.” 
The BBB report continued: “The 


oubjing Bureau shopper finally inquired if 
1 every any 1954 Mercury were available at 
duction  %%5. The salesman first said he 
‘ce field didn’t know; then, in the same 
ing the ™ reath, added it was ‘sold.’. .. He 
150,00 @ then attempted to push the Bureau 
Le 198 — through the door- 
led its A principal of the dealership was 
wagons @ NOtified of the facts, the BBB said, 
f more @ °Md he told them that he still had 
almost @ ‘he car for sale as advertised. He 
of 16; @ 80 told them the salesman would 
1956. be discharged for his tactics. 
The BBB said that on Oct. 14, 
1957, when the dealership was at a 
different location, it published a 
) correction,” admitting advertised 
. bo cars would not be sold—“with- 
: wat rename of an added ‘storage’ 
- On Aug. 27, the BBB said the 
pe Same principal, using a different 
cart é style, published a “correction” 











41 
this materially affects resistance 


to tread cracking. 

If the cord allows a tire to “grow” 
excessively, that is, to get larger as 
it is used, tread cracking may re- 
sult in a loss of tread or chunking. 
In addition, the selection of the 
tire cord is affected by many other 
considerations. To mentoin a few, 
they are: tire stability, noise, and 
ride. 

So far, we have only been refer- 
ring to tire cords in a very general 
way. What is a tire cord? And, 
what kinds are used? Over the 
years, as we have seen, there have 
been three principal types of tire 
cords: Cotton, rayon, and nylon. 

The original cotton tire cords 
have been pretty much supplanted 
by rayon. However, as often hap- 
pens in an industry that is pro- 
gressive, rayon had hardly dis- 
placed cotton when nylon started 
replacing rayon. 

* o 


+ 
New Yarn Better Balanced 


This new yarn has a better bal- 
ance of the properties required to 
make a good tire cord. In contrast 
to rayon, nylon is a relatively new 
fiber. The newest nylon yarn has a 
strength of some 35 to 40 percent 

(Continued on Page 44, Col. 1) 





This Formula may show you how to gain greater time market 


penetration and INCOME 


No dealer gets all the financing business on all 
the cars he sells. 


But every General Motors Dealer may avail 
himself of a working plan that can help keep more 
time-sales business in his hands. 


The GMAC representative in your territory can 
show you how easily it can be done. 


He'll be calling on you soon with the facts, and 
the proof. It’s worth talking about. 


GMAC 


S| GENERAL MOTORS ACCEPTANCE CORPORATION x. 
= 


— 


TIME PAYMENT 


eeA® 


THE GMAC THRIFT-GUARD PLAN 

available to General Motors Dealers in 

CHEVROLET * PONTIAC *« OLDSMOBILE 
BUICK ¢ CADILLAC 


new cars, and used cars 
of all makes. 











.d = sale on the date advertised and that 
=a he er car was not in “very good 









conceding six of seven used cars 
adv were not available for 





®ondition throughout” as advertised. 


GENERAL MOTORS ACCEPTANCE CORPORATION 















America’s 


finest cars offer 


wool upholstery 


‘Loday’s customers—especially the women—are 
paying more and more attention to car interiors. 


They are looking for extra quality, extra com- 
fort, extra value. That explains why more and 
more of America’s finest cars are being trimmed 


@ Wool upholstery is more luxurious, more 
richly colorful. It gives the interior a more 
smartly tailored appearance. 


@ Wool upholstery is softer to the touch, 
more comfortable to ride on. It has a natural 
springiness. 

@ Wool upholstery is cooler in summer. It 
absorbs perspiration, allows air to circulate, 
never becomes untouchably hot in the sun. 


@ Wool upholstery is warmer in winter, pro- 
vides insulation, never feels unpleasantly 
cold. It develops no serious static charge. 


@ Wool upholstery is kinder to clothes, 
doesn’t cause shine or excessive wear. 


and sold in wool upholstery. 


Here are the reasons: 


e@ Wool upholstery is safer. It is highly flame- 
resistant, and it helps the driver keep in 
position on sharp turns or sudden stops. 


@ Woolupholstery staysneat-looking longer, 
has greater resale value. It defies wear— 
will not sag or wrinkle. Dirt and spots come 
out easily. 


If you aren’t ordering every car you can 
from the factory in wool upholstery, you’re 
missing one of the greatest sales advantages 
available to you in today’s highly competi- 
tive market. Better check your factory or 
zone office for information as to which 1958 
models are available in wool at no extra cost. 
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Tires Called Rich Source of Income... 


Clinic Told How to Up Shop Profit 


(Continued from Page 41) 


higher than the best grades of ny- 
lon of several years ago. 

With continuing research, we 
see a substantial improvement 
potential in nylon yarn which 
will permit vastly improved tires 
to be built to meet the ever in- 
creasing demands that will be 
placed on tires by mewer cars | 








and the changing driving condi- 
tions—changes which continually 


tend to offset improvements pre- | 
viously made. 


| 


current productions and new-yarn 
candidates in tires of conventional 
and radical designs. 


Their studies include cord process- 
ing, tire building, tire-curing, tech- 
niques, and tire testing of all types. 
Our testing is never on a “one- 
shot” stunt basis, but is on a long- 
term, scientifically reproducible 
basis. 

* 

This work is supplemented by 
fleet testing of tires in actual high- 
way operation. The comments we 
are about to make are based on 
extensive evidence accumulated 


* * 


pact damage caused by hitting a 
bump or a hole or a rock. 
Actually, nylon’s superiority has 
been shown to be anywhere from 
five to as high as 15 times better 
than that of the other cord. Sec- 
ond, it gives you the best protec- 
tion against moisture damage. Wa- 
ter cannot rot nylon cord. Nylon 
ends weakening due to moisture 
seeping in through cracks or cuts 


in the tires. Third, there is the} 


matter of flex fatigue. Nylon’s re- 
sililence guards against the 


strength-sapping flex strain that) 


DuPont’s research laboratories) over the years in our laboratories, |°CCUrs every single time a tire 


have been expanded greatly over | 
the years to facilitate research | 
efforts directed at improving tire-| 
cord materials for the production | 
of better, safer, more dependable 
tires. 

Supplementing these research 
laboratories has been the establish- | 
ment of an applied research labora- | 
tory. This unit continually is 
evaluating nylon and rayon, both 


in cooperative programs with tire 
companies, and in field work with 
actual users of tires. 

It is such exhaustive testing 
that has demonstrated that nylon 
makes an inherently superior tire 
to rayon. How are nylon tires 
better? First, consider bruise 
damage. Nylon shock absorbing 
toughness protects against im- 





Nin or . 


MIO? 


| turns. 
| 





| A graphic description of what we 


| mean here is given by taking a 
paper clip and bending it several 
times in your hand. You see what 
happens? Ultimately, the wire 
| breaks. The same thing can happen 
| with tire cord. And finally, there is 
|the matter of heat damage. And 
here nylon gives two-way protec- 
ition. It has greater heat resistance 
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and also makes cooler running 
tires. 


=. * 


Nylon Tires Big Sellers 


What is the sales potential in 
nylon? The American public is well 
sold on nylon. The rise in sales of 
nylon tires has been phenomenal. 
There are 10 times more nylon tires 
on the road now than there were 
five years ago. As a matter of fact, 
in the past year there has been 
about a 60 percent increase in the 
sale of nylon tires in the passenger 
tire field. 

Presently, about four out of 10 
tires sold in the replacement 
market are nylon and it is ex- 
pected in the coming year that 
about six out of 10 will be nylon. 
A high percentage of these will 


be premium tires offering a | 


golden opportunity for you to in- 

crease your operating profits. 

It really shouldn’t be hard for 
you to get your share of this busi- 
ness. Recently in a survey con- 
ducted by an independent research 
organization, six out of 10 potential 
car buyers stated they would spec- 
ify nylon for their new cars if they 
were offered. 

We do not mean to imply that 
the orders will be automatic, but 





Pe 
y 


PARTNER IN PROGRESS 


to A 


AUTOMOTIVE INDUSTRY 


Year after year, Perfect Circle has been priv- 
ileged to take an active part in the development 


of the wonderful 


machines that are today’s 


motor cars, trucks and tractors. 

Specifically engineered to meet the exacting 
demands of modern high-compression engines, 
Perfect Circle piston rings are preferred by more 
engine manufacturers for original equipment and 
for replacement service than any other brand. 

In your overhaul jobs, install the rings so over- 


PERFECT CIRCLE fisron nines 





CONTINENTAL MARK I1i—one of the many great 
motor cars equipped with Perfect Circle piston rings 


whelmingly preferred by manufacturers for orig- 
inal equipment and for replacement service— 
Perfect Circles! PC 2-in-1 Chrome sets more 
than double the life of cylinders, pistons and 
rings, assuring sustained power with lasting oil 
economy—your assurance of satisfied customers 
and protection against come-backs! Perfect 
Circle Corporation, Hagerstown, Indiana; The 
Perfect Circle Co., Ltd., 888 Don Mills Road, 


Don Mills, Ontario. 








you do have at hand a real 
potential. Many of these cus 
are already going down the 
and having their tires changed 
nylon at their tire dealers. 

* * * 

What do you need to tell you 
customers? Tell them that 
safest, strongest, most depen 
tires are made with nylon 
That nylon offers greater safety 
the road. Nylon offers extra Pro- 
tection against the four 
| causes of tire failures. Power stag } 
power stops, power shifts, pows! 
steering are all exerting extra prey | 
sure on tires of today’s cars. ' 

Only nylon tire cords meet af | 
the demands placed on 
tires. And for those of you with | 
commercial and fleet cus : 
tell them that nylon cord ting | 
represent dollars and cents say 
ings in tire cost per hundrg | 
miles of operation, savings whi 
we will be happy to document fi 
those of you who are interested | 

You may say that all this is very 
good, but what does it mean to me 
I don’t see any real concern on fhe! 
part of the motorist about his ting | 
No, you may not see this concen 
unless your customer is a very Spe 
cial case—a salesman, a taxighs 
operator, or someone else Wip 
|} must have a knowledge of tire 
| What it takes to bring out ie) 
| motorist’s concern is some slight 

(Continued on Page 46, Col, 1) 


| Parts Rebuilders | 
‘Offered Report 


‘On Unionization 


| CHICAGO.—The first of a sefie 
|of special reports designed to & 7 
| miliarize rebuilders with the “toak'} 
|of industrial engineering is nor! 
available to members, according to) 
| William G. Weldon, president ¢ 
Automotive Parts Rebuilders Asm 











“This is the first time our assoc N 
tion has attempted a project of ths ; 
kind,” said Weldon, “and whethe Ww 
a rebuilder member is confronted 
with the problems of unionizatia st 
| or not, these special reports wil 
help tremendously with the intrie ti 
| cies of employe-employer rele 
| tions.” h: 
The first report is entitled “Pr ; 
ventative Procedures to Eliminate cl 
the Causes of Unionization.” 
It starts with a “consciention re 
analysis” of what the boss de 
around the shop that might antago is 


nize the employes, said Welding 
This is followed with a union lette 
explaining why employes want 
someone to represent them. 

A merit-rating plan is illustrated 
together with a simplified pers 
nel record system for easy revie 
ing. Forms also show how to com 
pute the cost of fringe benefit 
how to set up job classification 





job evaluation plan, job descrip 
tions, and wage ranges, Welds 
said. 


He said the second report wi 
show what the employer can a 
cannot do and how he can tell # 
side of the story. 


Young Acquires 


Auto Trim Firm 


DETROIT. — Young Spring 
Wire Corp. announced purchase 
Canadian Automotive Trim, 
Ajax, Ont., a subsidiary of Nat 
Automotive Fibres, Inc., Detroit 

The purchase was made 
Young’s wholly owned Can 
subsidiary, L. A. Young Indw 
of Canada, Ltd. The Ajax plant 
a major supplier of autome 
trim products to the Can 
automobile industry. It also m 
factures padding for automé 
seats and seat covers. 

N. D. Ely, president of You 
said the plant will be operated 
the Canadian Automotive Trl 
division of L. A. Young Indust 
of Canada, Ltd. 


18 Foreign Lines Offered 

Merrimack Garage, Inc., Olds@® 
bile dealership in Manchester, * 
H., now boasts “the largest s@* 
tion of foreign cars in the N 
eastern U. S.” The dealership bh 
dles MG, Healey, Morris, 
Sunbeam, Rover, Triumph, 
Romeo, Jaguar, Borgward, P#® 
hard, Citroen, Fiat, SAAB, DB" 
AC, BMW-Isetta and Morgan. 











elit | 


ei 


(Aaa Designed To Sell More Service 
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CEILING 
LUBREELS* 
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Now—actively sell your lube department to every customer 
with Lincoln Golden Standard Ceiling Lubreels! Here’s beauty 
styled with merchandising flair, to attract customer atten- 
tion and build confidence in you and your service. You can 
handle more jobs faster, more efficiently with Lincoln’s ex- 
clusive feature of air-power actuation and smooth, uniform 
retraction. Installation is fast and simple, and maintenance 


is the lowest. 


Make your lubritorium a Golden Invitation to new sales! 


Write for new Lincoln Catalog 57, or contact your Lincoln jobber. 


LEAD WITH LINCOLN 


*Trade Name Registered 


ae - 
Linco/n LINCOLN ENGINEERING COMPANY ¢ Division of The McNei! Machine & Engineering Co. 


5709 Natural Bridge Avenue St. Louis 20, Missouri 
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Tires Called Rich Source of Income... 


Clinic Told How to Up Shop Profit 


three things that kill the. quic’ 
if they fail. 

Selling nylon tires is like selling 
life insurancé, or as we say, life 


your convention theme, “To Sell— 
Serve.” 


Recruiting and Training 
Service Technicians 


By Philip B. Hopkins 

Director of Service Development and 

Training, Chrysler Corp. 

A couple of months ago, when) 
Walt Kiplinger asked me to be on| 
this program, he suggested that | 
discuss the value of modern serv- 
ice shop equipment. But I told him | 
—and he quickly agreed —that| 
right now our most vital concern | 
in the service sector of the automo- 
bile business is not equipment—it’s 
men. 

While modern tools are essen- 


ago, 
scribed to me his difficulties in 
replacing three of his best mechan- 


paper ads—and got responses only | 
from “drifters” and “floaters.” He) 
called employment offices—and was| 
told no mechanics were registered | 
for jobs. 

He contacted the —_—_ 
schools in his area—and found that 
only a handful of the recent gradu- 
ates had taken jobs in dealerships. 
He talked to high school officials— 
and was told that most of the) 
students in the automotive classes | 

were interested in mechanics =’ 
oe. a hobby. 
> > © 

In the meantime, with a reduced 
staff, his service department was) 
forced to turn away new service 
business and even some of his reg-| 
ular customers began to complain | 
about delays in getting their cars| 
repaired. After several weeks he 
concluded he had no other alterna- 
tive but to follow suit and lure 
away from his own competitors the 
replacements he needed. 

All of us recognize the experience 
of this dealer as being typical. In a} 
competitive business like ours, a| 
critical shortage like this is bound | 


approximately 775,000 mechanics— 
a ratio of one to 87. 

To bring us up to 1950 ratio— 
which I believe is close to being an 
ideal ratio—we would need a total 
of over 920,000 mechanics—nearly 
150,000 more than we now have! 

> - > 


Greater Shortage Seen 


There's no use kidding ourselves. 
We have a crucial shortage and 
there’s every indication the short- 


free foider. 
AMER- STAGE 


| dealer 


age is going to get worse. You as 


stability and makes it possible to 


and | offer attractive deals to his custom- 


Whether individual dealers—and 
the industry as a whole—stay 
healthy and prosperous will depend 
upon how successful we are in re- 
cruiting and training mechanics. 

For only with an adequate 
force of competent, well-trained 
servicemen can we give the kind 
of service the American car 
buyer demands and needs; only 
in this way can the dealer main- 
tain a well-balanced and consist- 
ently profitable business. 

Since the end of the postwar 
seller's market, it has been demon- 
strated time after time that the 
who is successful in this 
highly competitive business is one 
who builds service volume as well 
as sales volume. 

As you know, a service depart- 
ment that makes a profit takes the 
pressure off the sales end of the 
dealer’s business. It gives him more 


ers even in the face of intense price 
peti 


‘pemses he has to add to the price 
of his cars. 


Service in itself can be a potent 
selling point. With the present em- 
phasis on price in the sale of cars, 
we sometimes forget that there are 
thousands of thoughtful buyers 
who put service close to the top of 
their list when they are shopping 
for a new car. Frequently the 
quality of the dealer’s service is the 
factor that determines whether a 
sale is made or lost. 

= > a 

Service helps boost sales in an- 
other important way. The consist- 
ently successful dealer builds sales 
volume by building business repu- 
tation. He wins some of this repu- 
tation through fair dealing. But he 
also wins reputation by providing 


first-rate repair and maintenance 
of the cars he sells. . 

The automobile buyer becomes a 
satisfied customer when he recog- 
nizes his dealer as a man who will 
stand behind and take care of the 
important product he merchan- 
dises. And it’s the satisfied cus- 
tomer who, almost always comes 
back when he’s in the market for 
another car. 

A recent survey found that 94 
= of all car buyers will re- 

to the same dealer if they 

oy oan service—and only 21 
percent if the service is poor. 

The potentials for building 
greater service volume are good. 
Since 1950 we’ve been increasing 
the number of cars and trucks on 
the road by an average of 2.5 mil- 
lion a year, and the industry be- 
lieves this rate of growth can be 
sustained over the next 10 years. 


In addition, there is evidence that 
service operations could be ex- 
panded even further by effectively 
selling the motorist on the vital 
need for periodic checks of his 
car’s condition, 

During the 1957 National Vehicle 
Safety Check Program, one out of 
every five cars inspected was found 
to be in need of repairs or adjust- 


PROGRESSIVE ENGINEERING 
MAKES THE DIFFERENCE 


ments. And the American Automo. 
bile Assn. has reported that ip 
1956. there were 53 million automo. 
bile breakdowns—a 6.7 percent in. 
crease over 1955. A similar increage 
is expected when the final figures 
for 1957 have been compiled. 
+ > * 


Service Competition Is Stiff 


While these conditions point to 
wide opportunities for incr 
service volume, most franchised 
dealers are up against stiff compe. 
tition from independent garages 
and service stations in bidding for 
the motorist’s business. 

A survey made last summer for 
Look Magazine found that only 
23 percent—less than one-fourth 
—of the automotive repair jobs 
were performed by dealers, 
Thirty-six percent of the jobs 
were done by in t ga- 
rages, 26 percent by service sta- 
tions and 15 percent by the car 
owners themselves. 

In 14 out of 17 categories of car 
repairs and adjustments, independ. 
ent garages got a higher percent- 
age of business than did the deal. 
ers. Only in the repair and 
adjustment of automatic transmis. 
sions and power steering units did 

(Continued on Page 47, Col. 1) 
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the motorists show a clear prefer- 
ence for the dealer’s service. 
Looking at this survey in another 
way, it seems clear that the dealer 
faces intense competition from in- 
dependent garages and service sta- 
tions not only for the car owner’s 
patronage but also in the hiring of 
mechanics and service managers. 
And there is little doubt that the 
competition for help among all 
kinds of service establishments will 
get hotter in the years immediately 
ahead as the shortage of mechanics 


gets worse, 
* * 


As I’ve mentioned, we now have 
67,200,000 vehicles on the road and 
about 775,000 mechanics to service 
them—a ratio of one to 87. It has 
been estimated that by 1967 we will 


have in excess of 85 million trucks 
and cars. 

If we are to maintain the pres- 
ent one-to-87 ratio over the next 
10 years, we will have to increase 
our force of mechanics at a rate 
of more than 20,000 a year. How- 
ever, in recent years our force of 
mechanics has jncreased by 10 to 
12 thousand annually—only half 
the number we need, 

When I say we need 20,000 more 
mechanics a year, I’m referring to 
a net increase. To that figure we 
have to add 15 to 20 thousand men 
to replace those who will leave the 
trade each year because of death, 
retirement, promotion or other rea- 
sons. Adding the two figures, we 
find that we will have to recruit 
from 35,000 to 40,000 mechanics 





each year between now and 1967. 
If we were to attain the 1950 
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ratio of one mechanic per 73 vehi- 
cles by 1967, we would have to have 
a total of 1,165,000 mechanics, or a 
net gain of almost 400,000. That 
means we would have to recruit 
from 55 to 60 thousand a year. 

+ 


Youth Must Be ‘Sold’ 


In these facts we can see that 
the entire automobile industry has 
a tremendous job to do in rekin- 
dling the interest of the nation’s 
young men in the automotive serv- 
ice business. But population esti- 
mates for the decade ahead show 
us the real size of our task. 

In the next 10 years employers 
in all areas of business will be 
hard-pressed to find the employes 
they need. The Census Bureau 
says that in the decade ending in 
1965, the population as a whole 
will increase by 28 million, but the 
number of people between the 
ages of 25 and 44 will actually 
decrease. 

This means our country, with a 
rapidly growing population, will re- 
quire many more goods and serv- 
ices, but it will have few people of 
working age to provide these goods 
and services. Young men coming of 
age over the next 10 years will have 
a wide variety of employment op- 
portunities, and competition for 








their services will be intense in all 
parts of the economy and in all 
parts of the country. 

The problem of recruiting and 
training service technicians is one 
of the industry’s most pressing 
challenges. It is a challenge that 
can be met only through the com- 
bined efforts of manufacturers and 
dealers working in close coopera- 
tion with the nation’s vocational 
educators. 

The job is too big for either of 
us acting alone. And it is impera- 
tive that we redouble our efforts 
without delay. I cannot overempha- 
size this point. For only by taking 
vigorous action now can the auto- 
mobile business hope to attract 
enough young men to the mechan- 
ics trade to meet the service needs 
of the American motorists in the 
decade ahead. 

* * * 

Only by taking action now can 
we hope to recruit a force of me- 
chanics large enough to service the 
cars we will put in the road in the 
decade ahead. And only by provid- 
ing top-quality service for the cars 
we build and sell can we maintain 
the confidence of the American 
public in this great industry of 
ours. If we lose that confidence, we 
will dangerously weaken the foun- 


DELCO-REMY WATERPROOF STANDARD 
REGULATORS GIVE IMPROVED 
ALL-WEATHER PERFORMANCE 





Better electrical performance and greater dependability invany weather 
are important user benefits found in Delco-Remy’s waterproof standard 
generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for 
millions of Delco-Remy equipped cars and trucks. 


shed road splash . 


New overhanging one-piece formed-steel cover and mating base 
. . convenient attaching screws are outside the 


enclosed area. Molded soft rubber gasket seals out harmful oil 
and water vapors. 


0000 


Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight 


New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections, and highest quality tungsten and 
non-tarnishing precious metal contact points, assure minimum 
resistance, maximum durability. 


Special fine thread screw-type controls allow easy, highly accurate 
adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators when you 
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dation upon which it has been 
built. 

What can we do to recruit and 
train the service technicians we 
need? On the manufacturing side 
of the business, a number of steps 
have already been taken to widen 
the flow of mechanics to our deal- 
ers. 

In 1946 the Automobile Manu- 
facturers Assn., in cooperation 
with the American Vocational 
Assn., a group of vocational in- 
structors, set up the Automotive 
Industry-Vocational Education 
Conference, And this organiza- 
tion has now become one of the 
finest and most effective 
education-industry cooperative 
ventures in this country. 

The major accomplishments of 
the Conference has been the prep- 
aration of a series of suggested 


| Standards for automotive service 


instruction—standards that have 
been widely adopted by vocational 
schools and high schools through- 
out the country. 

The Conference has also ar- 
ranged with colleges and universi- 
ties to give credit for academic 
degrees to auto-mechanics instruc- 
tors who take special courses at 
schools and workshops sponsored 
by the automotive industry. It has 
compiled lists of training aids 
available from manufacturers and 
published books and reports on 
—— aspects of mechanics train- 
ng. 


* * 


2 New Projects Slated 


This year the Conference will 
undertake two new projects of far- 
reaching importance to the field of 
mechanics training. Full informa- 
tion about the projects will be re- 
leased in a few weeks. 

In the first of these, the AMA 
will finance a program of scholar- 
ships to assist young men who 
enroll in college courses leading to 
careers as automotive - mechanics 
teachers. Since a large proportion 
of the mechanics we need will have 
to come from public vocational 
schools, the AMA believes it is in 
the best interest of the industry to 
assist in the education of teachers 
for such schools. 

The other project is a seven- 
year, AMA-financed research pro- 
gram to develop tests that vil 
assist school counselors and 
others in selecting students with 
aptitudes for yt dig? 

hanics 


Many students directed into 
automotive-vocational courses are 
unqualified for this type of study 
and have little chance of becoming 
capable technicians after they 
graduate. The AMA believes that 
reliable tests for selecting students 
will enable automotive instructors 
to raise the level of competence of 
their graduates. 

In addition to these industrywide 
projects, individual manufacturers 
have developed programs of their 
own for assisting schools and col- 
leges in the training of automotive 
technicians and teachers. All of the 
factories make large amounts of 
equipment and training aids avail- 
able to vocational schools and high 
school automotive classes. 


In the past year, for instance, 
Chrysler Corp. has distributed some 
50,000 copies of automotive shop 
booklets and other training aids, 
and has donated 229 engines, 66 —- 
transmissions, 97 differentials and 
159 pieces of miscellaneous equip- 
ment. This is in addition to equip- 
ment contributed to schools by in- 
dividual dealers. 

The manufacturers are also 
sponsoring special programs de- 
signed to arouse interest among 
young people in the opportunities 

for skilled mechanics in the auto- 
mobile business. 

In this connection, the Plymouth 
division teamed up with its dealers 
in the Los Angeles and San Fran- 
cisco areas last spring to conduct 
what they called “trouble-shooting” 
contests for high school boys. Two 

(Continued on Page 76, Col, 1) 
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Custom Blending 


Soon, your customers will be able to get motor fuels 
fitted to the exact octane needs of their individual cars, 


including the highest compression models you sell. 


Within a few months Sunoco dealers will 
be selling six grades of gasoline auto- 
matically blended by one pump. Sunoco’s 
new exclusive pump blends the fuel to fit 
the car. 

These fuels range from the highest 
octane anywhere at regular gas price 
(Blend 200), all the way up to the high- 
est octane available anywhere at any 
price (Blend 260). 

This revolutionary new system of tai- 
lored fuels is your answer to certain com- 


plaints of engine knocks and the high cost 
of gasoline for the newest high-compres- 
sion engines. 

Once those customers visit a Sunoco 
dealer and have their cars “fitted” for 
the exact octane they need, they’ll get full 
knock-free performance and maximum 
economy obtainable in no other way. 

It’s the ideal solution to every car deal- 
er’s problem of helping his customer ob- 
tain the right fuel at the right price for 
the car he buys. . 
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Law Violators Ranked 
As Top Traffic Killers 


Traffic-law violations continue to 
rank as the cause of more than 
eight of 10 fatal automobile acci- 
dents, a recent national survey in- 
dicates. 

Forty-six state police or traffic 
safety departments, participating 

in a study of 1957 Labor Day 
fatalities, reported 422 fatalities 
—872 or 84.2 percent of them in- 
volving a traffic-law violation. 
The study was made by the 
Kemper Insurance Central Auto- 
mobile Safety Committee. Partici- 
pating state officials were asked 


lation or driver error responsible 
for each Labor Day fatality in their 
state. 

The Labor Day weekend was se- 
lected for the study because traffic 
accident reports could be checked 
most easily and quickly by state 
police officials, nearly uniform 
weather conditions prevailed 
throughout the U.S. and traffic on 
the highways included a representa- 
tive cross-section of all driver types. 

“The state-by-state analysis 
showed that driver error was in- 
volved in 51 fatalities, 11.5 per- 


to indicate a specific traffic-law vio-| cent of total fatalities on which 








we were able to secure reports,” 
declares Hathaway G. Kemper, 
president of companies in the 
Kemper Insurance group. 

“No specific cause could be at- 
tributed for 19 fatalities represent- 
ing the remaining 4.3 percent of 
fatalities,” he adds. 

“If the accidents due to unknown 
causes are eliminated from the 
overall total and the comparison, 
law violations can be assessed re- 
sponsibility for 87.9 percent of the 
fatalities due to known causes,” 
Kemper continued. 

“These findings lend further sup- 
port to a study we made two years 
ago which showed that a traffic- 
law violation was involved in 88 
percent of all fatal accidents.” 

Reports showed that excessive 
speed, including speed too fast for 
conditions, was the number one 
killer, causing 149 fatalities (33.7 
percent). 

“Alcohol ranked a close second 


| 





the Chicago insurance executive | 


pointed out. “Drivers under the in- 
fluence of alcohol were involved in 
accidents causing 102 fatalities (23.1 
percent). 

Driver errors shown by the study 
to be involved in the greatest num- 
ber of accidents were los of control, 
responsible for 18 fatalities, and 
drivers falling asleep, 17 fatalities. 

Findings of the study “provide 
additional support for our con- 
tention that strict and impartial 
enforcement of realistic traffic 
laws offers the quickest and most 


Virginia to Double Patrol 


The number of unmarked State 
Police cars on Virginia highways 
will be doubled, according to Gov. 
Thomas B. Stanley. He said reports 
show that the unmarked cars 
manned by uniformed troopers have 
been especially effective in stepping 
up arrests of speeders and reckless 


as the cause of fatal accidents,” | drivers. 


steps to greater profit 


in your auto paint operation 








Match any car color in a few minutes! 








Maintain a low paint inventory at all times! 





Prepare only as much paint as you need 
and reduce waste! 





Modernize now with 
the low cost... 





M 








dramatic means of reducing fg. 
talities on our highways,” Kemper 
asserted. 

“I earnestly solicit an increage jp 
your state’s traffic-law enforcement 
efforts throughout the year but es. 
pecially during the coming holiday 
season,” he urged in a letter 
with a copy of the report to each 


state governor. 
= aa * 


Proposals to Ease 
Boston Traffic Get 


Cool Treatment 


| Proposals by the Greater Bost, 
Chamber of Commerce for elimj- 
nating much of the traffic conges. 
tion in downtown Boston received 
a lukewarm reception from the 
| City Council. 

Suggestions ranged from i, 
creased parking-meter fees to eon. 
trolling the movement of trucks 
through the retail center. The 
chamber responded to a Council re. 
quest for civic organizations tp 
present such suggestions. 

Councilor Edward F. Mc 
lin jr. said the chamber “had not 
gone far enough” particularly jp 
discussing possible banning of af] 
traffic in downtown Boston. 

“I know this is an unusual 
but it has to be tried,” McLaughlin 
| said. The chamber has argued that 
|}a “total ban, under the conditions 
which exist in this city, is both mm 
realistic and unnecessary.” 

The chamber included in its re 
port the results of a study which 
showed that 38.9 percent of cham 
bers of commerce in 36 cities f 
| vored total bands on parking. 


Word an Roadl 


Highway Called Vital Force 
In Neighborhood 


The city is out of scale with the 
human being and is beyond his 
scope and his capacity, James W. 
Rouse, Baltimore, governor of the 
Mortgage Bankers Assn. @f 
America, comments in the latest 
Technical Bulletin of the Urbas 
Land Institute of Washington. 


The bulletin contains the tram 
scripts of seven background paper 
prepared for a symposium on “The 
New Highways: Challenge to the 
Metropolitan Region” held in Hart 
ford by the Connecticut General 
Life Insurance Co. 


Rouse said that man must make 
the city “consist of communities 
which are in the human scale 
communities of which the individ 
ual can feel a part and for the life 
of which he can feel a sense of pat 
ticipation and responsibility. This 
| means a city of neighborhoods... 

“The highway is the most i= 
| portant single force in this neigh- 
| borhood creation. A huge unplanned 
| highway program will rip through 
}and around the cities with litte 
attention to neighborhood destruc 
tion or neighborhood creation. But 
a highway program that recognize 
its enormous potential] in partner 
ship with urban renewal will relate 
every highway plan to its neigh 
| borhood impact. The highway is 
|}our great new ‘topographic’ op 
| portunity to give neighborhood 
| definition.” 


| 2nd Ticket in 49 Years 


|\Costs Vermont Driver $15 

A Burlington (Vt.) man, who 
was arrested in 1908 for “speed 
ing in a White Steamer at 2 
miles an hour, has been fined $15 
and costs on a minor charge Te 
sulting from his first accident 
in 49 years of driving. 

He fared better in his first 
brush with the law nearly halj 
@ century ago. That case never 
went to trial and finally was 
dropped. 





Schroeder Donates Car 


Schroeder Motor Sales 0 
(Lincoln - Mercury), Sagina®, 
Mich., has presented a 1958 Mer- 
cury to Saginaw High School for 
use in driver-training classes. 


Driver Survey Planned 


The California Senate Committe 
on Highway Safety will surve 
motorists’ reactions to use of radat 
maximum speed limits, mandatory 
jail sentences and traffic offense 
seeking ideas to be presented ® 
the Legislature. 
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in audience 


LIFE is read by more people than any other 
weekly or bi-weekly magazine. LIFE reaches 
your best prospects because it is read in mil- 
lions of new-car-buying households . . . 73% 
of all new-car-buying households in 13 weeks. 


in local impact 


No hit or miss coverage here . . . week after 
week you can count on LIFE’s local impact. 
In an average community, LIFE reaches 3 
out of 5 households in 13 weeks . . . the kind of 
local sales assistance dealers urgently need. 





in advertising investment 


Advertisers invest more sales dollars in LIFE 
than in any other magazine . . . and that in- 


‘ cludes the automotive field, where more pas- 


senger car ad dollars are wisely invested in 
LIFE than in any other magazine. 


Your best prospects respond to 


Audience source: A Study of the Household 
Accumulative Audience of LIFE. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





(This is the second of two articles based on an exclusive interview.) 


Goodman Lauds ‘Basement-Type’ Press Plants 
OU either move ahead in this business or you get out,” 
according to James E. Goodman, general manager of 
Fisher Body division which builds practically all the bodies 
for Cadillac, Oldsmobile, Buick, Pontiac and Chevrolet. 
With these words Goodman began a discussion of nine 


major manufacturi strides 

i Body has e which 
have resulted in an almost 
complete overhaul of the division 
in the five years since he became 
general manager. 

Since 1952, Fisher has built eight 
new facilities and has modernized 





most of the other 25 major plants 
in the division. 

Goodman said that one of the 
greatest strides his division has 
made was the development of a 
“basement” type of construction 


in its new press ts. 


full basement on top of which is 
built a strongly supported floor, 
covered partly with pecan wood 
and partly with a heavy steel 
grate. 

In this construction, the huge 
presses resemble icebergs. There’s 
as much of them below the surface 
as there is above. 

These basements and heavy 
grates have: the following advan- 
tages: 

1. They make scrap removal 
easier by channeling it into the 
basement for quicker “off haul.” 

+ = * 
2 THEY give greater plant flex- 

* ibility because the presses can 
be installed on any unoccupied 
place on the grates with much less 
trouble. Formerly, these presses 
were mounted on large concrete 
foundations which were buried 
deep in the plant’s floor. 

3. The presses are easier to 
maintain and repair because they 
are more accessible to workmen. 

4. They provide much more plant 
room and greater safety. 

Goodman said this “basement” 
type of construction was worked 
out by Fisher Body and has been 


plan 
This construction consists of a| copied by many other manufac- 


turers. He said it wasn’t practical 
to install it in existing plants. 
Another major stride was the 
purchase, for several hundred 
million dollars, of a large number 
of “four-post” presses which permit 
Fisher millwrights to change major 
dies in seven minutes, compared 
to the former time of 3% hours. 


He said that with the older 
presses it was necessary to raise 
the head of the presses and prac- 
tically to dismantle them to 
install new dies from the front. 

* * + 
Die-Changing Simplified 
% these four-post presses,” 
he explained, “a bed slides 
out from the side of the press and 
the die is dropped on the bed 
which then slides back in place. 

“These presses now require only 
two men to change a die. The fact 
that the press is down a much 
shorter time is very important be- 
cause we average 3% changes of 
dies a week on most of our 1,500 
presses. Most of the dies weigh 20 
tons or more. 

“If you can keep your presses 
going 70 percent of the time, 
you’re going great. We carry 
enough metal for a 1%-day run. 
We run the presses long enough 





— = ee ee ee ee a a a ee ae a ee ee ee ee ee ee ee ee ee ee ee oe ee ee ee ee ee ee ee oe oy 


riding. 








Hand shifting assures secure 


control on rough terrain. 
Jambretta grips the road for 


easy cornering and smooth 





Jambretta’s 
latest model is the 
new 9 h.p. TV/175 


now being introduced 
into the 
United States market. 





For information, write or call 


New York 23, N. Y. 


identical weight. 


Ths ix... Lambretta 


"THE MARVEL FROM MILAN’, Italy 


The most elegant, the most economical and the safest motor scooter. 
The scooter so perfectly balanced, that cutting it through the 
middle leaves two halves of 





Jambreltta’s Outstanding Characteristics: 


Jambretta js available in the 5 and 6 HP models both for pleasure and for business, 
with a complete line of accessories. Open pick-up or closed aluminum panel bodies for the three- 
wheeler; delivery boxes for the two-wheeler. 


e Forced draft aircooled engine. 
e Newest type fin cooled brake drums. 
e Hand operated front brake — 
pedal operated rear brake. 
e Kick starter or electric starter. 


e Centrally mounted, two-stroke, 


single cylinder engine. 


e Constant mesh gearing system. 


e Torsion bar suspension with 


hydraulic telescopic shock absorber. 





Jambretta has swept the market with its successful performance in over 80 countries. 


A FEW CHOICE DEALERSHIPS AVAILABLE 


Jambretta 45 Columbus Avenue 


Tel. CO 5-7795 





to produce five days of produe. 
tion material. Then we strip the 
die line and put in another ge 
of dies.” 

An important innovation at 
Fisher Body plants a few years ago 
was the introduction of “fully auto. 
matic scrap baling” machineg 
which automatically draw the 
design scrap from the presses ang 
cutting machines and compress jt 
for shipment. 

Discussing the handling of steg 
throughout the entire manufactyp. 
ing process, Goodman said, “Stee 
is like a fighter in that it hag to 
be limbered up for better working” 

* * * 


- 1954 Fisher Body completed 
the development of a system of 
assemblying bodies called “side. 
frame” assembly whereby the parts 
for the side of a body are tied 
together with fixtures and sent 
down a welding line. 

He said this replaced the “semi. 
balloon buck” and the “full-balloon 
buck” in which all the body parts 
were placed in a framework and 
welded together. 

“The side-frame system,” he 
said, “provides greater accuracy 
and strength.” 

Goodman also mentioned the 
following major manufacturing 
advances which Fisher Body has 
made: 

1. A new system of drying paint 
which consists of running the 
newly painted bodies through a 
quartz infra-red oven for three 
minutes before they go into the 
gas ovens. 

> e > 
Quartz Drying Saves Time 

E SAID, “In this system, the 

quartz saves us three minutes 
per body in the first drying stages 
when the solvents are esca 
We find that we can’t use infra-red 
drying throughout the process be 
cause it doesn’t dry the paint inside 
the hems of the metal and in other 
inaccessible spots.” 

Goodman said this drying method 
was approved only a few weeks 
ago and that it will be incorporated 
in all new ovens as changes are 
made. 

2. “Downdraft” spray painting 
booths in which the explosive 
Duco dust is pulled out of the air 
and removed by a waterworks 
system. 

“Ordinarily,” he said, “50 percent 
of your paint goes up the flue or on 
the wall. Now, it goes into th 
water. This is much safer because 
it keeps the paint from becoming 
air-borne.” 

3. A revolutionary method of 
“welding” fabrics together called 
“die electric.” 

> * > 
NEW “clinch-on” weather 
° stripping which has a wire 
embedded in the insulation. Wher 
| the stripping is in place, a fore 
= exerted and a tongue of wir 
|}comes out of the stripping and 
hooks into small! holes in the 
| doors and trunk. 

This system provides a good 
|seal without using cement, & 
though a sealer still is used @ 
windshields and backlights. 

5. A central system of forced 
lubrication for all machines is 
the modernized plants. 

Commenting on the progress 

made in recent years, Goodmat 
| said, “Despite all our inventions 
and methods, the car prices af 
still going up. This is mostly be 
cause the cars are getting bigge 
and because the costs of wage 
materials, utilities, taxes and serv 
ices are all rising. ° 

“If there were a freeze on every 
thing except our imagination, W° 
could build a 1947 body a gres 
deal cheaper now than we co 
10 years ago.” 











Rockwell Axles, Brakes 

NEW YORK. — C. J. Queena® 
president of Rockwell Spring & 
Axle Co., announced that the com 
pany’s wholly owned Swiss su 
ary, Rockwell Federn & Achse®, 
A.G., has granted licenses to Zaht 
radfabrik Friedrichshafen, AG. 
Friedrichshafen, Germany, to mar 
ufacture in West Germany 
brakes and universal joints of Rock 
well design. 

“A controlling factor in our é& 
cision,” he said, “was that the & 
mand for these products could 
be easily satisfied by importing 
cause of tariff or monetary © 
change barriers imposed by 
European governments 
American products.” 


A 
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Here's What “Quality Dealers” Across the Nation 
Are Saying. Will YOU Help Us Keep Up the Good Work? 

















‘ar mae TALK ABOUT THE ADSA ‘‘PLAN”’ TO YOUR FACTORY— 
+. Tihs YOUR MAKE MEMBER CHAIRMAN—YOUR LOCAL AND 
te “QUALITY DEALER” STATE ASSOCIATIONS—YOUR SENATOR—YOUR CON- 
ar i , GRESSMAN—YOUR NADA DIRECTOR! 
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not Make All Checks Payable and Address all Communications to 
be THIS »————> 
ex- 
=| AUTHORIZED DEALER SURVIVAL ASSN. j IT KEEPS OWNER 
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Post Office Box 281 Oklahoma City 1, Oklahoma 
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NEW SAFETY-VEE STEERING WHEEL* 
lets you tell at a glance that 


NEW TRANS-PORTASBLE RADIO’ 


adds anew measure of listening pleasure to 
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OLDSmobility y | Tr 


is the safest, easiest way to go! 
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Full, unobstructed 
view of 
instrument panel! 






Music in the car 
---Or wherever 
you are! 


















Twin horn buttons 
positioned tor 
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car radio... satety! 
a handsome, 

lightweight Shift without 
transistor taking hands 





portable, too! ~~ from wheel! 
sOemene © on 
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never tets you torget thai 
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Lo-Lites 
(outside beams) 
give 26 percenm 
more visibility! 





You set 
speed lim: 
want to 
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an ¢ beams light 
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60 percent! 
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A HEW ATMOSGPFHERE OF COMFORT! 
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NEW ANTI-SPIN REAR AXLE* 


Finger-touch keeps a sure hold on the road! 


controis! 









New pulling power 
in snow, mud, on ice! 









Instant comfort 
for all passengers! 





Ends wheel spinning 
as long as one whee! 
has traction! 










You can direct 
heat trom 
front to back! 





Tranemits driving 
torce to wheel with 
best grip on roadi 
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NOW! SEE THE FEATURES OF THE FUTURE AT YOUR 
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NOW! SEE THE FEATURES OF THE FUTURE * 


NOW! SEE THE FEATURES OF THE FUTURE AT YOUR AUTHORIZED OLDSMOBILE aquauir’ 
AUTHORIZED OLDSMOBILE QUALITY DEALER'S 


NEW JETAWAY HYDRA-MATIC’ gives NEW STRUT-MOUNTED INSTRUMENT PANEL PUTS 
OLDSmMmobility y OLDSMmobility y 
Smooth, Nimbie Shifting at Any Temperature! a al heel a te ae A ga ce oO Ol 


vy Eliminates stittness 
of cold-weather shifting! 


vw Thermostatic controls on shift 
vaives assure super smoothness! 










Handy, built-in vanity shelf! 
All controls within easy reach! 
King-size 27-inch glove compartment! 


NOW! SEE THE FEATURES OF THE FUTURE AT YOUR 
AUTHORIZED OLDSMOBILE QUALITY DEALER'S! 
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P POWER ...when you need it! 
> emnere Rs ECONOMY ...when you want it! 


( PEAK FUEL 
ECONOMY 
AT CRUISING 
SPEEDS! 


( insTaNTLY 
AVAILABLE 
RESERVE 
POWER! 
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New ECON-O-WAY CARBURETOR A clean sweep tor Pertormance 


adds thrift to and Economy with 
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NEW AIR CLEANER* 
WITH DISPOSABLE FILTER 
SAFEGUARDS THE ROCKET! 





Gives you greatly 
improved gas mileage 
on Oldsmobiie's 
Dynamic 686 Series! 


Combines brilliant 
Rocket Engi 
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a OL oe > DEALER =? Here’s a graphic display of why it’s so great to ships everywhere! And they’re a source of pride 
H AVE i + é be with Olds in ’58! For here are the new Olds for every new Olds owner who takes to the 


features with sales-making appeal! They’re road. No wonder more folks are going over to 
advertised in newspapers from coast to coast... OLDSmobility for ’58 ... the new action-filled 


they’re creating excitement in Oldsmobile dealer- way of going places and doing things! 





LeOivis ton Oo F GENERAL MOTORS ° LANSING, MICHIGAN 

















treasurer. They were the only holg. 
overs. 
Jim Schuyler is the new vice 
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president, and Larry Antonaegj, 
sergeant-at-arms. Directors are Don 


Used-Car Notes 
Hyatt, Merrill Friedman, Ch 


‘appy 
AUGUSTA, Ga.—Members of the| The Augusta Independent Automo-| Powell, Dave Roth, Charles Stejp. 
Augusta Independent Automobile | bile Dealers Assn.” gold, Bob Stubbs, Russ Lipsitz, qi 
Dealers Assn. joined in an unusual| Participating were Clark Motor| #848, Herman Roudenbusch ang 
advertisement which brought excel-| Sales; Richmond Motor Sales, Inc.; | Colon Dixon. 
lent results. Town Motors; Mutual Motors; Mc-| A! Lange was renamed executive 
The ad read: on & Rivers Motor Co.; Ballentine | *°cretary. 
“ Burson; Phillips & Faglie; John- 
Ellenton S. Cis on otmhae at an ae ee Canada Court OR’s Sale 
$100 savings bond offered by us to| * ®**¢?: oi - Of Missing Dealers’ Firm 
the one guessing closest to the TORONTO.—Sale of Lenm 
number of peas in the jug at The Used-Car Dealers Rename , | Motors’ premises on Danforth a 
Exchange Club Fair. Only Two Officers im Miami Toronto, to Colonial Finance Corp, 
“There were 58,382 peas in the} MIAMI.—In what amounted to an/Ltd., Toronto, for $167,000 has been 
jug by actual count. Mr. Austin’s; almost complete reorganization, the | approved by the court, according ty 
guess was the closest. His guess} Miami Independent Auto Dealers| Chartered Trust Co., trustees of the 
Assn. has chosen its officers for the| estates of Len Jacobs, 32, and his 
decided to visit the Dodge plant he locked up the “store” and brought along the “You'll be the winner every time | 1957-58 year. }uncle, Arthur Morris, owners of 
entire staff of the dealership. The group made the 530-mile trip to Detroit by special| amd can buy savings bonds with| Buddy Tyler was reelected pres-| LLenmore Motors. 
bus and was treated at a luncheon attended by Dodge President M. C. Patterson and| the money you save by purchasing| ident and Oscar Molho, a former| Jacobs and Morris, who came to 
other factory executives. your next car from any member of| director, was named secretary-|Canada from England about gix 


Cars “Wear Out” Alinement | giving up their business, homes i, 
3 Times Faster Than Mufflers! 


Toronto and summer homes north 
of Toronto. In November it was 
FRONT END SERVICE 





+ * * 





Everyone Came— 
When Harry W. Allium, president, Allum Motors, Inc. (Dodge-Plymouth), Sharon, Pa.,| was 58,460. 











learned that Jacobs and Morris 
were in Israel. 

+ > 2 
Lebeau Aids Survivors 


Of Fire Which Killed 5 


ESSEX JUNCTION, Vt.—R. J. 
Lebeau, a used-car dealer, aided 
the survivors of a disastrous fire 
by giving the father and his five 
children shelter in a house trailer. 
Lebeau also promised “lots of 
trucks” to transport furniture 
which was being collected for 
the fire victims. 

Dead in the blaze were two of 
the family’s children, two grand- 
children and the wife’s father. 

* > * 


Veteran Ohio U.C. Dealer 


Leaving Auto Business 


MANSFIELD, O.—R. B. (Mud 
Gardner, veteran Mansfield auto 
dealer, has announced he is leaving 
the auto business to devote full time 
to his real estate holdings. 

He has leased one of two use 
car lots to Pat Dollohan Chevrole 
Co. and said he will close the other 
in the near future. 







Oregon Used Car Dealers 


Name Olson President 


PORTLAND, Ore. — Charles E 
Olson, Olson Brothers, is the new 
president of the Oregon Used Car 
Dealers Assn. He succeeds Hal 
Oman. 

Other new officers named at the 
annual meeting are Al Gluth, Al 
Gluth Motors, vice-president; Rob- 
ert Fries, Portland Auto Center, 
secretary, and Reuben Roth, Hav 
gan Automotive Service, treasuret. 


Dayton Independents Elect 
Boos President for 1958 


DAYTON, O.—R. H. Boos is the 
new president of the Greater Day- 
|ton Independent Automobile Deal- 
ers Assn., succeeding Paul Cloud 

Don Atkinson is vice-president; 
Herb Hively, secretary; Lou Gor 
|don, treasurer, and Jim Millet, 


| sergeant at arms. 
| > > > 


Philadelphia Independents 


|Name Berr President 


PHILADELPHIA. — Milton Bett 
|has been elected president of the 
Philadelphia Independent Autome 
bile Dealers. Other officers are: 
William Rush, Charles Auto Co, 
vice-president; Leonard W. Schloss 
of the Big Lot, secretary, and Jack 
Liebowitz, Frankfort Moto 


FRONT-END SERVICE 
is among the 


TOP MONEY MAKERS 
of non-engine jobs! 


$100 million! That's the 1956 net 
profit figure on wheel alinement, one 
of the top money-makers among non- 
engine jobs.* Yet, that’s just scratching 
the surface! Remember, with today’s 
more delicately-balanced front-end sys- 
tems, alinement service is needed at 
much more frequent intervals than 
many of the most profitable non-engine 
jobs. For example, alinement ‘wears 
out” 3 times faster than mufflers! With 
shops doing 30 million muffler jobs 
this year, that makes a ready-made 
market of 90 million alinement jobs a 
year—a profit of $450 million. That’s 
43g times the front-end profits being 
made today! 

*20 million jobs ot an average profit of $5 










Are you cashing in on this Top Money Maker? 


You get more from Bear to help you get a bigger share of the booming front- 
end market. That’s why, according to a recent survey, nearly twice as many 
shops use Bear Alinement equipment than any other! Yes, Bear brings you 

. ° ° ° treasurer. 
more in every way. More equipment to choose from—the most complete line in Named to the board of director 
the industry built with the stamina and precision that helps you make more were: Willard Rothberg, Merril 
money faster, easier! More business-getting power with the famous Bear sign! Motors; Ben J. Franks; Georg 
More assurance of success thru the Bear School, which is ready to train you or Grant, see =e . —_ ; or 
a front-end expert for you! More continued support after you buy—with a ca ce peer Auto © 
professionally-planned advertising-merchandising program to help you get .: «© 
the business and repeat business! 


New York U. C. Dealers 
Want to know the profit potential for alinement service in your area? FREE Elect Rankell President 
BEAR FACTS FOLDER brings you all the details! 


NEW YORK.—George Rankel, 
Write Bear Mfg. Co., Dept. A-14, Rock Island, Illinois. 


















Bronx, has been elected presidet! 
of the New York Used-Car Dealet 
Assn., succeeding Harry Gottlieb 

Charles Tishman, Brooklyn, ¥# 


Low down payment and small monthly 


out-of-profits payments . . . that’s 
all it takes to set yourself up in 
Big Money Bear Service 





NO. 1 PROFIT MAKER IN THOUSANDS OF SUCCESSFUL SERVICE OPERATIONS 


See BEAR at the N.A.D.A. SHOW — Jan. 11 to 15 at Miami Beach — Booth Nos. 134-135-136 


named first vice-president, 
Norman L. Feinsmith, B 
secretary-treasurer. Regional vice 
presidents for the coming year #* 
Paul Colonna, New York County 
Walter Falik, Brenx County; Hat! 
W. Langer, Queens County; Herbet 
Gottlieb, Kings County; Pat # 
Boecio, Nassau County, and 
Anspach, Upstate New York. 
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Yankee’s magnificent new “Duet Series” 
captures the wide, low “sculptured in metal” 
styling that makes the 1958 Detroit cars the 
most beautiful ever. Fiuid, massive lines... 
gleaming Blue-White Chrome plating . . . fully 
adjustable heads. . .“‘straddle-the-fender-bead” 
mounting ... priced for the budget buyer (the 
#560) or for the motorist with a taste for luxury 
(the #566) ... and they’re Unconditionally 
Guaranteed by Yankee, the greatest name in 
safety accessories. Sell the Duet Series now! ti 
See your car dealer expeditor, warehouse 
distributor or jobber, or write Yankee Metal 
Products Corporation, Norwalk, Connecticut. 
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Resort Motors Joins $-P— 


Bob Notti, assistant fo the mayor of Las Vegas, Nev., tries a Mercedes-Benz for size 
at ceremonies commemorating the appointment of Resort Motors, Inc., as a Studebaker- 
Packard and Mercedes-Benz dealer. The dealership, headed by Marcus Daly Ill, right, 
features over 10,000 square feet of covered service and display area, plus two used- 
car lots and a predelivery shed. 


Proper servicing of modern cars requires modern equip- 
ment and modern methods. ECO Tireflators help keep 
customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 
need to “inflate and check” or waste time hunting for 
gauges. Tireflators save money too, because the first 
cost can be the last cost. 

Find out how you too, can service your customers 
better with ECO TIREFLATORS. 


In the L 


(Continued from Page 10) 


to pay his salesmen a salary or 
not. I feel myself, and I believe 
there are many who share my 
opinion, that you will never be 
able to handle good salesmen like 
privates are handled in the service. 

I think that an experienced 
salesman should handle his cus- 
tomers and prospects the way he 
feels is best. Dealers also should 
not have their salesmen bidding 
against each other. This, of course, 
doesn’t bother the manufacturer 
for he has already been paid for 
the product. 

I also feel that your publication 
is controlled by WAR BABIES, 
and should feel ashamed for not 
treating dealers and salesmen 
collectively equal. You understand, 
of course, that a WAR BABY is a 
dealer or salesman who started in 
business during, or right after, the 
war. 

We are agreed that coordination, 
cooperation, and good public rela- 
tions are essential between dealer 


JOHN WOOD COMPANY. eennet: pump Division + ssrenon wongen 


IN CANADA: JoHN Woop Company LIMITED « Toronto « Montreal * Winnipeg * Vancouver 


has been struggling for survival, 
that the dealer who wants to 
in business has been working cop. 

stantly for the very best of cus. 
tomer relations, (and not for the 
fast buck), that there is a relent. 
less drive for the ideal cf the | 
“quality dealer,” that the average | 
dealer works hard for his com. 

munity, church, charity, educa. 
tional and civic organizations ang 
that he is burdened with more thay 
an average share of taxes at aij 
levels. 


“You would also have found that 
this dealer is fiercely opposed tp 
gimmicks, packs, panic ads, boot- 
legging and poor service, and that 
in this Auto Market of 1957-58 it 
is not a question of HOW MUCH 
PROFIT CAN BE MADE, IT js | 
A QUESTION OF HOW 
CAN HE GET BY WITH, AND = 
importance of STILL GUARANTEE HIS PROp. 

its influence|13e3 AND OBLIGATIONS. ANp 
we the minds of the American| , 4 y HIS PEOPLE DECEIO 
reaction from other WAGES. 
dealers in protest against the shal-| “It is obvious that you did not 
low nonsense published on these| other to check the real economics 
pages. at the proper source. This ‘sengg- 

Here tional,’ half-truth article would 

have never been published. Here, 


Digest: 
“A serious-minded reader can get | Where an industry struggles for the 


very much upset when a publica-| Good Will of the customer, you 
'tion he has valued and respected| Could not have rendered the seller 
'from its very first beginning sud-| #74 the buyer a greater dis-service 
\denly comes forth with an article| than with this piece of irrespon- 
| such as “The Art Of Buying A New| Sible jcurnalism. 

| Car.” | “Maybe we should not blame 
Sane all people, why did you have/| writer Maisel too much. At least | 
|to add to the general public’s con-| he made a generous normal profit 
fusien on the subject? As if you/ by selling you a bill of goods!— | 
did not know that your fine publi-| Water Scniapp, Partner, Pontiac | 
cation is read and taken seriously | Master Auto Service, Augusta Ga | 
| by millions of earnest, truth-| . = = f 
| seeking, intelligent Americans, en- | . a 

titled to the best information VW Hit in Firm’s Sale 
available. What a wonderful op-| Cliff Motors, Inc. has been pur- 
portunity you missed, on the other| chased by Sidney Auslander. The 
hand, to straighten out an already | >uSiness was established nearly 
|confused public as to auto buying| three years ago by Cliff Steward 
and the right kind of dealer. | who is going into the used foreign- 

“It is noteworthy that this article | ©@° business exclusively, as well a 

|is not a reprint; neither is there| Concentrating on his avocation— 
your customary reference to the | recording. 
background of the writer. Your! Cliff Steward and his San Fran 
| writer feels compelled to pose as/| cisco Boys on the Decca and Coral 
a buyers’ guide and yet admits|label has been one of the big 
at the same time that just last| record-selling groups for the past 
year he spent more than he should/10 years. 
| have on ‘all essential extra equip-| The decision by Cliff Steward to 
ment’ (whatever this mumbo-|go into used foreign cars wes 
jumbo means) and the dealer sup-| caused mainly by Volkswagen, 
posedly ‘raked in a pack of $102.75’| which takes a dim view of two 
on top of his generous normal | many used-car sales while it starve 
profits.” If this is true, he must/a dealer on his new-car allocations 
have gotten hold of a real con-man|—Jor O’Brien, sales manager, Cif 
and not a real good car dealer. If| Motors, Inc. Great Neck, LI 
the author was that naive just a - = 
few months ago, he sure has be- Brain-W ashing? 
eNO, Mr Baltes ae ante setatt-| rt pick up = Dee. S comes “ 
ing business is not as simple as all a meat on Hopeful of 
that, and to us this article proves Stro —— Despite Slow Ne 
that half-knowledge is much more M ode Start.” P 
vicious than none at all. One won-| ’ of 
I have been a _ subscriber 
| ders if Mr. Maisel has ever spent as Automotive News ever since it wa 
much as three days in the sales|5..+ printed and I would like ® 
department of a well-run dealer- - _— h use the brait 
ship. He uses such glib and clever |“ YOU Why you fool 
‘ washing method of trying to 
phrases as ‘the basic facts about). jisiead dealers who have beet 
the Alice-in-Wonderland auto sell- saibl fe building up Act 
ing business’ or ‘without actually | a . _ tn .. is 
reducing his legitimate profit.’ He  aauce be ie 
brings forth some half-baked would 
knowledge about the Federal ex-| aie ee tO eee us 
cis tax, claims magnanimously that | eles informed of the facts, ¢ 
the dealer can make a profit on the! ; on 
resale and financing of the used | ———‘Continued on Page 59, Col ") ___ 
car, and speaks ‘expertly’ of| 
| double-pack, kick-backs and fringe 
dealers. 

“To be sure, there is a feeble 
effort to speak of ‘responsible 
dealers who make up the great 
majority,’ but this article is so 
badly slanted that the reader has 
no chance to differentiate. The 
reader is told that the nation’s 
factory-authorized auto dealers are 
a bunch of sharp horse-traders 
who juggle prices on new models, 
accessories, trade-ins, and a host 
of financing, freight, insurance and 
service charges, and who shoot for 
the largest profit on every sale. 
Do you really believe all this? : 

“Before publishing this unfortu- te 
nate diatribe, at least you or Mr. es 


etterbox 


and salesmen in order to have a 
successful agency. It looks as if we 
will probably have need of this and 
more, too, in the very near future 
—Tom Youne, 17924 Crenshaw 
Blvd., Torrance, Calif. 
= > > 
‘Art of Buying .. .’ 

No doubt by now you have 
read the article in the current 
Reader’s Digest, “The Art Of Buy- 
ing A New Car.” There is no ques- 
tion about it, this article in general 
will do more harm than it will do 
good. 

Considering the 
this magazine and 


is my letter to Reader’s 


Maisel should have bothered to 
check with the National Automo- 
bile Dealers Assn., 2000 K Street, 
N.W., Washington, D.C., for a clear, 
| henest, up-to-date picture of the 
| truth. Among many startling, en- 
tirely different facts you would 
have discovered that the average 
net take-home pay of the auto 
dealer during the past two model 
years has been around one percent. 
'(Generous normal profit, Mr. 
Maisel?) 

“You would have also discovered 
| that the great majority of dealers 


West Coast Visitors— 


Karlfried Nordmann, left, sales a 
tion director, Daimler-Benz of Nor! 
America, Inc., arrives in Los A » 
discuss merchandising and sales too 
niques with Los Angeles Mercedes te 
dealers, With Nordmann are J. D. 
linger, center, executive 
Daimler-Benz West Coast branch, 
LeRoy Spencer, right, west coast 
ager, Mercedes-Benz. 
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In the Letterbox 













is com. js it the case that you don’t know 
educa. | what the facts are? 

ons and | [would like to know what you 
re than |) mean by “hopeful.” Here in Los 
: at all | today, the dealers are 

gfering new automobiles, 1958 
ind that anywhere from $75 to $250 
osed to || above their cost. It could be this 
s, boot. || is just going on in Los Angeles, 
nd that || but I don’t believe so. If we have 
57-58, it || to sell cars at these prices today, 

MUCH || what is it going to be in the next 
_ IT Is | wor days? ; 

UITTLE | I believe if you publish the facts, 
I, AND the production of cars would be cut 
PROD. | down so the dealers could sell them 
PROM. § at a reasonable profit. 
3, AND Certainly you know that such 
ECENT + grticles as this get to the public, 
| and the dear public goes from 
did } place to place shopping and chisel- 
not down to where he can get the 
onomics | west dollar-price. 

‘eam L for one, lived in hopes that the 
Y 1958 model would let us dealers at 
tf - jeast break even on our new-car 
Sor gales, which we haven’t done for 
er, YOU F ine past two years, and now we're 
o ae going over into the 58 model year 
— with the same methods of mer- 

espon- ng. 

I feel quite sure 99 percent of 
blame | dealers show a loss on their new- 
\t least er sales. They may pick it up 
l profit | by some profit on their service 
— department and on their financ- 
Pontiac | ing so as to break even, but to 
sta, Ga me this is a very sorry picture. 
So let’s get down to the facts and 
lay them before the dealers, and 
en pur § try to brain-wash the dealers 
er. The § into believing there are still good 
‘early 9] Ptofits in the automobile business. | 
teward, | —J. A. Exsere, Eisele Sales, Inc.| 
foreign- (Lincoln-Mercury), Los Angeles. 
> 
=a Eorror’s Nore: The article to | 
which the letter above refers | 
pointed out that dealers are 
n Fran 7 ieving difficulties with sales, 
id Coral profits and price cutting. In cit- 
the big ing @ hopeful outlook for 1958, | 
he pat the article was reporting nothing 
ward & more than what dealers them- | 
slves had to say. The Dec. 9 
r. issue of Automotive News re- 
i ported that average dealer profits | 
starve for the first nine months 
cations amounted to 15 percent of sales, | 
er, Cliff before taxes and including finance 
LL reserves. ee 
Road Clearance Muddle 
> of the For several years I have been 
large meaning to write you with respect 
. an” the classification heading in 
w New @ your comparative charts reading 
‘Minimum Road Clearance in 
iber of Inches (Rear Axle).” 
> it was We have encountered a number 
like t § “ *#tomobile owners who are very 
— indignant over this matter of 
to foal dearance. As a matter of fact, the) 
ve been Greatest opportunity at the moment 
, Aut for any manufacturing is the) 
, on marketing of a car, perhaps a| 
rimting sation wagon, with enough clear- 


ante so that it can be driven off 
ace roads. 

From every direction we hear 
complaints, not by the hundreds 
but by the thousands, from people 
who just can’t enjoy their vacations 
“y more because there isn’t 
t road clearance to drive 

“ Many dirt roads either in the 
or in the North. And in 
@anection with statistics published 


ge 


oy in the various consumer 
, many of them claim 
that it is misleading, for the clear- 


is not as great as stated. 
of these people claim that 
have put their cars on a level 
floor and measured the 
Glance from the floor to the 
lowest hanging portion of the car, 
Whether it be the rear differential, 
portion of the springs, a torsion 
net and, of course, 
e only true clearance 

dimension there is. 

Td appreciate it if you’d advise 
me as to how your statistics are 
The words “rear axle” 
wen't, I believe, truly descriptive 
I don’t think the nut at the 


fey 





es prom 4 of the differential housing 
| Nort? °0Uld properly be described as 
ngeles ® Pt of the axie—W. Lez WuuITE, 
ses OO B Meident Bankers Commercial 
.edes-Bet Corp, New York. 

. D. No! ‘ + . * 

a Belly Draggers’ Blasted 

— pot I thoroughly agree with the first 


On Page 10 of the Dec. 16 
I have steadily fought 





‘sue, 











(Continued from Page 58) 


against allowing the huge and 
dangerous overpowered juggernauts 
coming into this state. My letters 
to the safety department at Austin 
meet with complete agreement, but 
no legislation has, as yet, been 
done. Just one state starting the 
ball rolling and the car manufac- 
turers would capitulate. 

They assured a Senate Committee 
that went to Detroit last year, 
“that the huge horsepower was 
necessary for flexibility and pass- 
ing on our highways.” The Com- 
mittee did not believe them. 300 or 
350 or 400 h. p. means great speed 
and everybody buying these over- 
powered cars does so with the in- 
tentions of having a car that can 
burn up the highways. 

The remedy: Reduce (by law) 
the horsepower to not over 150 
or 175, then gear the car down to 
a speed limit of, say, 80 miles, or 
less and the flexibility will be 
just as great as the highest 
powered cars now have. 

My second complaint is that 


ground clearance is being steadily 
lowered, until now we have a lot of 
“belly draggers” when we get onto 
the 80 percent to 85 percent of un- 
paved roads we still have in this 
country and Canada and the 99 
percent or more of unpaved roads 
in Mexico. 

This year, with my Plymouth 
Belvedere 1957 sedan, I ruined my 
left muffler on a gravel road and 
talked to a man who lost his crank- 
case oil plug and another that hung 
up on one of those short, steep, 
railroad crossings that are too 
common. And all this with a clear- 
ance of nearly seven inches. 


This year the 1958 Fury has come 
out with just five inches of clear- 
ance. With rutted lanes to farm 
homes, to fishing and hunting 
camps and on many roads, these 
cars are a great menace, not an 
asset.— Gerorce F. Waker, Presi- 
dent, Valley Jitney Jungle Co., 
Brownsville, Tex. 

* * 7 


Dealer’s Farewell 


For 30 years I sold either Cadil- 
lac or Buick automobiles and for 
10 years before that I sold the 
Packard automobile but since 1950 
there has been a new breed of 
young people come along who are 
interested only in volume selling 
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“He’s been standing out there 


for 20 minutes . . . better go out 
and invite him in before he 
freezes.” 





and do not seem to care how they | 
get it. 


They have taken all the ethics 
out of the business. They come in 
and tell you to pad the prices and 
then blame padding on someone 
else. They sell you the car for the 
long last dollar and then run ads 
in the paper over their national 
account advertising their dealers 
are the longest horse-traders in the 
country and no matter how much 
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the other fellow trades they can 
out-trade. 


So the result was, last year most 
of the dealers lost money. 


This year I was president of the 
Buick Dealers Council of Northern 
Ohio and when the report came out, 
as of June ist, that the average 
Buick dealer in Northern Ohio had 
donated for the doubtful privilege 
of being a Buick dealer, I decided 
it was then time for me to quit. As 
of July ist I sold out and rented my 
real estate. ... 


I figured then I would run a used- 
car lot but the trading became so 
wild and the profit so little that as 
of Dec. ist I rented my other used- 
car lot. . . . So consequently, after 
47 years in this business, either sell- 
ing first bicycles and motorcycles, 
then automobiles, I found it neces- 
sary to pull down the curtain as of 
Dec. ist. 


Invested in the business and the 
real estate I had-over a half-million 
dollars and last year I could have 
made more investing my money in 
ordinary government bonds. Gen- 
eral Motors wants to make 20 per- 
cent before taxes or 10 percent 
after taxes and they think we as 
dealers should be most happy to 
make 1 or 2 percent before taxes... 
—R. B. Garpner, president, “Mud” 
Gardner’s Garage, Mansfield, O. 





Ask Your 





LYO 





This Money-Saving Installation Planned by Lyon 
Distributor, UNIVERSAL EQUIPMENT CO., Alexandria, Va. 


Your Lyon Automotive Distributor also has a complete 
line of equipment for your service department — work 
benches, stools, tool toters, shop desks, etc. 


Write for Catalog and 
name of your nearest 
Lyon Distributor 


Automotive 
Distributor 


No need to fish around for a better parts de- 
partment. From original, space-saving floor 
plan to actual placing of parts—your Lyon 
Automotive Distributor is equipped to do the 


entire job. 


He will make a complete floor plan utilizing 
your space to the best possible advantage— 
dismantle and refinish present units—erect 
and install present and new equipment—label 
all bins—place identifiable parts in proper se- 
quence throughout the entire system. 

You save space, time and money by having 
the job done by qualified experts. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


LYON METAL PRODUCTS, INC. 


General Offices: 190 Monroe Ave. 


, Aurora, Ill, 


Factories in Aurora, Ill. and York, Pa. 


FOR AUTOMOBILE 
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Gateway to a modern miracle 
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Nearly five million tons of raw materials are brought to The Rouge each year in Ford's 
fleet of ore boats. The Rouge has complete loading and unloading dock facilities, too. 


A continuous ribbon of glass flows from this machine 
for use in the Ford Family of Fine Cars. Ford pioneered 
the use of safety glass in cars and is still the only auto- 
maker manufacturing glass. 


The Ford Rouge Plant... for 40 years a 
symbol of production progress 


Each vear. nearly 200.000 people tour Ford Motor 
Company's giant Rouge manufacturing plant in 
Dearborn, Michigan—for forty years one of the 
greatest manufacturing miracles of the age! 

Last year, visitors (many of them your customers) 
came from all 48 states, U. S. possessions and 86 
foreign countries to marvel at the size, complexity 
and efficiency of this dramatic example of American 
industry. 

The Rouge is an independent, self-contained 
manufacturing unit where automotive parts are 
produced, machined, finished and assembled into 
complete cars, ready for the road. 

It is the first and only plant on the continent 
where raw iron ore is unloaded on the docks, 
smelted into iron, converted into steel, and within a 
matter of days, transformed into engines, frames, 
bodies, parts, and finally, completed automobiles. 

The Rouge has its own fleet of ore boats, bringing 
in nearly five million tons of iron ore, coal, lime- 
stone, and other raw materials each year. It has 
three blast furnaces, ten open-hearth furnaces; gen- 
erates enough electricity to light the homes in a 
city of one million people! The Rouge also has the 
largest industrial railroad network in America; and 
there are 15 miles of paved roads, one and one-third 
miles of unloading docks, and 81 miles of conveyors. 

In the sweeping, forward rush of industrial prog- 
ress, The Rouge stands as a symbol of the greatest 
single production enterprise ever created by man. 

And The Rouge is but another reason why you 


may feel it’s great to be a dealer in the Ford Family 


of Fine Cars. 


Ford Rotunda—showplace of the auto industry —where exciting, educational displays and a beautiful, spacious 
setting attract nearly two million visitors a year. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 65 OF A SERIES 


FORD MOTOR COMPANY «- THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD @ THUNDERBIRD e EDSEL @ MERCURY @ LINCOLN @ CONTINENTAL MARK III @ ENGLISH FORD LINE @ FORD TRUCKS @ TRACTORS @ FARM IMPLEMENTS @ INDUSTRIAL ENGINES 





<a Pe 






Meet Me in St. Louis— 


Deolers representing British Motor Corp.'s lines of car models met in St. Louis with 
A. E. Birt, president, Hambro Automotive Corp., United States representative for BMC 
sales and service. Acting as host for the dealer meetings was B. Chris Pratt, president, 
Continental Cars Distributors, Inc., which regionally serves dealers in Missouri, Kansas, 
Nebraska, Tennessee and ports of Kentucky. Shown are, from left, Pratt; Birt; W. C. 
Hallenbeck, advertising manager, and R. G. Cline, a partner in Continental Cars Dis- 
tributors, and W. M. Wider, advertising executive. 


’ 
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Auto Personnel - 


Vitalic Battery Corp., First vice- 
president; J. Turner Moore jr., 
Electric Auto-Lite Co., Second vice- 
president; H. J. McKay, Gould- 
National Batteries, Inc., secretary, 
and John F. Rittenhouse, C & D 
Batteries, Inc., treasurer. B. F. 


Carl H. Kindl, General Motors 
overseas operations vice-president, 
again has been named Michigan 
chairman of the Crusade for Free- 
dom, private organization which 
supports the operations of Radio 
Free Europe. 

* 


* * 
Morris continues as executive 
Defense Group Elects Zoll | secretary. 
Fred B. Zoll jr.. manager of the . 2 2 


Washington sales office of Libbey- 
Owens-Ford Glass Co. has been 
elected president of the Washing- 
ton group of the Nationa] Security 
Industrial Assn., succeeding Wil- 
liam G. Whyte, assistant vice-| 
president of U. S. Steel Corp. 


Smith Named 


Blum Elected President 
Of Overhead Crane Institute 


Frank M. Blum, general sales 
manager of Harnischfeger Corp., 
Milwaukee, has been elected presi- 
dent of Electric Overhead Crane 
Institute, Inc. Other officers are: 


Arland R. Walkley, Manning, 
Maxwell & Moore, Inc., Muskegon, 
| Mich., vice-president; William H. 
Morgan, Morgan Engineering Co., 
Alliance, O.; William W. Peattie, 
Northern Engineering Works, De- 
troit, and John S, Jackson, Shepard 
| Niles Crane & Hoist Corp... Mon- 
tour Falls, N.Y., directors. Joe H. 


President 


Of Battery Manufacturers 

D. Nevin Smith, vice-president of 
Electric Storage Battery Co., has 
been elected president of the Assn. 
of American Battery Manufac- 
turers, Inc. 

Other officers are: 





Cc. H. Allen, 








DESIGNED TO 
PAST: 


Globe “Frame-Kontact” Hoists, with “Continental- 
18” Adapters when needed, contact all 1958 cars at 
the manufacturers recommended pick-up points. 
Whether the frame is box, bowed, x-type, unit or 
semi-unit, “Frame-Kontacts” provide a margain of 
safety that eliminates critical spotting. 

The long, low profile of Globe “Frame-Kontact” 
Hoists serves every car on the road today. As long 
as cars have frames, bodies and wheels, you can be 
sure that “Frame-Kontact” will lift them. 

And only with “Frame-Kontact” do you get the 
profit advantages of low initial cost, maximum under- 
side accessibility, relaxed suspensions. 


PRESENT « 


LIFT ALL CARS 
FUTURE 






FREE! 


1958 DATA FILE OF 
CAR LIFTING. Con- 
tains specifications for 
lifting all 1958 cars on 
all types of Globe 
Hoists . . . includes dimensions, clearance, weight 
distribution and factory recommended pick-up 
points. Write today: GLOBE HOIST COMPANY, 
a Lane at Queen Street, Philadelphia 

. Penna. 
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WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 






Peritz was reelected executive sec. 
retary and treasurer, and C. © 
Dinkins, general counsel. 


* * + 


GM of Canada Names 


Gosling and Cane 


Two appointments have been 
announced by General Motorg 
Products of Canada, Ltd. George G, 





G. G. Gosling W. G. Cane 
Gosling has been named national 
truck sales manager and W. G, 
Cane has been appointed manager 
of the Alberta zone. 

Gosling’s most recent assign- 
ment was as special sales repre. 
sentative in the coach division, 
Cane has held a variety of assign- 
ments, including district manager 
and national sales promotion man- 
ager and latterly as national truck 
sales manager. 

+ = = 


McIntyre Retires; Brown 


Elected to Clevite Board 


Willard W. Brown, president of 
Cleveland Graphite Bronze, largest 
operating division of Clevite Corp, 
has been elected to the Clevite 
board of directors. He had headed 
Cleveland Graphite since 1955. 

At the same time, J. J. Mcintyre, 
one of the four founders of Cleve- 
land Graphite in 1919, retired from 
the board and was named an 
honorary lifetime member. 

> * * 
Fuller Transmission Unit 
Makes Six Staff Changes 

Fuller Mfg. Co.’s Transmission 
division, Kalamazoo, Mich. has 
announced six personnel changes. 

W. E. Niness, former sales vice- 
president, has been moved to a staff 
position in preparation for retire- 
ment in 1958. 

Jd. A. Packard has been promoted 
to general sales manager, and L. 
Butler will be Packard's assistant. 
B. S. Tooker has been named 
general service manager and R. E. 
Olmstead, technical service man- 
ager. K. B. Klump has been ap- 
pointed service parts manager. 


* - * 


South Wind Names Stubbs 


Detroit Sales Representative 

Robert G. Stubbs has been named 
Detroit sales 
representative for 
automotive heat- 
ing equipment to 
original equip- 
ment manufac- 
turers by South 
Wind division, 
Stewart - Warner 
Corp. 

Stubbs, who had 
been Detroit sales 
manager for 
Houdaille Indus- 


n 

R. G. Stubbs 

tries, Buffalo, will be in charge of 

sales—including South Wind's 

“Minit-Heat” and “Instant” heating 

systems—to the automobile and 

truck industries. 
* > 





GMAC Puts Roach at Head 
Of Los Angeles Region 

William C. Reach, formerly Los 
Angeles branch manager for Gen- 
eral Motors Acceptance Corp., has 
been appointed regional manager 
succeeding Fred W. Logan, retired. 
Roach will supervise 14 GMAC 
branches in Southern California 
and Arizona. 

Andrew J. Way, who has been 
branch manager in Oakland, Calif. 
succeeds Roach as head of the Los 
Angeles branch. He has been with 
GMAC since 1926. 


= . os 
Stewart-Warner Elects 


Collins Vice-President 

Arthur R. Collins, since 1948 gen- 
eral manager of the South Wind 
division of Stewart-Warner Corp. 
at Indianapolis, has been elected 4 
vice-president of the company. He 
will continue as South Wind gen 
eral manager. 

Collins joined Stewart-Warner 28 
an engineer in its heating 

(Continued on Page 63, Col, 1) 
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(Continued from Page 62) 


equipment department in 1942. 
When the South Wind division was 
created in 1943 and moved to 
Indianapolis for production of air- 
craft and vehicle-heating equip- 
ment, be became head of manufac- 
turing and engineering at that 
plant. * * * 


Kimberly Is Promoted 


L-O-F Glass Fibers 


Ned P. Kimberly, district man- 
ager of the Cleveland area for 
Libbey-Owens-Ford Glass Fibers 
Co., has been pro- 
moted to manager 
of automotive 


headquarter in 
Detroit. 

Kimberly will be 
in charge of an 
expanded sales 
program. Com- 
pany products 
now used in auto- 
mobiles include 
thermal and 
acoustical insulation, compressed 
glass fibers for safety pads and 
other parts, glass reinforcement for 
plastics and electrical insulation. 

* * * 





N. P. Kimberly 


Avis Appoints Taylor 

George A. Taylor, Hingham, 
Mass., has been named sales man- 
ager for the direct operations divi- 
sion of the Avis Rent-a-Car System. 
He was formerly with Libbey- 
Owens-Ford Glass Co. and Boston 
Woven Hose & Rubber Co. 

> > = 


‘Mr. Battery’ to Retire; 


Pennington Sold 50 Million 


William W. Pennington, known 
in the automotive industry as “Mr. 
Battery,” is retiring Dec. 31 with 
a record of 59,009,122 Auto-Lite 
battery sales. 

Equipment sales manager for 
Electric Auto-Lite Co.’s Battery di- 
vision and a veteran of 44 years in 
the battery industry, Pennington 
was honored by Auto-Lite officials 
at a dinner Dec. 5. 

- 


= . 

Grant, Pfeiffer Promoted 

By Reynolds & Reynoids 
Directors of Reynolds & Reynolds 

Co. elected Richard H. Grant jr. as 

board chairman, and Frank F. 

Pfeiffer, president and general man- 





R. H. Grant jr. F. F. Pfeiffer 


ager. Grant, former president, suc- 


ceeds his father, Richard H. Grant 
st.. who died last September. Pfeif- 
fer, executive vice-president and 
general manager, becomes opera- 
tional head. 
Mrs. Richard H. Grant sr. was 
a director. Carl J. Seifert, 
Gordon R. Rohde and Walter G. 
er were reelected vice- 
Presidents and F. Cosby, 
Secretary-treasurer. The firm makes 
automotive accounting forms and 


systems. 
” * * 


Chevrolet Promotes Three 
On Southwest Sales Force 


Three appointments in the 
Southwest Regional wholesale staff 
have been announced by Chevrolet. 
They are: 

Rufus Bedford jr. from Dallas 
city manager to Oklahoma City 
zone manager; Jack L. Abbe, from 
assistant zone manager at Houston 
to Dallas city manager, and 
Walter A. Price, from Southwest 
Regional sales promotion manager 

assistant zone manager at 


uston. 
* * ” 


Robins Joins Board 
Russell B. Robins, vice-president 
of Young Spring & Wire Corp., has 
n elected to the board of direc- 
tors. He joined the company in 
August, 1954, as director of market- 


ing and was appointed a vice- 
president in November, 1955. He 
heads Young’s end-product and 
military divisions and diversification 


activities. 
+ * +* 


Reo Appoints Flamme 


Edward W. Flamme is the new 
Portland (Ore.) district sales man- 
ager for Reo division, White Motor 
Co. He formerly was with E. A. 
Mock Co., Eugene (Ore:) Reo dis- 
tributor. A new district sales office 
has been opened at 2705 N. W. 
Nicolai, Portland. 

* 


a * 


Houdaille Names Saltarelli 


sales. He will|Senior Vice-President 


Gerald C. Saltarelli has been 
appointed senior vice-president of 
Houdaille Industries, Inc., in a 
series of personnel moves at the 
company. 

Daniel J. Kennedy has. been 
named assistant general manager 








of the Wales-Strippit Co.; W. L. 
Buckenhizer, manufacturing vice- 
president of the Oshawa (Ont.) 
plant; T. E. Robinson, manager of 
the Detroit division, and James P. 
Jennings, factory manager of the 
Delavan Ave. plant of the Buffalo 
hydraulics division. 

+ * * 


Ammco Appoints Eskew 


James W. Eskew has been ap- 
pointed Southwest representative of 
Ammco Tools, Inc., Chicago. He will 
cover Eastern Texas and Louisiana. 

* * + 


Renault Names Valode 


To Succeed Lamaison 


Robert E. Valode has been ap- 
pointed general 
manager of Ren- 
ault, Inc. New 
York, direct fac- 
tory branch of 
Regie Nationale 
des Usines Ren- 
ault, French 
automobile manu- 
facturer. 

Valode, formerly 
assistant to the 
genera] manager, 
succeeds Robert 





a 
R. E. Valode 
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“There’s 
town who'll make me a lot better 
deal!” 


@ customer across 





crash in the Pacific Nov. 8. Kenneth 
C. Howard continues as assistant to 
the general manager. 

> . - 


Coker Heads Purchases 


Fred Coker has been named 
purchasing agent of Fulton Sylphon 
division, Robertshaw - Fulton Con- 


Lamaison, who was lost in a plane| trols Co. He formerly was assistant 


63 
purchasing agent and prior to that 


served as a buyer. He joined the 
company in 1940 as general clerk. 
* 


Dart Truck’s Dixon 


Also Will Head Carlisle 

George F. Dixon jr. has been 
elected president of Carlisle Corp., 
Carlisle, Pa. He succeeds the late 
Furber IL. Marshall. 

Dixon will continue as president 
of Dart Truck Co., Kansas City, a 
Carlisle subsidiary. 


* * * 


General Tire Names Luse 


Kansas City Sales Manager 

General Tire & Rubber Co. has 
appointed Donald H, Luse manager 
of the Kansas City sales division. 
He replaces John G. Gabriel, who 
resigned. 

Luse, who joined the company in 
1952, had been truck-tire manager 
for the Detroit division. 


= * * 


Morrison Elected Chairman 
Of B-W British Subsidiary 
C. B. Morrison, managing direc- 
tor of York Shipley, Ltd., London, 
for 17 years, has been elected chair- 
(Continued on Page 64, Col. 3) 
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They Raise Funds for Boys’ Club— 

was on hand—from local Dodge dealers to Texas’ Gov. Price Daniel—to 
aid the fund raising campaign for the Variety Club's Boys’ Ranch held in Dallas. In 
center are Dodge President M. C. Patterson, Gov. Daniel, Alice Lon, and the master 
himself, Lawrence Welk. 





(Continued from Page 63) 


man of the company’s board of 
directors. E. M. Heap and R. W. 
Hemmings have been appointed 
joint managing directors. 

York Shipley, a subsidiary of 
Borg-Warner Corp., manufacturers 
air conditioning and refrigeration 
equipment for the English market 
and for export. 

= 


* * 


Payne in New IH Post 

Dale W. Payne has been ap- 
pointed west central Minnesota 
zone manager for the truck division 
of International Harvester Co. L. V. 
Hanson was named acting man- 
ager of Internation’s truck branch 
at St. Cloud, Minn. 


* * = 
Chevako, Nolan Switch 


Zone Jobs with Olds 
Thomas A. Chevako, manager of 


mamed manager of the Philadel- 
phia zone. James J. Nolan, who be- 


came Philadelphia zone manager in 
1956 after 10 years with the divi- 
sion has been transferred to the 
Denver post. 
= * * 


Cadillac Promotes 4 
In Sales Organization 


Cadillac has announced four 
promotions in its sales organiza- 





E. E. Houlihan 


W. H. Gordon jr. 
Oldsmobile’s Denver zone, has been| tion. Edward E. Houlihan was 


named manager of the Stonestown 
subbranch in San Francisco, and 





the WEAVERS TWIN Post LIFT 


is an all-purpose lift--handles them all... 





1957 CADILLAC “Fleetwood,” wheelbase 149%” raised on a 
Weaver Twin Post Lift . . . This can not be done on any “Frame” 





1957 FORD “Fairlane,” wheelbase 118— raised on the same 
Weaver Twin Post Lift shown in Picture No. 1. Front post is ad- 
justable to handle wheelbase. 





A “frame” type lift is suitable only for 
certain applications. it definitely cannot 
handle some of the 1957 model vehicles 
such as the long wheelbase Cadillacs. 





3 


been in service over 20 years. 


1957 “RAMBLER,” wheelbase 108”— also raised on the same Twin 
Post shown in pictures No. 1 and No. 2°. . . This Weaver Lift has 


PICTURES 1-2-3 TELL A CONVINCING STORY... 


maximum and, the Model EC-103 Twin Post is the 
only passenger car size lift capable of handling trucks 
weighing up to 8,000 Ibs. per axle — and still in pas- 
senger car lift price range. Twin Post Lifts are available 
either air-oil or electric-oil operated. 

Weaver also makes a “frame” type lift for those who 
choose a lift of very limited utility. For general service 
you can’t beat the Twin Post. It handles them all — 
safely, without damage to vehicle. 

FOR DETAILS — write us for Bulletin AN-457. 


The Weaver Twin Post Lift handles ALL 1957 model 
Cars — or older models — long, medium or short wheel- 
base... This great all-purpose lift is rail-less, and pro- 
vides unobstructed chassis accessibility — lifts cars at 
outer ends of lower control arms for proper Ball Joint 
lubrication. 

Because of its utility and anti-obsolencence qualities 
the Twin Post should be the NUMBER ONE lift in 
every gasoline service station. Available with adjustable 
wheelbase range from 40” minimum to any desired 


No car has ever obsoleted the Weaver Twin Post Lift! 


Woshers . 
... Wheel 





Complete Weaver line includes: Twin Post Lifts . . 
Roll-on, Free-Wheel and Frame Type Lifts . . 


. Unit Lifts . 
. . Wheel Alignment Equipment .. . 
Balancing Equipment . . . Jacks . 


Headlight Testers . 
. . Wheel Dollies . . . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


. Triple Post Lifts . . 


. Single Post 
. . Bumper Lift. . . Car 
. . Broke Testers 
and Air Compressors. 


SEE US AT THE N.A.D.A. CONVENTION — BOOTHS 111-112-113 





William H. Gordon jr. succeedg 
him as Minneapolis district map. 
ager. 

H. Edward Faulkner, formerly 
assistant to the merchand 
manager, moved into Gordon’s post 
of assistant sales promotion man. 
ager for the division, and Danig 
McIntire was appointed sales pro- 
motion manager for the San 
Francisco branch. He formerly wag 
a field traveler in the Western 
district. 

+ 5 * 
National Automotive Fibres 


Names Hunter to New Posts 


Robert B. Hunter has been ap. 
pointed secretary and treasurer of 
National Automotive Fibres, Inc, 
and has been elected a director. 

Since joining NAFT in 1943, Hun. 
ter has served as legal counsel and 
a member of the executive commit. 
tee. He formerly was associated 
with Richmond Shipyards Perma. 
nente Metals Corp., Richmond, Calif, 

* + > 


Anderson in Chicago Job 


Roy J. Anderson has been named 
manager of the Chicago sales dig. 
trict by World Bestos, New Castle, 
Ind. Anderson has been engaged in 
automotive and industrial sales 
work for the last seven years, 

* = * 


Ruggles Named Comptroller 


John H. Ruggles has been named 
comptroller of GM’s Delco appli- 
ance division, succeeding Robert L, 
Ganter. Ganter has been named 
comptroller of GMC Truck & Coach, 

* > * 


DeSoto Names Roget 


Earl Roget has been appointed 
manager of the San Joaquin Valley- 
Coast district for DeSoto. 

7 o 


+ 


Fisher Named Sales Chief 


Of Eaton Stamping Unit 

Robert B. Fisher, sales repre 
sentative with the stamping divi- 
sion of Eaton Mfg. Co. for nine 
years, has been 
appointed sales 
manager. He suc- 
ceeds the late D, 
R. Burton. 

Fisher will 
make his head 
quarters in De 
troit. He was 
graduated from 
Western Michigan 
College in 198 
and joined the 
stamping division 
as a sales trainee soon afterward 
He became a sales representative 
in 1949. 





», 
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R. B. Fisher 


. * > 


Arco Promotes Nitescu 


Arco Co. has promoted E. L 
Nitescu to Midwest district man- 
ager for the automotive refinish 
division. He had been territory rep- 
resentative in Detroit. 

> > > 


Schimmel Appointed 


Milton T. Schimmel has been ap 
pointed West Coast sales engineer 
for Conforming Matrix Corp., To 
ledo. 


Diamond T Appoints 


Cleveland Distributor 


Motor Truck Equipment Co, 
12000 Harvard Ave., Cleveland, has 
been appointed a 
distributor for 
Diamond T. Mo- 
tor Car Co. 

President of the 
firm is M. K. Dar- 
ling, a veteran of 
25 years in the 
heavy-duty truck 
industry. For the 
last four years he 
headed a firm 
which had con- 
tract and com- M. K. Darling 
mon-carrier rights for steel haul- 
ing. Hudson B. Ziegler is service 
manager of the new distributorship, 
and Ben Gambita is parts manager. 

- 


* * 


4 Distributors Appointed 


For White and Autocar 


White Motor Co. has appointed 
two new distributors for White 
Autocar trucks in Michigan and 
one each in Missouri and Cali 
fornia. 

The new outlets are: Delta Sales 
& Service, 111 S. 17th, Escanaba, 
Mich.; Hancock White Sales, Inc, 
1028 Ethel, Hancock, Mich.; Grant 
White Truck & Equipment Co., 41 
E. Seventh, Joplin, Mo., and Tri 

(Continued on Page 66, Col, 3) 














Studebaker-Packard means business and here’s the proof!... 














’ new dealers 
; in just 


5 OO days! 


was Yes, in just 90 days, 149 profit-minded dealers signed for the Studebaker-Packard 
‘aa franchise! It’s no wonder why! These dealers got all the facts!—facts that show the real 
1948 profit opportunity handling the most complete line of business and pleasure vehicles 
ision in America: 


4 The lowest-priced, full-sized passenger cars in America—the 
thrifty Scotsman series!—and commercial vehicles featuring the 
lowest-priced %-ton utility pickup! 


ish <x The brand-new, fashion-styled line of Studebakers— 
7" including America’s first family-sized sports cars. 


4 Four completely new, luxurious Packard automobiles—the 
ineer most original cars on the road today. 


<< The Mercedes-Benz line of unsurpassed motor cars, including the 
world’s most famous sports car—the Mercedes-Benz 300 SL! 


If 149 dealers acted after getting these and many other facts about the Studebaker- 

Packard franchise (several returned to Studebaker-Packard after signing a competitive 

franchise early in 1957), you owe it to yourself to do the same. To get all the facts, just 
fill out and mail the coupon. There’s no obligation! 


Co, 
_ has 





Dealer Development Department 
Studebaker-Packard Corporation 

South Bend 27, lndiane | 

Yes, without obligation, I’m interested in learning more about the 
Studebaker-Packard franchise. 






CORPORATION 











Studebaker-Packard 


#eGREE EREE 
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placement division and before that 
was manager of Toledo Steel Prod. 


ucts. 
+ am * 


Ludwig Named Sales Chief 


Of Bearings Co. of America 
a ee Howard W. Ludwig has been 
County Equipment Co., 2461 Ven-| ment of Harry S. Rose as vice-| named sales manager of 
tura Ave, Ventura, Calif. Tri-| president, national sales manager| 0f Amercia division, Federal. 
County plans additional facilities in| and member of the board. Mogul-Bower Bearings, Inc., Lan- 
Montalvo, Calif. eb} caster, Pa. Ludwig had been with 
* 


oa ‘Thompson Names Kahlert —— a ae 
Acting Replacement Chief 


Auto Personnel - 





*\4 Service Representatives 
Are Appointed by Dodge 


Four regional service representa- 


Ludwig succeeds Walter T, 
Cari L. Kahlert has been ap-| Camp, who has been named gen- 
pointed acting manager of the re-| eral manager of the Arrowhead 





More to Choose From— 


tives have been appointed by Dodge. 


James G. Davis, Los Angeles; 
John J. Bannen, New York; Alfred 
E. Mack, Philadelphia, and Stanley 
J. Frale, Chicago. 


Heiden, Rose Promoted 


By Progressive Welder r 


Progressive Welder Sales Co., | 
Pontiac, announced the election of | 
Ray W. Heiden as president and) 


Eight different models are being featured in the showroom display at Bob's| general manager. He succeeds the} 





Cari L. Kahiert 


placement division 
of Thompson 
Products, Inc. He 
succeeds Whitmell 
T. Rison, who 
drowned while on 
a hunting trip in 
Canada. 

Kahlert, with 
Thompson 21 
years, has had 
broad experience 
in sales of auto- 
motive parts to 


Products division at Long Beach, 
Calif. 
fo + * 


Helm and Ferguson Join 
Board of U. S. Rubber 


Harold H. Helm, chairman of the 
Chemical Corn Exchange Bank, 
New York, and Malcolm P. Fer. 
guson, president of Bendix Aviation 
Corp., have been elected directors 
of United States Rubber Co. 

Helm is a director of 14 corpora- 
tions whose activities, in addition 


Rambier, Inc., in Atlanta. The new dealership also features a 14-stall service deport-| late Fred H. Johnson, the com-/ replacement and original-equipment|to banking, range from retail sell- 


ment. The deolership was opened by Bob Freese (in sportcoat), who has been in the | Pany’s founder. 


automobile business since 1932. 


| markets. Most recently he was ad-|ing and insurance to paper and 


Heiden announced the appoint-' ministrative manager of the re-| chemical manufacturing. Ferguson 





VAs OT CHS ELC 






SEE IT DEMONSTRATED 
NADA SHOW 
BOOTHS 171, 172, 173 





FRONT END PICK-UP showing 
hooks attached to lower suspension 
arms. NOTE how car is cradled in 
fabric straps which conform to vari- 
ous contours and spread the load 
over a large area so as not to damage 


light grills or panels. 










REAR END PICK-UP with short 
spurs inserted into holes in longi- 
tudinal structural members. NOTE 
this hook-up can be made easily 
from side without crawling under car. 


The HOLMES UNIVERSAL CAR-GUARD TOWING 


MeO mya ee 


@TOWS ALL 1958 CARS WITHOUT 
DAMAGE to CHROME or BODY PARTS 





SLING was developed in cooperation with car manufac- 
turers who approved it as the safest means of handling 
1958 cars with their modern body styling and air sus- 
pension. The new Holmes Sling introduces an entirely 
new principle of lifting which eliminates danger of dam- 
age to a car during towing operations. This is made 
possible by suspension on high strength, durable fabric 


than 1% minutes. 


ERNEST HOLMES COMPANY 


Tennessee 


straps that provide a new type of cushioned safety. 
Bumpers, bumper guards and painted surfaces are pro- 
tected due to the fact that no metal comes in contact 
with these parts. The design of this Towing Device 
affords the fastest method of pick-up ever devised, 
seldom requiring an operator to be on the scene longer 





REAR END PICK-UP with hooks 
attached to axle. NOTE chains are 
of ample length to reach any axle. 
The telescopic “V” type bars prop- 
erly space car from tow truck and 
afford a sharp turning radius. 


The HOLMES Sling is furnished with spacer bars, lifting straps and two (2) 
sets of chains with four (4) different hook attachments. It is adaptable to 
most wreckers, easy to install, profitable to use. Write factory for details on 
the New HOLMES Sling for safer handling of your customers’ cars. 





is a trustee of Syracuse University, 
on the board of governors of the 
| Aircraft Industries Assn. and a 
| member of the Society of Automo- 
| tive Engineers, Institute of Aero- 
nautical Sciences and the National 
| Advisory Committee for Aeronau- 
| tics. 
+ . ” 

|\Cummins Engine Promotes 


\Four Sales Executives 
Cummins Engine Co., Columbus, 
| Ind., has announced the promotion 
of R. F. Davis, B. K. Jacob, T, J. 
Paxton and J. E. Grimmer to new 
sales positions. 
Davis has been 
named fleet-sales 
manager for the 
eastern half of the 
U. S. Jacob suc- 
ceeds Davis as 
eastern regional 
manager. Paxton 
becomes western 
distribution man- 
ager and Grimmer 
succeeds Paxton 
as Rocky Moun- 


T. J. Paxton 
tain regional manager. 


Herrman Named to Head 


Alcoa Sales to Truckers 


Aluminum Co. of América has 
named George E. Herrman man- 
ager of commercial automotive 
sales. 

His work will involve contacts 
with manufacturers and operators 
of all types of highway trailers, 
truck and dump bodies and other 
truck applications where aluminum 
is being used or considered. 

> * > 


General Tire Promotes 


Majors to Western Post 


| Merrill E. Majors has been pro- 
moted to West Coast manager, 
national account 
sales, for General 
Tire & Rubber Co. 

Formerly re- 
gional manager, 
retail stores divi- 
sion, Majors has 
been with General 
Tire nearly 35 
years, first as a 
distributor in St. 
Louis and Kansas 
City and then as 
@ company sales 
representative in various manager 
ial posts. He has been associated 
with the rubber industry since 1919. 


* * * 


General Names Yocke Head 


Of Truck-Tire Sales in Akron 

General Tire & Rubber Co. has 
promoted Floyd A. Yocke to truck- 
tire sales manager for the Akron 
division. 

He replaces Fred Rossi, promoted 
to assistant commercial-tire sales 
manager. 





Merrill E. Majors 


* * 


* 
Two New Sales Officials 
Are Appointed by Norton 


Two new sales positions in the 
abrasive division have been 
by Norton Co., Worcester, Mass. 
Robert Cushman has been named 
manager of marketing services am 
W. Alexander McCune jr., manage! 
of field sales. 
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Power... to get action ... 


to move people ... to sell goods 


THE CHICAGO DAILY NEWS 


is the only Chicago paper ever 

to have won the Pulitzer Prize 

for Disinterested and Meritorious 
Public Service ... and the Daily News 
has won this coveted award twice 

in the past seven years 


USE THE POWER OF THE “SNEWS” 
IN CHICAGO 


















PAINT DRIERS—Dry Clime Lomp. Corp.., | 
Greensburg, Ind., is showing its line of 
infra-red paint driers. (Booths 45-6.) 







including valve grinders and 
cylinder boring equipment. (Booths 
181-2.) 





CARRIER—A line. of car-top carriers is 
being exhibited by Miller Mfg. Co., De- 
troit, Mich. (Booths 118-9.) 
| * * * 








SHOP EQUIPMENT—Weaver Mfg. Co., | 


- | Springfield, Ill., exhibits its model EC-102 


twin-post lift which handles 1958 models, | 
plus an automatic overhead car washer, 
wheel alignment equipment, wheel bal- 
ancer and the Rayoscope headlight tester. | 
(Booths 111-3.) 











Systems, Inc., North Hollywood, Colif., is 
featuring its Cal/Car bath and wheel 
washer units. Booths 142-3.) 

+ * 






i 


CAR WASHER—California Car Wash) 


| TIME RECORDER—A job and payroll 
| time recorder, the series 3800, is featured 
| by lethem Time Recorder Co., 
| Ga. (Booth 81.) 


Atlanta, 

















SERVICE EQUIPMENT—Lempco Products, 
Inc., Bedford, O., exhibits its model 525 
brake drum lathe, hydraulic Mobilcrane 
|and a hydraulic press. (Booth 163.) 

a 




















ACCOUNTING SYSTEMS—Norick Bros., | 
inc., Okichoma City, Otla., is exhibiting 
its Mobi-File ports purchose control sys- 


@s a line of autemotive accounting forms 


















North Chicago, Ill., is featuring its line 
of equipment and tools for servicing 
brakes and rebvilding engines. (Booths 
58-60.) 


* * 








COMMUNICATION SYSTEMS — A tower 
control, inter-communication equipment 
and signal light systems are featured in 
@ display by. Inter-Communication System 
of America, Chicago, Ml. (Booths 54-5.) 


Reconditioning Equipment 

Cedar Rapids Engineering Co., 
Cedar Rapids, Ia. displays its line 
of engine reconditioning equipment 


tem and Multi-Post payroll board, as well | 


end records. (Booths 105-8.) | 
ee a 


SERVICE TOOLS —Ammeco Tools, Inc., | 


. 
> 









one of 12 models available, is being | 


shown by Weld Built Body Co., Inc.,| 


| Brooklyn, N. Y. (Booths 176-7.) 






| 


' 
| 


ACCOUNTING MACHINE — Burroughs 
Corp., Detroit, Mich., exhibits its Sensi- 
matic accounting machine with controls 
designed specifically for dealership ac- 
counting, plus other machines and supplies 
aimed at helping dealers do their office 
work. (Booths 7, 8 and 9.) 

i 





RADIATOR SERVICER—A radiator serv- 
icing unit, combining a Flo-Test machine, 
a hot cleaning vat and test and repair 
bench, is featured in a display by Inland 
Mfg. Co., Omaha, Neb. (Booths 32-4.) 


| POWER WRECKER—A power wrecker, | 





ENGINE TESTERS—Sun Electric Corp., 
| Chicago, Ill., is showing its line of engine 
testing equipment, including the Sun 
Scope Motor tester and Sun Generator 
Regulator Tester. (Booths 140-1.) 

















GASOLINE PUMP—The Sunoco Custom 
Blending Pump, designed to pump six 
blends of gasoline, is being featured by 
Sun Oil Co., Philadelphia, Pa. (Booths 


173-5.) 
* 


Sales Training Material 


John Williamson Co., Birming- 
ham, Ala., displays its sales train- 


* + 
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| izes to restore clean scent, 















ning, prospect and follow-up sys- 
tem. (Booth 56.) 
* 
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SELLERS TRY BUT BUYERS ARE 


Gement Named Head Of Amer ae Sets Higher 
Easters Auction Group Sights With 58 Rambler 


SHY 
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| 


| 


AUTOMOTIVE EQUIPMENT—H. K. Porter, 
Inc., Sommerville, Mass., <isplays its SM- | 
14 extra short ram, body and fender | 
repair equipment, hand tools and rescue 
kits. (Booth 114.) 

* 





POLISHES—Mirror Glaze polishes for 
acrylic and lucite paints, new-car make 
ready, used-car reconditioning and cus- 
tomer service are displayed by Mirror 
Bright Polish Co., Pasadena, Calif. (Booth 
178.) | 








UPHOLSTERY CLEANER — Arndt-Palmer 
Laboratories, Inc., Melvindale, Mich., ex- 
hibits its Universal cleaner which deodor- 
plus other 
reconditioning products. (Booth 180.) 
















NAME PLATES — Norgren-Stemac, Inc., 


ing libraries for automobile sales- | Denver, Colo., exhibits dealer name plates 
men and dealerships and its plan-| and automotive emblems. (Booths 77-8). 






PRICE GUIDE—A wholesale price guide 
is being featured in a display by Auto. 
motive Market Report, Pittsburgh, Po, 
(Booth 139.) 



























TRUCK—tThe Forward Control Jeep FC. 
170 is being featured in a display by 
Willys Motors, Inc., Toledo, O. 

os *s s 



































LEATHER UPHOLSTERY—A display of 
genuine leather for automotive upholstery 
is featured by Upholstery Leather Group, 
Inc., Detroit, Mich. Booths 37-8.) 

* * 











INTERCOMS—Administrative, sales and 
service department intercoms, plus a serv 
ice dispatcher and signal light system, are 
exhibited by Executone, Inc., New York, 
N. Y. (Booths 183-4.) . 

- 





TUNEUP, TEST EQUIPMENT — Allen B. 
DuMont Laboratories, Inc., Clifton, N. 4» 
displays its IgnitionScope and TV-Type Em 
ginScope and accessories. (Booths 127-8) 

(Continued on Page 70, Col. 1) 












| gales of 
nylon cord tires 
up 65% In Just 
one year 


NOW IS THE TIME TO PROFIT FROM THE BIG SWING TO NYLON. 
Sree, More customers replace their tires with nylons than ever before. Already 4 out of 10 replacement 





x 


tires sold are made with nylon. And new-car buyers are sold on nylon, too. Six out of 10 say they’ll 
buy nylon cord tires when you offer them, according to a recent Dun & Bradstreet Survey. To 
thousands of customers, nylon cord tires mean priceless added driving safety . . . to you, nylons 
mean a profitable sales extra! For pocket-size cards with sales information on nylon cord tires, 
h write E. I. du Pont de Nemours & Co. (Inc.), Room 5518 Nemours Bldg., Wilmington 98, Del. 





4 ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 
brings the nylon cord safety story to over 
19,500,000 people, the combined circulation. of 
nine magazines. It will run throughout the year 
supplemented by the powerful nylon tire ad- REG. U.S. PAT. OFF. 


vertising of major tire companies. BETTER THINGS FOR BETTER LIVING 


-..THROUGH CHEMISTRY 


THE SAFEST, STRONGEST TIRES ARE MADE WITH se i LON 
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Tested Cars, Inc., East Orange, N. J. . Car-Wash Equipment 


NADA NEW PRODUCTS ‘ st SEES Sora 
i zi cago, Ill., exhibits its Rocket-Wag, 


car washer and auto laundry 
(Booths 156-9.) 


(Continued from Page 68) 


Chemical Laboratories, Webster, 
Mass. (Booth 129.) 


ACCOUNTING, BUSINESS FORMS — 
Reynolds & Reynolds Co., Dayton, O., 
exhibits its Auto-Post accounting sys- 
tems, repair orders, dealer stationery, BRAKE SHOP EQUIPMENT —Barrett 
service promotion postcards, plus. other| Equipment Co., St. Louis, Mo., exhibits its 
i accounting and business forms and sys- Sadi, aiedioanak tee oo 
FRAMES —Benmatt Organization, Inc.| tems for the automobile dealer. (Booth grinders and Brake-Mobile, a portable 


Los Angeles, Calif., displays its line of 
license plate frames, including the Starlite 12-15) a brake shop. (Booths — 
* * 


refiectorized frame. (Booth 44.) 
* * @ Engine Analyzer . Rayon Cord Tests WRECKING EQUIPMENT — The Holme 
Warranty Service A television-type engine analyzer, PL sea gene Fad al yer Tow Sling is included in the line ¢ 
alled H -Visi _| Strating the qu es of rayon co wrecking vipment exhibited b 
A car-leasing program and an - ; a oe mn, = are featured by American Rayon | Holmes Ghatancege "tone fo 
automobile warranty service are| hibited by Heyer Industries, Inc.,| Institute, Inc. New York, N. Y. 170-2.) ; b q 
featured in a display by Registered- | Belleville, N. J. (Booths 103-4.) (Booths 82-6.) (Continued on Page 71, Col, 1) 


hn eee ee 


BINS—Moulding bins, storage bins, nut 
and bolt bins and other shop equipment 
exhibited by Borrovghs Mfg. Co., Kala- 
mazoo, Mich. (Booths 152-3.) 

a 


Tax, Business Bulletins 
Stokes Tax Controls, Inc., New 
York, N. Y., displays tax and busi- 
ness bulletins for automobile deal- 
ers. (Booth 117.) 


AUTO LIFTS — Automotive Equipment 
Mig. Co., Lynwood, Calif., exhibits its 
line of automobile lifts, including the 
lee Body Man, the model 56 lee end 
lift, and the Lee Junior front-end lift. 


(Booths 74-6.) 


> > * 
Engine Cleaner, Degreaser 
Safti-Kleen Motor Wash, a 


cleaner-degreaser for engines, is 
being display tional 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 
@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Lecated 
Ia Your Area 
CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, lilinois 


Nationwide Automotive Leasing 
Service 
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NADA NEW PRODUCTS 


Automotive Advertising 


Automotive advertising and cir- 
culation targets are being featured 
in a display by This Week maga- 
zine, New York, N. Y. (Booth 100.) 


display by American Finance Con- 


Ill, (Booth 69.) 


ference, Chicago, 
> 


71 
Service Tools 


Kent-Moore Organization, Inc. 
Warren, Mich., is showing its line 
of automotive servicing tools. 
(Booth 3.) 


* * + 
(Continued from Page 70) 
Automotive Lubricants 
Kendall Refining Co., Bradford, 
Pa, is featuring automotive lubri- 
cants, an owner follow-up program 


he 
and a dealer guarantee program. 3 E. > 


COMPANY 


WOLF PLAN 
OF 
SERVICE 
TIRE CHANGER—Big Four Industries,| | MERCHANDISING 


Inc., Cincinnati, ©O., exhibits its power 


ACCESSORIES—A spare tire cover,| . - 
trunk deck mats and other automobile | ite changer, model P-58, plus other tire- 
repair equipment. (Booths 67-8.) 
* * «* 


accessories are exhibited by MoPar 


Division, Chrysler Corp., Center Line, 
SERVICE MERCHANDISERS—Shure Mfg.) , 19 CONDITIONER—The 1958 Mark IV| Mich. 


ee ae automotive air conditioner is featured in sien ° Local Trademarks, Inc. New| SERVICE PLAN—The Wolf plan of serv- 

: : Dealer Publication York, N. Y., exhibits its newspaper |ice merchandising is exhibited by John 
a display by John E. Mitchell Co., Dallas,| Dealer Publication—The A. F. C.| and television advertising pro-|— Wolf Co. Oklahoma City, Okla. 
Tex. (Booths 160-2.) Dealer Newsletter is featured in a| grams. (Booth 72.) (Booth 57.) 


NOW—-ACME MAKES 
ACRYLIC REFINISHING 
EASY! EASY! EASY! 


Advertising Program 


service work 
and 


service merchandisers, 
benches, portable 
(ooths 19-21.) 


cabinets carts. 


* * > 


Hand Jac 


Blackhawk Mfg. Co., Milwaukee, 
Wis., exhibits its line of automotive 
and truck hand jacks, service and 
transmission jacks, horses and body 
straightening equipment. (Booths 
148-51.) 


Before you re-order any Acrylic lacquer, consider 
these exclusive advantages of Acme’s new, easier- 
to-use Acrylic: 


© Sprays like “regular” lacquer 
Requires only one thinner 
Needs no special surfacer 
Dries like “regular” lacquer 
Doesn't need constant polishing 
Has durability equal to original finish 
It’s free from film “crazing” 
Doesn't require constant agitation during 
spraying... 
Can you name any other Acrylic finish now avail- 


able that’s so easy to use? Then why not call your 
Acme jobber today. 


“a 
& 
‘ge 
Y 
im 
ce 
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JACKS, LIFTS — Automotive jacks and 
lifts, including a drive-on lift that will 
accommodate the lowest, longest domestic 
or foreign automobiles, are being dis- 
played by Joyce-Gridiand Co., Dayton, O. 
(Booths 4, 5 and 6.) 

(Continued on Page 74, Col. 1) 


EASY! 

EASY TO MIX 'N’ MATCH ACRYLICS . . . Acme’s new 
Acrylic lacquer finishes for 1957 and 1958 are available 
for intermixing on the handy Acme Color Eye. Two new 
mixing colors and a modifier—747 Silver Metallic, 
756 AC White, and 758 Acrylic Modifier—make it 
possible. You simply add to regular Acme lacquer inter- 
mixing colors. So you can quickly match any of the 
newest new car shades right in your own shop. There's 
ne waiting. No waste. Tinting is easy. 


MERCURY 
Dealers 


EASY TO BUY FACTORY-MATCHED ACRYLICS... 
Acme has available a complete line of the same 
Acrylic lacquer colors now being used on the auto- 
motive assembly lines by the car manufacturer. So 
you are assured of a good match for any Acrylic 
finish when you order the new Acme Acrylic Lacquers. 


ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 
8250 St. Aubin, Detroit 11, Michigan 


ASY'! 


SY TO USE ACRYLICS .. . new Acme Acrylic Lacquer 
‘Sprays on like “regular” lacquer. No need to bother with 
“Special undercoats either. Acme Acrylic Lacquer can be 
| ¥sed to spot-repair conventional Acrylic lacquer finishes 
| ® as a touch-up on itself, and may be compounded in 
Me same time as “regular” lacquer. 


"CALL YOUR ACME JOBBER POWERCAR CO 

















CH 


- 8 eA / 
A “DOWN-TO-EARTH 
These “down-to-earth” solutions to your auto Save money... time and space. Let your SHAT- 
glass problems: R-Proor Distributor stock ALL your automobile 
e MORE SPACE IN YOUR PARTS DEPARTMENT replacement glass needs for you. Whether you 


want clear, tinted or shaded, his complete stocks 
AND OBSOLESCENCE 


AuTo GLASS SERVICE WHEN YOu NEED IT. 
@ RELEASE OF YOUR CAPITAL FROM EXPENSIVE PR. ieee 
WINDSHIELD INVENTORIES Your SHAT-R-Proor Distributor wants to help 


turn your overhead dollars into profit dollars. Call 
are offered to you by your nearby SHAT-R- him today for ALL your auto glass. His service is 
| Proor Distributor—a real “space” expert. 





“out of this world.” 
Your SHAT-R-Proor Distributor stocks windshields for all popular foreign cars. 


DISTRIBUTOR TODAY! 





For further information or the name of your local Distributor write to: 


SHATTERPROOF GLASS CORPORATION 
4815 Cabot Avenue « Detroit 10, Michigan 


THE WOLF PLAN 


OF SERVICE MERCHANDISING 


DOES EVERYTHING FOR YOU 
ECONOMICALLY AND EFFECTIVELY! 


Few Service have the time to “do-it-yourself” on Service Customer Follow-Up. 
That's why so many of them on the WOLF PLAN to do an effective, low-cost job of 
Follow-Up and Service Merchandising. It will do the job for your dealership, too! It covers 


three important phases that are necessary to INCREASE YOUR SERVICE PROFITS! 


DAIL contacts are made regularly to all of customers! There are ially designed 
letters bearing YOUR PERSONAL SIGNATURE for New Car Buyers . . "Used Car 
Buyers . . . Active Customers . . . Inactive Customers . . . Truck Owners . . . and Whole- 
sale Parts Accounts. Remember . . . a// work is done for you . . . from creation of sales 
ideas to putting letters in the mail! The WOLF PLAN gets the job done each and every 
month for only pennies per customer. 


ideas are dealer-developed and ven! They ri our cash 
register with EXTRA PROFITS! The WOLF PLAN furni these at so odie aut And 
. - . there's no equipment to buy . . . no extra employees needed . . . no grease or oil to 
“push.” The WOLF PLAN is an easy-to-use, effective Service Merchandising program that 
gets the job done for you! 


MANAGEMENT AIDS 2:- furnished to help make your job easier! The WOLF 


PLAN gives you ideas to stimulate salesmen . . . build morale . . . keep “tabs” on your 


aids round-out the WOLF PLAN to 
ice Follow-Up and Merchandising Plan 


operation . . . and much more! These 
make it the most complete and effective 
... anywhere! 





SEE THE COMPLETE DISPLAY OF THE WOLF PLAN 
IM BOOTH NO. 57 


AT THE NADA CONVENTION IN MIAMI 


a, 


‘COMPANY 
HOME STATE LIFE BUILDING ° 


Over 25 Years of Service to Authorized Dealers . . . Exclusively! 
GKRLAHOMA CITY 2, OKLAHOMA 
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Supersize Tires 
Made Optional 
For Imperial 


DETROIT. — The largest and 
softest riding tires ever built for 
passenger cars are now being of- 
fered as optional equipment on 
1958 Imperials, according to C. E. 
Briggs, sales vice-president of 
Chrysler division. 

The new tires, 11.00 by 14, carry 
recommended pressures of 14 


pounds in the rear, 17 pounds in| 
front. This compares with 22\—@ 


pounds, front and rear, in the 
standard 9.50 by 14 tires, which are 
among the largest in the industry. 

Briggs said tests over a period of 
several months had shown that the 
new tires offered advantages in ad- 
dition to an exceptionally smooth 
ride. They include superior traction 
on slippery surfaces, increased 
braking power and increased load 
rating, he said. 

The new tires have 56.7 square 
inches of tire tread in contact with 
the road surface and they provide 
4,210 cubic inches of air cushioning 
around the wheel. They are of six- 
ply construction. Their load rating 
is 1,510 pounds, compared with the 
1,245-pound rating of standard 
tires. 

The loaded radius of the new tire 
is 14.1 inches, compared with 13.6 
inches for the standard tire. The 
new tire weighs 45 pounds com- 
pared with 33 pounds for the stand- 
ard tire. 


* * 
Avis Will Boost 
Car Purchases 
>. 
By One-Third 

BOSTON.—Avis Rent-a-Car 
System has disclosed plans to pur- 
chase a total of 16,000 new-model 
passenger cars and trucks for its 
worldwide car-rental operation. 
This is a 33 percent increase over 
1957 purchases. 

In making the announcement, 
Winston V. Morrow jr., executive 
vice-president of Avis, said in- 
creased car and truck purchases 
which started in September with 
the announcement of the new 
models clearly indicate his firm’s 
confidence in the car-rental busi- 
ness this year. 

Morrow said the car-rental busi- 
ness is expected to top the $400- 
million mark during 1958. 

Avis has been growing rapidly 
since a group of Boston business- 
men purchased the system a little 
more than a year ago. In calendar 
1957, Avis increased its gross reve- 
nues by 34. percent—to approxi- 
mately $55 million, the company 
said. 

It has nearly doubled the coun- 
tries and territories where it offers 
service, With 51 nations now 
served by the Avis operation, the 
firm has 1,262 locations in 859 cities 
throughout the world, Morrow said. 


Gaskin Leaves 


S-P of Canada 


HAMILTON, Ont.—D. C. Gaskin, 
59, said he quit as president of 
Studebaker-Packard of Canada, 
Ltd. to head a multimillion-dollar 
venture in Canada by a U. S. firm. 
He will be succeeded by Gordon E. 
Grundy, 45, vice-president of the 
company. 

Gaskin declined to name the firm 
he is joining. He said it would not 
be in the automotive industry. 

Gaskin joined Studebaker 27 
years ago as a sales representative. 
He became district manager in 
Hamilton in 1931, general manager 
in 1941 and president in 1953. 


N. Carolina Wholesalers 


Convene During Cruise 


WILMINGTON, N. C.—Members 
of the North Carolina Automobile 
Wholesalers Assn. held their fall 
convention aboard the Swedish- 
American liner M. S. Stockholm 
during a seven-day cruise to Ha- 
vana and Nassau. 

Speakers included Edward Gam- 
mie, president, Nationa] Standard 
Parts Assn. and B. W. Ruark, 
general manager, Motor & Equip- 
ment Wholesalers Assn. L. T. White 
jr., Raleigh, association president, 
announced that the group’s annual 
convention will be held June 22-24 
in Asheville. 
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for proven ideas that: 





increase Service Business, 
Builds Customer Good 
Will, Gives lower-cost 
m long life advertising 









Orvision of C. A. Morgren Co 


1281 Se. Cherekee 
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TURNTABLES 


a 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Cona. 
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every years-ahead car you sell today 


TL AUT CU RUM Ct) ae Der eee TT 


You’re the MoPar man; the man with Chrysler Corpora- 
tion’s MoPar Parts and Accessories, designed precisely 
for cars of the “Forward Look’; the man with the staff 
that is specially trained in the proper care of Chrysler 
Corporation cars; the man with factory-engineered tools 
to save your customers time and money. 


Why not make sure every one of your customers 
knows this: When he wants parts and service he can 
depend on, you’re the man who’s got them. 


Then, why not make sure you handle this growing 
parts and accessories business on the most profitable 
basis, as well? You can do that by taking full advantage 
of (1) today’s aggressive MoPar parts program, and (2) 
all the help that’s coming to you from the expanded force 
of MoPar factory-trained field specialists. 


Visit us at the N.A.D.A. Convention, at the Chrysler Service Consultation Area, and Booths 96, 97 and 98 in the Exhibit Area—Portico Annex. 


These MoPar field men mean business for you—in 


many ways, including help in selling, merchandising, 
conservation of floor space, displays, balanced inventories. 


Buy 100% MoPar, invest in your future. 


MoPaR 
PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 


MOPAR DIVISION >= CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 
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(Continued from Page 71) 


ates, Inc. Los Angeles, Calif. 


(Booth 43.) 
LICENSE FRAMES—Douglas Co., Min- 


neapolis, Minn., displays its Chrome Craft 
license frames, emblems and other auto- 
mobile dealer advertisements. (Booth 132.) 


-_ 76 
HEADLIGHT AIMER—Jack P. Hennessy 


Co., Inc., Englewood, N. J., exhibits the 
Trulite headlight aimer, plus other shop 
equipment. Goethe 6? and 90) SALES PROGRAM—Bert Doane, Inc., Ios 
2 ae Angeles, Calif., exhibits its recorded sale; 
development program. (Booth 73.) 
* * 


* 
4 nef onl 
AOS, — 





TIRE CHANGING MACHINES—Bishman 
Mfg. Co., Osseo, Minn., exhibits its power 
and mechanical tire-changing machines, 
tire spreaders, bead breakers and ex- 
ponders, vulcanizers and test tanks. 
(Booths 124-5.) 

* 













t | a 
WHEEL BALANCERS—Hunter Engineer- 
Promotion Material ng Co., St. Louis, Mo., exhibits its Hunter cian tbat ton ‘ ‘ 
Tune-In wheel balancers and Hunter Lite- A S—Kits for repairing 
Personalized direct mail sales) , 1:4. wheel aligners, plus other wheel| TRUCK SEATS—Bostrom Mfg. Co., Mil-| truck seats ore featured in a display by 
and promotion material is featured | aijonment and balancing equipment, tools | wavkee, Wis., exhibits its line of truck|W. L. Webster Mfg., Ltd., Detroit, Mich. 


- . a . th 169. Booth 179. 
in a display by Bill Scott & Associ-| and accessories. (Booths 16-8.) seats. (Boo' ) ( ) a ae” 


WHEEL TESTING EQUIPMENT — Bear 
Mfg. Co., Rock Island, Ill., exhibits i 
Telaliner, Avutorol and On-A-Car whee 
balancers. (Booths 134-6.) 


Motor Vehicles 
Called Major 
Export Products 


WASHINGTON.—Motor vehicles 
(especially trucks) and other trans 
portation equipment are among 
non-agricultural items which rely 
heavily on export sales, according 
to the Bureau of Foreign Com 
merce, U. S. Department of Com j 
merce. 

Other items on the list, compiled 
in one of four studies of foreign 
trade, include motors and genere 
tors, mining, construction, metal 
working and other non-electrial 
machinery, iron and steel, nor 
ferrous metals, petroleum ani 
rubber products and coal. 

U. S. agriculture is especially de 
pendent on foreign markets, th 
bureau said, with 25 to 40 percent 
of the production of cotton, wheat 
rice, fats, oils and tobacco being 
sold abroad. 

The bureau also reported that a 
least 4.5 million American familie 
gain their living from foreig 
trade, and that foreigners spent 
more money for American good 
last year than Americans spent for 
autos. 

U. S. purchases abroad have 
risen considerably since 1953, the 
bureau said, with those from 
Western Europe showing the 
strongest gain. Imports represent 
about 3 percent of the gross i 
tional product, the bureau said 


Dealer Johnston Cited 


By Defense Department 

TRENTON, N.J.— The Depart 
ment of Defense cited Johnston 
Cadillac, Inc., Trenton, for “out 
standing cooperation with reser’ 
ists and reserve activities.” 

The Reserve Award, an official 
citation accompanied by a display 
pennant, was presented to William 
S. Johnston, president of Johnsto 
Cadillac, by Maj. Gen. Homer L 
Sanders at a luncheon ceremony: 
The citation paid tribute to Johnt 
ton for policies which have & 
couraged participation in the © 
serve and have promoted #& 
military reserve programs in t& 
community. 


Hertz Expands on Coast 
CHICAGO.—Completion of a # 
month expansion program hat 
doubled its auto-rental facilities # 
Los Angeles International 
was announced by Hertz Corp. 
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=| There” ! 
=| There’s a New Kind of Car in the Low-Price Fie 
sent a 
ns 
4. 
This big, bold Chieftain gives Pontiac dealers a powerful new wedge into the biggest and fastest growing 
as segment of the automobile market—the upper bracket of the low-price field. From its new color-matched 
oe and fully carpeted interiors to its genuine big-car 122” wheelbase, the Chieftain represents an eye-opening 
erv- 
ste new measure of comparison and value to the low-price-three buyer. No other car offers so much in size, luxury and 
engineering advances to the low-price buyer who wants to shed a low-price name plate. 
ston 


“” 
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In 1958—keep your eye on the Pontiac dealer! PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION. 


BOLD NEW-PONTIAG 


eases 






es” 
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76 
Tires Called Profitable Field .. . 


Good Shop Will Pay 
Own Way, Clinic Told 


(Continued from Page 47) 


boys were selected to represent; as a skill and as a fine job was 
each high school in an automobile- | Stimulated. 


iri ition. ae 
sooty Pango Am doctored Si lar Contests Planned 
i th ldn’t oa h | Because of the‘excellent response 
so they wouldn't run. The boys who) i, California, Plymouth is now pre- 
turned in the best time for locating} paring to hold 10 to 12 similar-.con- 
the troubles, fixing them, and then! tests in other parts of the country 


driving the car around a track| this spring and eventually to make 
| the competition a nationwide proj- 
three times were given trophies. | ect. 





ful and won high praise from the| 
school officials who cooperated in| 
presenting them. 

The dealers, for their part, were | 
enthusiastic over the results. Not) 
only were they able to locate prom- 
ising young candidates for jobs in| 


| These contests were highly success- 
; 
| 
| 
| 
/ their service departments, but gen-| 
i 
! 


As you know, all of the manu- 
facturers also provide advanced 
courses of instruction in automo- 
tive mechanics to dealer service 
personnel. In 1956 Chrysler Corp. 
opened a new and expanded 
training center headquarters in 
the Detroit area for this purpose, 
and last year we began construc- 
tion of regional training centers 


eral interest in automotive repair! in the New York, Chicago, At- 
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lanta and Los Angeles areas and | critical shortage of mechanics; and 


at Newark, Del. 


it is the dealer who benefits most 


All of the factories spend a great|from an adequate supply of me- 


deal of time and money to give 
servicemen up-to-date and useful 
instruction in automotive repair at 
minimum expense to the dealer. 
And yet many dealers of all makes 
of cars seem to be uninterested in 
seeing that their service personnel 
get this training. 5 

It has been extremely hard for 
me to understand — and for the 
service-training directors of the 
other automobile companies to un- 
derstand—why it is so difficult to 
keep our classes filled—especially 
when the evidence on every hand 
points to a tremendous need for 
mechanics who know every phase 
of the highly complex automobile- 
repair business. 

+ ad * 

While the manufacturers have 
developed extensive programs for 
assisting schools and dealers in the 
training of mechanics, we never 
kid ourselves into thinking we've 


| done all we can do. 


At the same time, however, we 
believe the need for technicians 
should be of special and vital con- 
cern to our dealers because it is 
the dealer who suffers most from a 


chanics. 

Every effort a dealer puts into 
encouraging young men in his 
community to enter the field of 
automobile service is a step to- 
ward insuring his own future 
success and prosperity. 

Many dealer organizations across 
the country have adopted programs 
for increasing the flow of automo- 
tive technicians. In Maine, for in- 
stance, the dealer association has 
developed a highly successful ap- 
prenticeship training program. 

The Indianapolis Automobile 
Trade Assn. operates a placement 
bureau which helps put graduates 
of public school mechanics courses 
into automobile dealerships. 

In Philadelphia the dealer group) 
sponsors evening courses in auto- 


—an 
are hundreds of individual q 
—no doubt there are some of 
here today—who are taking 
themselves to make sure they hay, 
enough mechanics. 

Some are working closely wit, 
automotive teachers in the pubj, 
schools; others have deve 
formal training programs of their 
own. And it seems to me we neg 
more of this kind of activity if y, 
are going to obtain the service per. 
sonnel we require. 

We need more dealers who wij 
provide counsel to their schook 
in setting up standards for aunty. 
motive classes—who will lend o- 
donate equipment and provid 
technical manuals and 
aids—who will demonstrate t 
students the special testing-and. 
repairing equipment that is not 
available to them in class. 

We need more dealers who wij 





invite automotive mechanics jp. 
structors to their service meetj 
and provide jobs for them during 
school vacation periods—who wij 
give mechanics students work «. 
perience by employing them par. 
| time. 

We need more dealers who wil 
sponsor contests in automotive 
classes and offer awards to th 

(Continued on Page 94, Col, 3) 


motive mechanics. 

The New York State Automobile 
Dealers Assn. finances ann ual) 
scholarships for students enrolled 
in automotive service training. 

*” + + 


Dealers Acting on Own 


These are examples of how deal- 
ers can cooperate in bolstering the 
recruiting of mechanics. But there | 





DEALERS - SALESMEN 
—get the facts about 





from. 


Doubling Truck Useftness * 





alore | 


ASK YOUR 
DAYBROOK 
DISTRIBUTOR 


Coles helps 
g / 





DAYBROOK 


ALABAMA 
ARIZONA 


PHOENIX 
ANGELES 


CONNECTICUT 
Co., Inc 


Truck Equipment Co 


FLORIDA — BRADENTON—Miller Sales. Inc 
DeBohac Truck Equipment Co. « W. PALM BEACH 


FAIRFIELD — Duncan Mig & Equipment Co, tx 
Western Truck Equipment Co 
ARKANSAS. LITTLE ROCK—The J. Lester Booker Company 
CALIFORNIA — FRESNO —Utility Trader Sales Co + 10S 
Western Body & Horst Co. (Maywood). Stesded 
Carriage Works « SAN FRANCISCO - Transport Supply Co 
COLORADO — DENVER — Timpte Bros. Inc 
SOUTH NORWALK 


Truck Equipment 


+ MAM 
td 


GEORGIA~— ATLANTA~— Brooker Truck Equipment Co 


Loading and 


Factors in Truck Transportation 


Daybrook Power Gate® equipped trucks solve a materials handling 
problem (loading and unloading) for the truck operator, in addition 
to making a ese delivery. Therefore, truck usefulness is 

! elivery cycle is completely mechanized. One man with 
the use of modern merchandise handling tools completes individual 


doubled! 


deliveries quicker and safer. 


DEALERS—SALESMEN .. . sell modern truck delivery methods 
. . . trucks that are Daybrook Power Gate equipped. Everybody 


LOADING 





Unloading are Big 


Balduf Bakeries, 
deliveries to a 200 


delivery cabinets. 


profits! Daybrook Truck Equipment distributors want to work with . 


truck sales organizations and are fully equipped to offer sales appli- 
cation assistance, a complete line of truck equipment, installation 


and service. 
DAYBROOK Speedlift DUMP BODIES - 


HOISTS « POWER LOADER « 


POWER PACKER « 
DAYBROOK BYDBAULIC DIVISION + YOUNG SPRING & WIRE CORPORATION © BOWLING GREEN, OHIO 


TRUCK 


POWER GATE 


|} TRANSPORTING —_— 


Inc., 
doubled the quantity of its baked foods 
% increase in retail 
store outlets with existing equipment and 
manpower. This cost saving in deliveries 
was accomplished by a new storewide 
handling system, using Daybrook Speed- 
lift Power Gates to load and unload 


EQUI 





§IDANO— BOISE —Car! R. Burt Equipment Co 

SLLINOIS— CHICAGO —Eriinder Equipment Corp. «© SPRING 
FIELO—Caputol Trasler & Body Co 

INDIANA—EVANSVILLE— Superior Welding Co. + FORT 
WAYNE—Hoosrer Truck Equipment » NOBLESVILLE — Waree 
Commercial Body, inc. ¢ SOUTH BEND —General Equpment 
& Machine Co 

SOWA— DES MOINES — Weston Dump Body Co 

MANSAS OTTAWA H & M Manufacturing Co. Inc 

KENTUCKY — LOUISVILLE— Tom Rice. Inc 

LOUISIANA - BATON ROUGE - Dealers Truck Equipment Ce 
¢ SHREVEPORT — Dealers Truck Equipment Co 

MARYLAND. BALTIMORE — Warner Fruehaut Traser Co. tee 

MASSACHUSETTS. BOSTON—W. F. Lacey & Som & 
(Medtord) 

MICHIGAN — DETROIT — Scientific Brake & Equipment Ce 
J. J. Lynn & Sone « GRAND RAPIDS — Alved Truck Equpmet 
Co. « LANSING —Truck & Travler Equipment Co. « SAGINAT 

Scientific Brake & Equipment Co 

MINNESOTA — DULUTH Lakeshore Body & Equipment Cop 
« ST. PAUL— Power Brake & Equipment, inc 

MISSOURI KANSAS CITY— Monatco Manufacturing Com. 


ST. LOUIS —Steetweid Equipment Co, Inc., McCabe-Powet 
Auto Body Co.* 

MONT ANA — JOPLIN — McClellan's, Inc. « MISSOULA- 
Superior Coach Sales* 

NEBRASKA OMAHA — Omaha Body & Equipment Co. ix 

NEW JERSEY — NEWARK—Industral Truck Equpmet 
Corp. « THOROFARE—H. A. DeHart & Son 

NEW MEXICO — ALBUQUERQUE —Timpte Bros. ' 


NEW YORK - ALBANY — Estate of Andrew J. Ronan « BUFFALO 
NEW YORK — Ama 


Garden City Part) + 
SYRACUSE -L. 8 


Universal Truck Equipment Corp. « 
Brake Co. « J. C. Truck Equipment, in 
SHERMAN —Sherman Hydraulic Co. 
Smuth, inc. « TROY —Howe Brothers 

NORTH CAROLINA — CHARLOTTE — Tw 
ment Co 

NORTH DAKOTA. FARGO—Travis Bros. Body Works 

OH1IO—CINCINNATI— Melvin L. Aston Welding Co. » CLEVE 
LAND—Schaefer Body. inc. « COLUMBUS — Harry J. Reyaelés 
& Associates, inc. « DAYTON Kencar Equipment Co * 
TOLEDO— Riedy-Manner Truck Equipment Corp. « YOUNGS 
TOWN —Dentry Truck Body & Trasier Service Co 

OKLAHOMA - TULSA — Truck Parts & Equipment C 

OREGON PORTLAND — Utility Trasler & Equipment Co, Ine 
Aw Mac, inc.* 

PENNSYLVANIA - ALLENTOWN — Allentown Brake & Whee 
Service ¢ CAMP HILL—L. B. Seth, Inc. « ERIE — Farm Eque 

Trasico Mig. & Sales Coe 

« PHILADEL 


States Equp 


ment Co. « HUMMEL’S WHARF 
LANCASTER Lancaster Auto Spring Co., Inc 


PHIA—S. J. Eskin ¢ PITTSBURGH Barat: Brothers * 
WILLIAMSPORT — Servall Machinery & Supply Corp.* 
TENNESSEE — KNOXVILLE — Post & Company, Im. * 


NASHVILLE —Tennessee Steel Products, Inc 
TEXAS. AMARILLO—King Trailer & Equipment Co, lac. * 
DALLAS - Texas Kydraulic & Equipment Co. inc. « EL PASO 
P & R Truck Equipment Co. « FORT WORTH Bechmae 
Trailer Sales « HOUSTON —Truck Parts & Equipment, Inc. ® 
SAN ANTONIO— Commercial Body Corp. « WICHITA FALLS 
Longhorn Trailer & Body Co 
UTAH - SALT LAKE CITY —Foulger Equipment Co 0 
. VIRGINIA—RICHMOND- Baker Equipment Engineering 
Ohio inc.: Mcllhany Equipment Co.. Inc.® « ROANOKE —Genea! 
Weiding & Machine Co.. Mclihany Equipment Co., Inc.* 
WASHINGTON. SEATTLE—Transport Trailer & Equeme 
Co., inc.; Ait Mac, Inc.® « SPOKANE— Spokane Machinery Co 
Inc. ; Air Mac, inc.* 
WEST VIRGINIA—WHEELING—Power Brake Co 


as 


UNLOADING 





Toledo, 


WISCONSIN — APPLETON — Auto Body Works, Inc 
MILWAUKEE—Motor Truck Body Co.; Brake & Equipme" 
Co., inc.* 

DISTRICT OF COLUMBIA — WASHINGTON — Warr 
Fruehauf Trailer Co., inc wy 


CANADA Manufactured in Windsor, Ontario. Canada 
Elcombe Engineering. Ltd., and distributed by Beaver Hyd" 
he Equipment, Ltd., Montreal ; Bills Welding, Shop, St ee 
Edmonton Truck Body, Ltd. Edmonton; Elcombe Sales 
Service, Kingston; Elman Motors, Ltd., Sydney; Sam 
Clinton; Kunec Machine Works, Winnipeg; Sumner Equipment 
Ltd., Toronto; Wheel & Brake Service, Ltd., Hame 
J. W. Wolsey, Port Arthur. ie 
SASKATOON, SASKATCHEWAN—Milne Distributors, U 

CUBA—HAVANA—Cuban Agricultural Services, Inc. 

*Indicates Power Loader distributors only. 

# indicates Power Loader and Power Gate distributor only. 

Above distributor list current at time of publication. 
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= The Philadelphia Inquirer is first in national advertising, 
= retail advertising, classified advertising, and total advertising. 
ro Among the reasons for The Inquirer’s consistent standing 
peBonx 
as Philadelphia’s FIRST newspaper are the following: 
PRIN 
= 
oom . . . > . 
Daily Inquirer families have the capacity to buy ...51% of all 
mes Daily Inquirer families have incomes of *5,000 or more annually. 
ons (a 
ent Ce 
3 JbaeZ 
ot Cae 
Core . . ey? 
= Daily Inquirer families have the need to buy more... 76% of 
wont all Daily Inquirer families own their own homes. 
Ti PEELE 
fave 
me Daily Inquirer families have shown proof of their ability to buy 
OUNGS 
. ...72% of all Daily Inquirer families own automobiles. 
ger 
=" 
pe: All market data from “THE FAMILIES OF THE DELAWARE VALLEY,” a study conducted for The Inquirer by Alderson & Sessions. 
rL PASO 
7% 
ye 
1 Che Philadelphia Pngquirer 
a DELAWARE VALLEY, U.S.A.— 
_ es > ss 14 county Retail Trading Area 
wen Good Mornings begin with The Inquirer ... home of 5,200,COO people 
ses. 20d .. and Philadelphia is the hub. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


“= month a higher court held 
valid and enforceable a con- 
tract in which an automobile dealer 
agreed to purchase from a finance 
company all repossessed automo- 
biles previously sold by the dealer. 

In Ace Auto Sales v. Universal 
CIT Credit Corp., 
282 S. W. (2d) 401, 
the testimony 
showed that an 
agreement was 
made between Ace 
Auto Sales and a 
finance company 
which provided 
that the dealer 
should repurchase 
all repossessed 
automobiles. 

In _ subsequent 





L. T. Parker 
litigation, the higher court held the 
contract valid and enforceable. 
This court also held that Ace Auto 





Sales is liable for deficiencies be- 
tween the amounts due the finance 
company and the auction sale prices 
of the repossessed automobiles. 


> * + 


An Advertising Nuisance 


AST month the writer attended 
a dealer convention and this 
legal question arose: “Can an auto- 
mobile dealer announce by loud 
speakers an’intended special sale?” 
According to a leading higher 
court decision, no automobile 
dealer, person or corporation can 
make such an unreasonable, un- 
usual or unnatural use of his 
property that it substantially im- 
pairs the right of another to 
peacefully enjoy his property. 

In Biggs v. Griffith, 231 S. W. (2d) 
875, testimony showed that a cor- 
poration had been operating a 
public address system by means of 
a loud speaker mounted on its 
automobile advertising special sales. 
The testimony showed that the 





corporation operated the loud 
speaker almost continuously dur- 
ing business hours. 

A man named Biggs, who has 
his place of business and home 
nearby, filed suit and asked the 
court to grant an injunction 
against the corporation operating 
the loud speaker and address 


system. 

The higher court granted the 
injunction, saying: 

“We hold that the operation, to- 
gether with proper advertising, 
even by a loud speaker, or public 
address system, is not, of itself, a 
nuisance per se but that it may 
become such if not operated in a 
fair and reasonable manner hav- 
ing regard to the rights of adjoin- 
ing property owners.” 

Hence, it is quite apparent that 
an automobile dealer cannot op- 
erate or use a “nuisance” to adver- 
tise his special sales or business. 

> * + 


Must Exercise Due Care 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: If a parked 
automobile is stolen from a garage, 
is the automobile dealer liable for 
value of the stolen car? 
In Leonard v. Parks, 79 Atl. (2d) 








MOTOR SALES 





“It’s not the ‘tight money’ that 
worries me, it’s the ‘tight pros- 
pects!” 





70, it was shown one Leonard 
parked his automobile in a garage. 
When Leonard returned to get his 
car, it was gone. He sued the owner 
of the garage for damages. 

The higher court held in favor 
of Leonard because the owner of 
the garage failed to prove that 
his employes exercised “reason- 
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stock and sell the leader! CARTER has always 
“pioneered in partnership” with America’s most 


modern-minded car makers. 


In today’s trend to low-line car design, CARTER’s AFB 
Carbureter, shown here, plays a vital part. And 

tomorrow's fuel systems—tomorrow’s new sales for 
you—are taking on their finished form at CARTER 


right now. Watch for them! 
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able care” to prevent theft of the 


‘It is obvious that plaintig 
(Leonard) established a case be 
cause the assumption is that he 
(garage owner) did not exercige 
ordinary care.” 

This higher court explained that 
the owner of a garage is not liable 
for theft of an automobile if he 
proves that his employes were on 
the job when a thief quietly came 
into the garage and stole the car, 

This higher court went on te 
explain that an automobile dealer 
never is liable for theft of an 
automobile from his garage at 
nighttime, or otherwise, if he can 
prove that he exercised “ordinary” 
care to prevent the theft. 

In one case, for example, ag 
automobile dealer was held not 
liable for theft of three automobiles 
from his garage where the testi. 
mony showed that the thieves broke 
into the securely locked garage at 
nighttime and drove out the auto 
mobiles. 

This higher court said the auto. 
mobile dealer was not liable for the 
theft because the testimony proved 
that he had used “ordinary” care 
by securely locking the premises, 
and he could not be responsible for 
thieves who broke ordinarily good 
and secure locks and gained ad- 
mission into the garage. 

In another late and leading 
higher court decision, the court 
refused to hold an automobile 
dealer liable for theft of an auto 
mobile from his garage when the 
testimony showed that the thief 
was an employe of the garage 
owner who had good recommenda- 
tions from former employers. 

os a7 * 


New York Speed Law 


Ruled Too Vague by Court 


ALBANY.—The Court of Appeals 
declared unconstitutional a state 
traffic law under which any rate of 
speed could be illegal. 

The state’s highest court, in a 
unanimous decision, struck down 4 
law against operating a motor ve 
hicle at any speed that made it 
impossible to stop without causing 
injury to others or damaging their 
property. 

The court said the law was “too 
vague for validity.” 


New York’s Muffler Law 
Ruled Unconstitutional 


HUDSON, N. Y.—Judge William 
J. Connor of Columbia County 
Court has ruled that a section of 
the State’s traffic law dealing with 
mufflers is unconstitutional. 

He threw out a conviction against 
Patsy Zanchelli, 18, Germantown, 
who had appealed a conviction in 
justice-of-the-peace court. 

Judge Connor said the statute 
“does not set up a sufficiently 
certain standard and is not sufi- 
ciently explicit .. .” 

The State Motor Vehicle Bureau 
had no comment. 

Section 15, Paragraph 1 of the 
State Vehicle Law states: 

“Every such motor vehicle shall 
have a suitable muffler or device 
to prevent unnecessary noise from 
exhaust gases.” 

In his opinion, Judge Connor 
noted that the State Trooper who 
arrested Zanchelli testified he did 
not arrest truck drivers on such 
violations, although the _ trooper 
acknowledged trucks made more 
noise. 

“It would seem therefore that 
the statute as written is susceptible 
to a dual interpretation, one ap 
plication to trucks and one 
pleasure cars,” the judge said. 


Reo Appoints Flamme 
Portland Sales er 

LANSING.—Edward W. amme 
has been appointed district sales 
manager of the Portland (Oregon) 
district sales office. He joined Ree 
as a salesman last year. 

Jack Adams, Reo sales managet, 
said Reo will open its new 
sales office at 2705 N.W. Nicolai St 
in Portland. 

Under Reo’s expansion progral, 
he said, the White factory brancb 
is acting as Reo parts and servi 
ing agency. 


Rasmussen Takes S-P 
Don Rasmussen Studebaker 
Packard has opened at 1527 Ww. 
Burnside, Portland, Ore. The fir@ 
is headed by Don Rasmussen wh? 
also has an Edsel franchise. 
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yeep sales climb during bad weather months 


... because in good weather or bad, 4-wheel drive ‘Jeep’ vehicles go where 
ordinary vehicles can’t go—do the jobs that ordinary vehicles can’t do! 















FORWARD CONTROL ‘Jeep’ FC-150 


Forward Control design puts a record-breaking 74” pickup box 

on an 81” wheelbase! That gives you the shortest turning radius 

of any 4-wheel drive truck, plus advance design features like the 
comfortable Safety-View Cab with the large wrap-around windshield. 
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i UNIVERSAL ‘Jeep’ 


A Regardless of bad weather and slippery roads, ‘Jeep’ vehicles stay 
= right on the job. They have the extra traction of 4-wheel drive for 
da- safe, sure performance. That’s why more people depend on ‘Jeeps’, 


because ‘Jeeps’ go where the job is...every day of the year! 


‘Jeep’ TRUCK 


Here’s the all-weather friend that hauls payloads of more than a ton 
anywhere, anytime. There’s no end to the versatility of ‘Jeep’ vehicles. 
Equipped with power take-off, they operate a wide variety of 

special equipment, from winches to belt-driven machinery. 


ae ‘Jeep’ UTILITY WAGON 





ntly 
uffi- 
oi Goes where ordinary road-bound 2-wheel drive station wagons can’t 

“a go. Transports cargo, men and equipment between jobs, and doubles as a 

e delivery wagon and family vehicle. All 4-wheel drive ‘Jeep’ vehicles 
= shift easily into 2-wheel drive for fast, economical highway travel. 
rom 
inor 
who 

did 
such 
oper 
ore 
that ‘Jeep’ vehicle sales account for 72% of all 4-wheel drive vehicle sales! And reported gross profit per 
= sale is high, too — averages $447.75 after washout! A ‘Jeep’ vehicle franchise gives you freedom from 
.? “wheeling and dealing” competition —40.2% of all ‘Jeep’ sales reported are “clean deals.” Demand 


with a ‘Jeep’ vehicle franchise: 
Wake more sales—Keep bigger profits 


for trade-in ‘Jeeps’ exceeds supply. Extra profits on service, parts, and ‘Jeep’-approved equipment 
continue long after the original sale. 
Learn how you can increase your profits with a ‘Jeep’ franchise, either added to your present line — 
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— or as your exclusive line. Just fill out and mail this coupon —no obligation. 
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eS See, See anes 
fascinated me as typically 
American: 

“You pays your money, and you 
takes your choice.” 

But, really, do we, in the matter 


And we pay a good deal of our 
money for highways today—28 
cents of every automobile dollar 
goes for taxes. To this we'll have 
to add now the additional Federal 
tax for the new interstate road 
system. 

This tremendously valuable 
highway bill was passed because 
of the support of the motoring 
public, as well as because the 


proposed 41,000 mites of high- 
standard ms possessed 
marked and defense 
values. 


Highway officials and traffic en- 
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gineers warn that this prodigious 
program will not be successful if 
the engineers ignore the desires of 
motorists in complete favor of the 
scientific theories of highway con- 
struction. Road-users are perfectly 
willing to have their highway taxes 
raised—if the roads impress them 
as better. 

Isn’t it time that we paid more 
attention to the way road users 
appraise the highways they drive 
on—and pay for? Motorists have 
had a lot of tomatoes thrown at 
them. They’ve been tagged as the 
sole cause of many accidents. 
We've been told they get their 
driver’s licenses too easily. And we 
hear this sort of thing constantly: 

“Today's traffic brawl is the 
worst and the biggest demonstra- 
tion of gutter manners ever seen 
in this country.” 

> + + 

Some Signs Cry ‘Wolf 
wa not so long ago the 

American Automobile Assn. 
reported on the opinions of 3,032 
motorists who answered questions 
about their appraisal of highways. 
Here are some of their principal 
beefs: 

1. Signs you can’t make out 
easily enough, especially at night. 
Three-quarters of the drivers vot- 





Flexible Fleet— 


The Milwavkee Journal has added four Metropolitans to its messenger service 
fleet. According to the newspaper, the cars get “phenomenal” mileage, are easy 
to park, and can accommodate far more material for transmission than a motor 
tricycle or similar vehicle. The Journal is said to be the first newspaper to adopt 
the Metropolitans for this service. 


survey, but there’s another beef 
or two of my own about road 
signs. Every now and then they 
ery “Wolf” at you. 

Ever come upon those warnings 
that slow you up with the big 
letters saying: “Thickly Settled,” 


ing complained that route-number 
boards cannot be spotted quickly 
enough when it’s dark. Half of the 
drivers said the signs were too 
small. Three-fifths of them said 
there weren’t enough signs. 


I don’t remember it in the 
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SEND FOR COMPLETE DETAILS NOW! 
MPANY 
Monsanto Chemical Company 


SO) - 
A Division 
Dept. AN-i 
El Dorado, Arkansas 


patented 


Please send me complete information about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
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City. 








A Division of Monsanto 
Chemical Company 





7 





UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free,” reporting they save many times their cost by 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 


You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 


process results in a coating of greater density...a 


coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet—increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 







COMPANY 


EL DORADO, ARKANSAS 
* 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 








~~ 
and you come to a sparse mile or 
so of widely separated co 

one service station and a lumber 

yard? 

Then you get sign after sign 
showing you the angle of a curve 
a curve that really isn’t very diff. 
cult. Next thing you know you'ye 
driven for a mile without seej 
any signs at all, except one adver. 
tising Antiques—and slap-d ash, 
your tires squeal at a curve that's 
really a lulu. 

= * * 

Divided Highways Favored 
SUPPOSE it doesn’t make any 
real driver-difference, but ‘ag 

the father of three bright children 

—and as one who thinks language 

is a lovesome thing—I kinda regent 

the sign that says, “Slow Children” 

Yours and mine aren’t slow. 

2. Divided highways were pre 
ferred overwhelmingly by motorists 
in the AAA poll, even though they 


knew that divided highways cogt | 


more to build. Controlled-accegs 
highways that provide expres 
lanes came next in the vote. After 
those two preferences came major 
intersection grade separations and 
10-foot-wide shoulders. 


3. Three out of four driver 
voted for “fairly wide” rights-of- 
way. Five out of six of the 
voting road users wanted more 
roadside planting. 

Now that we have long stretche 
of highway, it becomes tiresome 
— dangerously monotonous — to be 
lulled by unbroken views. There 
is something about a man in a 
automobile that likes a bit of 
beauty—for his taxes and his 
pleasure. 


The same proportion of the 
drivers who voted—five out of sk 
—wanted scenic turnouts and rest 
areas “more often.” Well, there you 


are. 
* * + 


Beauty and E ficiency 
P S. A man has respect fora 
* good car, a car designed for 
ease and efficiency—a beautiful 
car. He has respect for good roads 
built for easy driving and fo 
beauty. He doesn’t abuse them. 
Now and then, the engineer, th 
road commissioner, the town father 
fighting for appropriations get 4 
direct pat on the back. They know 
their business, They know features 
the user may miss—for the driver 


|“prefers” what he SEES as gow 


for him. 


And he sees a lot. He may se 
cloverleaf entrances as “ P 
And they are. But the engine 
has tested many access designs 
He sees the cloverleaf as efficient 
Both are necessary—road users and 
road engineers. 


Gas Turbines 
To Take Spotlight 
At ASME Parley 


WASHINGTON.—A series @ 
papers and exhibits are planned fa 
the conference of the gas-turbine 
power division of the America 
Society of Mechanical Engineet 
March 3-6 at the Shoreham Hotd 
in Washington. 

General Chairman Frank J 
Smolion said more than 900 ga 
turbine experts are expected to a 
tend the conference. 

Exhibits Manager J. M. Clark 
said these firms have schedule 
disp)ays: 

Austenal, Inc.; Bendix Aviation 
Corp., Boeing Airplane Co., Brow! 
Boveri Corp., Burgess-Manning ©. 
Clark Bros. Co., Cleveland Di 
Engine division, GMC; Cle 
Graphite Bronze Co., Fabricast di- 
vision, GMC; Franklin Institute 
Formsprag Cc., Garret Corp., 
eral Electric Co. Haynes Stellitt 
Co., International Nickel & 
Lucas-Rotax, Ltd. 

Lycoming division, Avco Mf 
Corp.; North American Aviatio® 
Co., Wm. W. Nugent & Co., Int, 
Oil Engine & Gas Turbine mag® 
zine, Solar Aircraft Co., Thcmps 
Products, Inc.; Westinghouse CofP- 
Woodward Governor Co., Diesel # 
Gas Turbine Progress magazine. 

Exhibits are limited to variow 
types of gas-turbine power plants 
compcnent parts, materials, incl 
ing fuels and all accessories, 
Clark. 


For views on retail auto aistributies 
read the Dealer Forum column on Paé® 





03.3 
sales 
9 mo 
into | 
bette 
ginee 
—ani 


Imps 


The p 





53.8% is the increase in Chrysler’s Dealers’ conquest 
sales from their two leading competitors in the last 
9months! This is one of the deepest cuts ever made 
into a competitive owner body! And it’s getting still 
better (for Chrysler dealers) as Chrysler styling, en- 
gineering, and value leadership are being recognized 
—and bowght—by more and more people! 


Impartial surveys show 64% of all owners prefer 


Chrysler’s FlightSweep styling to all others! That’s 
why a year-old Chrysler Windsor has a higher resale 
value percentage than any car in its class! 


Demand for Chrysler’s products has boosted Chrysler 
Division’s registrations in its price groups 30.7% in 
the first 9 months of 1957. And with the new Chrysler 
Windsor—now in a lower priced field—Chrysler 
dealers are in their best market position in history. 


The percentages are in your favor when you deal with... e> A RYSLE | ? 


CHRYSLER DIVISION e CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 
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How They're Pushing Sales .. . ‘ 





Dealer Ad Ideas 


‘Tears’ in Their Eyes 
RATT PLYMOUTH, INC., Syra- 
cuse, promoted new-car busi- 


| dealers in the metropolitan New 


York area. 
“How far can June Havoc drive 


ness with a newspaper ad built| @ Renault Dauphine on one teacup 


around the caption: “It’s a Crying 
Shame.” 

The ad featured a photo of three 
Pratt salesmen wiping “tears” from 
their eyes as they look over the 
featured models. “Tears flow easily 
as Jack Taylor, Don Pratt and 
Varn McCarthy face the reality of 
selling years-ahead Plymouths 
under cost,” said the ad. 

7. * * 


Dealers Stress Service 


Tiffin (O.) auto dealers 

joined forces in an advertise- 

ment on their service facilities and 
stating their service policy. 

They promised to “render the 
service you want when you want 
it.” They added that the nine dealer- 
ships have a total of 105 service 
personnel with “many years of 
experience and (who) know how to 
service your automobile right.” 

The dealerships, which make up 
the Tiffin Automobile Dealers Assn., 
are Brand Buick, Coppus Motor 
Sales (Studebaker), Koontz Motor 
Sales (Edsel), Meyers Pontiac, 
Porter Motors (Lincoln), Rose 
Motor Sales (Oldsmobile), Sattler 
Chevrolet, Tiffin Ford and Wittman 
Motor Sales (DeSoto). 

> > oa 


Teacup Teaser 
HE “Teacup Grand Prix,” a 
citywide contest with eight all- 
expense trips to Paris as prizes, 
has been launched by 13 Renault 


A OA e 


AMMCO TOOLS, INC. 








of regular gas?” 

The most accurate answers will 
determine the winning contestants. 

The contestant takes a demon- 
stration drive in a Renault at any 
one of the 13 cooperating dealers 
within the city, and then makes 
his guess on an entry blank pro- 
vided by the dealer. 

At the end of the contest, June 
Havoc will drive the Dauphine on 
a teacup of regular gasoline, start- 
ing from the showroom of Renault, 
Inc., in Woodside, N. Y. 

* + * 


Beer and Imports 


ARRINGTON MOTORS’ 

foreign-car division in Phila- 
delphia is involved in a beer pro- 
motion which has 11 of its models 
scampering about the Philadelphia- 
New Jersey area for a beer manu- 
facturer. 


The tie-in is with Gretz Brewing 
Co., and it began with a series of 
teaser ads by the beer firm in 
announcing the “ G. B. Fleet Is 
Coming.” Silhouettes of each make 
car purchased by the beer firm 
were shown in the teaser ads. 


Other ads showed the salesmen 
assigned to each of the sports cars 
in their cars, and finally a full-page 
ad announced the entire “fleet,” 
showing photographs of the cars 
and the salesmen. 

Each of the cars carries the 
Gretz insignia on both sides. 

> > > 


Gifts Under Tree 


O. GATES CHEVROLET, 

* Misawaka, Ind., featured gifts 
around a large Christmas tree, to 
be given free to each purchaser of 


a new 1958 Chevrolet. They in-| 


cluded appliances, valued up to 
$109.95. 


> > 


8 Ohio Dealers 
Publish Paper to 
Tell Sales Story 


To eight members of the Bed- 
ford (O.) Auto Dealers Assn. 
combined their promotional efforts 
to publish an eight-page tabloid 
newspaper which extolled the mer- 
its of buying at home. 


The publication had a regular 
newspaper front page, complete 
with a banner headline which pro- 
claimed: “8 Bedford Dealers Pledge 
Better Buys.” Each dealer was pic- 
tured and a map showed the loca- 
tion of his firm. 

Inside pages carried new-car and 
used-car ads plus brief editorial- 
type messages from the firms. The 
back page was devoted to ads offer- 
ing service specials. 

The cooperating dealerships, all 
located on Broadway in the Cleve- 
land suburb, were: Bedford Ford 
Co.; Elliott of Bedford (Dodge- 
Plymouth); Bower Oldsmobile, Inc.:; 
Stone Buick; Frank Nero Mercury, 
Inc.; Mosher-Lally Chevrolet Co.; 
Auto-Mile Plymouth and Jay Pon- 
tiac, Inc. 









7 . . 


Show Goes On and On 


pReQvESTS for aid to community 
projects in Van Nuys (Calif.) 
area have been rolling in continu- 
ously since Holt Motors, Ine. 
(Dodge), hired Harry deLane, 
vaudeville veteran, as public rela- 
tions consultant two years ago. 
Under deLane’s program, color 
motion pictures, projector, public 
address system, a master of cere- 


monies and taped music are offered | 


by Holt to any group in the San 


Fernando Valley, an area of almost | 
| while a new building is being © 
structed. 


a million people. 
* 


* 


‘Straight Forward Look’ 


N AN advertisement headed “15 
Men with the Straight Forward 
Look,” Freed Motor Co. (DeSoto- 
Plymouth), Salt Lake City, saluted 
15 of its 110 sales, service and office 
employes. 

The 15 were pictured, and ad 
cepy declared them te be “reli- 
able and responsible (and) thor- 
oughly qualified to help you make 
an investment as personal and as 











i 


important as the purchase of ap 
automobile.” 

Turning back to Freed’s en 
into the auto business in 1926, the 
ad said, “Cars were much taller 
then; engines smaller; tires thip. 
ner. But though styles and features 
have changed, our standards haye 
remained the same. We still seek 
the man with the clean straight. 
forward look when we add to our 
staff.” 

Freed Motor is headed by Charies 
C. Freed, NADA president in 19% 
and currently NADA director for 
Utah. 

* * * 


News Release Featured 


a oe ae -PACKARD dea]. 
ers in the Cincinnati zone haye 
featured a company news releage 
on sales increases in their adver. 
tisements. 

A number of dealers used the re. 
lease reporting that sales had ip. 
creased for four consecutive months 
as the basis for a separate ad. 


* ca 


Christmas Promotion 


ALPH-PONTIAC, INC., Roches. 

ter, N. Y., promoted used. 
car business during the Christmas 
shopping season by offering free 
gift certificates with every car pur. 
chase. 

The certificates could be used ip 
any local department store of the 
customer’s choice. A $5 certificate 
was given for every $100 spent ona 


used car. 
> 


Used Cars Get the Works 


LEPFER BROS., INC. (Buick), 

Buffalo, traced its used-car re 
conditioning operation in a news 
paper ad in which art work fo- 
lowed a used car through the plant 
from receipt to resale. 

These steps were shown: 

1. All used cars are test driven, 
with rejects eliminated. 

2. Cars go to the repair shop 
for necessary work on transmis- 
sion, differential, motor and 
brakes. They are inspected and 
test driven again. 

3. Complete checkup in body shop, 
repair of rust, dents and replace 
ment of parts. They are inspecte 
again. 

4. Then they go to the paint sha 


|for touch-up work, repainting ani 


rub-out work. Another inspection 
follows. 

5. Wheels then are aligned ani 
other front-end work is done. 

6. Tires are inspected, rotated 
replaced or repaired. 

7. After another inspection, th 
car’s upholstery is washed, repaired 
and vacuum-cleaned. 

8. Lights, heater, radio and bat 
tery are gone over and repaired 

9. Then comes a final inspection 
and test driving, after which th 
car is ready for resale. 

> 7 


°58s in Christmas Parade 


IX auto dealers in Bellaire, 0. 
7 entered 1958 models in the com 
munity’s Christmas parade. 

They are Bellaire Ford Sale 
Maffe Brothers, Inc. (Studebaker 
Packard), Bellaire Auto Service 
Inc. (Chrysler-Plymouth), Cervell 
Motor Co. (Oldsmobile), Kuckinks 
Chevrolet and McClain Motors © 
(Dodge-Plymouth). 

> a > 


Car Is Anniversary Prize 


ESTSIDE FORD, INC., Seattle 

is giving away a 1957 For 
sedan to mark the fifth anniversary 
of its sales and service building. 

The dealership gave away a 
at the opening of the building 
Ralph Malone, president, said the 
dealership’s volume has inc 
fivefold in the nine years he ha 
owned it. 
7 - * 

Phone in Demonstrator 


A MOBILE telephone has bee? 
mounted in a demonstrator bY 
Blackwood Motors (Dodge), Coco 
Fla. 

Residents of the area are askel 
to call any time to have the roving 
demonstrator stop at their home 

The phone was added because the 
dealership is in temporary quartet 


* * * 


| Cooperative Competitors 


(THREE competitive dealers doiné 
business at one intersection 
Milwaukee—Fiftieth and W. Lisbo 
—joined forces to advertise: | al 

“Ome stop to see the low-pr 
three.” 

Under their respective auto eres 
appeared the signatures of Sawy® 
Plymouth, Tom Zweifel, Inc. (Ford) 
and Schwartzburg Chevrolet. 














“We're having our greatest year... thanks to the 


DESOTO FIRESWEEP” 


reports Iver Schmidt. Board Chairmgn, Automobile Sales Co, Memphis. Tenn. 






larles 
| 19% 
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“S2% of the trade-ins on our new 


DE SOTO FIRESWEEP 
are competitive makes” 


‘says Roy Burnett, Ir. Roy Burnett Motors, Inc. Portland, Ore. 
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“the De Soto FireSweep caught on tast in Phitadetpnia... 
and this factory edvertising helped to do it" 
—aeye Hered Bo Rebenson, Prendemt. Harct Ro Rebinem Autre Seles Co. Inc Pheladetphes, Pe 
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it really pays te be 2 De Seto dealer! 


<a AUTOMOTIVE NEWS—June 17, 1957 AUTOMOTIVE NEWS—July 15, 1957 AUTOMOTIVE NEWS—August 12, 1957 





“These men know... 
if pays fo be a 


ESOTO DEALER 


Reproduced here are six De Soto advertisements 

from a series currently appearing in Automotive News 
and other industry publications. Take a few moments 
to read the headlines. These verbatim quotes 
dramatically point-up the advantages of the 

De Soto franchise. Here are six good reasons why... 
it pays to be a De Soto dealer! 








m ...its just the car we asked for” 


aye AD) Polunia, Prendent, AD. Pelunie, Ine. Cleveland, Ohio 






Ses: 
ane oe oe 


We st sa the 38 DeSoio.ahat aca! 


say Archie Butts, President, ABC Motors, Inc., Minneapolis 
and Norbert J. Koppy, President, Koppy Motors, Inc., St. Paul 
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Look to the future... 
IT PAYS TO BE A DESOTO DEALER! 






A.D. PELUNIS knows. ..18 PAYS 70 G8 A DESOTO DEALER! 


AUTOMOTIVE NEWS—September 16, 1957 AUTOMOTIVE NEWS—October 14, 1957 AUTOMOTIVE NEWS—December 2, 1957 








SLIDING ROOFS 


FOR ALL MAKES 
OF CARS 


RIGID ALL STEEL OR 
FOLDING VINYL PLASTIC 


SUMMER & WINTER 
MANUAL & ELECTRIC 
CUSTOM INSTALLATION 


NEAREST INSTALLATION FIRM. 





BODY PARTS DIVISION 


6636 CHARLEVOIX, DETROIT 7, MICH. 





INSIDE 





L E AT Hi E P and you'll love it! 


In all Roadmaster “75” and all Limited models 








VENTILATION WITHOUT DRAFT 


ORDER YOUR DEMONSTRATOR 


WRITE, WIRE OR PHONE FOR NAME OF 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


OLFSBURG, Germany.— The 


Volkswagen organization will 
go on overtime schedules from 


more prompt de- 
liveries of VWs. 


2,200 units a day 
is being dis- 


people feel that, 
unless they in- 
crease output, 
competitors will 
be able to reduce 
the advance of 





G. L. Glaser 


| kets. 


VW also bought another tract 
of land for possible expansion 
and is now trying to decide 
whether to obtain a chief engi- 
neer of its own or continue its 
teamwork with Porsche. 


A new piece of shop equipment, 
a vibrator, has been designed by 
the Beissbarth firm in Munich. The 
| company said the device will locate 
| noises without driving the car out 
of the service garage. 

A hydrostatic system of steering 
is being considered in Turin, Italy. 
It involves moving each wheel by 
hydrostatic motor. 

Class Brothers of Harsewinkel, 
Germany, now is equipping its 
farm combines with Perkins diesel 
engines from Britain. 

> > > 


Monte Carlo Rally Set 


—— 1958 Monte Carlo Rallye, an 
important automotive endur- 
ance contest, will be held Jan. 21- 
29. Britain and France have 95 
participants each. There is no 
quota for the U. S. as far as I know, 














YOU’RE CREATING A FIRE HAZARD 


UNDER THE HOOD UNLESS YOU INSTALL 





Carburetor | 


Score another “first” for LEE — a FLAME-PROOF Air Filter Element that 
prevents under-hood fires! 


Carburetor air filter fires are caused by the combination and combustion 
of gasoline vapors and air as well as “carburetor cough” due to engine 
back-fire. This dangerous fire hazard becomes even greater in dry climates 
because of a lack of moisture absorption. 

Be safe! Sell and replace air filter elements with LEE Carbu- 
retor Air Filters — THE FIRST FLAME-PROOF AIR FILTER ON THE MARKET! 
The exclusive Micralytic® construction of LEE Air Filter Elements insures 
greater C.F.M.* of air flow than the filter that came with the car! The LEE 
engineered gasket on every element acts as the perfect sealant — abso- 
lutely prevents by-passing of dirty air! 

Make sure you have these LEE Air Filter Elements on hand! You'll be glad 
you did! See your jobber or write for information. 
*Cubic feet per minute 


A FLAME-PROOF AIR FILTER! 


AIR FILTER element 


THE FIRST FLAME-PROOF AIR FILTER 
ON THE MARKET 




















January to March 
to make possible 


An output of| 


cussed. The VW) 


| their product on the world’s mar-| 


| but interested parties may file now 
for the 1959 event. 


* * * 


|\Bus Week Applications 


OW is the time to enter the 
annual bus week which is 
eduled for Nice, France, in 
|early May. The competition in- 
| cludes all features of bus design 
| as well as performance. 

Applications may be sent to! 
| Association pour le perfectionne- 
| ment et le developpement de |’Auto- 
car, 44 rue de la Bienfaisance, 
Paris 8, France. A booklet giving 
details of the event has been pre- 
pared. 





sch 
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|News from Britain 

_ British have developed a 
railroad car which can ac- 

commodate six automobiles. The 

first of these transports has 

already left for Europe. 

Sales of the Aston-Martin DB 
Mark III in the Western U. S. 
have encouraged the firm to start 
looking for distributors in other 
parts of the country. 

* 
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Volkswagen Sues Writer 


VV OLESWAGEN has started legal | 
action against Alexander Spoerl, 
anewspaperman, for his test) 
reports in a German weekly maga- | 
zine. VW claims the material was| 
supplied by an interested source. 
VW also claims to have received 
an application from a West Pakis- 
tan firm for a Volkswagen dealer- 
ship on the planet Mars. 
> * > 


Alarm Clock on Dash 


yro. of Frankfurt, offers a dash- 
board clock which can be 
removed and used as an alarm 
clock at night. The firm also has 
a dashboard thermometer which 
shows the temperature both inside 
and outside the car. A red light 
goes on if the temperature falls to 
freezing outside. 
> 


Opel Midget Delayed 

EORGE VON OPEL, distrib- 

utor of Opel cars and trucks, 
has postponed production of the 
Mopetta three-wheeled midget 
car. He wanted to sell it direct 
from the factory to the buyer, but 
service and parts problems kept 
him from getting the plan into 
operation. 


motors. 





> > > 
Show Dates for 1958 
ERE are some of the shows 
and fairs in which the auto 
industry will participate during 
1958: 

Feb. 13-23, Amsterdam, Holland 
(cars and trucks); Feb. 28-March 
9, Copenhagen, Denmark (cars, 
parts and accessories); March 9-16, 
Vienna, Austria; March 13-23, 
Geneva, Switzerland; May 9-18, 


Crackdown Urged 
As New Yorkers 


Evade Inspection 


ALBANY.—Up to a half-million 
New York motcrists have dodged 
the state’s new safety inspection 
program without being caught. 

This was revealed as Joseph B. 
Kelly, state motor vehicle commis- 
sioner, called for a statewide police 
crackdown on delinquents. 

A spokesman said the number of 
delinquents was perhaps as many 
as a half-million. Al! are liable to 
lose their registraticn plates if 
caught. 

The spokesman said spot reports 
from police around the state con- 
firmed the bureau’s impression that 
many motorists have ducked the 
inspections. 

The law requires that all models 
more than four years old be in- 
spected for proper brakes, lights, 
steering gear and wheel alignment. 


Panama City Dealers 


Elect New Officers 

PANAMA CITY, Fla.—R. L. Lloyd 
(Pontiac-Cadillac) has been elected 
president of the Panama City Auto- 
mobile Dealers Assn. 

H. N. Tillman (Chevrolet) is vice- 
president and Homer C. Hood 
(Dodge-Chrysler-Imperial) is 
secretary-treasurer. 




















Helsinki, Finland; Sept. 26-Oct. 4, 
London (trucks and equipment): 
Oct. 2-12, Paris; Oct. 22-Nov, 1 
London (Cars). 

+ 
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Condor Sport Coupe Due mastel 
T= Condor, a sport coupe with a 
three-cylinder Heinkel engine in I 
the rear, will be produced by 
Fahrzeugwerk Weidner OHG, of tur 
Schwaebisch-Hall, Germany. It statu 
reportedly will be priced at $1,650 
and the company hopes to build N 
400 units a month. 

a ciousn 
LeTourneau 24-W heeler? 
L_LETOURNEAU of France is said T 

to have in production a desert. 
type truck train with 24 wheels [transi 


Each wheel will be powered by an 
electromotor and will have a set of 
electromechanically operated disk 
brakes. 

Each wheel will be about nine 
feet high, it is reported. A 335. 


|horsepower diesel engine will 


supply the power for the electro. 


* ® + 


|Auto-Union Seeks Funds 


AUTO UNION CORP., Dusse- 

dorf, Germany, producer of 
DKW cars, reportedly has sug- 
gested that the Bavarian State 
grant it a $3 million to $4 million 
loan for the production of 4 
planned smaller car. The firm 
also is said to have applied for 
a similar loan from another 
German state. 


S-P Dealers Visit Germany 


fPOStz-F OUR Studebaker 

Packard dealers and ther 
wives visited the Daimler-Bem 
operation in Germany. Another 
visitor was Gen. Mendes de Moraga 
chief buyer for the Braziliag . 
Army. 


The company has delivered if 
25,000th Unimog, a vehicle that cas 
be used as a small truck-tracter 
or in forestry or farming. It dow 
not need paved roads to operaié 
on, and it comes in several whee 
bases, with or without diesel power, 

a ” * 


Ford Upgrades Truck 


JroRD of Germany has up ; 
its small truck and bus to 1} 
tons. The FK-1250, as it now 
designated, features a reinf 
unitized body and hypoid rear end 

The unit has 6.70-by-15, six-f 
tires. It uses the four- 
engine of the Ford M-15 with 
horsepower. It is a forward-con 
type vehicle. 


* 
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Wraparound Problems 
r LUTON, England, and R 
sheim, Germany, engineers 
me that putting a wrapare 
windshield into the unitized 
of a small and not too soft 
sprung car such as the Va 
Victor or Olympia Rekord has bt 
a major achievement. 

The difficulty of controlling % 
sion and twisting stresses 
lightweight unitized bodies 
portedly has kept other firms fret 
adopting such windshields. ¥ 
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Loses in Denver - 


DENVER. —A city personal i& 
come tax was voted down here 
a margin of 11,000 votes as 
numbers of citizens went to 
polls. 

The plan called for a % pe 
tax on incomes up to $5,000 
are earned in Denver, regardless 
where the worker lives. A one 
cent tax would have been c 
on income over $5,000 and h 
families would have had a 
exemption. 

The issue was bitterly f 
with the business comm 
divided and suburban resi 
angered. 


Billingsley Promotes 2 


Harry Ballard has been 
general sales manager of B 
ley Motors (Plymouth), Po 
Ore., and K. F. Burkhard, who b# 
been with the firm 30 years, has 
been appointed fleet sales 


A. M. Work is president. CADI 
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A Viasterpiece. i Fiven by (cadillac Standards / 


The magnificent Cadillac car for 1958 is, without question, a rare 
masterpiece in all the things that make a Cadillac . . . a Cadillac! 


In its graceful symmetry of line . . . and in its great size and 
stature, it is in a class all of its own! 
Never before has Fleetwood coachcrafting blended such gra- 


ciousness .. . luxury . .. and spaciousness in a single interior design. 


The combination of its dynamic new engine, its more responsive 


transmission, and its new air suspension—now available as an extra 


cost option—is simply a revelation in motoring ease and comfort. 


And, to be sure, all these virtues culminate in rewards that are 
unique to the Cadillac franchise. 

In fact, they have instilled in Cadillac owners a loyalty and 
devotion that are rare in the world of commerce. 

There are twelve new models for 1958, including the incompar- 


able Eldorado Brougham, to give the Cadillac dealer the most 
complete line in the fine-car field. 


Every Window of Every Cadillac is Safety Plate Glass 
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Market Trend 


A sharp decline was noted last 
week in the overall average 


signment averaged 161.7 units, of 
which 67.8 percent were. sold. 


Prices marked with an asterisk 


i 


Feb. March Apr. May June daly 


Prices of 'STe added and '49s dropped in November, 1956, Prices of '58s added and ’50s dropped in December, 1957. 
Figures alongside bars represent dollars. 
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Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


7 
te as 
ee is 
"S66 °S7 







weno 
NO a 00 


» 
i 
8 K 
3 1 
3 5 
"S7 "56 ’ "56 "ST 


Sept. 


87 


Aug. Oct. 





(6) 4-dr., $1,010*, $1,000°, $910, 
, $860. 55 Bel Air (6) 4-dr., $985; 
conv., $800*; Two-ten (8) station 

$1,150*; Two-ten (6) 4-dr., $725%. 'S4 
Bel Air coupe, $860; conv., $495*°; Two- 
ten 2-dr., $535, 53 Bel Air 2-dr., $390, 
$370; Two-ten station wagon, $460; 


motive News’ index. drive, and (ps) indicates power | CHRYSLER—’5S ey 4-dr., $1,030° 
The loss, which averaged gies, | *¢¢Ting Po Sueduane 4-dr., $180*, $115. 
ranged from $34 to $291. By aoe. os DODGE—'65 Royal coupe, $895°, '53 4-dr., 
makes pty bags setbacks DYER, IND. FORD—'st Fairlane (8) £00 Victoria, $1. 
amounted $291 "68a, $127 Dyer Auto Auction, Sale Friday. ; conv., : ; 4-dr., 7 ; 
"Sis, $114 on "56s, $04 on "S4s, $08 Prices are for sale of Dec. 27), Fairlane (8) 4-dr., $1,530°, $1,475°; Vic- 
(Strengthening considerably with much toria, $1,525*; Country sedan, $1,700°; 
on "52s, $62 on ‘S5e, $41 om "53s, | more activity involved om the part of | Custom (8) 300 4-dr., $1,285*; Ranch 
and $34 on ’Sis. buyers who are once again tn the market Wagon, $1,500. '56 Fairlane (8) Victoria, 
fer late sharp cars. Sold 215 cars out of $1,300*, $1,120*; Crown Victoria, $1,- 
All of the newly established | 33; ) 270* (ps); 4-dr.. $1,095*, $900; Custom 
prices represented new lows for | BUICK—'57 Century Riviera, $2,000° (ps). 2-dr., $960*, $915, $815. "55 Custom 4- 
the respective models. 56 Century 4-dr., $1,530° (ps). "53 RM dr., $745°, $725°, $680°, , $630, 
Riviera, $415* (ps); Special 4-dr., $480°.| $510; Ranch Wagon, $840°, 
At a group of representative ee ae (ea) ss ern (ps), a oe 4-dr., $185, °53 4-dr 
auctions last week, the average . (ps). ” ) coupe, $3, $200 , 
(ps). "56 (62) 4-dr.. $2,650° (ps). '56| IM — Crown coupe, $2,850* 
consignment was 205 units, a new (62) 4-dr., $1,800° (ps). "51 (60) 4-dr., (ps). 
high for the year and the largest $350°. '50 coupe ° MERCURY—’56 Montclair 4-dr. Hardtop, 
average number recorded since | CHEYROUNR oT ts: Twoten vay Si-| $2000" (oe); coupe, 61.500" (pe), 7 
590° ,5TS*, .455; Two-ten (8) sta- ontelair coupe, $995°; Monterey 9 
mid-November. The sales ratio | fm. ‘wicon $1,500, "56 Bel Air (8) 2-dr,| $005; 4-dr. $075". "54 4-dr., 680°, ’53 


$1,225°; coupe, $1,200°; Two- 








































CALIFORNIA FLORIDA 
DAYTONA BEACH — Florida Auto 
SACRAMENTO Auction. Municipal Ai Tues., 
AUTO AUCTION 11 A.M. Completely shelter. 
Nerthern Califernie's Leading Sele 
EVERY RIRORAY <= 11 Am MARYLAND 
4304 W. Capite!l Ave. West Sacramento 
Phone: FRontier 1-4076 BEL AIR AUTO AUCTION 
Bel Air, Md. 


— Every THURSDAY at Noon — 
Phone Bel Air, Md. 894-1580 





MICHIGAN 





Checks and titles guaranteed 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y% mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK... 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) “° 
MELVINDALE, MICHIGAN 


4-dr., $405°. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 











NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee tities 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 









Phone Dunkirk 3-0150 


















A Dealers — Land at 





RALEIGH — Mann’s Auto Auction 






BUICK—’57 Special Hardtop, $1, 
725. °56 Century Hardtop, 
Century Riviera, $930°. ’53 Super 
$390. °52 Super 2-dr., $365; RM 


$140. °51 4-dr., $100. 
CHEVROLET. 













Cony, 
er 
56 Two-ten (6) 4-dr.. 
265. '55 Bel Air (8) 2-dr., $975; ' 

ten (6) 4-dr., $780, $550; Delray 
$755. '54 2-dr. station wagon, 
Air 2-dr., $570; Two-ten 2-dr., § 
Delray, $520; One-fifty sedan, $235 1» 











aor 


» $240 
Hardtop, $290; 4-dr., $265, $260 
$230, $115; club coupe, $270. 
CHRYSLER—’56 Windsor 4-dr., $1,310, 
DeSOTO—’57 Firedome Hardtop, ¢; 
(ps). '53 Firedome 4-dr., $355. 
DODGE—’56 Coronet (6) 4-dr., $635, 
Coronet (8) 4-dr., $975. '54 ( 
4-dr., $510. °53 Coronet 4-dr., $129 
Meadowbrook 4-dr., $125. 
FORD—'56 Fairlane (8) Hardtop, ¢; 
2-dr., $1,200; Custom (6) 2-dr, 
‘airlane (8) 4-dr., $875; Custom @ 
, $800. '53 Custom (8) 4-dr, ye 
*52 Custom (8) 4-dr., $265. '50 G 
2-dr., $135. 


OLDSMOBILE—’55 (88) Super 4-dr. . 
000. '54 (88) Super 2-dr., $680, "51 (8) 
4-dr., $125. 

PLYMOUTH — ‘56 Belvedere (6) 2 
$840. °55 Belvedere (6) 4-dr., $795, 
Belvedere 4-dr., $550; Savoy 4-dr. gum 
*53 Cranbrook 4-dr., $335. 

PONTIAC—’56 Star Chief Catalina, $igy 

WILLYS — ‘53 2-dr., $180. ‘51 stata 


wooor 
a) 








"55 
4-dr. 
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wagon, $310. 

NASH—’55 Ambassador 4-dr., $880°. "53 MISCELLANEOUS — ’57 Studebaker > 

Ambassador Country club, $395*. %-ton pickup, $750, °55 Chevrolet 
OLDSMOBILE—’56 (88) Super 4-dr., $1,- pickup, $630. 

375° ag ty ayy 

(ps). ’ (88) r., $535. ° ) r., 

$180*, $150°; (88) 4-dr., $150*. "51 4-dr., BUFFALO 

$280°. (Thruway Auto Auction, Inc. Sale en, 
PACKARD — ‘55 Constellation coupe, $1,- | Monday. Prices are for sale of Dee, %) 

035° (ps). "53 4-dr., $225°, $205°. (The final sale in 1957 proved 


La 
success, with a grand total of 101 ay 
entered and 71 sold.) 

BUICK —’55 Super Hardtop, $750* (pm) 
"54 Century 4-dr., $700° (ps); Spec 


PLYMOUTH—’57 Savoy (8) 4-dr., $1,330. 
"56 Savoy coupe, $1,025°. 
dr., $585. °54 Savoy 4-dr., 
Cranbrook 2-dr., $355, $225, $215*. 


PONTIAC—’57 Star Chief Catalina, $1,-| 2-dr.. $530. ‘53 Special 2-dr.. gm 
885°. °56 Chieftain Catalina, $1,080°.| $365°; Hardtop, $325°. °52 Super ¢e, 
‘5S Chieftain 2-dr., $855°, $775; Star| $145; Special 4-dr., $115. ‘51 Sue 

. ° 1, ° . conv., : 
an ade ‘saa8°° nan $1,030° (PS). | CADILLAC—'56 (62) coupe, $2,585° (wi. 

RAMBLER — '55 Cross Country station | CHEVROLET—'56 Bel Air 2-dr., $1.29, 
wagon, $900*. '52 station wagon, $250. $1,095*; conv., $1,000; Two-ten +# 

STUDEBAKER — ‘55 Commander coupe,| $1,075*; 2-dr., $800. '55 Two-ten de. 
$970*; Champion 4-dr., $655*. $700; 4-dr., $675. "54 Bel Alr 2, 

WILLYS—’52 2-dr., $165. '49 Jeep, $250.| $495; Two-ten 2-dr., $400. '53 Bal 

MISCELLANEOUS — ‘57 Fiat station| 4-dt., $370°; Two-ten 2-dr., 2 at 


wagon, $1,350. 


EBENSBURG, PA. 


$280; 4-dr., $280. ‘51 4-dr., $155*. 
DeSOTO—'S4 Powermaster 4-dr.. $44" 
DODGE — ‘56 Coronet 2-dr., $800, 
Royal Hardtop, $870*. "53 Coronet 
$185, $125. °52 2-dr., $100. 


(Ebensburg Auto Auction. Sale every ) 
Thursday. Prices are for sale of Dec. 26.) | FORD—'S7 Fairlane Hardtop, $1,640"; 
(Prices good, cars scarce due to year dr., $1,480°. '56 Fairlane 4-dr., §7¥ 


"55 Custom 4-dr., $315. "54 Custom 
(Continued on Page 87, Col. 1) 


end inventories. Sold 64 cars out of 
consignments.) 





NEW YORK oHIO 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


MONTPELIER AUTO AUCTION © 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 PA 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Ast 
On U. S. Route 20A 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, PENNSYLVANIA 
Center of Empire State. Check and} 
Title Protection. (Wed.). MANHEIM 


AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No. 72 


NEW YORK CITY's 
SKYLINE 


$1,190. 
| 5S miles South of Pennsylvania Temp HE $1 100: 
AUTO AUCTION Sale Every Friday—10:00 AM. on 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David 8. Spielman 
John W. Becker 


%& Dual Lone Selling 
%& Auction Checks 
% Titles Guoranteed 


Potronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 





TENNESSEE 


JOHNSON AUTO 
AUCTIONS 





Thruway Auto Auction, Inc. 


Route 188 Buffalo, New York 
EVERY MONDAY Lawrenceburg, Tenn.—Tuesde} = 
Insured Checks — Insured Titles Huntsville, Ala.—Friday Hard 


Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


5 miles south of Buffalo M ; 
oe . ee Avot WASHINGTON eae 
S ate Ge ae Gun Gl tn we'll 5 Sta: 
pick you up. SOUTH SEATTLE AUTO , 


10044 E. Marginal Way 
Phone Mohawk 6470 


SALE EVERY WED. 11 AM 
“WE HAVE BUYERS!” 


“Take Home a Guaranteed Auction © 
Bill Johnson Bob McCoake’ 


NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


An Ad in the Classified Section of the Automotive Ne § ,,..,.. 
Will Get You Quick, Satisfactory Action ar 

Ments.) 
5 
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oleh 

24 CHRYSLER —'56 Windsor 4-dr., $1,520*| PONTIAC—'57 Chieftain Catalina, $1,695*. | CADILLAC—'53 (62) 4-dr., $940° (ps). 

i 5 ; | $1,140*" (ps). ’56 Safari station wagon, $1,550° (ps),| CHEVROLET — '57 Two-ten (8) station 

mr em ° ° DeSOTO—'55 Fireflite conv., $1,000* (ps);| $1,400* (ps); Chieftain Catalina, $1,225°,| wagon, $1,985° (ps), $1,865°; 2-dr, Hard- 
+e -Car ct p ., $940°. ‘54 Firedome 4-dr., $565*,| §$1,115*; 2-dr., $950°, 'S3 Chieftain Cata-| top, $1,760°; Bel Air (8) 2-dr.. $1,770°; 

gi se UuCcTION rices $545) lina, $500*, $325°; 4-dr., $310, $295°. Hardtop, $1,750, 56 Bel Air (8) Hard. 

oe DODGE—'56 Royal (8) Lancer, $1,150°.| RAMBLER —’'55 Cross Country, $925*,| ‘top, $1,610°; 4-dr., $1,360°, $1,315*; 
; 55 Royal 4-dr., $865° (ps) $795, ’54 Country Club, $575. Two-ten (6) station wagon, $1,375; 4- 


FORD—'58 Fairlane (8) 500 Victoria, $2,- dr., $1,180; (6) 4-dr., $995. '55 Bel Air 


ay 

$595; 475° (ps). '57 Retractable conv., $2,260* wagon ; 

‘am (Continued from Page 86) (pe); ‘Countey eosen, $1,700°: *suiviane PORTLAND, ORE. Seratop, 1,400" s'sseee : rota 
, (8) ‘500 ., $1,665° ; Vi : ; : Se. ; 

0; ete, Victoria, $500, °53 Custom) 640° (ps); RM conv., $1,575* (ps); Spe-| $1,535" (ps), $1,508" (ps). $1,450" $1 | (Portland Auto Auction, Ine. Sale every| 4.1%. station wagon, $1.286°; 2-dr.. $966; 

$240 2-dr., $170°, '52 Hardtop,| cial Riviera, $1,365*, $1,200*, $1,180*,| 350°; 2-dr., '$1,390°; Ranch Wagon, §1,- ; Dec. 27)| g-dr. statioin wagon, $1,080; 2-dr., $770. 

80; 2dr, $1,165*, $1,145°; 4-dr. sedan, $1,210*| 550°; Fairlane (6) Victoria, $1,350; Cus- : . 'S3 Super 4-dr., B 54 4-dr. station wagon, $725;  4-dr., 


— Monterey conv., $970*. (ps). °55 Super Riviera, $1,040* (ps); tom 300 2-dr., $1,490*. ‘56 Fairlane 
ETT SS caaheauaeae Hardtop, Zio: Special Riviera, $975*, $930°, $900°; RM Victoria, $1,295° erase": 4-dr., $1,030° Super Hardtop, $420°; RM 4-dr., . (Continued on Page 88, Col, 2) 


4-dr., $175. 4-dr., $950° (ps); Riviera, $940* ‘(ps), (ps), $1,010"; "Ranch Wagon, $995*; 


56 Savoy conv., $1,025*; $925* (ps). °54 Super Riviera, $740* Custom (8) 2-dr., $875*, $845, $685, 
Foto sO", $885°, '55 Savoy 4-dr., (ps), $725* (ps), $705* (ps), $695°| $675; 4-dr., $825, $775; Main (8) 4-dr., 
* °53 Savoy station wagon, $310; (ps); Special Riviera, $590*. 53 Super| $870. '55 Fairlane (8) Victoria, $900*, 


a $255; Cranbrook 2-dr., $230, $180.| 4-dr., $375°; Riviera, $355°. "52 Super| $880*; Custom (6) Ranch Wagon, $830*, 
SNTIAC—'5S Chieftain 2-dr., $925. °52| Riviera, $260°. $605; 2-dr., $575*. 
Chieftain 2-dr., $130°; 4-dr., $130°. CADILLAC—’58 (62) coupe, $4,675 (ps). | LINCOLN —’57 Premiere coupe, $2,900* 
R—'56 Hardtop, $1,225. ’52 sta- 57 (62) Eldorado, $4,280° (ps); coupe| (ps). '55 Capri 4-dr., $1,075°. °54 Capri 
wagon, $100. de ville, $3,900" (ps), $3,800° (ps), $3,-| coupe, $970° (ps). 
sTUDEBAKER—'56 4-dr., $620, 52 Hard-| 600° (ps), $3,525° (ps), $3,500° (ps), | MERCURY—'57 Monterey conv., $1,795*. 
top, $100°. $3,440° (ps). '56 (62) coupe de Ville,/ °56 Medalist Phaeton, $1,325*. ’55 Mon- 
’ Sone ws ein ap: Gan ea ee! terey Hardtop, $1,010*, $890*; Montclair 
’ , ’ ; os . - . . ° 
DAYTONA BEACH (pa), $2,680° (ps); 4-dr., $2,600° (ps).| $1,010 4 Monterey Handeop $755e; 
(Florida Auto Auction. Sale every Tues- 55 (62) coupe, $2,220* (ps); coupe de 2-dr., $525°. r 
way, Prices are for sale of Dec. 31.) Ville, $2,300° (ps). OLDSMOBILE—’57 (98) Holiday, $2,450° 
(Today’s sale was highlighted by an | CHEVROLET—’57 Two-ten (8) 2-dr., $1,- (ps). °56 (88) Super Holiday, $1,355* 
exceptional run of late model cars and a 350°, $1,340*, $1,305. '56 Bel Air (8)| (ps). °55 (98) Holiday, 2 at $1,200*° 
sumber of 19568 models, Bidding was 4-dr., $1,300*, $1,095*; Bel Air (6) Sport (ps); 4-dr., $775* (ps); (88) Holiday, 


‘ronger and approximately half of the | coupe, $1,230*, $1,190*, $1,135, $930;| $1,195*, $1,180* (ps); conv., §1,120° 
cars registered were sold, Attendance Two-ten (8) 4-dr., $1,045*; Two-ten (6) (ps); (88) Super Holiday, $1,190* (ps), 
as excellent despite the holiday.) 4-dr., $965; One-fifty 4-dr., $905; 2-dr.,| $935*, '53 (88) 4-dr., $485°. '52 (98) and you'll love it! 


K—'56 Super 4-dr. Hardtop, $1,625*| $870. '55 Bel Air (8) 4-dr., $1,115*;| 4-dr., $285* (ps); (88) 4-dr., $275*. 
(ps). ’54 Special sedan, $780* (ps); Rivi- ay 9500; Tw ae $975°*; . — “5 take eae, 2 $1,300. 
*; Super 4-dr., $750* (ps). . ; ‘o-ten 4-dr., $855*; lo ’ vedere conv., ' ; Savoy 4- r : 
eniLLAC’57 4-dr. Couse de Ville, $4,-| fay, $755. °S4 Two-ten 2-dr, $530, $520.! dr., $700°; Plaza 2-dr., $430. In eight different models 
000* (ps). "56 4-dr. coupe de Ville, $3,- 
. "54 (62) sedan, $1,750° (ps). 
— °'58 Brookwood station 
wagon, $2,640° (ps). '57 Two-ten Hard- 
top, $1,820° (ps). "56 Bel Air (8) 4-dr., 
$1,550°; 4-dr., $1,400*; Two-ten (6) 2- 
dr., $1,185*; One-fifty (8) 2-dr., $770. 


55 4-dr. station wagon, $950; Bel Air 
(8) 2-dr., $850°; 4-dr.. $835°; Bel Air 
(6) 2-dr., $825, $780, '54 Bel Air sedan, | P - 


*, $450. 
peoro-~'55 Fireflite 4-dr., $950* (ps). 


FORD—'58 Fairlane (8) Hardtop, $2,570° 
(ps), $2,475° (ps). '57 Fairlane (8) Vic- AUTHENTIC VALUATIONS 
torila, $1,690° (ps), $1,525°; conv., §$1,- 


750° (ps); — ae! Ranch guises’ 
$1,750, °56 ‘airlane (8) conv., . e, oy 
ogg oe i, Backed by 47 Years of Dependability 
000"; sedan, $960°, $940°, $850; Custom | 

4-dr., $850. ‘54 Ranch Wagon, $650; 


Main 2-dr., $450; Custom 2-dr., $440. 
LINC OL N—’5S6 Premiere 4-dr., $2,350° 


(ps). "54 Capri 2-dr., $550. , 

MERCURY — ‘57 station wagon, $2,400°; 

conv., $2,450° (ps); Monterey 4-dr., $2,- 6 OU Con OH 
$1,950° (ps); 2-dr., $1,950°. ‘56 


050°, 
Monterey Hardtop, $1,450°. 54 Hardtop, 
$675; 4-dr., $670. ‘53 Monterey Hardtop, 


$575. "52 4-dr., $250, $225. "51 4-dr., $250. 
OLDSMOBILE—'57 (98) Hardtop, $2,575* 
(ps). "56 (88) Holiday, $1,325°; 4-dr., 
een et: "S55 Starfire conv., $1,200°; 
7] $1,250°. '54 (88) Hardtop, §$1,- 

Hard- 


ae"; (98) 4-dr.. $950° (ps). ‘53 
top, $650° (ps), $500° (ps). 


UTH—'S7 Savoy 4-dr., $1,750. "56 
Et ae USED CAR APPRAISALS 
00°. ‘SS Hardtop, $850°. ‘S4 4-dr., 


#450. "53 4-dr., $450. '52 Suburban, $300. 
PONTIAC—'56 Chieftain sedan, $950* (ps). 
; 
tee pee S280. @ Reliable finance or @ Front view illustra- 
MISCELLANEOUS—'5S7 English Ford 2- 
é.. $1,000; Hillman station wagon, $1,- cash values tions for fast identi- 
fication 


= @ Average “as is”. or 


LITTLETON, COLO. 
(Celerado Auto Auction, Inc. Sale every wholesale valves @ Title, license plate, 


Monday. Prices are for sale of Dec. 30.) les tax data 
muck 37 Rpestel 4-dr, station wagon, pe impartial re- sa and use 
100°; 2-dr. rdtop, $1,850°, $1,840°, 
Saas" ag $2,100° (ps). &- tall valves * Appraisals include 
ps), J e ps). ° entury 
éér, Hardtop, $1,475" (ps); Special 2- Over 20 foreign cars automatic transmis- 


dr. Hardtop, $1,375°, $1,345°. i 
ca oe, Vl, 8 NEW REVISED EDITION listed in seperate = sions. sagt fe law 
to. 84 103) andr. $1,620" ier BL EVERY SIX WEEKS a 


610° (ps). : 

HEVROLET—'SS Impais 2-dr. Hardtop, ’ Covers values for your trading area — current, compact, un- 
B.000° (De) Brookwood, station wagon. FULL YEAR’S SER VICE, $ 8.00 biased, easy to use. Included are appraisals on all passenger 
f.se8. “ST | Two-ten (8) t-dr. station With this complete, dependable, authoritative serv- cars for the past nine years; trucks through 11/ ton capacity 
Air (8) ‘4-dr., $1,840", $1,770" (ps), 2 ice, you can appraise used cars at the right prices— for eight years; plus important specifications, data, and insur- 
at $1,715* (ps), $1,700*, $1,680°. "56 Bel 

Air Hardtop, $1,485°, ' $1,395*, $1,200, for profitable trades, sales or purchases. ance symbols. 
$1,190. "55 Two-ten (6) station wagon, 
$1,100; Bel Air (6) 4-dr., $965°. ‘54 


Two-ten 4-dr. station wagon, $950; 2-dr., * + . 
FS: One-tfty” ar. “soo, "8S Two-ta | Only Red Book Provides This Full, Reliable Sowice 


(ps), $1,625° (ps). 
wTO—'55 Firedome station wagon, $1,- 
i (ps); Fireflite Hardtop, $1,260°| 
). 

vED—'58 Fairlane (8) 500 conv., §2,- 
958° (ps); 4-dr. $2,500°; 6 pass. Coun- 
try sedan, $2,475*, $2,450°. ‘57 Fairlane 
(8) Country sedan, $1,865*: Fairlane (8) 
500 Hardtop, $1,835°, $1,780* (ps), $1,- 
780, $1,725*, $1,660*. ‘56 Thunderbird, 
$2,130; Fairlane (8) 4-dr., $1,250° (ps). 
55 Fairlane (8) 2-dr., $1,045*, $885. ‘54 
Crest (8) 4-dr., $510, '52 Victoria, $315. 

— '57 Southampton, $3,220° 








(ps). 

oon N—’56 Premiere coupe, $2,400* 
SMOBILE — ‘57 (88) Fiesta station 
Wagon, $2,625* (ps); Hardtop, $2,075* 
(ps), $1,965*; (98) conv., $2,275* (ps). 
5% (88) Super Hardtop, $1,605* (ps); 


(88) 4-dr., $1,240*, $1,150° "55 (98) 
Hard ° . . y kK ~ i » Ul. 
Partin, $1,375 (pe); (88) 4-ar., $1; NATIONAL MARKET REPORTS, ING. 45.277. Mabath Ave, Shicage 5, ML 


(98) 4-dr.. $430° (ps). 
OUTH 
MAIL THIS 30-DAY FREE TRIAL COUPON MONEY-BACK GUARANTEE 


$780° — ‘SS Belvedere (6) 4-dr., 


56 AO —’'57 Chieftain 4-dr., $1,815°. 
. Chieftain Hardtop, $1,325*, $1,215°. 
ar yo Chief Hardtop, $1,035* (ps); 
” . *53 station wagon | 
2dr. $365. -_ o 


NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Ill. 
Please enter our order for the one-year services checked below*, subject to your 30-day money-back guarantee. 


(0 Red Book Official Used Car Appraisals (Except Reg. “C’”)..$ 8.00 [ Blue Book Official Truck Appraisalls..............:0:++00+ seseseeseeees 10,00 
0 Red Book Pacific Coast Edition, Region “C” . (1 National Farm Tractor and Implement Blue Book..............$ 5.00 
( National Parts & Labor Manual — Master Edition ( Automotive Service Digest — Monthly — For a Full Year..$ 4.00 

with Illustrations and Revisions for a Full Year . © Cin combination with any other service)........... cccnsceele Gane 
(0 Check enclosed for $ 


I Fi iciicncihiehciniacits atc siicsedieactsthendeitckhscderhnintaaanactniniintthactbceletdsicactaliadilmanadtgabtaan on es BOD acincsentencenenctnctansethinente 


R — '58 Cruss Count station 
Wagon, $2,400. = 


LE BAKER—'56 President 4-dr., $1,- 


iu ¥S—'56 (6) station wagon, $1,465. 
NEOUS — '56 Chevrolet %-ton 

ae $985*. °55 Ford \%-ton pickup, 
$645; Zodiac, $1,115, '54 Chevrolet 


4-ton picku , 
P, $430. "52 Chevrolet %-ton 
Pickup, $375. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 


Street Address. snesiisieiiaaesaianiiieas siniipsasibabahamininliinies 
Thursday. Prices are for sale of Jan. 


(Make) 
(Quantity Rates on Request) *Rates for United States and Canada only OR OTHER LINE OF BUSINESG..............scccccsssnseee euscennnssiaiiabinadiionenbinaneesesioabesnnts 
AN 


(Sold 204 . 
Rents.) cars out of 315 consign 


56 Century station wagon, $1,- 
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9 Lorain (O.) Dealers Feted 
For Aiding Driver Training . 


Nine Lorain County (O.) auto- 
mobile dealers were honored at a 
dinner for contributing autos to 
high-school driver-training classes. 

The dealers were: Atkinson & 
Williams (Ford), Bob Beck Chev- 
rolet and George Spitzer Motors, 
all of Lorain; J. R. Dall Ford Sales 
and Prout Chevrolet, both of 
Elyria; Milad, Inc, Amherst; 
Skeeles Ford Sales, Wellington, 
and Scroggin Ford and Lowe Chev- 
rolet, both of Avon Lake. 








INSIDE 





L EAT H E and you'll love it! 


In five models. Also all Chrysler “300” models 


IN LOS ANGELES 
FIRST 


TIMES 


, $635°. °63 4-dr. station wagon, 
$595. °52 2-dr., $385, $375°. °51i 
-dr., $215°. '50 Hardtop 


wagon, $325. 
CHRYSLER — ‘53 Windsor 4-dr., $470° 
. "51 NY Hardtop, $200° (ps). 
DeSOTO —'55 Fireflite Hardtop, $1,340° 
’5S3 Firedome club coupe, $445* 


(ps). 
DODGE—’53 (3 
$480; 4-dr., $450. '47 coupe, $310. 
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Used-Car Auction Prices 





(Continued on Page 87) 


FORD—’57 (8) 4-dr. station wagon, $1,- 
925*; Fairlane (8) 500 2-dr., $1,845° 
(ps); 2-dr., $1,750°; Custom (8) station 
wagon, $1,455°. ‘56 (8) 4-dr. station 
wagon, $1,520°; Fairlane (8) Hardtop, 
$1,475*, .$1,390°, $1,350°; 2-dr., $1,305*° 
(ps), $1,270*; Custom (8) Hardtop, $1,- 
235; 4-dr., $1,050, $1,005°, e 5°. 


, $275. *49 sta- 


) station wagon, dr., $1,100*, $1,050°; 


e agon, 
$825, $680; Custom 2-dr., $500, $465°, 
$420°; Main 4-dr., $390. 
wagon, $350; Custom (6) 2-dr., $305*; 
4-dr., $280°; Main 2-dr., $255. °51 Cus- 
tom 4-dr., $190°. °50 club coupe, $200; 
2-dr., $185, $170; 4-dr., $125. 

HUDSON—’'53 Hornet 4-dr., $350*, $310. 


MERCURY—’56 Montclair 2-dr. Hardtop, 
$1,510°; Monterey Hardtop, $1,380. °55 
Montclair Hardtop, $1,450° (ps). ‘S4 
Monterey 4-dr., $830°, $685*; 2-dr., $710. 
’53 Custom 4-dr., $525. ’52 Hardtop, 
$400. °49 4-dr., $125. 

OLDSMOBILE — ‘56 (88) 2-dr. Hardtop, 
$1,420. "55 (98) Hardtop, $1,250° (ps). 
"54 (88) Hardtop, $950°; 4-dr.. $950°*. 
"53 {) Hardtop, $620° (ps); conv., 


$500 

PACKARD—’53 Clipper 4-dr., $355° (ps), 
$325° (ps). 

PLYMOUTH —'56 Savoy 4-dr., $1,145*; 
Plaza 4-dr., $800. °55 Belvedere 2-dr., 
$860. '54 Suburban, $700; 4-dr., $675. 
"50 4-dr., $125. 

PONTIAC —'56 Chieftain 4-dr., $1,100°. 


iho i ef a 
i oe GS 


AGAIN IN 1957, 


First Choice of 
New Car Advertisers 


in America’s Leading 
New Car Market 





LOS ANGELES, with 1.2 cars per family, leads all coun- 


ties in the United States in new car sales. And The Times 
leads all Los Angeles newspapers in new car advertising 
—as well as in every major advertising classification— 
decisively, year after year. In the flourishing. Southern 


California market The Times is the principal influence for 


sales—first by far in circulation and advertising volume. 


os ancus F IMIES 


REPRESENTED BY CRESMER & WOODWARD, 





‘63 Chieftain 4-dr., $425°, $330°. °52 
Hardtop, $380°. '51'4-dr., $125*, $100. 
RAMBLER—’55 4-dr. stafion wagon, $1,- 


050. 
STUDEBAKER — ’53 Commander 4-dr., 


$415. 

MISCELLANEOUS —’'57 Renault Dau- 
350, $1,185. °56 Volkswagen 2-dr., $1,- 
350, $1,280; Ford %-ton pickup, $955, 
$895. °55 Volkswagen 2-dr., $1,250; 
Studebaker %-ton pickup, $695. '54 Ford 
%-ton pickup, $565. ‘50 Chevrolet %- 
— $375. °47 Chevrolet delivery, 

45. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Thursday. Prices are for sale of Jan, 2.) 
(First sale for 1968. The weather sunny 


holding steady.) 

BUICK—’55 Super Hardtop, $1,025* (ps). 
"54 Special 4-dr., $770*, $610; RM 4-dr., 
$585° (ps). ‘53 Special 4-dr., $550°; 
Super 4-dr., $425°. °52 Super 2-dr., 
$285°, $245°; Special 4-dr., $170*, $150. 

CADILLAC—’55 (60) 4-dr., $2,100° (ps). 

CHEVROLET—'57 Nomad station wagon, 
$1,925°; Two-ten station wagon, $1,600*, 
$1,550°, $1,435°. ‘56 Two-ten station 
wagon, $1,085, $1,035*, $950, $945, $940. 
$930, $925, $915; Bel Air 4-dr., $1,075, 
$1,040°. °55 Two-ten 2-dr., $775; One- 
fifty 2-dr., $675. ‘54 Two-ten station 
wagon, $775*, $640°; 2-dr., $485, $420; 
One-fifty station wagon, $625. ‘53 Bel 
Air Hardtop, $580; conv., $475; Two-ten 
4-dr., $445, $275; One-fifty station wag- 
on, $425. °51 conv., $165*, $150°. "50 2- 
dr., $130°. 

DODGE—’57 Custom Royal Hardtop, $1,- 
885°. "53 Coronet station wagon, $290. 
FORD—’57 Fairlane (8) 500 conv., $1,- 
550°. °56 Fairlane (8) Victoria, $1,150; 
Custom (6) 4-dr., $850. '55 Custom (8) 


Circulation: 

464,453 weekdays, 
841,853 Sundays. 
(See ABC Publisher's 
Statement for 

six months ending 
September 30, 1957.) 


INC.. NEW YORK, CHICAGO, ATLANTA, DETROIT, SAN FRANCISCO 























a | 
2-dr., $740*; Custom (6) 2-dr., g¢o9 
Crest (8) Victoria, $695*; Main sal Neale 
De 


$425. °53 Country sedan, $445* $316. 
Custom 2-dr., $355. '52 Custom’ egny' 
$250°; 4-dr., $230°, $170*. °5) chub 
coupe, $245. 


MERCURY — ’'54 Monterey 4-dr,, $729. 
Custom 4-dr., $440°*, '52 Monterey Harg. 
top, $470*. ’51 2-dr., $265. 

NASH—'54 Ambassador 4-dr., $375+ , 
Statesman Hardtop, $410*. ‘3 

OLDSMOBILE—'56 (88) Super Holiday 
$1,475*, $1,400° (ps). °'53 (88) 4dr, 
$630*; (98) 2-dr., $365°. ’52 (88) Qnér 
$160°. "51 (88) 4-dr., $100*, °59 Qedr’ 
$105°. - 

PACKARD—'56 Clipper 4-dr., $1,290¢ , 

PLYMOUTH—’'57 Savoy 4-dr., $1,425* % 
Savoy 4-dr., $920, $860. '55 4-dr, sts 
wagon, $880°; Plaza 4-dr., $510, 52 2. 
dr., $165. °51 Hardtop, $195; 4-dr, 

PONTIAC—’'55 Chieftain 4-dr., $739* (pa) 
‘53 4-dr., $210*. °52 station wagon, 
$305° 


RAMBLER—’56 4-dr., $1,025; Cc 

try, $1,070°*. a 
WILLYS—’53 Hardtop, $235*; 2-ar. $25, 
MISCELLANEOUS—’53 Ford pickup, §9y 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale 
Friday. Prices are for sale of Jan, 3) 

(Had plenty of clean cars today aad 
really had s good sale. Weather wy 
cold, but fair and we really had lots w 


dealers present.) 

BUICK—'56 RM 4-dr., $1,350°; Super > 
dr., $1,300°. ’55 Special Hardtop, $119». 
Super 4-dr., $800°. ‘54 Hardtop, 
Super 2-dr., $550°. ‘53 Super ‘ 
$420°; 4-dr., $250. 51 RM 4-dr,, 

CADILLAC—’57 coupe de Ville, $3, 
(ps). '56 sedan de Ville, $2,675* (pa), 

CHEVROLET—’58 Bel Air 4-dr., 

. ‘ST Bel Air 4-dr., $1,680; 
dr., $1,600*; Two-ten Hardtop, $1,599. 
2-dr., $1,460°. ” 
475°; 4-dr., $1,080*; he 
110; 2-dr., $950; One-fifty 2-dr, 
’55 Bel Air 2-dr., $875; 4-dr. 
$765°, $690; Two-ten 4-dr., $800, 
One-fifty 4-dr., $610. '54 Two-ten 
$490°. °53 Bel Air 2-dr., $530; 
4-dr., $440; 2-dr., $400. "52 coupe, 
4-dr., $200°. ‘51 2-dr., $150. 

DODGE—'56 Coronet 4-dr., $1,050° @ 
4-dr., $310°*. 

FORD—'58 Custom 300 4-dr., $2,050°, ¥ 
Fairlane (8) 500 2-dr., $1,740*; Hardig. 


Model Breakdown 
Of Auction Ave 


Jan. 19th Dec., 
To Date 1957 
$2,856 

1,313 
1,269 
877 939 
537 631 
350 391 
172 260 
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$1,650, $1,635°; Custom 4-dr., 
'S6 Fairlane Victoria, $1,350° ( 
dr.. $1,260°; Custom 2-dr., 
Main 2-dr., $730. ‘55 Fairlane 24, 
$940°; Custom 4-dr., $825, $770; 24, 
$540. °54 Main 2-dr., $500, $430. 
Country sedan, $525°; Custom 
$600. ‘52 Custom 2-dr., $310. "Si 
$270; 4-dr., $225. 49 2-dr., $150. 
MERCURY—'56 Monterey 4-dr., 


=i 


: 


‘ 


(88) Super 4-dr., $1,350°. °55 (98) 
top, $1,285°; 4-dr., $1,250°, $1,060", 
(88) 4-dr., $610°, ‘51 4-dr., $190", 
4-dr., $130°. 
PLYMOUTH—'54 Plaza 4-dr., $300. 'S 
dr., $330. 52 4-dr., $200. Wty 
PONTIAC—'57 Chieftain Hardtop, $1 
2-dr., $1,475°. °56 Chieftain 
$1,300°, "54 4-dr., $305°. °53 Han 
$420°. ‘52 Hardtop, $180*. ‘51 


120°. 
STUDEBAKER—'58 Champion 4-ér., #4 PITTS! 


110°. *56 Commander 4-dr., $700. wer 
Commander 4-dr., $610. ‘53 4-dr., & apital ot 
"52 4-dr., $250. lor i 
MISCELLANEOUS — "55 Chevrolet tself 
pickup, $715. °54 Chevrolet pickup, il be th 
"52 GMC pickup, $200. '50 Chevrolet h 
ton pickup, $160. year 
s * The mc 
— Auctions in Brief — FH" im 


BORDENTOWN, N. J. tee 
National Auto Dealers Exchange. 


every Wednesday (Dec. 30). There 
limited registrations of 168 cars ai es 
of Monday's off-day sale. The large in geoph 
ber of buyers that were here rill y 
of the cars that were offered. Prices ng a 
strong with over 73 percent of the to t 
sold. eserves. | 
* ~ * . 
MANHEIM, PA—BEL AIR, ns oO 
Manheim and Bel Air Auto Auction, the Uni 
every Thursday and Friday (Jan. 3 ané Gulf’s 2 
The market is firm, Dealers that mm “The 
at December prices are cashing in. t m 
like it will be a good year for the that 
business, Sold 76 percent of 471 cars og into 
* * + 
ALBANY may 
Tim Anspach Dealer’s Auto Auction, , ble 
spite of the softness in the car ; ng Oo 
generally I look for a good year aheat or does 
the used-car market. I am convii 
people can safely afford to buy 4 th th 
car, The reluctance to buy new cars #, Seem 


from nothing more than the high 4 tion of 
tion from first ownership. Higher pric# 
1958 models have had a deterrent 
Some distressed used-car dealers aft 
pending on their reserves, This false 
pression is poor business. Their battl® 
profit was hampered by unsound 
ethics. 

‘“‘Used-car dealers look forward @ 
bountiful period that is already at 
Those of you who have loyalty, and 


‘ecte, 


esty, and courage will survive SOUTH 

pitfalls of expensive advertising, 

gimmicks, and lures that attract your been 

tomers. Keep your overhead in me Darts 

give your customers honest service. Stud 
‘‘My car and truck receipts for the leba 

were 8,986 for 50 auctions or @ Fecteau, 

average of 179.7 cars and trucks MD. in 7 

number of bonafide sales were 6,692 

and trucks, making an overall pe ber 


sold 74.9 percent, which makes ™# ss divi 
proud.”’ ally 
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jealer Asks Firm U. C. Prices... 


Fight on Depreciation Urged 


DETROIT —A Massachusetts 
sto dealer has called for action 
1. reduce depreciation on new cars 
ad stabilize used-car prices which 
he considers a solution to the 
problems now facing the auto 
io L. Hall, president- 
treasurer of Anson Buick, Inc., 
Attleboro, Mass., made the sug- 

in a letter to General 
Motors President Harlow H. 
Curtice and Frederick J. Bell, 
NADA executive vice-president. 
Hall said the problems of the 
auto industry center around “the 
terrible depreciation of the Ameri- 
can used or slightly used car.” He 
said the consumer, “the fellow who 
pays the bills,” cannot and will not 
continue to absorb this deprecia- 


tion. ' ‘ 
The depreciation problem is a 
- one, Hall said. It is now 
threatening the survival] of the 
wto dealer and “has already pro- 
oundly affected the entire nation’s 


It will soon threaten the life of 
the remaining auto manufacturers, 
Ine added. 

“We have all seen what hap- 
pens to makes of cars that have 
no resale value (marketable 
yalue in relation to the cost of 
new), first the dealers gradually 
go broke, then the factories,” 
Hall said. 

The cash value of the used car 
is the key problem, he said, term- 
ing most other problems as “mere- 
ly symptons of a desperate, de- 
moralized, no-way-to-turn era 

h better profits would soon 
Before 1953, an expanding auto 
: et, wars and threats of wars 
ptevented depreciation of used-car 
ues from becoming a problem, 
according to Hall. He added: 
“In 1953, we had forever to go 
.. to fill our used-car market. We 
committed mass suicide, dealer and 
factory alike, we devised a fool- 
scheme of short profits plus 

lume, plus packed prices, plus 
terms to sell even more new 
in a filled market.” 

Hall said the market was filled 
“when the marketable value of 

designed and well accepted 
used cars will not, in 
tuate 

tin a 


Concerning the solution of the 


ulf Oil to Spend 





problem, Hall first suggested that 
the cost of replacing a car be cut 
by $200 to $300 and that dealers 
need to make $30 to $40 more per 
car. 

The boom and bust must be 
taken out of the auto industry, he 
said, suggesting that it be made 
“the cornerstone of the American 
economy and not a corner gam- 
bling den.” | 

The industry needs a set of 
ground rules to work with, Hall 


Parts Firm Operator 


Admits Grand Larceny 


MOBILE, Ala.—During a Circuit 
Court hearing, Samuel P. Houston, 
operator of an auto parts firm in 
Prichard, entered guilty pleas to 
four cases of grand larceny and 
receiving stolen property and stop- 
ped his trial. 

Three associates, also charged 
with grand larceny in connection 
with disassembling and remaking 
stolen automobiles, pleaded guilty 
at an earlier ‘hearing and gave 
State’s evidence in the case. 


F 





said. He added the factories need 
the rules even more desperately 
than dealers. On the subject of 
reducing depreciation he said: 

“I suggest that the Federal 
Reserve Board be empowered to 
preserve the value of every used 
car in every driveaway in 
America.” 

He said this could be done by 
giving the board power to lengthen 
or shorten the period allowed for 
paying off auto debts. He said the 
power should apply only to terms 
on new cars, with used-car terms 


|to be worked by the dealer and 


customer. 

Installment terms should im- 
mediately be cut to 24 or 27 months 
“to achieve higher marketable 
value on used cars,” Hall said. 

This move would lower produc- 


tion, temporarily, increase used-car | 


values, and sales, decrease depre- 
ciation, give franchised dealers 
more retention on used-car sales 
and aid in solving some of the 
other problems of the industry, 
such as bootlegging and deceptive 
advertising, he said. 


ad 


ne 
m= /0 SELL 


58 Sales Increase 
Is Predicted for 
Tire Retailers 


DETROIT.—A rosy 1958 sales pic- 
ture was painted for tire retailers 
by Detroit Free Press researchers 
at a meeting here this week. 

The replacement tire market will 
be better in 1958 than it has been 
for several years, a group of tire 
executives was told by Robert J. 
McBride jr., the paper’s research 


89 


director. He said that his paper’s 
forecasts show the replacement tire 
market will increase at least 2.5 
million units in 1958, up to 59 mil- 
lion. He said tire recappers can ex- 
pect their sales to total 30 million 
units, up 1.5 million over estimates 
for 1957. 

McBride told the tire men that 

e Free Press predicted the re- 
placement market “will be better 
than ever.” He pointed out that the 
average age of cars on the road 
today is 6.2 years—compared with 
the 5.5 years that was the average 
before World War II. 
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L E AT H E Ke and you'll love it! 


In all Premiere models and all Continental Mark III models 


YOUR SALESMEN 
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n°, 
| mpletely ©Quipped trucks 
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ACCLAIMED BY 
THE PRESS! 


(Read Automotive News, 


A 


The Newspaper of the 


page 17, Sept. 2, 1957) 


Industry 


e asFade Fe arr8 


ACCLAIMED BY 
THE TRADE! 


“We can see that this program is not 
only going to lead to increased sales 
over the long haul, but is also going to 
produce immediate orders.” 

Toledo, Ohio 


e a 
»64 Million on 
. 1 a 
s Capital Outlay 
PITTSBURGH. — Gulf Oil Corp. 
week announced a planned 
bapital outlay of $564,000,000 in 1958 
or itself and its subsidiaries. This 
lll be the highest in the company’s 
e-year history. 
The money will go for expansion 
nd improvement of production, 
fining, transportation and mar- 
ting facilities. 
Additionally, Gulf and its sub- 
Maries plan to spend $128,000,000 
m geophysical exploration, wildcat 
tilling and other activities neces- 
to the discovery of new oil 
ves, Of this sum, nearly three- 
ns of the total will be spent 
the United States. 
Gulf’s announcement said: 
Management does not be- 
that the exile of one Russian 
into outer space, which pre- 
bly is colder and even less 
ble than Siberia, is the be- 
ng of the end of the world. 
does it share the gloom into 
ich this, and other events of 
wei, Seem to have plunged a large 
won of the business and finan- 
community in the United 


“_.. certainly on the right track with 
this program and will prove valuable.” 


Detroit, Mich. Truck Salesmen 


ott Oo Train 
“T don’t believe there is in these United Perfection t 


States a program doing more for the 
Automotive Truck Industry and the 


dealer.” 
La Crosse, Wis. 


eee*ge" 


Bey 


“I thought this program was dynamite 
but I am beginning to think we might 
term it T.N.T.” 


eae 
| 


un 


Boston, Mass. 

Perfection Steel Body Co., Galion, Ohio 

Please tell me. how | can see Perfection sales training films, with no 
obligation, or cost on my part. 


“This is the finest cooperation we have 
ever experienced here, or could ever 


hope for.” 
Newark, N. J. Firm Name___ 


SES ogh. kek ee 


“It isn’t often that peel a such a clear 
picture of the body and equipment end 
M P P romotes of the business.” 


ecteau inP&A San Francisco, Cal. = See | re he 
BEND.—B. J. Fecteau THE PER ECTION STEEL BODY ie 


been promoted to manager of 
+ GALION, 
-_ 


Street___ 





City, State_ 


By 


and accessories division 
Studebaker-Packard Corp. 

; u, who joined Studebaker 
. in 1910, has been assistant 
Mager of the parts and acces- 
paavision. He succeeds D. S. 

ly. 
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Wolfson Elected to Head 


St. Louis Chevy Dealers 


ST. LOUIS.—Robert L. Wolfson, 
Feld Chevrolet Co., has been elected 
president of the Chevrolet Dealers 
Assn. of Greater St. Louis. 

Other officers are: Lester P. 
Francis, Francis Chevrolet, vice- 
president; Gene Jantzen, Gene 
Jantzen Chevrolet, treasurer; 


Rauscher, Rauscher Chevrolet, sec-|to the sales staff have been an- 
nounced by Englander Motors, Inc. 


(Rambler - Metropolitan - Lloyd), 
Cleveland, They are: 
Wallace Leyshon, sales manager; 


retary. Vic Koenig, Vic Koenig 
Chevrolet, and Cliff Placke, Placke 
—* were elected board mem- 
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L EAT H F P and you'll love it! 


In the Park Lane Convertible 


sell 


WITH THE 





Eyery new car customer will appreci- 
ate a Valvoline Guaranty . . . at no 
additional cost to them or you! This 
guaranty can be the deciding factor 


in closing a new car sale. 
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Across the Nation .. . 


Auto Dealer Changes 


Les| Five promotions and an addition| Art Englander jr., head of fleet 


division for Lloyd cars and trucks; 
Ray Beaulieu, head of wholesale 
distribution of Lloyd cars and 
trucks in Ohio; Charles Rose, man- 
ager of the used car department, 
and Carl Pacino, assistant used-car 
manager. Edward Ostrovsky has 
been named to the used car sales 
staff. 


* * * 


Burroughs Elected to Head 


Virginia Chevrolet Dealers 


N. R. Burroughs, Burroughs- 
White Chevrolet Corp., Martins- 
ville, has been elected president of 
| the Virginia Chevrolet Dealers 
Assn. He succeeds W. M. Hutchens, 
Smithfield. 

Other new officers are: Melvin C. 
Moss, J. C. Moss & Son, Kinsale, 
vice-president; Taylor Woody, 
| Woody Chevrolet Co., Lexington, 
secretary, and Henry C. Wood, 
| Wood Chevrolet Co., Clifton Forge, 





new cars... 


GUARANTY PROGRAM... 


Valvoline provides promotion and 
merchandising aids to attract car 
buyers into your showroom. Write 
TODAY for the Brochure that will help 
you SELL MORE NEW CARS. 


Never has a program covered so much with 
such a small amount of effort or detail. 


VALVOLINE 


OIL COMPANY 


Division of 


AN-158 


« FREEDOM, PA. 





Ashland Oil & Refining Company 





the officers include W. D. Dunning- 
ton, Dunnington Motor Co., Hope- 
well; W. O. Lewis, Davenport- 
Lewis Chevrolet, Portsmouth; C. 
W. Appich, Emrick Chevrolet Sales, 
Richmond, and Hutchens. 


Dement Deals to Move 
Mid-City Motors, Inc. (Cadillac- 
Pontiac), 576 Fannin, and Beau- 
mont Motor Co. (Chevrolet), 1005 
Orleans, both of Beaumont, Tex., 
will move from downtown to the 
Highway 90 Freeway. Construc- 
| 


treasurer. Directors in addition as 


tion of the new dealerships is 
scheduled to begin before March 
15. Butler Crittenden is president 
of Mid-City Motors, and J. R. Rix 
heads Beaumont Motor. 

- + + 


Studebaker Line Added 


Jay Bernstein has added the 
Studebaker line at Vancouver 
Motor Sales, Vancouver, Wash. The 
firm continues as a Packard and 
Willy outlet. 


+ + a” 
Smith Drops Ford Pact 
R. S. Smith has dropped his 
Ford franchise in Sandy, Ore., and 
will concentrate on used cars. 
a * 


Seaberg. Sells Dealership 

Don Seaberg has sold Seaberg 
Buick Co., Pasco, Wash., to Henry 
Fulton and James A. Lahtinen of 
Pasco. The dealership has been re- 
named Fulton & Lahtinen Buick 
Co. 


+. * = 
Morgan Names Welch 

Rupert Welch has been ap- 
pointed general sales manager of 
Al Morgan Motors, Inc. (Chevro- 
let), Lockport, N.Y. He is a past 
president and director of the Buf- 
falo Automobile Sales Managers 
Asso. 


* * + 

Tyrholm to Handle Edsel 

Tyrholm Motors & Implements, 
Inc., 715 S. State St., Waseca, Minn., 
has been named an Edsed dealer. 
L. M. Tyrholm is president and 
treasurer of the firm and Lioyd L. 
Madison is general manager. Tyr- 
holm is the Ford-Mercury dealer 
in Waseca. 


= 7 = 
Anderson Takes Fiat 
A. D. Anderson Fiat division has 
been opened by A. D. Anderson, 
Chevrolet-Oldsmobile dealer in 
Baltimore, at 901 E. Twenty-Fifth 
St. The firm will be the Baltimore | 
area’s exclusive Fiat distributor. 
= = * 


Blood Sells Share of Deal 
Dick Houdek and J. H. Baker, | 
Wichita, have purchased an in- 
terest in Imperial Motors, Inc. 
(Chrysler-Dodge-Plymouth), Rus- 
sell, Kans. C. V. Blood will con- 
tinue as president and will be 
active in the firm’s operation. 
- = * 


Owen Adds Rambler | 


Owen Motor Co. (Pontiac- 
Cadillac), Fort Scott, Kans. has 
added a franchise for Rambler. 


Cline “Opens Deal 


A new auto business in Pratt, 
Kans. is Cine Motor Co. (Buick- 





Studebaker-Packard). Owner is 
Roy Cline. 
« . 7 
Pearl Expands 


Frank Pearl, who handles Ram- 
bler, Lincoln, Mercury and Contin- 
ental in Mexico, Mo., has purchased 
a building across the street from 
his present location and will use 
it as a Mercury showroom. 

a” ” « 


Bonesteele Adds Imports 

Bonesteele Sales & Service, Inc. 
(Studebaker-Rambler), 370 Church 
St., Salem, Ore., has opened an ad- 
dition at 465 Marion St. to house 
the foreign-auto department, in 
charge of Merle Wilgers. Bonesteele 
will be Salem’s exclusive dealer for 
Triumph, BMW, Isetta, Hillman 
and Metropolitan. 


S-P Deal Adds Willys 


Socotch Motors, 10421 Lorain 
Ave., Cleveland, has added a Willys 
franchise to its Studebaker-Packard 
line. 


* * * 
Rawls Names Bailey 
Paul Bailey has been named Ed- 
Co., Raleigh, N. C. 
* * 


* 


Howe Adds Edsel 


Howe Motor Sales, Inc., 
Johnson, Macomb, IIL, 





120 N. 


sel sales manager for Rawls Motor 


has been} Orleans. 
awarded an Edsel franchise. Max E. 





Howe, president, also operates 4 
Lincoln-Mercury dealership and > 
been in the retail automobile field 
17 years. 

- * 


McGuire Officials Upped | 


Louis J. Dorn has been promote 
to service promotion ma of 
McGuire Ford, Inc., 613 N. 35th 
Milwaukee. John E. Schneck sue. 
ceeds him as service manager. Gus 
P. Fueger was named parts cop. 
trol supervisor, and Robert 7 
Hughes succeeds him as parts map. 


ager. 
* + + 


Engstrom Sells to Smith 


Dick Smith Ford Sales, Inc., hag 
succeeded Ed Engstrom Ford 
Sales, Inc., in Lee’s Summit, Mo, 
and Engstrom has entered thy 
used-car business. Dick Smith 
formerly was general manager of 
Ray Smith Ford, Inc., Raptea 
Ray Smith, his father, is co-owney 
with him in the Lee’s Summ 
deal. 


* * * 


Faddis Names Rose 


Bob Rose has been ap 
sales manager for Faddis Motor @ 
( Chrysler-Plymouth), , Kansas City, 


Buick Deal Pon Welsh 


D. G. Welsh has been awardej 
a Buick franchise in Goshen, Ing 
Welsh Buick, Inc., on US-33 
also handles Opel. Welsh formerly 
owned St. Joseph Valley Auto Sale 
(Buick), South Bend. 


English Ford for Miller 


H. E. Miller Motors, 2015 Burt 
ington, North Kansas City, hu 
been appointed a dealer for Eng- 
lish Ford. 


Jeep for Mentor 


Mentor Automotive, Inc., Litt 
Mountain Rd. and Mentor Av. 
Mentor, O., has been awarded a 
Jeep franchise. John B. Ordbery 
heads the firm. 

* > 


Fiat jor Anderson 


A. D. Anderson, for many yean 
an Oldsmobile and Chevrokt 
dealer in Baltimore, has bees 
named a distributor for th 
Italian Fiat. Headquarters will k 
at 901 E. Twenty-fifth St. 

7 * o 


Simca Outlets Named 

Paris Auto, Inc., Bastern d& 
tributor for Simca, announces tk 
following new dealership appdint- 
ments: Konners Auto Sales, In, 
Pine Brook, N. J.; Paramouw 
Motors, Hackensack, N. J.; National 
Motor Sales, Inc., Plainfield, N. J; 
Cornet Motors, Inc., Port Chests, 
N. Y¥.; Matty’s Foreign Car @ 
Westley, Rhode Island; Huge 
DeSoto, Inc., New Rochelle N.1 

= a > 


Dealership Home Com 


Peachtree Plymouth, Inc, 
completed construction of a $ 


building at 3275 Peachtree 
(Continued on Page 92, Col. 4) 
















Signs with Dodge— 


Roy J. Mossy, left, president, 
Motors, Inc., signs a Dodge sales 
ment as the sole Dodge dealer in 
Ray E. Baver, Dodge 
regional manager, looks on. 
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:|Super Rayon cord tires 
rolet 
een 
the 
li be 

Prospects don’t get these annoying thumps and bumps on Super Rayon as they were built to be—pillow soft. Super Rayon resists softening 
to tires. They do get the quiet ride they’re looking for in a car. Scientific under running heat, then hardening with annoying “flat spots” when 
5 the testing by Goodfriend Associates—top acoustical authority — proves the car stands in cold. Your prospects ride in real comfort on Super 
sot Super Rayon cord tires up to 33% quieter than tires made with the Rayon. When you order cars, Mr. Dealer, order all your cars with 
- other cord. . . . Super Rayon tires keep today’s new suspension systems rayon tires and you’ll be sure of having them on your demonstrators. 
N. J; 


oF 


Don’t 
thump yourself 


Noise: The other cord gives you this! 




















Mileage: Super Rayon’s sta- 
bility adds miles to tread 
wear, too. A carefully con- 
trolled driving test recently 
showed the treads of Super 
Rayon cord tires wearing 14 
to 26% longer than the 
treads of tires made with the 
other cord. 


out of new car sales! 


Safety: Test drivers at Motor 
Vehicle Research prove it. 
By hitting granite blocks at 
speeds up to 60 mph, they 
dented rims— but didn’t hurt 
their rayon tires! Strong, 
rugged new Super Rayon is 
actually today’s premium 
performance tire cord! 


Quiet: Super Rayon cord gives you this! 


Demonstrate and sell on 














American Viscose Corporation 
350 Fifth Avenue, New York 1, N.vWY. 


SUPER RAYON FOR HEAT RESISTANCE: 








DIFFERENCE IN STRENGTH RETENTION —the laboratory tells the story 
of how the cords act when the heat’s on. Rayon retains 5% more of its 
strength at 150°, 52% more at 500° than the other cord. You see why 
it’s today’s premium performance tire cord! 









TIRE RAYON 
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Ford Motor Sells Last 


Of Kentucky Timberland 


DEARBORN.—Ford Motor Co. 
has sold approximately 70,000 acres 
of timberland in Southeastern Ken- 
tucky to Potomac Industries, Inc., 
of Washington, D. C. 

The acreage represents the last 
of 115,000 acres of timberland in 
Kentucky purchased by Ford in 
1925. Other parcels of the company’s 
original holdings were sold in past 
years. Fordson Coal Co., a Ford Mo- 
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tor Co. subsidiary, has retained gas 
and oil rights on the tracts sold to 
Potomac Industries as well as coal 
mining and other mineral rights on 
10,000 acres. The subsidiary also 
holds mineral rights on the pre- 
viously sold 45,000 acres. 


VW Service Expanded 


Imported Motors, Inc., 5874 Dorr 
St., Toledo, has opened a down- 
town service facility at Monroe 
and Eighteenth Sts. 


INSIDE 


L EAT H E R and you'll love it! 


In three “Super 88” and three “98” models 


The functional 


Across the Nation... 


Auto Dealer Changes 


(Continued from Page 90) 


N. E., Atlanta. Maynard Powell, 
general manager, George E. Schu- 
macher and Benjamin P. Hart, 
Dayton, O., are partners in the new 
dealership. 


* * * 


Browne Opens Import Deal 
Pitt Browne has opened.a dealer- 
ship under the name of Pit Stop, 
Inc., 8832 Howard Ave., New Orleans, 
to handle Porsche and DKW. 
= + * 


Cameron Pontiac Formed 


Cameron Pontiac has been or- 
ganized in North Sacramento, Calif., 
by Robert L. and Ruth D. Cameron | 
and William Z. Southworth. 

> t 7 
Donoghue Joins Howard 

Terry L. Donoghue has been! 
named sales manager of Howard | 
Motor Co. (Ford), Seattle. He is the | 
son of a former Seattle sales execu- | 


tive for Ford Motor Co. and served 
as zone manager for Lincoln and 
Mercury from 1948 to 1952. 

f * +. 


Berndt Opens Dealership 

All New York Auto Corp., a 
Renault dealership, has opened at 
139-20 Hillside Ave., Jamaica, N. Y. 
Charies Berndt jr. is president. 


+ * > 


Triumph Dealer Opens 


Dealing exclusively in the Tri- 
umph auto, Triumph, Inc., has 
opened at 1201-1221 Van Ness Ave., 
San Francisco. 


Lundstrom Motors Sold 


Lundstrom Motors (Lincoln- 
Mercury-Continental), 1631 K St., 
Sacramento, Calif., has been sold 
by M. W. Lundstrom and Mrs. 
Freda Lundstrom, son and wife 
of the late Fred E. Lundstrom, 





beauty of 


pu PONT LU CITE’ 


Automotive parts made of Du Pont 
Lucite acrylic resin are not only beau- 
tiful, but practical. The jewel-like tail 
and parking lights on the Edsel, for 
example, transmit and reflect light 
efficiently, resist shattering, and are 
easy to clean. Because of the remark- 
able durability of Lucire, they will 
retain their beauty through years of 


service. (Edsel lenses molded by Erie 
Resistor Company, Erie, Pa.) 
Lightweight and economical, Lucire 
can be molded to close specifications. 
For information, write: E. I. du Pont 
de Nemours & Co. (Inc.), Poly- 
chemicals Department, Room 31, 
Wilmington 98, Delaware. 


Be sure te visit the Du Pont Exhibit Booths 48 and 49, Automotive Show, Sheridan-Cadillac Hotel, Detroit, Michignn, leneery 13-17, 1956. 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


founder of the firm, to Roy. 
cobes, former general m: 
The new firm name ig 
Lincoln-Mercury Sales, Inc. 


+ * * 
Ferrara, Berger Na 
Al G. Ferrara and Arthur 
have been appointed new-car 
agers for Roche’s, Inc., North 
lywood, Calif. oa 
a, s 
Willys Franchise Added 
Reo-Washington Sales Co. Is 
2401 Airport Way, Seattle, hj 
been named a Willys de: 


* * * 


2 DeSoto Deals Open j 


New DeSoto dealers in the ] 
Midwest are Queen City 
Dickinson, N. D., headed by 
Simonieg, and Eddie’s Sales & & 
ice, Deadwood, S. D., headed! 


-E. H. Rypkema. 


. * * 


Harry Martin Buick Fe 


Harry Martin Buick, Ine, 
nings, La., has filed notice of} 
solution, according to the Louw 
Secretary of State’s office. 


> * * 


New Home for Home ™ 
Home Motors (Goliath-Bo 
has occupied its new $45,000 
quarters at 25700 Castro St, 
ward, Calif. Al Meeks and & 
Passio jr. are partners in the 
* > = 


Watson Takes Voloo 


Watson Motor Co., 2060 C 
St. Petersburg, Fla, has 
awarded a franchise for 
Swedish-built Volvo. 


Victory in Tests: 
By Calif. Police’ 
Claimed by Dod, 


SACRAMENTO, Calif.—D 
announced that the Calif 
Highway Patrol ordered 287 D 
with D-500 engines after ext 
tests at the International 
Car Speedway, Riverside, C 
brings to more than 1,000 the 
ber of Dodges used by the h 
patrol. . 

Five medium-priced cars > 
peted in the tests, and Dodg 
it ranked first in the qua 
standing start and second 
third in the flying mile. 

In a panic-stop test at 60 
Dodge reported that its e 
stopped in 125 feet, compared 
157. for the next car. Dog 
claimed that it performed 
stops without brake fade, 
pared with seven and six for 
nearest rivals. 

Dodge also*said it won a f 
run over a 33-mile course. D 
said the test cars were driven by 
highway patrolmen and that all 
ranked Dodge first in man 
ability and safety. 


Firm Accused 
Of Unfair Prices 


WASHINGTON.—The Fedet 
Trade Commission has cham 
Guaranteed Parts Co., Inc., 5é 
Falls, N. Y., with discrimin 
among its customers in Pf 
charged for the automotive igm 
parts it manufactures. 

An FTC complaint charges 
independent wholesalers buying 
lesser annual volume are ¢ 
higher net prices than other 
pendent competitors buying 
greater volume. 

A hearing is scheduled 
in Seneca Falls before am 
hearing examiner. 


What a Reco 


Million Welk Disks 
To Dodge Visitors” 

DETROIT.—A “record” 
season was reported by D 
dealers throughout the n 

During a 13-day period, 
they handed out more thans 
lion records featuring the 
Welk orchestra and the 
sisters. 

The record, “Merry Com 
from Our House to Your 
was a holiday gift from ? 
dealers to showroom visitor 
cording to W. D. Moore, De 
rector of advertising and ® 
dising. 
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NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 
2 Years $14 [7 1 Year $8 f) (U.S. and Canada) 
All Other Countries, 2 Years $20 1 Year $12 2 


for which check is attached [} or send bill [) 
Name & Title 
Company. 
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1958 will be a mighty busy year at the Post! 


How our Post family is growing — already 
past 5,600,000 circulation at publisher’s last 
count! (We expect to deliver an average week- 
ly bonus of half a million copies —- 500,000 
during the first six moriths of 1958.) 

Then there are our advertisers — 187 new 
arrivals last year — more than that in 1958 
at the present rate. — 

Advertising income’s bouncing, too. We’ve 


ZOOM M sell the PosT 


A CURTIS MAGAZINE 


topped the $90,000,000 mark; and we'll bet- 
ter that this year. 

And hear this! The Post is first in ad pages 
in more fields than you can shake a rattle 
at! Among the most important — automotive. 
Year after year, again this year, the smart 
automotive money is on the Post — America’s 
showroom for new cars, for accessories, 
trucks, tires, for oils and gasolines. 


You can pin it all to Post readers, the 
Politz-proved Influentials. They talk about, 


recommend things they read in the Post. Their 


influence moves sideways—neighbor to neigh- 
bor, friend to friend — multiplying your sales 
force by millions. What’s more, the Post 
reaches Influentials on every income level. 

Expecting bigger things from your ads this 
year? Remember, the Post produces. 


INFLUENTIALS—they tell the others! 
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Wel -Buiit Badly Go.,dne. 


5903 PRESTON COURT, BROOKLYN 34, N. Y. 





The most diversified selection of wreckers ever manufactured 


by one company. 12 distinct models ranging from 3 to 25 tons. 


Car Dealers— 
Automotive Jobbers— 


STOP THESE 5 LOSSES! 


What Losses? Mistokes by your employees, dis- 
honesty, stupidity, lack of basic business infor- 
mation, just plain corelessness. 

The Services of Dukes Corporation STOP these 
unnecessary losses occurring in all business, in- 
cluding yours. 

Forty yeors' experience getting results, nation- 
wide. Don't waste time wondering if we can 
help you . . . send your business letterhead to 
our Executive Office or phone us collect—iL 7-1616. Our field man is 
near you and will coll. 


The DUKES Corporation, 


78-17 37th Ave., Jackson Heights, New York 


BRANCH OFFICES: Baltimore, Boston, Cleveland, Indianapolis, Kansas 
City, Mo., Lansing Mich., Pittsburgh, Providence, Washington, D. C. 
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Tires Called Profitable Field . . . 


Good Shop 


Will Pay 


Own Way, Clinic Told 


(Continued from Page 76) 


winners—who will speak to stu- 
dent groups about the opportuni- 
ties in the retail automobile busi- 
ness—who will participate in 
Career Day programs at the 
schools, 
> = + 

It is my opinion that, in addition 
to this kind of assistance to auto- 
motive classes and teachers, we 
badly need additional training in 
many of our dealer service depart- 
ments. 


We need more basic on-the-job 
training for apprentices who are 


Fourth of Dealers 
25-Year Vets, 
Says Chevrolet 


DETROIT. — Nearly a fourth of 
the Chevrolet dealers have been 
affiliated with the company for 25 
years or more. 


W. E. Fish, general sales man- 
ager, said, 1,716 dealers have held 
franchises 25 years or more for a 
combined service of 50,947 years. 

Among the veterans are 46 who 
began their dealerships between 
1913 and 1919. They average more 
than 40 years each. 


Oldest dealer in point of affilia- 
tion is W. J. Hubbard, Francisville, 
Ind., with Robert N. Lineweaver sr., 
of Staunton, Va, next. Both began 
with Chevrolet in 1913, Fish said. 

During 1958, Fish added, an addi- 
tional 287 dealers are scheduled to 
enter the 25-year circle. 

He said the survey showed nearly 
7,500 dealers have an average serv- 
ice slightly over 14% years. 



















Designed for Precision 
Mechining Breke Drums 
on Passenger cors and 
Trecks UP TO 10 TONS! 


Sliding and Revolving 


profits in today’s 
easier access to drum 
interior. 

Multiple speeds and in- 
dependent feeds. 1 HP 
Motor. 

Terns AND Wet Grinds, 
SIMULTANEOUSLY, with 
Vapo-Jet WET Grinder 


304 Lathe provides the 














There are 2 certain ways to make steady, big 
great demand for Brake Drum 
Reconditioning! 1) Put this new, medium 
Lathe to work for YOU! Or, 2) take ree 
Drum work toa VAN NORMAN Jobber’s Shop 
that is equipped to turn out these jobs quickly 
and ar oe you. This great, new No. 
recision, mirror finish 
that means maximum life to linings. 


Brake 


An easy, “Pay-as-You-Profit Plan” will put 
this medium priced Lathe to work for you. Ask 
your Jobber about the new Heavy Duty No. 


304, or write us and we'll tell you where you 






Pan, Be be 


can get Precision Machining Brake Drum service 
— from a Shop near you. Van Norman Automo- 
tive Equipment Company, Springfield 7, Mass. 
A Division of Van Norman Industries, Inc. 


AN NORMAN 


TVAN NORMAN IN MODERN, EFFICIENT SHOPS—EVERY WHERE! 





unable to get automotive instruc- 
tion in school. We need many 
more well-planned, continuous 
service shop training courses to 
help young mechanics reach 
their full level of competence and 
to keep experienced mechanics 
abreast of the fast-changing de- 
pe pire in automotive design 
and engineering. 

We need more dealers who will 
make maximum use of the thou- 
sands of training materials pre- 
pared each year by factories and 
suppliers—dealers who will work 
with factory service representa- 
tives in setting up and conducting 
training programs—who will regu- 
larly send their service personnel 
to factory service-training centers. 

We need more dealers who will 
recognize that service shops with 
effective training programs and 
modern equipment will attract— 
and keep — far more mechanics 
than shops that use outmoded 
equipment and offer little or no 
training. 

The combined energy and re- 
sources of dealer and factory, 
directed toward improving voca- 
tional education, toward expanding 
on-the-job and factory training, 
and toward equipping service shops 
with up-to-date equipment, could 
be a powerful force in stimulating 
the recruiting of service techni- 
cians. But it seems to me that to 
give our efforts full effectiveness, 
we're going to need something 
more. 

> > > 


Revised Thinking Needed 


I believe we may have to revise 
our thinking about the people we 
want to hire for our service shops. 
In the past, the older worker, the 
woman worker, the handicapped 
worker and the worker who be- 
longs to a minority group have 
found only limited opportunities in 
the automobile-service business. 

But in recent years many dealers 
in many parts of the country have 


Edsels to Make 
3 ‘Moon Trips’ 


In Test Drives 


DEARBORN —A campaign to 
have the Edsel test-driven the 
equivalent of 100 trips around the 
earth or five round trips to the 
moon has been launched by Edsel 
dealers throughout the country. 


Richard E. Krafve, Edsel general 
manager, said dealers are aiming 
for half a million demonstration 
rides in the next 60 days. Each trip 
will average five miles, a total dis- 
tance of close to 2 million miles. 

“We have organized this program 
to demonstrate the big difference 
that has been engineered into this 
new automobile,” Krafve said. 


In the next 60 days, he added, 
nearly 1.5 million invitations to 
drive the Edsel will be mailed to 
ear owners throughout the nation. 
Edsel dealers will contact additional 
thousands and invite them to join 
in the test run, he said. 

Each person who participates in 
the test drive will be given a scale 
model of an Edsel. 
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Fort Worth Rambler Deal Opens— 


Frontier Rambler, Fort Worth, marked its opening by holding a breakfast for 
salesmen and department heads. Tom Abbott jr., operating manager is ° 
the center, On his right is Earl Powell, sales manager, and standing between thee 
is Tom Abbott sr., president. Dallas zone officials attending the breakfast 
Sloggett, zone manager, and J. E. Woosley, assistant manager. 


$n, 


been discovering the advantages of 
recruiting and training workers in 
these categories. And today, 

as we are with a grave shortage of 
service personnel — and k 
there will not be enough young 
men to meet the needs of all em. 
ployers in the decade ah 

haps it is the right time to 
about opening the doors of 
tunity in our service departments 
even wider. 


It also seems to me that we 
should undertake a 
campaign to counteract the wide. 
spread misconceptions about 
automobile mechanics—who are 
pictured by many as un 
grease monkeys with few oppor. 
tunities for getting ahead, Ang 
in this connection we should try 
to provide clear motivations t 
young people to enter the servigs 
business. 


We have to get across to the 
ple of our communities that om 
mechanics are highly specialized 
technicians and craftsmen whg 
possess a wide variety of skills 
electronics, mechanics and hydra. 
lics. We have to point out fi. 
quently that experienced mechanics 
make up to $150 a week and some 
times more. 


We have to emphasize and reem. 
phasize that in a small retail opera. 
tion like an automobile deale 
young men who begin their career 
as mechanics have excellent oppor. 
tunities to increase their technica] 
knowledge, to become service map- 
agers, shop foremen, automobile 
salesmen, parts managers, parts 
salesmen, factory service repre 
sentatives, technical teachers, ip- 
surance adjusters—and even the 
owner of their own business. 

* = = 


We must tell the youth in o 
communities of the vast and vita 
need for men and women of me 
chanical talents in an era of ever 
advancing technology—an era i 
which machinery of all kinds s 
growing increasingly complex. 

We have to tell them of th 
important contribution the aute- 
motive service business make 
toward keep the nation’s goob 
moving — the contribution # 
makes toward main 
strong and healthy 
economy. 

We have to tell them of 
pleasure a technician gets 
keeping a fine piece of machinay 
operating smoothly — and = 
high regard the average 
motorist holds for anyone who @ 
keep his car running well. 


Our most promising avenue 
attack on the shortage of 
mechanics lie in creating 4 
and greater interest in a 
repair as a rewarding 
assisting our schools in the 
tion of prospective young 
cians—in expanding our own 
ing facilities and making full @ 
of those we already have—and® 
widening the opportunities for @& 
ployment in the service sector @ 
our business. 

* + > 

We also need a greater reali 
tion that one of the fun 
aims of our service depa is 
to give the automobile buyer 
greatest amount of pleasure 
his car. This is the real 
tion that comes from running 
efficient, well-staffed, top 
service business. 

Over and beyond this it is @ 
care and maintenance a deale! 
gives to the cars he sells that 
made the franchise system one 
the most useful and valuable i 
tures of our whole economy. 
the dealer system will flourish # 
long as it continues to render 
service to the American public. 
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The Busiest Doors in the Business 


Crowds of people have been going through doors like 
these in Chevrolet dealerships from coast to coast. 
They’ve been coming in for a closer look at the new 
Chevrolet. And they like what they see. They like 
all the new and fine things Chevy offers. They like 
its new size, its sculptured lines, its costly car feel. 
These are all good reasons why reports to date show 


CHEVROLET 


DIVISION oO Ff 


‘<9 ee alee aii al trata silat i ib Migs gb 


more people are buying *58 Chevrolets than any 
other car. But it takes even more than a fine product 
to roll up a record of leadership over the years like 
Chevrolet’s. It also takes a truly great selling team. 
Because of the men behind these busy doors, there are 
nearly 3,000,000 more Chevrolet cars and trucks on 
the road than any other make. 


GENERAL MOTORS. 


OBkTTRO!T 


a. 


MICHIGAN 








Sight’s Sons Purchase 


His Chevrolet Deal 


The oldest Chevrolet dealership 
in Kansas City, Sight Brothers, 
Linwood Blvd. and Gillman Plaza, 
has new management. Jack Sight, 
the dealer since 1923, has sold his 
interest in the a. to his sons. 

Robert 8S. Sight is president and 
William A. Sight is secretary- 
treasurer of the new firm. Both 
have been active in the business 
several years. Name of the firm has 
been changed from Sight Brothers 
Motor Co. to Sight Brothers Chev- 
rolet, Inc. 
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By Three Speakers .. . 








U.C. Profit Potential 
Emphasized at NADA 


(Continued from Page 25) 


same cab, which was done by an- 
other man at the same time the 
seat was rebuilt. He wire-brushed 
rust from the floor, then used black 
plastic dye on the floor and rubber 









INSIDE 


L EAT H F t and you'll love it! 





In the Packard Hawk 


pedals. Brown plastic dye made the 
kick pads good again; a cheap 
rubber mat was cut out, and the 
truck was given some sex appeal, 
which sold it. 

= * + 

Now I would like to show you 
what we have been doing around 
the country with the amazing new 
low-cost resin repair system for 
reconditioning sheet metal. While 
this can be and often is used for 
regular customer metal repair 
work, it has special advantages for 
used-car departments. 

It comes in very handy when you 
get a truck cab like this one. You 
can’t afford to put it in the body 
shop to wait its turn for customer 
labor to be finished when you could 
have it done by your used-car peo- 
ple out in the used-car recondition- 
ing shop with unskilled help. 

It really is remarkable—the 
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backbone of the repair job is 
cloth. Soft enough to cut with 

scissors, harder than steel, pliable 

enough to fill holes in sheet 
metal, rigid enough to drill, file 
and sand. 

This is the regular fiberglass 
which makes the body on some 
popular model sports cars and also 
is used on boats. The surface is 
sanded, indented with bumping 
tools to provide a bonding surface. 
Then the fiberglass cloth is cut to 
desired sizes with a pair of ordi- 
nary scissors, the resin and hard- 
ening agent mixed and applied to 
the cloth, like spreading molasses 
on a pancake, a little heat is ap- 
plied to the metal with a heat lamp, 
the cloth is hung on like wallpaper, 
and more heat rapidly sets it up so 
it can be ground with a high-speed 
grinder. 

If additional contouring 


plished with a plastic solder, also 
in the same family. Resin is mixed 
with plastic solder, the mixture 
spread on with a knife. With a lit- 
tle heat, it sets up so it can be 
ground to shape. The patch is fin- 
ished and painted just like any 
other repair, usually at a fraction 
of the cost. 


Planning Is Needed 
Here is a picture of this treat- 


Every good driver should realize the need 
for looking back... having a full view 
of the road behind. He is, therefore, a ready 


prospect for Guide rear-view mirrors, 


For safety’s sake, no car should leave your 


showroom or service department 


without these two Guide Mirrors! 






1908-1958 


These two specially designed Guide Mirrors can add a great deal 
to the motoring comfort and safety of your customers. With just 

a flick of the finger, the View Finder adjusts to filter out headlight 
glare . . . the Inside-Controlled Side View Mirror provides the 
ultimate in convenience. When suggested regularly, Guide Mirrors 
can add a sizeable sum to your accessory profits. 


FORWARD FROM FIFTY 


2»... BRIGHTEST NAME 


IN LIGHTS 


GUIDE LAMP DIVISION « GENERAL MOTORS CORPORATION + ANDERSON, INDIANA 


is | 
needed, this is speedily accom-| 








ment in a rusted-out door 
The rest of the door might rust 
out later—but the patch wil] not 
rust out nor come off. 


This picture shows how 
it is to cut out the patch ang 
ply the resin. Here we are applying 
the patch and curing it with a 
portable small torch. Notice ho, 
easy it is to grind and 
the surface. Here are the materiay 
used in this process, also the trug 
seat repair kit. 

All these things look —~and 
they are—but it takes ‘oan 
amount of planning and orgaaj. 
zation. If you wish, for example, 
to recondition your cars in a 
average of two days’ time, you 
must fix responsibility for 
reconditioning 
vide him definite and 
space and a sufficient nu 
qualified personnel. x 

One of the major items is q 

to keep needed materials 
available and with some kind 

control to maintain a minim 
but balanced inventory. To do 
and also improve the housek 
in your reconditioning shop, ; 4 
might wish to adopt something fi 
this cabinet. ¥ 


ap. 
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The picture shows a regular 
cabinet, such as you might havyem) 
hand, painted white inside 
with a black belt so fin 
won't show around the door 
dles. Decals for the doors ¢ 
obtained from your factory or 9 
reconditioning materials sw 
to make it attractive. This i 
hope your staff will keep 
stalls neat and attractive. 

So now, if you will do 
things, your cars will sell so 
you will have prospects waiti 
line. To keep them from 
off to shop somewhere else, 
might want a good waiting 
in your used-car closing 
building something like this 
Then, if you establish and 
tain good sound operating. po 
and— 

Be fair in all dealings; 


Allow no one to make promise 
the dealership cannot fulfill; — 

Cheerfully stand behind ¥ 
warranty, making quick and sale 
factory adjustment of any 
plaints; 

See that all dealership p 
treat others as they would liket 
be treated, 

Then your used-car operatia 
should be able to take on any a 
petition and make money for 
dealership. 
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U.S. Rubber Buys 
Northwest Firm ~ 


DETROIT.—Purchase of R 
Super Tread Tire Co. Yak 
Wash., by United States 
Co., was announced by G. RF 
Cuthbertson, general manager 
the tire division. = 


Cuthbertson said Rogers) 
pioneer in the retreading of 
off-the-road tires, was 
mainly to tie in with the fac 
of U. S. Rubber dealers se 
the tire needs of highway 
heavy construction ind 
addition, he said, the Rogers 
cilities will be used as a t 
center for personnel of U. 8. 
ber and its tire dealers. : 

E. S. Morgan, former U® 
Rubber truck tire sales manager® 
the Pacific Northwest, has bee® 
appointed general manager of 
Rogers operation. 
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Chicago Firm to Market 


Armstrong Shock Absorbers 

CHICAGO.— Armstrong Hydret 
lics, Inc., has been formed to i 
port and market Armstrong 
absorbers in the U. 8. 

Ted E. Allen, a 25-year veteran of 
the automotive parts industry, ¥ 
manager of the firm which is 
cated at 561-67 E. Illinois St, 
cago. 


3 Olds Deals Terminated 


Termination of three Oldsmobil 
franchises in the Upper Midwe 
has been announced by the 
mobile zone office in Minn 
They are Bjornsen Sales Co., Wir 
dom, Minn.; Lain Chevrolet & 
Harlowton, Mont., and Mode?! 
Machinery Co., Watford City, N.? 





Wherever the fun spot... whether it be around the world, 
across the country or just across town . . . Holiday readers 
are constantly on the go. And as these new figures indicate, 
they do much of their going by car: 

Last year, Holiday’s 875,000 families drove the whopping 
total of 12.4 billion miles, buying 900 million gallons of gas, 
42 million quarts of oil, 142 million oil filters and 600,000 
batteries as well. 


HOLIDAY readers are the leaders of the new active leisure ! 


=| Meet your best customers..in the pages 0 


io 


- "id , f : i 


How come this delightful situation? For one thing, Holiday 
families are just naturally more at home on the road. They 
really like to jump behind the wheel and go places. And 
with incomes nearly triple the national average, they can 
afford to satisfy their mileage manias in a grand way. 

Isn't it about time you joined the distinguished list of 
automotive advertisers ... nearly 50... currently appear- 
ing in Holiday? 
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All-Nylon Tire 
Offered by Dayton 


DAYTON, O.—A new, all-nylon 
Dayton Thorobred Blue Ribbon tire 
has been introduced by Dayton 
Rubber Co., Irve Eisbrouch, general 
manager of the tire division, an- 
nounces. 

Featuring a new Twin Safe-T- 
Lok Tread design that Eisbrouch 
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tion and riding comfort, the tire 
will be available for 14-and-15-inch 
wheels. 

Ejisbrouch said the twin tread de- 
sign virtually eliminates tire squeal 
and is engineered to run cooler and 
last longer at sustained high speeds. 


Kaiser Brothers Add Fiat 

Kaiser Brothers Oldsmobile, 1540 
S. Figueroa St., has been named a 
Fiat dealership for downtown Los 


said gives improved safety, trac-| Angeles. 








INSIDE 





LEATHER oni s.u:vicve i 


, In four different models 


Auto Markets’ 


(Continued from Page 16) 


total is 55 less than the previous 
week, but two more than in the 
like week last year.— (Frank 
Kappel.) 


r > > 


Providence 


Dealers in the Providence area 
sold 924 new cars during Novem- 
ber, compared with 1,116 in the pre- 
vious month, according to figures 


compiled by the Rhode Island Au-| 


tomobile Dealers Assn. 

By makes, registrations were: 
Ford, 255; Chevrolet, 151; Plym- 
outh, 101; Oldsmobile, 69; Buick, 


47; Pontiac, 44; Rambler, 40; | 
Cadillac, 39; Dodge, 39; DeSoto, | 


20; Chrysler, 19; Mercury, 14; 
Imperial, 9; Lincoln, 9; Nash, 7; 
Edsel, 6; Studebaker, 5; Hudson, 
1; Willys, 1, and miscellancous, 
48. 

New-truck registrations also 
dropped in November—to 119 from 





makes, registrations were: Ford, 
44; International, 25; Chevrolet, 18; 
GMC, 17; Dodge, 4; Mack, 1; Reo, 
1; White, 1; Willys, 1, and miscel- 
laneous, 7.—(Thomas L. Forbes.) 


+ * * 


Billings, Mont. 

Registrations of new cars in Yel- 
lowstone County (Billings), Mont., 
dropped from 290 in October to 185 
in November. 

In the same period, new-truck 
registrations dropped from 66 to 
42. 


By makes, November new-car 
registrations were: Ford, 48; 
Chevrolet, 36; Oldsmobile, 138; 
Buick, 15; Plymouth, 11; Pontiac, 
10; Chrysler, 7; Mercury, 7; De- 


4; Dodge, 3; Studebaker, 3; Cad- 
illac, 2; Edsel, 2; Lincoln, 2; 
Rambler, 2; Checker, 1; Conti- 
nental, 1; Jaguar, 1; Packard, 1, 
and Willys, 1 


141 in the previous month. By' New-truck " registrations were: 
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For complete under-the-hood lubrication during winter 
months sell Quaker State Light. This unique dual-range oil 
has two big advantages. 1. The easy starting ability of 10W 
oil. 2. The long-lasting protection of SAE 20 oil. Best for all 


winter driving conditions. 


- 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 





a 
Chevrolet, 13; Ford, 11; Interna. 
tional, 8; GMC, 4; Mack, 2; 

1; Kenworth, 1; Studebaker, 1, aaj 
White, 1. 


* * * 


Buffalo 

New-car sales in Buffalo ang 
Erie County, N. Y., in the first 19 
months of the year increased 95 
percent over the Corresponding 
period last year, the Buffalo Aut. 
mobile Dealers Assn. reported, 

For the January-October Period, 
sales in the county came to 4127 
cars, against 40,285 in the gam 
period last year. 

Foreign-car sales in the 
in the same period nearly 
from a year earlier. As a 
they outsold 11 Ame 
cars. 

Sales of new commercial Vehicles 
in Erie County for the first 1p 
months this year amounted to 
units, against 2,205 in the 19% 
period.—(George E. Toles.) 


Curtice Pledges 
GM Support on 
Missile Program 


DETROIT. — Harlow H. Curtis, 
president of General Motors, jag 
week pledged “the fullest support” 
of GM in efforts to speed the m. 
tion’s ballistic missile program 

GM’s AC Spark Plug 
he noted, is now in production “and 
preparing for volume output" ¢ 
the all-inertial guidance system fg 
the Air Force 1,500-mile Thor be. 
listic missile. AC also is 
guidance systems for the Navy 
Regulus and the Air Force Mat. 
dor. 

Curtice said: “I am confident tha 
American industry, working with 
American science and the armed 
services, can meet the challenge 
that confronts us. 

“All of General Motors’ techn- 
cal knowhow, facilities and trained 
people are certainly available b 
support this program to the fib 
est.” 

Several GM divisions have aide 
AC Spark Plug in various 
of electronics work on the 
Delco Radio, Delco Appliance mi 
Delco Products divisions ig 
helped in making electronic pam 
The New Departure division ly 
made contributions in the bearing 
field. 

General Motors Research Lab 
ratories, meanwhile, are backing ® 
the program with scientific ® 
search and development work. A 
scientific advisory com mittes 
headed by Dr. Lawrence R. Hal- 
stad, research vice-president, bs 
been counseling AC. 


General Tire Unit 
Changes Name 


WELLAND, Ont. — In keeping 
with its products and service & 
pansion, General Tire & Rubbe 
Co., of Canada, Ltd, with heat 
:uarters here, has officially changed 
its name to Industrial Produ 
division. 

Known as the Stokes divisia 
since 1950 when Stokes Rubber @ 
was acquired by General Tire, i 
Welland operations have been & 
panded into a major supplier ¢ 
the automotive, refrigeration, appl 
ance and communications industrieé 
of Canada. 

In recognition of the growth d 
the division, the parent compaly 
recently named Oliver G. Vinnedgt 
vice-president in charge of bob 
sales and manufacturing. His ™ 
sponsibility includes the division! 
plants at Wabash, Logansport a0 
Marion, in Indiana, as well as th 
Welland plants. 


Brakes Are Selling Point 


For Volvo in St. Louis 


ST. LOUIS—S pooner Motor 
Inc., 1436 Big Bend, Ri 
Heights, and Ed DeBrecht Mot 
Cars, 8510 Watson, Webster Groves 
both Volvo dealers, can point 
pride to brakes manufactured 
St. Louis. 

Standard equipment on Volvo i 
cludes Wagner Lockheed & 
adjusting V-type brakes. 
brakes are shipped from St. 
to the factory in Gothenbu 
Sweden, and are one of the 
major components of the Vl 
made in the U. S. 
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The case of the disappearing ‘big wheel’ 


13” wheels—a full inch in diameter smaller than 
those on current production models—is the predic- 
tion for 1961. Predictions, however, like horse races, 
often provoke controversy. Many remain doubtful 
about an imminent switch to 13” wheels because, 
they point out, such a wheel-size reduction would 
involve a number of difficulties including: 


© a completely re-designed brake assembly 
® manual steering difficulties would increase 


® production change-over costs would be very 
high 
@ an 8-year cycle at least is normally needed for 


for wheel and tire manufacturers to amortize 
tooling costs 


Proponents of the 13” wheel are prepared to 
ignore these views because of the design advantages 
and smoother ride. 


So, will your 1961 automobile come standard- 
equipped with 13” wheels or not? To you, a matter 
of minor importance perhaps—but to the automotive 
vendor, the manufacturer, the designer, the engineer, 
the dealer, the service man—a question of vital im- 
portance. Each must know what the other wants, has, 
Or needs; whether it be a 13” wheel or a 13-to-1 


compression ratio. To gather, edit and publish this 
vital information is the job of the automobile indus- 
try’s weekly newspaper: AUTOMOTIVE NEWS. 


To deliver this news—while it still is news—to 
44,000 paid subscribers*—takes 14 experienced full- 
time editors and 106 on-the-spot correspondents con- 
stantly in touch with manufacturers, dealers, field 
representatives and service men. 


Little wonder then that through its 33 years of 
publishing, AUTOMOTIVE NEWS has come to be 
regarded by these men as their Newspaper of the 
Industry. Discover yourself the difference in interest 
your own sales story generates among automotive 
men when you place it with their must reading pub- 
lication. 


The most influential publication in the automotive industry. 
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Vel. XXXL, No. S612 


The Newspaper of the Industry 


7aapee New Care Now ve. 679/000 in "= ose 


Stocks Dip but Top Year Ago _ 


Get the. complete story on how AUTOMOTIVE 
NEWS has boosted the sale of other auto products 
—and will do the same for yours. Simply ask your 
nearest AUTOMOTIVE NEWS representative to 
call, at your convenience. 

*86% of whom annually renew their subscriptions at the 


regular $8 rate. They are offered no premiums, cut rates, or 
special inducements. 


* * * 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871 


CHICAGO: J. Goldstein, William H. Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303 
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Sam Looks at Imports... 





A Foreign Car Is Nice, BUT... 


By L. H. Houck 

Traveling Correspondent 
JEFFERSON CITY, Mo.—When 
you have auto problems, the man 
to see is Old Sam, the auto medi- 


“Requires cogitatin’, son, to come 
up with the exact date,” Old Sam 
said. “Notice you drove up in a 
fair representative of a Detroit 
chromium product—a mite longer 
than most People’s garages. 

“See you’re loaded down with 
typewriter, camera equipment, 
probably a couple of cases of flash 
bulbs in the trunk, 50 pounds of 
old copies of Avtomotive News. 
Yep, see you could shave and make 
a cup of coffee in the middle of 
the desert if the highway ran that 
way 

“Well sir, the: small foreign 
cars, if they may be called cars, 
will-supplant the Detroit product 
whenever you can haul all your 
stuff in one of them. That's the 

date. 

t goes for the shoe salesman, 
the tobacco salesman, the hardware 
salesman. Why I've seen auto job- 
ber salesmen with catalogs so big 
it couldn’t be hauled in any of the 
foreign midgets I've seen.” 

“I know it would take two small 
foreign cars to haul my stuff be- 
cause I’ve tried to see how I could 
utilize the 40-miles-per-gallon po- 
tential,” I told Sam, “but then a 
lot of people are buying the small 
cars and a lot more are claiming 
that the next car will be one of the 
almost 100 brands now offered.” 

“Son, I'd have to have two of 


less gasoline, and not long ago a 
guy pushed his in a lake to prove 
that it floated and then pushed it 
out again. 

“He didn’t prove’ anything: else 
though because the chances are you 
could take any Detroit jalopy and 
drive it through the same lake and 
back through it again. Over here 
we're not much for pushing, we're 
more for ridin’, and we've built big 
wide roads that stretch from 
yonder to yonder. 


our time of land travel by auto 
from 10 hours per 100 miles in 
1925 to less than two hours. 
Who'd want to cruise these high- 
ways cooped up in a tiny crate 
that could be pushed only to 607 
Where 50 makes you feel like 
you’re flying with Orville Wright. 

“These small cars are fine,” Sam 
continued, “and they’re well built 
usually, and they don’t resemble 
anything we've ever built. But they 
are the product of their native en- 
vironment just as our cars are the 
product of our environment and 
topography. 

“They are made where narrow 
roads are still used by horses and 
where in some cases men carry 
loads on a yoke around their neck. 
They’re made for twisting, hairpin 
turns which have been there ever 
since Ben Hur raced his chariot. In 
contrast, we take a million or so 
and straighten out our hairpin 
turns. 

“Some of these foreign cars are 
made just as they were 50 years 


a Model T and the other was a 
Dodge. They were the products 
of the environment and they met 
the requirements of that age. 

“When our roads started gaining 
a little, we lost a lot of our fine 
old names in the auto world. They 
didn’t keep up with the times, they 
didn’t improve engines, they didn’t 
improve wheels and tires and they 
fell by the wayside. 

“But I said, look at the economy 
of the small foreign car, four 
sparkplugs instead of eight and 
sometimes only two sparkplugs,” I 
said. 

Sam replied: 

“We've had ’em, About 1915 we 
had a Maxwell which had only 
two small opposed cylinders, used 
two plugs. There was another, 
the Dort, at my house we had a 
Cadillac with only one cylinder 
and it used only one plug. 
“We also had fours for a good 

many years, and then the six, and 
now we're on the V8 platform. It 
used to be said by many auto deal- 
ers that if they could get the owner 
of a six-cylinder car to ride in an 
eight, he’d never be happy again 
until he got one. 

“And speaking of economy,” Sam 
continued, “there are two kinds, 
one brand you impose on yourself 
and the other is forced on you. 

“Did you ever stop to think that 
these foreign cars had to be made 
small and light and easy to fix for 
a reason? First it’s the narrow 
roads, second it’s the high price of 
gasoline, and third the income of 
the people of those countries is 
about a tenth of our average work- 
ing man’s income. 


object if you’ve got it when it 
comes to comfort. 

“Now unless Detroit’ could sell its 
cars,” Sam continued, “they 
wouldn’t be making them. And un- 
less the people wanted them the 
way they are, they’d be making 
them different.” 

“This is the only country in the 
world where the ordinary working 
man can buy a Cadillac, an Impe- 
rial, a Lincoln or a Continental if 
he wants one. And in this country 
virtually everyone has a car of 
some kind. In other countries only 
a few per thousand population own 
even the small cars. 

“Then look at the price on im- 
ported cars in this country,” sai: 
Sam. “The ones that have com- 
fort and luxury sell for luxury 
prices. When you scale the prices 
down you scale it on down to a 
2-cylinder, air-cooled job for less 
than $1,000.” 

“Yes,” I countered, “but look at 
the simplicity, no power brakes, no 
power steering, no air suspension, 


lalmost no heaters on some of 


them,” — 

“Stop, right there, son,” said Sam. 
“Sports cars are fair-weather cars 
to be used by a person who can 
leave ‘em home if the weather is 
too bad. Our people use their cars 
for business and pleasure, mostly 
business. They are family transpor- 
tation. 

“John can’t stay home from 
work because it’s snowing or be- 
cause the bus doesn’t run within 
a mile of his place. What does he 
do? He buys a car with good 

heater and defroster, puts on 
snow tires and goes to work and 
comes home in snow or any other 
weather. 

Then on Sunday the family — 
which now averages five in this 
country, and which is so large that 
they couldn’t all go in a small car— 
visits grandma or spends a day in 
the country a hundred or so miles 


them just to haul my groceries ago,” Sam added. “Now it’s only “Shucks, boy, they didn’t make 

home once a week from the | been 40 years since only two cars| them little go-carts little because — 

supermarket unless I wanted to (were commonly seen on our mud| they wanted to—they had to. “If this typical American car 
make three trips,” Sam said. roads—the Model T and the old| Now take the people with money. | buyer buys a foreign car, he will 
“Knocking the Detroit cars is 0] Seige Section Dede. Take England. Does the moneyed | use it as a second car, buy it to 

peptien pemine sight new and al “About Ghat timo f mundo a trip | eines side tn them Rifle care ox- have fun with, or buy one to be 

lot of people point out the many| of 140 miles between two towns | cept for sport? No sir. They ride | different from his neighbors. 

favorable aspects of the rosiome in the winter and met two | in them Rolls-Royces and other “And there’s another mighty im- 

These midget fans claim they use| cars on the entire trip—one was | big cars because money is no | portant thing,” Sam said. “Your 
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Available with red, green or 
blue irridescent backgrounds 


FOR THOSE WHO PREFER 
DIE CAST and PLASTIC MONOGRAMS 


Scotchlite Decals 








Chromeal Decals 
Clear Mylar Decals 


Write for Prices and Samples 
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bold 3-D lettering, reflectorized background 
reflectorized material costs much less than Scotchlite 


constructed of sturdy, heavy molded metal casting 


simplified installation; 
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3447 East 15th Street 

Los Angeles 23, California 
and 

962 Milwaukee Avenue 
Chicago 22, Illinois 





oe 
small car’s OK for two 
some can accommodate four 
crowding.” Up at our place the 
other day this here guy comes in 
and he’s got a nice ’'53 tw 
which he wants to trade for a stg. 
tion wagon. 

“‘Wouldn’t take a farm ip 
Texas for that ’53,’ he told Te,” 
said Sam, “‘runs fine and we af 
like it, but we’ve got so 


kids now we just got to ge NEW 
something bigger to haul ’em jn, to safe 
That’s the only reason you're § most 2 
getting that little car.’ jabor-™ 

“And he was talking about ,™ ported 
standard-sized American two-doo, out th 
You can buy them midgets ang ™ clude: 
give it to the kids, but you New 
can’t haul the family in ’em.” named 

“So you think the foreign car wig to see! 
fade away from the American @ labor-! 
scene,” I asked. York 

“Heavens, no;” Sam an would 
“Foreign cars will sell a certajp funds. 
percent of the American marke The | 
because we have enough also ca 
who are interested in that sort of promot! 
thing. Some will use them rej. @ wiping 
giously for every purpose. Other ™ tween | 
will use them for brag pieces, Head 

“Dealers eye foreign-car frap. & of Yale 
chises because they think that & said it | 
grass is greener, no hectic hag- § mendat 
gling over trades, dealers in time 
close to suggested retail list @ isiature 
prices,” Sam continued, “In that Prop 
respect they are about in the items 
same place as our dealers wer money 
when they sold two and fou. by em 
cylinder cars — were ne standa 
problem then, either, and dealers bility 
all sold at list prices. treasut 
“Almost none of the buyers had § elimina 
tradeins, they walked to the showy. sent a 
room or took a street car. When @ sons « 
ever there are enough dealers ani ment r 
enough used imported cars t Possit 
count, we'll have the same hassk & state 1 
we have now with our own can manage 
simply because that is a human peing cc 
problem. legislati 

“I think it’s wonderful to live in § and lab. 
a country where almost anybody Mich 


can buy a top-price limousine, ora 
midget import—in fact he can have 
’em both if he wants ’em. In ths 
country we have to rush became 
we've got so many things to @ 
and we like to rush in air cond 
tioned comfort. 

“When we want to take pionee- 
ing punishment and deprive our 
selves, we can buy the foreign car 

“That’s the American attitude a 
imported cars—we can take 'em@ 
leave ’em as long as we haves 
plush Detroit product with power 
steering and power brakes for th 
bulk of the hauling and the riding’ 
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Electronic Units 
Formed into New 


TEA 
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Mack Division yay 
PLAINFIELD, N. J—Mack§Giiles. 

Trucks, Inc., is combining its eee § 1%4. 
tronic research and manufacturing § Conti 
facilities into a single division. the car’ 
P. O. Peterson, Mack president § Sloan, P 
said the combined facilities will kj he (Slos 
operated as Mack electronics div+§ Novemb: 
sion. The step 15,000 m 
was taken, he . for a ne 
said, to permit a The S 
greater coordina- guments 
tion of effort in the evic 
the aircraft, mis- Punitive 
sile and rocket “such d 
fields. B @gainst 
The company’s iB is evider 
electronics manu- inferred 
facturing facili- participa 
ties previously b meee a jf 
were carried on conclude 
by Mack Elec- P. O. Pee i used ay 
tronics Division, Inc., Plainfield, *§ new one 
wholly owned subsidiary, while tJ tended ¢ 
search and development activitie B by the n 
were conducted by Mack Electro®§ pero, 
ics, Boston, a separate comp Bfirm den 
division. car had 
Peterson emphasized that both B or tha 
the Plainfield and Boston facilitl®©§ were ms 


would continue the same fun 
as before, but will operate 
the single divisional command. 

Robert Edwards, formerly mar 
ager of the Plainfield unit, has bee 
named general manager of the ne¥ 
electronics division. 

Glen H. Roundy has been named 
director of sales and Paul Travels 
has been designated director of & 
gineering for the division. 
held similar capacities pre 
with the Boston unit. 


VW-Porsche Outlet Opens 

Four J. Motors is a neée¥ 
Volkswagen-Porsche dealership 
Huntington Park, Calif. Mrs. 
James Strucker heads the firm 
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State Laws 






On the Legislative Front... 
eS eS 


Urged 


To Guard Union Funds 


NEW YORK. — State legislation 
to safeguard union funds is fore- 
among proposals affecting 
jabor-management relations re- 
rted from state capitals through- 
out the country. The reports in- 
clude: 

New York: A special committee 
named by Gov. Averell Harriman 
to seek means of eliminating 
jabor-management rackets in New 
York State said its first goal 
would be laws to protect union 
funds. 

The commitee said its program 
also calls for measures aimed at 
promoting union democracy and 
wiping out collusive agreements be- 
tween unions and employers. 

Headed by Prof. Clyde Summers 
of Yale Law School, the committee 
said it hoped to have all its recom- 
mendations in the Governor’s hands 


in time for action by the 1958 Leg-| 


islature. 

Proposals will deal with such 
items as embezzlement of union 
money, bribing of union officials 
by employers, establishment of 
standards of fiduciary responsi- 
bility in the handling of union 
treasury and welfare funds and 
elimination of situations that pre- 
sent a confiict of interest for per- 
sons engaged in labor-manage- 
ment relations. 

Possible changes in New York} 
State laws dealing with labor-| 
management relations also are| 
being considered by the joint State} 
legislative committee on industrial | 
and labor conditions. 

Michigan: Enactment of legis- 





R.1. Court Upholds 





$1,750 for Buyer 
In ‘Deceit’ Sale 


PROVIDENCE.—A jury verdict 
of $1,750 against ‘Walter Winters, 
Inc. (Dodge-Plymouth), Pawtucket, 
has been upheld by the Rhode 
Island Supreme Court in a “deceit” 
action arising from the sale of a 
used car. 

The award was in favor of 
Rinaldo J. Conti, Rumford, R. L, 
who charged that a Winters sales- 
man falsely contended that a 1953 
sedan, for which he had paid §$2,- 
935.92, was a “like-new car used 
only as a “demonstrator” and that 
it had been driven less than 3,500 
= He bought the car April 8, 

Conti presented evidence from 
the car’s former owner, Theodore 
Sloan, Pawtucket, to the effect that 
he (Sloan) had bought the car in 
November, 1952, had driven it about 
15,000 miles, and then traded it in 
for a new car in January, 1954. 

The Supreme Court rejected ar- 
Suments by Winters counsel that 

evidence did not warrant 
punitive damages, and held that 
“much damages may be awarded 
against a corporation when there 
im@ 8 evidence from which it may be 
that the management 
im Participated in a fradulent conduct 
++. jury might reasonably have 
concluded that the placing of the 
ued automobile among or near 
new ones—an act designed and in- 
tended to deceive—was authorized 
by the management.” 


Before Superior Court, the auto 
firm denied telling Conti that the 
car had gone less than 3,500 miles, 
or that any misrepresentations 
ton made as to the car’s condi- 


2 Florida Groups 
Name Officers 


ORLANDO, Fla.—Two local as- 
‘eciations of Florida dealers have 
elected officers. 

Orlando Automobile & Truck 
Dealers Assn. named Grady Chance, 
president; D. C. McNamara, vice- 
President; Charles Flynn, secretary, 
and L. W. Zoller, treasurer. 

Broward County (Fort Laudér- | 

) Automobile Dealers Assn. 

Cy Young, president; Lester 

Koody, vice - president, and Don 
therton, secretary-treasurer. 














lation to control union welfare 
funds has been advocated by Rep. 
George W. Sallade, Ann Arbor 
Republican, as part of a program 
proposed for 1958 consideration. 

Montana: A resolution adopted 
by the Montana Farm Bureau at 
its annual convention called for 
adoption of a state “right to work” 
law, prohibiting the union shop and 
other forms of union security con- 
tracts. 

New Hampsuire: Legislation re- 
quiring registration of pension and 


welfare funds with the State was 
outlined by State Insurance Com- 
missioner Donald Knowlton at a 
hearing conducted by the State Leg- 


islative Council. 
Knowlton said the mea sure 


stemmed from recent disclosures | 


of mishandling of pension funds 
and was based on a proposed 
model law drafted by the National 


Association of Insurance Commis- 
sioners. 


P. N. Darling, executive secretary 
of the New Hampshire Manufactur- 
ers Assn., advocated that the Legis- 
lature give its attention to protect- 
ing labor unions from “racketeers” 
instead of regulating pension funds. 


MassacHusetts: A bill filed for 
consideration by the 1958 Legisla- 
ture would prohibit strikes not au- 
thorized by union members through 
secret ballot and would require elec- 
tion of union leaders by secret bal- 
lot. 


Former State Attorney General 
Clarence A, Barnes and Senator 
Herbert S. Tuckerman, Beverly 
Republican, contended recent dis- 
closures in Washington in the 
McClellan hearings show the need 
for such legislation, despite the 
rejection of similar measures by 
Massachusetts voters in 1948. 
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of Labor and Industry William L. 
| Batt jr. 


committees to help solve local labor- 





' settle disputes if they do occur. 


PENNSYLVANIA: State Secretary 


Koval Honored— 


has urged Pennsylvania 


Joseph Koval, owner, Koval Bros. 
communities to organize citizens’ 


(DeSoto-Plymouth), Mahanoy City, Pa., re- 
ceives a special anniversary award from 
management disputes. C. Shelton Baker, vice-president, Com- 

Such permanent local units, he| mercial Credit Corp., marking 25 years 


| said, could play an important role| of business association between the two 


in averting strikes or lockouts and | firms. Looking on is H. Bond, Commercial 
Credit representative. 








101 
Insurance Hike 


Of 9.9% Proposed 


In Massachusetts 


BOSTON. — Massachusetts auto 
owners would pay 9.9 percent more 
for property-damage coverage next 
year under a rate schedule pro- 
posed by insurance companies. 

Owners of commercial vehicles 
will be asked to pay 9.7 percent 
more. Class 2 drivers, those under 
25 who are single, would pay 104 
percent more than operators over 
25. Last year Class 2 drivers paid 
94 percent more. 

Rates for married men under 25 
with families and those with driver- 
education training call for approxi- 
mately 50 percent more than rates 
for drivers over 25. 

The increases would cost private 
auto owners approximately $3.5 
million. Rates were boosted about 
18 percent in 1957. 

The 1958 increases will go into 
effect Jan. 1 unless Insurance 
Commissioner Joseph A, Hum- 
phreys disapproves the rates and 
orders a public hearing. 


Niodernize 


your present Motor Tuner with 





8’ 


Save labor, increase profits by installing 
the famous Heyer instant engine analyzer 
on your present equipment. Get the advan- 
tages of both primary and secondary 
ignition analyzers—the automatic com- 


Model 335K 
Dyna-Vision 


SEE OUR 


AT 


or $47.50 down, 48c per day 


includes training and 1 year warranty. In-, 
stalled in 30 minutes by our representative. 


+1249°a BIG SCREEN 














CURRENT ALLEN] ALLEN E-1200 


and at the 


parator and identifier circuits. Ask your 
car representative what his factory thinks 
of Dyna-Vision. Ask for a demonstra- 
tion today—every day you wait costs 
you money. 








NAD A EQUIPMENT EXHIBITION, Miami Beach, January 11-15, Booths 103-104 
3 AE ENGINEERING DISPLAY, Meeting, Sheraton-Cadillac, Detroit, January 13-17, Booth 114 








Englander Named to Head dee 

Cleveland Rambler Unit | schritz Motor Sales, Inc. Berea, 
CLEVELAND.—Arthur L. Eng-| treasurer. 

lander, Englander Motors, Inc., 


other pertinent 
automoti industry, every week 
the year. 
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of 1072! 


KINNEY MOTORS. INC. 


Brooklyn, New nee 2, 1957 


t pleased 
sales De~- 
prac- 


: pitting = 
sell developed, 
~ that confront us- 


Other officers are Norman Shib- 












ion is mS 
rience* 






we have used it, 
greater produc~ 
staff members, 
r understanding 
for creating © 
new Chevrolet. 





+ months 
puring the e160 Be ed 







tal technics 
of the re to own & 


respects dest 
: very truly eee 
KINNEY MOTORS, ° 
Wh, he Heingartner 
President 





Walter E. 
Heingartner 





WHEREVER YOU MAY BE—REGARDLESS 
OF YOUR POTENTIAL—YOU'LL ENJOY 
MORE SALES AND BIGGER PROFITS 


with Bert Doane's 


“VOICE OF EXPERIENCE” 


SALES DEVELOPMENT PLAN 


1072 car dealers throughout the country have found this the 
answer to the pressing and perplexing sales problems faced by 
our extremely competitive business. It’s a proven sales develop- 
ment plan designed exclusively for car salesmen by a successful 
car salesman! 


24 TRANSCRIBED “TRANSFUSIONS” 
TO REVITALIZE YOUR SALES FORCE 


These powerful person-to-person talks (transcribed on discs or 
tape) act as a series of 15-minute impacts that rouse your staff 
to new energy, new ambition, and new pride of profession. 


BERT DOANE, INCORPORATED 


6399 WILSHIRE LIFORNIA 


48 


. 
. 
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CLEVELAND.—Establishment of 
four electric-control. product divi- 
sions and appointment of two gen- 
eral divisional managers have been 
announced by Clark Controller Co. 

The new divisions are automation, 
packaged drive and control centers, 
Crane and mill accessory controls 
and standard products division. R. 
L. Puette and B. H. Carlisle are 
the new divisional managers. 


L-M Gets U. S. Order 


For 30 Mercury Sedans 
DETROIT.—The U. 8S. Govern- 


Insurance Company Formed 


To Sell to Preferred Risks 

COLUMBUS, O.—Educator and 
Executive Insurers, Inc., has been 
incorporated here to offer auto 
insurance to preferred risks at 
reduced rates. 


The firm has the backing and is 
partially owned by the Ohio Edu- 
cation Assn., a teachers group. It 
will first sell to teachers and then 
seek the business of other profes- 
sional and executive groups. 


Ramsey Piston-Ring Plant 


California Tire Dealers 


Seek Ban on Regrooving 

LOS ANGELES. — The Southern 
Califdrnia Tire Dealers and Re- 
treaders Assn. will ask the Legis- 
lature to prohibit tire regrooving, 
according to Tom Cosgrove, execu- 
tive secretary. 

John Beaudoin, Compton, head of 
an association committee backing 
the law, urged following the lead of 
New York and [Illinois in prohibit- 
ing regrooving as a safety measure. 

* 


General Electric Receives 


Alpha Kappa Psi Award 

NEW YORK.—The Alpha Kappa 
Psi Foundation’s 1957 award for 
service to higher education was 
presented to General Electric Co. 
at the 62nd annual congress of the 
National Assn. of Manufacturers. 

Presentation of the award, a 
bronze wall tablet, was made by 
Morley C. Townsend, Buffalo, N. Y., 
national president of the business 
fraternity. It was accepted by Rob- 
ert Paxton, GE executive vice- 
president. Pay ip 


Commercial Center to Rise 


On Old Kaiser-Fraser Site 


DETROIT.—A commercial center 
will be developed on the old Kaiser- 
Fraser engine-plant property in 
Detroit, according to David M. 
Fuller, president of Tenandten 
Corp., which purchased the building 
and land from Willys. 

He said a grocery chain had 


other variety stores. The remaining 
area, about 400,000 square feet, still 
is available to developers, Fuller 
said. , 

oa * 


Peninsular Metal Products 


To Acquire Nankervis 
FERNDALE, Mich. — Peninsular 
Metal Products Corp. has entered 
into an agreement to acquire all of 
the stock of George L. Nankervis 
Co., Detroit, manufacturer of auto- 





motive and aircraft testing equip- 
ment. 

S. W. Sorensen jr., president of 
Peninsular Metal Products, said 
Nankervis Co. would be operated as 
a wholly owned but independent 
subsidiary. 


. s * 
Firestone Plants Open 
In Havana and Manila 


AKRON.—Two new Firestone tire 
plants have begun production in 
Havana and Manila 

The new Havana plant will pro- 
duce passenger, truck and off-the- 
highway tires for Cuba’s growing 
motor vehicle population. The 
Manila plant is the first to be put 
into operation by Firestone in the 
Far East. It will supply passenger 
and truck tires for Philippine auto- 
mobile assembly plants and replace- 
ment tires for retail outlets in the 
Philippines. 

> 


Cassedy Named Counselor 


By National Glass Dealers 

PHILADELPHIA. — James W. 
Cassedy, Washington attorney, has 
been appointed counselor for the 
Auto & Fiat Glass Dealers Assn. 

One of Cassedy’s first duties in 
his new assignment will be the con- 
tinuation of discussions between 
representatives of the Glass Deal- 
ers Assn. and Rep. James Roose- 
velt, California Democrat, concern- 
ing certain existing trade practices 
in the glass industry. 

- > 


Sound World Trade Seen 
Strengthening U. S. Economy 


WASHINGTON. 


through sound reciprocal world 
trade is a major objective of the 
Trade Policy Committee estab- 
lished by the President, according 
to Commerce Secretary Sinclair 
Weeks. 

Weeks, chairman of the com- 
mittee composed of seven Cabinet 
members who will advise the Presi- 
dent on world trade, said “the 


nation’s economy from weakening 
influences and provides increasing 
opportunities for expanded busi- 
ness and employment.” 

> 7 7 


Waukesha Motor Buys 
Climax Engine in lowa 


Veteran Employe— 


Gene Bibeau, right, receives a 1958 
Chevrolet from Walter B. Frame, presi- 
dent, Frame Motor Co. (Chevrolet), Mine- 
ola, N.Y., after completing 25 years of 
service with the dealership. With the 
firm since 1932, Bibeay is manager of 
the new and used-car get-ready depart- 


ment. 


Long, Brazilian 
Radiator-Making Agreement 


sleeves, pistons and other 
formerly purchased 
in the open market. 


Austin-Healey, Jaguar 
Tops in Sports-Car Rally 
HERSHEY, Pa.—Two Britig) 
autos, an Austin-Healey 
and a Jaguar 3.4 sports took 
top honors in the Sport Car Cy 
of America’s fourth annual Ap 
palachian National Rally, 
ing to the British Au 
Manufacturers Assn. reports, 
Seventy-five cars from all pary 
of the country participated in the 
event, which covered Pennsyl 
West Virginia, Maryland and YVj;. 
ginia. 


by Clime 


Thermoid Opens Warehouse 
In South San Francisco 


TRENTON, N.J.—Thermoid 
has opened a new warehouse jp 
South San Francisco, replacing » 
installation in San Francisco. 


Storage and shipping space tota) 
20,000 square feet, with an a 
ditional 1,800 square feet being é& 
voted to office facilities. Thermoi 
said automotive and industrig 
sales representatives will operat: 
from this location. 


Volvo Claims Import Mark 


For Cross-Country Run 
NEW YORK.—A transcontinenty 
mark has been claimed for th 
Swedish-built Volvo auto. Tw 
Long Island men drove from Le 
to New York in 49 how 
and 45 minutes, Volvo reported 
setting a record for imported can 
Only one hour and seventen 
minutes were spent in 
stops on the 3,050-mile run, Vol 
said. The car was a stock modd 


> > . 


Dalic Metachemical Names 


2 U. S. Representatives 


TORONTO.—Dalic Metachemica, 
Ltd., has appointed two addition! 
representatives in the U.S. 

Piddington & Associates, Lit 
3219 E. Foothill Blvd. Pasadem 
Calif.. will serve as representatin 
in California, Nevada and Arizom 
while Ohio Metachemical, Inc., 7 
Second St., Cuyahoga Falls, O. wi 
serve Ohio, Indiana, Kentucky al 
Tennessee. 

> > > 


Barnes-Gibson-Raymond 


Marking 35th Anniversary 
BRISTOL, Conn.—The Barnes 
Gibson-Raymond division, Asse- 
ated Spring Corp., is observing 
35th anniversary. It makes pr 
cision mechanical springs at plant 
in Plymouth and Ann Arbor, Mid 
The Michigan unit was forme 
in 1922 when the Wallace Barn 
Co. division joined with William D. 
Gibson Co., Chicago, and 
Mfg. Co., Corry, Pa. The joint ope 
ation started in Detroit, home ¢ 
the major customer, the auto ® 
dustry. 


Firm Sign 


CHICAGO.—Automotive radiates 
of the type made by Long Mfg. dit 
sion of Borg-Warner Corp. will ® 
produced in Sao Paulo, Brazil, ¥ 
Bongotti, Ltda, under a licensiaf 
agreement signed by the two firm 

The Brazilian firm’s princi 
original - equipment customers 
clude Willys-Overland and Int 


||industry in Brazil is currently pt 


ducing about 60,000 vehicles & 
nually and the number is 
to jump to 125,000 within two yes® 


> * ” 


_|Mather Spring Consolidates 


Plants, Sees 2nd-Best Year 

TOLEDO.—Mather Spring @ 
has completed the consolidation ¢ 
its manufacturing operations in # 
plant here and the closing of # 
plant in Linden, N. J. 

Henry T. Mather, president, P* 
dicted the firm’s sales this | 
would be second only to those 
1955. 


+ « + 
Berg Is Elected to Head 


Conveyor Equipment Makert 
WASHINGTON. — E. P. Bett 
Link Belt Co. Chicago, has # 
elected president of the # 
Equipment Manufacturers Ass® 
(Continued on Page 103, Col. 1) 
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News to Note... 


J. H. Walker, Fairfield 
eering Co., Marion, O. 
oe now officers are J, B. Nord- 
holt jr., Webster Mfg., Inc., Tiffin, 
0, vice-president; H. E. Murken, 
Hewitt-Robins, Inc, Stamford, 
Conn, treasurer; L. J. Johnson, 
Mathews Conveyer Co., Ellwood 
City, Pa, secretary; Orlan A. John- 
gon, Gifford-Wood Co., Hudson, N. 
y.; L. E. Brill, Jeffrey Mfg. Co., 
Columbus, O., and E. E. Saperston, 
Mechanical Handling Systems, Inc., 
Detroit, directors. 
* 


Bankruptcy Petition Filed 


By Buffalo Auto Dealer 
BUFFALO. — A voluntary peti- 
tion in bankruptcy has been filed 
in Federal Court here by Richard 
Leland Wetherill, Buffalo auto 


dealer. 
The petition shows liabilities of 


$906,725. . > > 


Contest Called Rich Source 


Of Sales Tips on Rayon Tires 

NEW YORK. — Dealer-entrants 
daim the weekly “rayon profit pay- 
off’ contest is an ideal way of 
supplying them with selling infor- 
mation about improved rayon-tire 
cords, according to the American 
Rayon Institute, Inc, contest 


sponsor. 
“Dealers tell us they have 
learned more about rayon-tire cord 
from this contest than from any- 
thing else they have had before,” 
said Benjamin Wood, ARI execu- 
tive director. 

“One dealer told us his employes 
quiz each other daily on selling 
points contained in contest mail- 


> * * 
American Sponge Employes 
Fete Chief on 75th Birthday 

NEW YORK. — Employes of 
American Sponge & Chamois Co., 
Inc., presented a gold watchband to 
President Arthur J. Sloss on his 
Tth birthday. 

Sloss, who has been with Ameri- 
can Sponge 57 years, began as a 
salesman, often carrying sponges 
in bales and suitcases to livery sta- 
bles and hardware stores through- 
out the country. The firm, now in 
its 89th year, exports and imports 
ocean sponges and chamois to and 
from all parts of the world. 


New Building Scheduled 


By Detroit Harvester 


DETROIT. — Detroit Harvester 
Co. will construct an office building 
and research center opposite De- 
troit’s Northland Center on Green- 
field Rd. The structure will include 
executive offices and engineering 
facilities, now housed separately, as 
well as new testing and research 
laboratories. 

The new structure, which will be 
one story of brick and steel con- 
struction with aluminum and glass 
facade, actually will be two rectan- 
gular buildings with a central court, 
Providing outside light for all offices 
and laboratories. It will provide 
$2,000 square feet of working space. 


Construction Nearing End 
At Ford Plant in Alabama 


SHEFFIELD, Ala—E. W. Day, 
Plant manager, said contractors will 
complete work on Ford Motor Co.’s 
aluminum casting plant here within 

Tee weeks. 

He said it will be another nine 
months before the plant is equipped 

and operating at normal 
‘apacity. Present production in- 
cludes casting of engine pistons, 
mission extensions and other 
ission parts, 


* * 


Goodrich Distribution Center 
To Be Built in Detroit Area 


ALLEN PARK, Mich—B. F. 
Tich Co. has announced it will 
‘onstruct a modern distribution 
Senter here on a five-acre tract. 
The two-story brick and steel 
ding will bring Goodrich ware- 
and offices in the Detroit 
“fea under one roof for the first 







Auto World in Brief 


(Continued from Page 102) 













time. Work on the new structure 
will begin in January and comple- 
tion is scheduled for July, 1958. 

* s * 


100,000 New Yorkers Lose 


Plates as Insurance Lapses 


ALBAN Y. — Carelessness cost 


to get new plates after 30 days by 
presenting new evidence of insur- 


ance. 
+ + * 


2 Dealers Fined for Selling 


Prestone at ‘Unfair’ Prices 

NEW YORK.—Two New Jersey 
retailers have been held in con- 
tempt of court for violating in- 
junctions restraining them from 
selling Prestone at less than fair- 
trade prices, according to National 
Carbon Co. 

The firm said Otto Simeone, op- 
erator of Sim’s T-V & Appliances, 
Union City, and Queen’s Depart- 
ment Store, Inc., Hoboken, were 


nearly 100,000 New Yorkers their| fined after entering guilty pleas. 


license plates for 30 days during the 
first nine months of the state’s 
Compulsory Insurance Law. 

The Motor Vehicles Bureau said 


> ° . 
Aeronutronic to Make, Test 
Flight-Control Equipment 


that most of the car owners had| LOS ANGELES. — Gerald J. 
carelessly allowed their liability| Lynch, president of Ford Motor 
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2O<+<bB--ana- 


SERVICE STATION 


“Due to the simplicity and accuracy of the Hunter Lite-A-Line it fits oil. | figure that my Lite-A-Line operation offers me a profit of from 
into my service station operation very well, because | can work it on $700 to $900 more a month than! was getting previously.” Norman F. 
my lifts and still carry on my regular duties of greasing and changing Mitchell, Mitchell Service Station, Baltimore, Md. 


CAR DEALER 





“Our front end alignment business has increased 48% since this 
machine has been put into operation, which | feel is due to the 
attractiveness of the machine and the reputation we have gained for 
turning out accurately aligned front end work.” Lewis Maynard, 
Service Mgr., Fowler Buick Company, Jackson, Mississippi 


GARAGE 





“After checking all equipment of this type we chose the Hunter 
Lite-A-Line for its accuracy, speed and ease of operation. It has 
proved to be a wise choice.” Roger C. Reat and J. B. Livingston, 
Gulfway Automotive Service, Houston, Texas 











There’s a 


HUNTER Wheel Aligner 
to Fit YOUR Business 


For speed ... Super Accuracy ... Big Profits, you can choose 
a Hunter model to fit your needs... floor, lift, rack or pit 
installations. All models feature the same optical lens pro- 
jectors for precision measurement. 


FREE MERCHANDISING KIT with your Hunter, 
includes 4-color, metal curb sign ($19.95 value), 
direct mail postcards and newspaper mats. 


Ask your Jobber about the one and only Hunter Tune-In 
Wheel Balancer, the original on-the-car balancer. 


Be sure and visit Hunter Booths 16, 17, and 18 at the NADA Show 


mmr @ To HUNTER Sagincering Company 
HUNTER 
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coverage to lapse. They were able|Co.’s Aeronutronic Systems, Inc., 
announced that Aeronutronic 
been awarded a contract by the/| fic control. 
Technical Development Center of 
the Civil Aeronautics Administra- 
tion to design, fabricate and test | FLIght Data ENtry equipment. 
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Ce ULTIMATE ACC 
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equipment to be used in conjunc- 
tion with a new system of air traf- 








has 









Lynch said the equipment is 
called “FLIDEN,” which stands for 















INSIDE 


LEATH F R and you'll love it! 


In all Roadmaster “75” and all Limited models 


‘ 








AN-158 
Hunter Avenue and Ladue Road—St. Lovis 24, Missouri 
Please send complete information on the 


(] Hunter Tune-in Wheel Balancer 
(_] Hunter Lite-A-Line Wheel Aligner 
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S-P Honors Veteran Dealer— 


J. E. Yarbrough (Studebaker-Packard) second from left, Atlanta, receives a 40-year 
plaque commemorating his long service with S-P and its predecessor company. L. C. 
Kyler (Studebaker-Packard), Columbus, Ga., left, and H. H. Barron (Studebaker-Packard), 


What's New... 


Trend to Equipment Leasing 
Seen Growing in Parts Field 
CHICAGO. — Within 10 years, 
many auto parts and accessories 
companies will be operating with 
leased equipment, according to 
William R. Heins, in a study for 
the Foundation for Management 
Research. Heins is president of 
United States Leasing Corp. 

The postwar trend toward ex- 
pansion and diversity of product 
and a tighter money market have 
put pressure on the working cap- 
ital of auto parts and accessories 
manufacturers, Heins said. As a 
result, more such companies are 
leasing instead of buying new 
equipment, he added. 

Leasing, Heins’ study said, will 
become increasingly important in 
industries whose ratio of fixed 


In Parts and Accessory Distribution 










and accessories industry, the study|and distributors in the form ot 
noted, it is 40 percent. reduced prices, meaning additiong 
Some automobile parts and ac-| Profits. 
cessories manufacturers, Heins in- | “As indicated by Permatex’ Saley 
dicated, are even selling their plant| increase under the ‘no-premiuny 
facilities and equipment, and leas- | policy, the use of premiums a 
ing them back immediately on a tually diverts selling attentigs 
purchase-leaseback. The object|from the merits of the 
here is to convert fixed assets to| to the merits of the premiums’ 
current assets, he said. | Benoit said. 


Leasing currently appears to| 




















> * « 









have three appeals, the study said. Wells to Head WEN 
“First, in these days of tight| : ° 
money, a manufacturer does not Show Committee FINA 


have to freeze his own capital in| 
equipment. Second, a manufacturer) NEW YORK.—John M. Wey 
does not have to worry about! Ingersoll-Rand Co, was elects 
equipment becoming obsolete. At| chairman of the joint ope 
the end of a short-term lease, aj}committee of the Internation 
company can always secure the Automotive Service Industries Shoy 
newest piece of equipment on an-| at the Chicago Navy Pier Feb, % 
other lease. | 21, 1959. 

“The leasing corporation handles! [It is expected that about 


























Presents the plaque. 





Aflanta, both veteran S-P dealers watch as D. L. Schoenfeld, Atlanta S-P zone manager, 


assets to tangible net worth is at 


disposal of the worn equipment. 
The typical lease today is from 


least 30 percent. In the auto parts! three to five years, This eliminates 





the 





AUTOMOTIVE AIR CONDITIONING 


nationally advertised, 
nationally distributed, 
nationally serviced brand - 


pays profits 
in every part of the country 


... as far north as Boston, 
as high as 5,000-ft. Denver. 


Over 200 new distributors 
joined Mark IV this year. 


Over 530 distributors and service 
centers in 294 cities offer 
trained, factory authorized service. 


Join this profitable group. Plan for next 
year now. Write or wire today. 


John E. Mitchell Co. 
3800 Commerce St. 
Dallas, Texas 


I'd like information about a Mark IV distributorship 
or dealership. 
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MARK IV DIVISION 


JOHN E. MITCHELL COMPANY 
3800 COMMERCE STREET DALLAS, TEXAS 


Manufactinend of fine Machineny for More Than Habf.a Centliny 





the risk of obsolescence.” 
> = > 


Dana Parts Division 


Occupies New Building 


| TOLEDO.—The parts division of 
[Dana Corp. has moved into a new 
warehouse building at 253 Wag- 
| goner Blvd. It is adjacent to Dana's 
— offices and Toledo manu- 
facturing plant. 

John E. Martin, corporation presi- 
dent, said the parts division now 
will function as a_ self-contained 
division within the corporate struc- 
ture. Neil Moore continues as parts 
| division manager. 


| 





‘Halt to Premiums | 
| manufacturer of ignition, lighting 


Brings Sales Up, 
Permatex Reports 


NEW YORK.—Sales of radiator 
products have “increased notice- 


ably” since Permatex Co., Inc., dis-| 


continued issuance of premiums 
three months ago, according to C. 


A. Benoit jr., president. 


| dustry and from large dealers and 
distributors as proof of the “no- 
| premium” policy’s success. 


| “Permatex is now completely out | 
|of the premiums business,” Benoit) 
said. “We have taken the money!) 
we used to spend on premiums and | 
| Le Bron jr. heads the firm. 


| put it into the pockets of dealers 


| What Makes 


CHICAGO.— The three “Ps” of|the customer thinks he can 0% 


| successful salesmanship were out- 
| lined by J. S. Burrows, manager of 
|sales training for United Motors 


| Service division of General Motors, | 
|in a talk to members of the —| 


motive Electric Assn. in convention 
here. | 


Burrows said the successful | 
applies 


salesman always “the sell- | 
ing principles, the selling process | 
and the selling practice.” - 

“Principle — process — practice, 
one, two, three and out with an 
| order,” Burrows said. 

“The selling principle is skilled 
persuasion; the planting of your 
viewpoint in another person’s mind. 
This combines psychology, the sci- 
ence of human behavior; and phil- 
osophy, the science of knowledge 
and logic,” he said. 

Selling psychology, Burrows said, 
is the study of the buyer’s mind, 
emotions and buying habits. Selling 
philosophy deals with the accumu- 
lating and using of sales facts in 
such a manner that their logic is 
undeniable, he added. 

“The selling process is the place 
we get into the plan for selling— 
the planned sales talk — the 

planned presentation,” he said. 
“So the selling process is the 
planned application of the selling 
principles.” 

Burrows continued: “It hinges on 
the fact that back of every decision 
a person makes lies a motive. De- 
cisions to buy are reached when 


| 





|tors are being manufactured 
|Lempceo Tractor division, Le 


He cited “spontaneous and en-| 
| thusiastic” reaction from the in-| 


| Lempco said. 


Principle, Process, Practice - - - 


|overseas distributors from 75 m 
tions will be represented at th 
1959 show. More than 300 ha 
delegates at the 1954 show. 


Representatives are expected 
from automotive wholesalers, ~ 
hicle and engine makers, goven- 
ment, oil companies, chain store 
mail order houses and warehousing 
distributors. 

> 
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U. S. Unit of German Firm 


Joins Auto Electric Assn. 


DETROIT.—Robert Bosch 
a wholly owned subsidiaryd 
|Robert Bosch G.m.b.H. of Stut 


gart, West Germany, has been a 




















| 
| 


mitted into membership in th 

manufacturers division of thm The ps 

Automotive Electric Assn. ommitt 
The company has been a leading" © 


starting and fuel injection equp—? * ™ 
ment in Europe for many years 
* e = 2 View 


Tractor Parts by Lempco 
CLEVELAND. — Rep 
track parts for Allis-Chalmm 
Caterpillar and International tre 


oi : 


Automotive, Inc.. Parts are sold ® 
complete assemblies and as 
vidual pins, bushings and link 





Isetta for Le Bron 
Le Bron, Inc., 314 S. Twelfth 
Omaha, has been franchised 
handle BMW-Isetta. 
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a Salesman? 
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PE we 






















make or save money; (2) get or 
crease comfort; (3) provide safety. 
(4) satisfy pride; (5) win or 
affection. 

“The last of the three Ps is 
tice. How we practice our Pp 
sion of selling. We might ask, 
is our buyer’s-side manner” Do 
practice our profession, cc 
ourselves like nice, well-man 
professional men—so that bu 
generally prefer us over other 
gracious representatives?” 


“It 


Fei 


AND: 
Y York 
eports 


perience so as to please neatl! 
everyone he meets. 
plishes this by doing 
things better than ordinary, 
usual things in unusual ways. 2 Ina 
Burrows said salesmen must and pas: 
people, be optimistic, keep out ©B are discc 
the long-winded class, keep 
ness in the foreground, keep @ 
of loyalty plus honesty rum 
through every talk, listen as well 
talk, and remember that famil 





breeds contempt. oe 
-— a r cent, 1 

S-P Honors Texas Dealet § 5. The » 
HOUSTON.—A 20-year gasoli 


pin has been awarded UE 
Studebaker-Packard Corp. to W.SBober, 
Schleeter, an owner of Mosehaft NE of 
Keller Automobile Co. (Stu 

Packard). 











2,90m Problems Noted... 


48 Experts 







L of 
onal By Kenneth C. Kelley Jr. 
Staff Writer 
alles WH U.S. faces several problems 
ims connected with booming busi- 





in the next 20 years but no 
of a depression. 
is the concensus of answers 
19 the question of what lies ahead 
for the U. S., which 
was submitted to a 
NEWS panel of 48 dis- 
oF tinguished econo- 
FINANCE mists, political 
leaders and educa- 
elle Btors in this country and the rest 
ted Bof the Western world. 
iting B The three most often mentioned 
: oblems were: 
Aiding underdeveloped nations to 
in the world’s wealth, keep- 
the boom from getting out of 
and and becoming runaway in- 
aation, and redeveloping cities to 
> pace with changing needs. 
None of the 48 mentioned a de- 
pression as a threat in the next 20 





gs 





a 





F. 









oz 


Eets «= 


ted ve 

"*E professor Lionel Robbins of the 
4 Llendon School of Economics 
—_ gsammed up the problems of the 
using next two decades as “overall 
stabilization—the problem, that is | 
to say, of keeping the economy | 
rm & 4. a whole on an even keel, of 
preventing both deflation and | 
‘orp. underemployment, and inflation 
ya and unhealthy boom and, at the 
‘tut same time, maintaining some sort 
ae of equilibrium relationship with | 

the the outside world.” 
! they The panel was questioned by the 
Committee for Economic Develop- 
nt, an economic research and 
ducation organization supported | 
a number of business concerns. | 
> > > 


2 Views on Red Strength 


WO observations on the subject 
of how the U. S. stands in 
lation to Russian strength since | 
the launching of the Sputniks were 
fered by rather diverse sources 
the U. S. Chamber of Commerce 
ggend an Indian. 
int The Chamber's publication, 
nk tion's Business, observes that 
Russian people are in for about | 
hard winters because the Com- 
unists plan to throw much of the 
ion’s resources into building up 
steel industry capable of produc- 
100 to 120 million tons a year 
1972. 
The Chamber said the Russian 
steel industry is rated at 48 
i million tons a year now. (The 
® tated capacity of U. S. steel mills 
7 ¥as 13344 million tons in 1957.) 
® The launching of the Sputniks 
supposed to impress people | 
@rom the neutral nations such as/| 
R. V. Rao, joint director of indus- 
n Weeties and commerce of Andhra 
ie 'adesh, India’ He commented: 
“It is harder to provide all 
hembers of the community with a 
bof, shoes and meat, than to 
unch an artificial satellite.” 
> + > 
Lag Explained 
RTANDARD & POOR'S, New 
York investment advice firm, 
eports that an anonymous oil 
pompany traces at least part of the 
oleum industry’s current over- 
eat upply problem to disappointing 
emand for gasoline. 
ci & The oil company’s studies indi- 
es Bete five causes for the lag in gaso- 
eat) @'"e Sales. They are: 
eo @ 1. The highways are so crowded 
nat less pleasure driving is being 
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The growing number of small 
pean cars which use less gas. 
The industry has overestimated 
additional gasoline needed for 
second car in a family. The 
feond car boosts gas needs by 50 
ent, net 100 percent. 
The armed services are buying 
gasoline. 
i 
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» Yet Optimistic. 
“ of the few forecasts for 


1958 that was at the same time 
and optimistic was offered 


AUTOMOTIVE NEWS, JANUARY 13, 1958 


Foresee 


o Depression Threat 


by the First Federal Savings and 
Loan Assn. of Detroit. 

The association looks for a good 
year with the gross national prod- 
uct for 1958 reaching $450 billion, 
compared with an annual rate of 
$439 billion in the third quarter of 
1957. Other notes included: 

Prices: “Gains in 1958 probably 
will be achieved without further 
inflation.” s 

Workmanship: “Jobs may not 
be quite as easy to find, hence 
many people will give greater 
attention to the work they are 
doing rather than the possibilities 
of work they might be doing in 
other positions.” 

Saving: “There are some indica- 
tions that consumers may increase 
the proportion of their incomes 
saved.” 

The conclusion: “In short, 1958 
now holds promise of being a year 
of stable and solid business activity 





ness firms and for consumers] and $2, 


t00. 7? Sales, $42,996,000 and) Stranger Borrows 


alike.” 
oe -r48 


Mohawk Rubber Climbs 
H. M. Fawcett, president of 
Mohawk Rubber Co., Akron, an- 
nounced that for the first nine 
months of 1957, the company’s net 
sales and net earnings were 32 per- 
cent above those of the correspond- 


ing period of 1956. 
. « * 


Armstrong Rubber Sets 
Sales, Earnings Records 


Sales and earnings of Armstrong 
Rubber Co. and its wholly owned 
subsidiaries reached the highest 
levels in the history of the com- 
pany during the fiscal year ended 
Sept. 30, according to Frederick 
Machlin, president. 

Net sales amounted to $76,137,429, 
an increase of 6.8 percent over the 
previous high of $71,313,421 in the 
1956 fiscal year. Net income was 
$2,950,423, compared with $2,797,963 
the previous year. 

* * > 


National-Standard 


National-Standard Co., Niles, 
Mich., fiscal year ending Sept. 30, 


with favorable prospects for busi-'1957 vs. 1956: Earnings, $2,506,318 


Allied Van Lines 


105 


Cadillac for Trial, 


Allied Van Lines, Broadview, z Sells lt for $3,600 


gross income, 1957 vs. 1956: 
000,000 and $46,750,000. 


Lee Tire Names 
West Coast Chief 


CONSHOHOCKEN, Pa.—Lee Tire 
& Rubber Co. has opened two new 
factory branches and appointed a 
West Coast district manager. The 
new branches are at 3637 Adeline, 
Oakland, Calif., and 52 Dickerson, 
Newark, N. J. 

Francis H. Hinderscheid was 
named West Coast district chief. 
He will continue as Los Angeles 
branch manager. Heading the new 
branches are Wayne M. Earl, New- 
ark, and Thomas S. Wheeler, Oak- 
land. 


In other appointments, Richard 
W. Anstey was named manager of 
Lee’s Memphis branch; Clarence 
W. Richardson joined the Los 
Angeles branch as a sales repre- 
sentative, and William St. Angelo 
was named office and credit man- 
ager in Oakland. 


OKLAHOMA CITY.—A_ glib 
stranger pocketed $3,600 and left 
town after selling a new 1957 Cad- 
illac which he “borrowed” from 
Darby-Everest Motor Co. 


Detectives said he represented 
himself as William A. Morrow, a 
Ponca City businessman. Contacted 
by officers, the real Morrow said 
he had not left Ponca City the day 
the incident occurred and had no 
idea who might have used his 
name, 

Police said the stranger took the 
Cadillac out on approval. He 
wanted to show it to his wife who 
was visiting in Norman. Instead, 
he drove to Bostic Motor Co. and 
sold it. 

A Bostic official said the man 
had “a good title, stamped by the 
tag agent in Coweta.” 

O. K. Bivins, chief of the State 
Crime Bureau, reported that a man 
answering the same description 
had used a typewriter in the Cow- 
eta tag agency a few days before. 
When he left, the tag agent missed 
three blank titles and a tag. 
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XENAULT inc. 


425 Park Avenue, New York 22, N.Y. 
Plaza 5-8700 


In Canada: 1427 Mountain St., Montreal 25, P. Q. 
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Impressive 


Worcester’s Sunday Telegram Feature Parade, the only locally edited Sunday 
magazine in Central New England, has established a 


2 year lineage growth of over 55.7% 
and a 91.9%* coverage of the 


2nd market in Massachusetts 


* Daily circulation 163,573; Sunday 104,590.(Publishers Statement 6 months ending Sept. 30, 1957) 
The Worcester 


TELEGRAM ano GAZETTE 
WORCESTER, MASSACHUSETTS 
Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, tac. 


Notional Representatives 
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Let Us Show You 
How to add EXTRA 
Profits in 1958! 







® NO HOLES TO DRILL 

@ FIT ALL CARS* and WAGONS* 
@ CLAMPS SECURELY 

®@ ON or OFF IN A JIFFY 

@ TELESCOPIC—2 CARRIERS IN 1 
“Std. model for Cars—Extra long for Wagons 
MILLER MFG. CO. 


Detroit 27. Mich 


INSIDE 





L k AT rH - RK and you'll love it! 


In eight different models 
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Text of Hansen’s NIADA Address: 


Justice Aide Upholds 
Duals, Bootlegging 


Eprror’s Norse:| The NIADA 
Convention talk Victor R. 
Hansen, head of the Department 
of Justice's antitrust divi 
offers a briefing on the trust 
and their application to auto 
dealers. For that reason, we are 
printing Hansen’s text. 


I WAS very pleased to accept the 

invitation of your executive 
vice-president, Val Jones, to talk to 
your members during your 11th 
annual convention. The title, Na- 
tional Independent Automobile 
Dealers Assn. is illustrative of the 
spirit of your organization—a com- 
petitive spirit and a pride in your 
independence. These qualities are 
in very close accord with the free 
enterprise objectives which the 
antitrust laws seek to safeguard 
and nourish. 


Your executive vice-president has 
asked me to discuss the part played 
by the antitrust laws in maintain- 
ing the freedom of enterprise en- 
joyed by your members as well as 
other American businessmen. I cer- 
tainly welcome the opportunity to 
tell automobile dealers what the 
antitrust laws are and how they 
work. 


I shall try to tell you, for the 


The Sherman Act was passed at 
the time when this country was 
beset by trusts, the rising power 
and arrogance of which caused the 
people and their representatives in 
Congress serious concern. 

Basically there are two types of 
conduct which are outlawed by the 
Sherman Act—concerted action by 
two or more people to restrain 
trade, and monopolizing by one or 
a group of people. 

> = : 


Restraint of Trade Hit 


COURSE, interstate com- 
merce must be involved for the 
Federal government to have juris- 
diction. Assuming that interstate 
commerce is affectéd, then Section 
I of the Sherman Act condemns 
every contract, combination in the 
form of trust or otherwise, or con- 
spiracy which restrains trade. This 
section hits at actions or activities 
engaged in by at least two people. 
The evil that Congress was seek- 
ing to prevent by this section was 
the joint action of separate persons 
or firms or corporations which re- 
sulted in restraint of trade. The 
form of the concerted action was 
ivamaterial and Congress used the 
broadest words it could to strike 
down any joint action which re- 
strained trade. 


Although at the time the act 
was passed the so-called trust 
was the favorite business device 
for achieving joint action, the 
Sherman Act forbids combination 
“in the form of trusts or other- 
wise,” together with contracts 
and conspiracies. 

The second section hits at a dif- 
ferent type of offense—monopoliz- 
ing. This is something which can 
be done by one person and does not 
require the joint activity of inde- 
pendent entities the way the first 
section does. 


You will note that what is for- 
bidden is monopolizing, and not 
possession of a monopoly. There 
may be lawful monopolies, such as 
those growing out of valid patents, 
and there may be other monopolies 
which are not unlawful. But it 
violates the Sherman Act when 
someone acquires or maintains a 


monopoly over a part of interstate 
commerce. 
= * * 

HE Sherman Act is both a civil 

and a criminal statute. Illegal 
combinations or conspiracies or il- 
legal monopolies can be punished 
by invoking the criminal sanctions. 
Punishment can today run up to 
fines of $50,000 and a year in jail. 

The purpose of invoking the 
criminal sanctions is, of course, to 
punish those who have engaged in 
illegal activities. The criminal pro- 
ceedings have no bearing on the 
future conduct of the persons in- 
volved except as the criminal 
prosecution may act as a deterrent. 

The civil remedies, which are 
permitted by the Sherman Act, 
look to the future and are designed 
to permit the courts to enter an 
order which will restore competi- 
tion in the industry. Thus, in a 
civil case the Government may, 
after it has established that the 
defendants have violated the Sher- 
man Act, obtain a court order 
which not only forbids the defend- 
ants from continuing their unlaw- 
ful acts, but may also require the 
defendants to take positive steps 
which are intended to restore com- 
petitive conditions. 

Such positive steps might be 
selling parts of a business unlaw- 
fully obtained or making avail- 
able to would-be competitors 
patents or trade secrets. Each 
such court order must, of course, 
be tailored to the particular in- 
dustry and the particular circum- 
stances that exist. 

But the purpose is always the 
same and that is to remove for the 
future the anti-competitive effects 

of the defendants’ illegal conduct, 
and encourage competition in the 


industry. 
. . * 


Private Persons May Sue 


HAVE talked about the kinds 

of cases which the Government 
may bring to enforce the antitrust 
laws. Both the civil and the crim- 
inal suits are brought in the name 
of the United States of America, 
to vindicate the public interest. 

There is, however, another im- 
portant enforcement provision in 
the antitrust laws. This permits 
private persons who have been in- 
jured or damaged in their busi- 
nesses by illegal conduct to bring 
a private suit. 

The party who is injured can, 
after he establishes that the con- 
duct of the defendants has vio- 
lated the antitrust laws, recover 
three times the amount of the 
damage he has suffered due to 
such conduct. This often amounts 
to a substantial sum of money 
and is an important deterrent to 
anyone who might otherwise be 
tempted to conduct his business 


activities without regard to anti- 
trust laws. 
In addition to the Sherman Act, 





25th Anniversary— 

A plaque is presented to Michael 
DiNovo, left, of Pietro DiNovo and Son 
(Dodg e+ Plymouth), Steubenville, O., in 
recognition of his 25 years as a Dodge 


dealer. Making the presentation is John 
F. Walters, Dodge Pittsburgh regional 
manager. 








there are various supplem 
statutes which were passed in gay CX# | 
years since 1890. In 1914 the q 

ton Act was passed. Section 3 n 
that Act is particularly pert r CG 
in an industry such as yours 

cause of the unique system of 
tribution under which most ( 


motive products are sold. nial t 

It provides in part that “Tt ition 
be unlawful for any person » eipful | 
gaged in (federally regulated) « ould 4 































merce ... to lease or make a 
or contract for sale of goods . 
on the condition, agreement, ‘ 
understanding that the lessee 
purchaser . - Shall not uge 
deal in the goods ... of a ow 
petitor . . . where the effect __ 
may be to substantially lessen « 
petition or tend to create a monp 
oly in any line of commerce” 

This Act supplements the She 
man Act by selecting a class 
contracts to which a more critic 
test of reasonableness will be 
plied. While the necessary le 
ing of competition or the degree 
the tendency to monopoly 
not been spelled out in the 
interpretations by the courts 
gest that where the agreement 
clear the tests can usually be me 

* * . 
HE antitrust laws I have 
scribed are those which are 
the most significance to your 
dustry. 

Turning now to two recent q 
involving automobile dealers 
have been the subject of con 
able discussion, I would like 
review with you the Webster’ 
Schwing* cases. I think that ¢ 
cases have been misunderstood 
many people in the auto indust 
and for that reason I think it 
particularly appropriate to dise 
them today. 

The facts in these cases 
similar and essentially quite 
ple. In Webster a jury found t 
Packard and one of its dealers 
Baltimore had agreed that Pack 
would not renew the franchises 
Webster and one other dealer 


would sell exclusively to Zell oe 
Baltimore thereafter. os 
The District Court found in fa 
of Webster and was reversed ms te 
the Court of Appeals by a 2m . 
majority. The Supreme Court tes tic 
nied Webster’s petition for cert on t 
rari and a petition for reh ed b 
of the denial. The Schwing cant a 
similar except that Schwing lost Thus, | 


the District Court. es 
The denial of certiorari by violat 
Supreme Court in these cases 


been characterized as “up y= 
exclusive-dealer agreements” on 
perhaps sanctioning the ds. 
proposals concerning “terri 
security” which have been 
vanced by people in the i DK’s B. 
As people engaged in the R 
ing of automobiles, you need ject 1 
explanation of the difference bussed, ] 
tween agreeing with another ¢ talled “t 
not to sell automobiles to } mort 
who live in that dealer’s area franct 
agreeing with a manufacturer t paler of 
he will terminate your compet ble or 
franchise or that he will not Wheth 


automobiles to your competitor. Bthoose t 
* * « By 


ourse, 1 
To Kill Competition ntitrust 
TH first agreement, whether Mp ous t 
is solely between two dé +h ustry, 
or whether a manufacturer a 9 
poses it on two or more demmy : 
without any direct agreement i, om 
tween them, clearly has for its ied 
pose the allocation of cust 
between them according to the #4, ow 
in which they live. nomic f 


Arrangements such as #8 the 


among competitors can h# oom 
hardly any other purpose than s 
elimination of competition A 
them, This has — to us 
be the objective of many | 
proposals which have been mage eet 
the name of “territorial secu™™ DETR< 
The security sought the 19 
mainly to be security from Dealer C 
petition. Thus, their purpos "7-9. Men 
at odds with the philosophy *Plude: 
the antitrust laws. This is Willian 
whether these arrangements oars - ¢ 
described as “territorial secU"™ Wa; Rob 
or “service responsibility "3B C.; c. 
nuses,” so long as their pu im, Als 
or effect is to eliminate ¢ oungsto 
tion among dealers by pet Molumbus 
or prohibiting o u t-of-tert m Arbe 
sales. A. Clin 
A different antitrust proble® BVictor & 
presented by an agreement L 
tween a manufacturer D. 
dealers that the manufacturet “MSpeights, 
terminate the franchise of # Betts, 
peting dealer. It has long rd, Por 
axiomatic among lawyers that Salt 
(Continued on Page 107, Col, in, Baton 












(Continued from Page 106) 


nial by the Supreme Court of a 
ition for certiorari is not a very 
mibelpful guide as to what that Court 
00 wuld do if the question had been 
ed and decided before it. 
So that, although insofar as 
sasrs, Webster and Schwing are 
\oncerned the issue may finally be 
cided, as a guide to other dealers 
nd the manufacturers who sell to 
nem, the Webster and Schwing 
os have very real limits. 
I would caution manufacturers 
nd dealers not to interpret the 
Supreme Court’s denial of certio- 
to be a hunting license 
a * . 
HWESE cases, while they involve 
franchised dealers, should be of 
nterest to all automobile dealers. 
am aware that today’s franchised 
jealer may become tomorrow’s “in- 
pendent” dealer, sometimes by 
hoice and sometimes otherwise. 
Iam also aware that the recruit- 
mt of franchised dealers from 
our ranks is a continuing occur- 
nce. So to a very real extent 
there is a community of interest 
mong all automobile dealers in 
these problems and other industry 
soblems. Your common problems 
nclude the maintenance of high 
ivertising standards and a high 
of fair dealing with con- 
umers. 
Thus, advertising which mis- 
leads the public should be studi- 
ously avoided by all members of 
your industry. Financing prac- 
tices which involve exorbitant in- 
terest rates or which mislead the 
public as to the terms which are 































actually available only bring dis- 
ai credit to the retail automobile 

i industry as a whole. 

w In this same vein, to effectively 





mnforce the antitrust laws, the im- 
ce of public support and con- 
dence cannot be overestimated. 
hose who seek the protection of 
2 those laws should conduct them- 
rt elves in such a manner that the 
‘ ocation of the sanctions of the 
on their behalf will be well re- 
ed by both the public and the 
Thus, practices should be avoided 
h, while they may fall short 
violations of the law, create an 
tmosphere in which those who 
the protection of the law do 
come into court with clean 
nds. 






















” * > 
DK’s Bootlegging 

URNING now to another sub- 
ject which has been widely dis- 
ce ussed, I come to what has been 
0 falled “bootlegging.” This is noth- 
more or less than the sale by 
franchised dealer to another 
r of new cars which he is un- 
or unwilling to sell at retail. 
Whether individual dealers 
to sell in this matter is, of 
fourse, up to them insofar as the 
ntitrust laws are concerned. At 
ious times in the history of the 
industry, factory-imposed delivery 
tharges and factory pressure to 
cept quotas of new cars in excess 
bf the dealers’ needs have supplied 
me economic incentives to wide- 
read wholesaling. 

of your members have 
advantage of these eco- 
Romic facts of life to deliver to 
the consumer virtually new cars 


adillac Council 
eets in Detroit 


DETROIT.—The second meeting 
the 1957-58 Cadillac Distributor- 

Council was held here Jan. 
nh Members of the Council in- 
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William T. Hosner, Amsterdam, 
‘. ¥.; C. A. Blake, Harrisburg, 
; Robert E. Foil, Spartanburg, 
C.; C. Nahb Drennen, Birming- 
im, Ala; Wayne H. Barrett, 
Sungstown, O.; Donald B. Cole, 
umbus, O.; H. Richard Coffey, 
m Arbor, Mich. 
A. Clinton Lindburg, St. Louis; 
E. Anderson, Minneapolis; 
L. Ledterman, Tulsa, Okla.; 
D. Kent, Fort Worth; Lee P. 
peehts, Glendale, Calif.; Charles 
* Betts, Des Moines; Harvey Bar- 
td, Portland, Ore.; Fred A. Carl- 
wt» Salt Lake City, and Jim Aus- 
', Baton Rouge, La. 
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‘ext of Hansen’s NIADA Address: 


Bootlegging, Dual Dealers Upheld 


at lower prices than might other- 
wise be available. 


As long as merchandising of this 
type does not involve misrepresen- 
tation of the mileage or condition 
of the automobile, I can see no 
reason why this form of competi- 
tion is not entitled to its test in 
the market place. 


Certainly concerted activity by 
any group of automobile dealers 
acting either alone or in conjunc- 
tion with automobile manufac- 
turers to refuse to sell to any other 
group of automobile dealers or to 
any individual automoblie dealer 
will come under close scrutiny in 
the Antitrust division. 


Similarly, proposed contractual 
provisions to be included in fran- 
chised dealer sales agreements, to 
avoid antitrust attack, must not 
have either the purpose or effect of 
preventing sales by new-car dealers 
to purchasers of their own choice. 

> * 7 

HERE have been two other re- 

cent developments in the auto- 
mobile industry which, while they 
do not directly involve the anti- 
trust laws, nevertheless fall within 
the area of industry information 
which it is my duty to examine 
closely. 

Under the President’s directive of 
Aug. 8, 1956, I am instructed to re- 
view conditions in the automobile 
industry which brought about the 
demand for Federal legislation, to 
determine whether these conditions 
continue to exist and to study al- 
ternative or different solutions to 
the problems which created the 
demand for legislation. 

Pursuant to these instructions 
the Antitrust division will con- 
tinue, under my direction, to ex- 
amine carefully auto industry 
practices which may violate ex- 
isting antitrust laws and those 
which may create a demand for 
further legislation. 

The first development I shall dis- 
cuss is the practice of “dualing” of 
franchised dealerships—which has 
received considerable impetus re- 
















cently from efforts of American 
Motors to increase its retail outlets. 
Many so-called Big Three dealers 
have now taken on the Rambler in 
order to provide a broader cover- 
age of consumer tastes. I see in 
this trend a development which is 
likely to have favorable effects on 
competition in the automobile 
manufacturing industry as a whole 
and on the ability of automobile 
dealers to utilize their facilities 
more intensively and thereby to 
increase their profits without rais- 
ing consumer prices. 
* > > 


arns on New Duals 


N THE manufacturing level, it 
seems clear that the smaller 
automobile manufacturers have 
been severely handicapped in the 
past by the foreclosure to them of 
access to the market comprised of 
dealers franchised by the major 
manufacturers. 

It has become commonplace in 
the automobile industry to consider 
an automobile dealer to be an 
appendage of the manufacturer 
and to consider that he is the ex- 
clusive property of the manufac- 
turer. There is, of course, no 
support for this position in the 
antitrust laws. 

Sales agreements between manu- 
facturers and franchised dealers 
which virtually spelled out such a 
relation: have now been largely 
discarded. }Practices in the indus- 
try have ed behind the written 
agreements. 

I am encouraged by recent de- 
velopments to think that prac- 
tice is catching up. Certainly any 
attempt to reverse this trend by 
retaliation against dual dealer- 
ships would find the Antitrust 
division scrutinizing the 
competitive effects on all levels 
of the industry. 

The recent announcement by 
General Motors that it will aban- 
don its policy of nearly two years 

of limiting new dealerships to re- 
placement of existing dealerships 
is also important industry informa- 
tion. For some of you, this may 
mean that the word “Independent” 
in the title of your association will 
no longer be applicable. 
It may also mean that a new 
period of strained manufacturer- 


dealer relations is at hand. The 
manner in which this announced 
policy is implemented will, of 
course, ultimately determine the 
er to this question. 
(The other side of the coin, which 
prohibits allocation of territories 
among dealers, calls, in fairness, 
for careful scrutiny of the location 
of new dealerships and the effect 
such appointments may have on 
the existing dealers’ business in- 
vestment. Discrimination in such 
appointments which injure fran- 
chised dealers who have chosen to 
take on an additional franchise 
would be one illustration of a 


policy which co have anti- 
competitive effects. 


a . 
I AM not aware that there is any 
present likelihood of such a de- 
velopment, but the potential com- 
petitive effect of such a broad 
program calls for considerable self- 
restraint in the manner of its 
implementation. 
The sources from which any 
auto manufacturer selects new 
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dealers contain additional seeds | best solved by avoiding their crea- 


of antitrust problems. 

When the appointment of a new 
dealership involves the implied 
understanding that the dealer will 
refuse to deal, or discontinue deal- 
ing, in the goods of an existing 
competitor in the automobile 
manufacturing industry, problems 
are raised not only under Section 
3 of the Clayton Act but, in the 
appropriate situation, under Sec- 
tion 2 of the Sherman Act. It is 
preferable to solve these problems 
in their incipiency, but they are 


tion, 

In conclusion, I should like to 
thank you for inviting me here and 
to assure all members of the auto- 
mobile industry that the preserva- 
tion of competition in all levels of 
that industry is among the first 
order of business of the Antitrust 
division, 
1/Webster Motor Car Co, v, Packard 
Motor Car Co., 135 F. Supp. 4, 

cert den, 
2/Schwing Motor Company v. Hudson 
Motor Sales Corp., 138 F. Supp. 899, 

, cert, den. 


INSIDE 


the new Imperial 


LEATHE 


In five models. Also all Chrysler “300” 





FE and you'll love it! 
models 


GIVE A COMPLETE AUTOMOTIVE SERVICE 
with the world’s F/ARST complete car wash machine 





CAL/GAR+BATEH 
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¢ cleaning end 


FIRST I APPE. 


ANCE . .. Caliron Vinyl Plastic lam- 
inated to Aluminu ess Steel and Anodized Aluminum 
struction never is repainting. 


4RST Li PERFORMANCE | . + Moves over the car on 

2’ track — sprays suds and rinses —in minutes! 

K off with CAL/CAR BATH, keeps customers coming 
; back ...and they buy all your other services, too! 

Economical to own and maintain, fits into present wash 


bay without structural changes. Start “bathing” 
cars the profitable way with CAL/CAR BATH today! 


SEE US AT NADA—BOOTHS 142 & 143 


se ——_—— ee ee ee ee ee ee ee ee —_——_—- —_ 
CALIFORNIA CAR WASH SYSTEMS 
P.O. Box 3037, No. Hollywood, Califernia 


Gentlemen — Please send free catalog and details with- 
out cost or obligation. 





If you fail to give any automotive service you may 
lose customers to the competition. Car washing pays 
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THE DOUBLE INSURANCE 
YOU NEED TO MAKE WHEEL 
CYLINDER WORK SAFE! 


HRC — stands for Heat Resisting Com- 
pound! X—stands for Xpanders! Add 
them together and you have the PLUS 
factor needed to make modern wheel 
ee a 


most ‘S7 ro 'S8 cars come with 
aa. makes them in all sizes 
for use on every job. ALL EIS WHEEL 
KITS AND CYLINDERS COME WITH “E” 
Series CUPS. Write for literature. 


EIS AUTOMOTIVE CORP. 
Middletown, Conn. 

The “Complete Brake Parts Line” of Wheel 
Cylinders, Master Cylinders, Kits, Tools, 

Equipment and SAE Brake Fluids. 








ASK YOUR JOBBER ABOUT ALL EIS CUPS! 


SELL THE TRAILER HITCH 
THEY PREFER—DRAW-TITE 


BOAT-conscious car owners will spend some billion-and-c-third dollors 
“having fun” this year! They will buy boots ond trailers — AND DRAW-TITE 
HITCHES. You con profit from this huge pleasure market by featuring and 
selling the hitches that are custom built for over 500 cor models. ONE 
PIECE — no parts to assemble, installs in 15 minutes. Nationally advertised 


- ond priced for profitt “According to outboard publications 
“tremendous” DRAW-TITE CO. 
MARKET Belleville 22, Mich. 


TILITY TRAILERS 


INSIDE 





LEATHER cnc seuuicve 


In all Premiere models and all Continental Mark III models 
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Affecting Factories and Dealers... . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The National Teen-Age Press 
Conference, held this year on an 
experimental basis, will be n- 
sored again next fall by Ford divi- 
sion. 

Henry Ford Il, president, Ford 
Motor Co., said the division had 
decided to sponsor the event again 
because of the enthusiasm shown 
by the youths and the participating 
newspapers. The conference was 
attended by 135 youths, each repre- 
senting a major U. S. newspaper. 

- 


GM Show Scores Again 


For the second successive year, 
the General Motors-sponsored 
NBC television program “Wide 
Wide World” has been given an 
award by Thomas Alva Edison 
Foundation for excellence in its 
field. 


The award made Dec. 2 at the 
third annual awards dinner of 
the Edison Foundation, held in 
the Waldorf-Astoria, New York, 
was for “the television program 
best illuminating ‘the current 
scene.” In 1956, the Edison Foun- 
dation gave “Wide Wide World” 
the award for “the television 
program best portraying 
America.” 

> 


Employe Relations Data 


To help answer the growing de- 
mand by American industry to im- 
prove its employe relations, Elgin 
National Watch Co. has published 
a brochure on how to establish a 
complete program of employe serv- 
ice recognition. 

Prepared under the direction of 
C. C. Haven, manager of Elgin’s 
special sales department, the bro- 
chure is based on more than 50 
years of experience in employe 
service recognition programs. 

Titled, “How To Establish a Com- 
plete Program of Service Recogni- 
tion” the Elgin brochure also re- 
flects the combined experience of 
100 top companies who over the 
years worked with Elgin in the de- 
velopment of their own service 
award plans. 

> > > 
Volvo Resigns Agencies 

A contract has been signed be- 
tween Advertising Agencies, Inc. 
and Volvo Distributing, Inc., De- 
troit, it was announced last week 
by Kent Goodman, agency presi- 
dent. Under the contract Advertis- 
ing Agencies, Inc. will continue as 
national advertising and public re- 
lations agency for Volvo automo- 
biles in the U. S. 

Advertising Agencies, Inc. is also 
agency for Volvo in the 11 western 
states and Canada under contract 
with Auto Imports, Inc., Sherman 
Oaks, Calif., distributor for the 
western region. 


Detroiters to Hear Hodgson 
Dick Hodgson, executive editor 
of Advertising Requirements and 
Industrial Marketing will be the 
featured speaker at the annual 
Week in Detroit banquet 
at the Hotel Statler on Jan. 16. 
Hodgson will address Detroit 
graphic arts and advertising or 
ganizations on the subject a 
advertising. 


N. Y. Rubber Picks Lupton 
New York Rubber Corp. 
producer of 





David Levy will supervise ad- 
and sales promotion 

projects for the new Lupton 
client, and publicity and public 
relations will be directed by 
Frederick R. Brewster, agency 
vice-president. 
= 


. o 


Film to Lead Off AMA Parley 


The premiere showing of a slide 
film entitled “Pioneering Products,” 
illustrating the steps that must be 
taken in bringing out a successful 
new product, will lead off a three- 
day special conference of the 


American Management Assn. on 
how to plan products that sell. Tex 
Antoine, radio and television com- 
mentator, will narrate the film. 


The conference, sponsored by the 
association’s research and develop- 
ment division, will be held at the 
Roosevelt Hotel Jan. 13-15. More 
than 500 executives are expected to 
attend the sessions. 


Sales Film for Students 


A film designed to interest young 
people in selling careers is being 
made available to high schools and 
colleges by Chevrolet. 


Narrated by John Daly, television 
news commentator, the picture in- 
terviews men and women students 
who are in training for other 
professions, elicits their opinions of 
selling, then closes with talks by 
successful business men. 

Titled “Career Calling,” the 16- 
mm. film will be distributed by Jam 
Handy Organization, General 
Motors — Detroit. 


R,W&C onl USAC Merge 


Roche, Williams & Clearly, Inc., 
and United States Advertising 
Corp. have merged into a new 
organization called Roche, 
Rickerd & Cleary, Inc. The new 
agency will be located at 135 S. 
La Salle St., Chicago. 

> > > 


Fashion Extravaganza 


The Houston Chronicle spon- 
sored a $50 per plate fashion ex- 
travaganza recently with all pro- 
ceeds going to the Houston 
Symphony Society’s student con- 
cert fund. 

The fund is set up so that 
Houston youth, interested in 
furthering their instrumental or 
vocal training can have the op- 
portunity to perform just as their 
adult counterparts, officials said. 

> * 


New Publication Announced 

Don Horn Co., Memphis, has 
announced publication of a 
monthly paper to be called Cars 
é Parts. 

As a classified ad type of pub- 
lication, Cars & Parts will be of 
assistance to enthusiasts that 
have e a need for 
media for buying and selling 
cars and parts, Horn said. 

A sample copy is available 
upon request to Cars & Parts, 
Dept. G., P. O. Box 3742, Lamar 
Station, Memphis, Tenn. 

> 


Foreign-Car Growth Cited 


In a special 40-page European 
auto supplement in the January 
issue of Made in Europe, it is an- 
nounced that over 190,000 European 
cars worth $400 million were im- 
ported by the U. S. in 1957. The 
special supplement also claimed 








Hagopian Addresses Newspaper Reps— 


L. T. Hagopian, center, Plymouth advertising and sales promotion directof, 
guest speaker at the December meeting of the Detroit Chapter of the 
Assn. of Newspaper Representatives. Hagopian discusses parts of the speed 
from left, Stanley Cloutier, association secretory; John H. Baker jr., treasuret 
Charney, president, and Seymour Morris, vice-president, N. W. Ayer & So® 





that the top import seller, y, 
wagen, is currently out 
Studebaker, Nash, Lincoln, Impex 
Hudson and Packard. 

Made in Europe reported y 
France’s Renault is incorp 
its own shipping company to 
the heavy U. S. demand for,» 
Renault already has four shipg > 
able of carrying 1,000 autos 
and Made in Europe reports’ 
adding two more to the fleet, 

It was also announced th 
British Motor Corp., with its 4 
and Morris, is now supp 
percent of all English sales tg 
U. S. 


lo Se 
























































































> > +: 


Digest to Up Rates 

Rising circulation, higher «¢ 
printing and paper and the f 
ation of foreign currencies 


resulted in new advertising ed h 
for three of the 29 editions m. He 
Reader’s Digest, it has been took 
nounced by John H. Breiel, tl 
tising director of the internat k 


editions. 


Breiel said that the French 
Italian editions would raise ¢ 
advertising rates in April, 1958, 
the German edition following 
in July. 


Date on Radio Impact 


The impact of the radio n 
as a sales medium is the hig 
of a research report which 
Radio Advertising Bureau is 
tributing to its membership. 


The study, conducted for 
Radio Advertising Bureau by A 
Nielsen Co., has been incorpe 
into a four-page folder which 
be obtained upon request to 
RAB member station or network 


Names 


Keith RK. Matzinger has b 
appointed sales promotion ma 
for Chrysler division. He fe 
was sales promotion supervisor. 


> . > 


Thomas F. Potvin has been 
pointed advertising coordinate 
the Chrysler Export division 
count in the Detroit office 
McCann-Erickson, Inc. . Potvin 
been supervisor of special acti 
in the advertising departmett 
Chrysler Export division. 

> a7 > 

Harold E. Boncutter has 
named advertising manager 
Hercules Galion Products, 
Galion, O. Before joining EB 
he was advertising manage 
Marion Power Shovel Co. 


Joseph Katz, president of 
Katz Co., advertising agency, 
York and Baltimore, has an 
the appointments of Harry 
Bennett jr. as senior vice-p 
and chief administrative officer 
the New York office, and C 
W. Shugert as vice-president 
director of marketing. 


Bennett formerly was ex 
vice-president, administrator 
account supervisor at 
Houston, Inc. Shugert joins KE 
from Benton and Bowles, whet 
has been vice-president and 
count supervisor. 
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ig Service Problem, Mechanics Say .. . 


Who’s Afraid of Air Springs? 


‘By L. H. Houck 
Traveling Correspondent 
RSON CITY, Mo.—Who’s 
id of service on air suspension? 

Nobody but the spring manufac- 

rs, a few dealers, some inven- 
perhaps. 

But the guy who everybody 
can’t handle the service— 
average mechanic in the 

verage dealership—the guy who 

wwerybody says is scared to death 

» can’t fix the cussed stuff—he 
ain’t afraid. 

I've asked him. Collectively I’ve 

ed him. Individually I’ve asked 

im. He’s not scared. 

I took along shop manuals which 
three different systems, and 

took along a sample air spring 

4 a sample levelling valve. 

The service managers aren’t 
d either. Then there’s the 

rvice station guys, who were 

pposed to be scared out of their 
year’s frame-contact lifts. 
they must not know what’s 
on because they aren’t scared 


have so restored this cor- 
pondent’s courage that he 
m’t even think the system will 


pw up. 

It has beech said on good au- 
ty that there was no need 
air suspension because it in- 
ces trouble in an area where 

trouble existed before. 

Well, that’s all in the way you 
at it. From where I sit I think 

‘ve always had truoble in that 
tment, but we've done a pretty 

pod job of concealing it. 

Ever wonder why a front-end 
nent specialist seldom will 
ntee a job? It’s because he 

mt guarantee that the car will 

operated with loads that keep 
precise adjustment within the 
pper limits. 

Every front end is out of align- 

mnt with any load except the load 

has been aligned for, and we've 
yn dealing in compromises in 

department every since knee 
tion was introduced. 

Classic is the true story of the 

fier who bought a new car in 
Francisco and wore out both 

t tires by the time he got to 
Lake City on his way home to 
East Coast. 


The dealer there said his car 


way. 
Air suspension is the only thing 
has been devised that will 
p a car at the precise level. 
meuse it, please, torsion-bar 
inging, because I like that, too. 
I also like leaf springs, coil 
little springs, big springs, 
ble rate springs—all have 
place and that might be in 
nction with air in the future. 
Ability to level a load to a pre- 
termined Plimsoll mark also will 
d front-end alignment trouble 
cept from normal wear. 
But our mechanics, some people 
us, can’t handle the air. I 
they'd been doing pretty 
especially with the hot air. 
me pressures? About 300 p.s.i. 
um. In industry of all kinds, 
is low pressure. We've been 
ming these pressures safely 
easily for more than half a 


u0ns in the high pressure 
} Can be heard and felt. Small 
§ that can’t be heard can be 
with soapy water. 

nu Trers in some cases 
& leak detector which bub- 
readily. Soap and water 
2 areund joints usually will 

in finding the leak quickly. 
are not likely to be a 
’m because the proper fittings 
Proper solid lines as well 
flexible lines are used in these 
. and the work they have 
do are an old story to them. I 
mt find a mechanic in about 


100 calls who would admit that he 
couldn’t find these leaks and make 
the proper adjustment or repair. 

Most servicemen who studied the 
service manual on the compressor 
unit of the air-suspension system 
felt it would be easier to service 
than a water pump or a fuel pump. 

They saw the advantage of 
having a replacement unit and a 
rebuilt exchange service. Most 
mechanics figured they could re- 
move and replace an engine- 
mounted compressor in 20 min- 
utes. 


The Chevrolet levelling valve is 
inside the air spring, and there is 
one for the front and one for the 
rear. If one should fail what has to 
be done? 


I asked several mechanics to 
check the shop manual on this to 
see if it was complicated. Not one 
said it was. First the system is 
inflated with air (if deflated) in 
order to raise the body just as one 
would jack with a wheel to remove 
a tire. 


In the inflated condition, a spacer 
is placed between frame and pad 
on bumper contacts. A stick of 
wood can be used, or anything that 
will keep the body in raised posi- 
tion when the air is out. 


Then compression fittings on 
three small air lines are threaded 
out. A wrench is used to unscrew 
the levelling valve which rotates 
inside and comes right out. Prob- 
ably the usual practice is to test 
this valve for a leak and to replace 
it with an exchange valve. 

It is placed inside the air spring 
and the threaded bushing is 
tightened. Before valve is re- 
moved, the air is bled from the 
system by depressing an ordinary 
tire valve in a junction block 
near the air tank. 

These valves can be disassembled 
and repaired. No mechanic was 
scared of this job after he looked 
at the unit but opined that an ex- 
change valve could be installed 
quickly and the job could be 
finished in an hour. 

When the valve.assembly is 
locked in place, the retaining, nut 
is tightened to 12-14 pounds torque 
(Chevrolet), and the three air lines 
on the rear valve are connected 
with the tube fitting lock nuts 
tightened to 5-7 pounds torque. 

Too much pressure may cause 
leaks because of possible deflection 
of the soft brass. This has always 
been true of similar lines for gaso- 


line. 
One mechanic said: “What I 


Auto Mechanics 
Seen Growing 


Ever Scarcer 


SALT LAKE CITY.—A shortage 
of 250,000 trained automobile me- 
chanics by 1965 was forecast here 
by William Landon, assistant direc- 

tor of service for 
Plymouth, in an 
address before 
the first annual 
convention of the 
Utah Automotive 
Trades Assn. 
“Our schools 
are not turning 
out automotive 
technicians to 
ah keep up with the 
demand,” he said, 

William Landon “and we can only 
hope to supplement the training 
now being accomplished in public 
and vocational schools.” 

Landon also warned dealers to 
stop “scaring the life” out of cus- 
tomers. 

“Don’t tell a customer you'll have 
to tear his car down, instead tell 
him the car needs reconditioning,” 
he said. 

“Don’t advertise ‘grease job.’ Ad- 
vertise ‘Complete lubrication and 
inspection.’” 

The convention featured a day- 
long technical clinic on all new 
models. 

New officers elected were: Ted 
Thiriot, president; Verl Stark, vice- 
president, and Frank Spring, treas- 
urer, all of Salt Lake City. New 
directors are: Lileyd Drysdale and 
Kermit Fullmer, Salt Lake City, and 
Douglas Jones, Ogden. 


think I will like about air suspen- 


sion is that the trouble will be so 


readily evident.” 

“What do you mean?” I asked. 

“Well, you can tell just about 
what the trouble is. For instance, 
if the system is losing air and 
the belt on the compressor is 
broken, then we just have to 
replace the belt and pump it up 


“That's correct,” I answered, “but 
what if the belt isn’t broken and 
it’s losing air?” 

“Then I'd check lines, bellows, 
valves and reservoir for leaks,” he 
said. “It would be a simple matter 
to run a routine check using a 
pressure gauge to see how fast it 
was leaking down, and also to 
check compressor to see if it was 
putting out. There are just so many 
points to check for leaks. I think 
the trouble would be readily ap- 
parent.” 

Another mechanic said he had 
received a bulletin on the special 
tools required to service air sus- 
pension. They were simple tools 
consisting of two pairs of Truarc 
pliers for removing that type of 
clamp, a seal installer, a small 
piston ring compressor, a driver 
handle for installing seals and a 
pressure gauge. 

The seal installer, piston ring 
compressor and driver handle were 
all used on the compressor when 
it needed overhauling, and only the 
pressure gauge and the pliers were 
used on the system. Other tools 
such as torque wrenches were 
regularly found in the mechanic’s 
tool box. 

Another mechanic said: 


seen one you've seen them all. 

“Some have levelling valves out- 
side, others inside. Some are closed 
systems with the compressor get- 
ting its makeup air from a tank, 
and others are semiclosed getting 
part of it from the outside atmos- 
phere and the rest from the low 
pressure lines. But the problems 
are all the same. I can’t see where 
any average mechanic would have 
any difficulty at all.” 

One dealer looked at the rubber 
bellows section of the air cushion 
I was carrying and said: 

“See that thing. That'll wear out 
and that means a whole new unit.” 

“Let’s ask your service manager,” 
I said. 

The service manager removed 
the rubber bellows and showed us 
how the air pressure locked it on 
the steel member in the same 
manner as a tubeless tire. He said 
replacement would not only be 
simple but could be done quickly 
by raising the car with a jack after 
bleeding the system of air. 

“They'll probably last several 
years or more,” he 
“and when one is replaced, we’d 
probably recommend replacement 
of all four and a check of the 
system which would place it in 
the same condition as when it 
was new. I think customers would 
like that.” 

The facts are that the only 
people scared of servicing air sus- 
pension are those who have not 
taken the trouble to study the 
system and see how simple it 
really is and how few service op- 
erations are indicated. 

Another service manager said: 

“I wouldn’t hesitate to assign any 
mechanic we have to an air- 
suspension job. We're ready for 
them, but if we had a new me- 
chanic I am sure he could under- 
stand the service requirements in 
less than an hour’s perusal of the 
service manual. 

“We're setting up a quick service 
check. We'll lock the air in the 
system, unheok the compressor dis- 
charge line and check the output 
and then put a gauge on the system 
and eheck its leakdown if there is 
any. I think we can cheek the 
average system in less than an 
hour.” 


McAfee Expands Service 

Jaek MeAfee, head of Jack Mc- 
Afee Motors (Volkswagen-Porsche) 
Sherman Oaks, Calif., announces 
completion of expansion of his 
service and parts departments. 


Air Suspension—1917 Version— 

This 1917 Dodge roadster equipped with Gruss air springs is featured in a display 
at S. A. Camp Motors (Dodge-Plymouth), Bakersfield, Calif. The canisters in front and 
back operated on the same principal as bicycle pumps. Compressed air was forced 
into the canisters using a regular service station tire pump. The leaf springs were 
attached to a piston which entered the canisters from below. in this way, air- 
suspension ride was achieved. The air springs cost about $125 installed. 


Threat to Retailers Seen 


Business Group Says Price Wars Spread 
As Fair-Trade Laws Are Weakened 


NEW YORK.—The year 1957 wit- 
nessed a mounting threat to small 
business from price wars, large and 
small, due partly to the further 
weakening of fair trade through 
adverse court decisions, Dr. John 
W. Dargavel, chairman of the Bu- 
reau of Education on Fair Trade, 
reports in a year-end review pub- 
lished by the bureau. 

Also during the year, proposed 
Federal legislation was developed 
to overcome these decisions, he 


Comparing the present situation 
in fields where price cutting pre 
vails with the great price wars of 
1951, following a U.S. Supreme 
Court decision weakening the state 
fair trade laws, Dargavel says: 

“Now as then, retail giants are 
using price to eliminate competi- 
tion and thus to concentrate re- 
tailing in their hands alone. Now as 
then, the very existence of small 
business over the country and es- 


“It is now clear that the pattern 
of retailing as we know it, particu- 
larly in small communities every- 
where, is under massive attack.” 

The extent of the “survival stake” 
which small business has in check- 
ing unfair competition in the mar- 
ketplace is demonstrated in the 
sharply mounting casualties among 
independent retailers and whole- 
salers in fields such as TV sets, 
major appliances and phonograph 
records where price wars are now 
the order of the day, the bureau 
chairman says. He adds: 

“Overall, the outlook for small 
business is getting even worse. Dun 
& Bradstreet’s latest figures for 
1957 reveal that the rate of business 
failures is now 52.0 per 10,000 enter- 
prises—the highest for any year 
since 1941. 


Dargavel reviews the current sit- 


St. Louis U. C. Dealer 


Admits Embezzlements 


ST. LOUIS.—Thomas Kenny jr., 
former used-car dealer, will be 
sentenced Jan. 29. He pleaded guilty 
to obtaining money through bogus 
mortgages on automobiles, Quentin 
H. Gansloser, assistant circuit at- 
torney, said the embezzlements 
total almost $300,000, part of which 
has been returned by the defend- 
ant’s family. 

The auto companies — Kenny's 
Motors and Kenny Used-Car Co.— 
have been taken over by his father 
and a brother. 


uation with respect to the fair 
trade laws, noting that at the year’s 
end, these statutes prevailed in 32 
states, compared with 35 in 1956. 

During 1957, the high courts of 
three states—Indiana, New Mexico 
and South Carolina—struck down 
the nonsigner clause of their re 
spective laws, bringing the total 
number of adverse high state court 
decisions to 13, he said. Appeals to 
high state courts are pending in five 
states—Arizona, Kansas, Kentucky, 
Ohio and West Virginia. 


Willys Executives 
Discuss Export 
Plans for 1958 


home office held an annual sales 
conference here last week when 
plans for 1958 were discussed. 

The five-day event featured two 
days of conferences with company 
executives on various phases of the 
firm’s operations and three days of 
individual conferences covering 
matters of particular interest to 
each regional representative. 

“Next year is expected to be the 
biggest year in Willys-Overland Ex- 
port Corp.’s history,” said J. C. 
Delaplain, general manager. The 
firm currently is doing an annual 
business in excess of $65 million for 
Jeep vehicles and parts. 

Attending the conference from 
Willys of Canada, Ltd., were J. J. 
Canning, general manager, and 
Robert Carter, sales manager. 

Regional sales managers attend- 
ing were R. A. Anderson, Tokyo, 
Japan; Stanley Turner, Brussels, 
Belgium; John Harvie, Rome, Italy; 
Lionel Berck, Johannesburg, Union 
of South Africa; Jack Braddock, 
San Juan, Puerto Rico; Julio Miron, 
Havana, Cuba, and Ross Williams 
jr., Caracas, Venezuela. 


e*e 
Inquiring Minds 
50-Year Booklet Lauds 
Giants of GM 

DETROIT.—Heralding its golden 
anniversary, General Testees has 
begun distribution of “Adventures 
of the Inquiring Mind,” a 62-page 
booklet about GM men of science 
and engineering “who dared the 
untried and unknown.” 

Among its chapters, GM said, are 
the stories of “how Cadillac’s 
Henry Leland found the key to 
mass automotive production, and 
how Charles F. Kettering put 20 
million women behind the wheel 
with his self-starter.” 

Other chapters are devoted to the 
“accident” of antiknock gasoline, 
the development of the refrigerator 
and the story of automatic trans- 
missions and high-compression en- 
gines. There is a foreword by 
Harlew H. Curtice, GM president. 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
ge and increased taxes of direct and indirect automotive 
industry concern will be proposed in many state legis- 
lative sessions scheduled for 1958, and in other states they 


will be the subject. of studies 
consideration in 1959. 

New and higher sales and 
income taxes and new with- 
holding s ms for collec- 


tion of state income taxes are 
among the revenueraising mea- 
sures under consideration in various 
states. Proposals 
for increased 
state gasoline 
levies and other 
highway - user 
taxes and fees 

- also will be issues 
in several states. 
Gov. James T. 
Blair jr. has indi- 
cated a withhold- 
ing system for 
state income-tax 
collection will be 
submitted to a special session of 
the Missouri Legislature in Janu- 
ary. State Revenue Director Milton 
Carpenter estimated the plan would 
bring about $8 million more into 





Bethune Jones 


withholding program 
$15 million-$17 million in 
tional revenue for fiscal 1958-59. 

Massachusetts lawmakers next 
year again will consider a similar 
withholding system. Such a mea- 
sure failed by a narrow margin in 
the 1957 legislative session. 

In New Mexico, where the next 
regular legislative session is not 
scheduled until 1959, the legislative 
finance committee asked Albert 
Nohl, director of the New Mexico 
Taxpayers Assn., to study the pos- 
sibility of eliminating state ad 
valorem taxes and raising the State 
sales tax by about 50 percent. 

+. > > 


Virginia Faces Sales Tax 


LTHOUGH Gov. Thomas B. 

Stanley said the biennial budget 
he will submit to the 1958 Virginia 
Legislature will not call for any 
new or increased taxes, a proposal 
for a sales tax is expected to be 
presented again by local govern- 
ments which wish to share in re- 
ceipts from such a levy. 

An income-tax withholding sys- 
tem also is likely to be proposed 
in Virginia. Such a measure has 
been opposed by business spokes- 
men and favored by labor repre- 
sentatives. 


Gov. George Docking has not yet 
decided what revenue recommenda- 
tions he will submit to the 1958 

Legis- 


in the State’s 2 percent sales tax. 


. . +. 
Schools Eye Sales Tax 
HE executive committee of the 





in preparation for legislative 


exemptions were not adopted, the 
bureau added. 

“Value added,” it was explained, 
is a tax on the value a business 
adds to a product through manu- 
facturing, processing, producing, 
selling or service. It yields about 
$64 million a year in Michigan, the 
report noted. 

* 
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Wider Nebraska Tax Rate? 


A RESOLUTION recently adopted 
by the Nebraska Farm Bureau 
Federation called for a broadened 
state tax base incorporating a sales 
and/or income tax. Such proposals, 
rejected in past sessions of the 
Legislature, probably will be revived 
when the lawmakers convene again 
in 1959. 
In Montana, another state with 
no regular 


The 1958 legislative sessions in 
both Delaware and Maryland may 
consider new revenue-raising pro- 
posals. In Maryland, it is unoffi- 
cially predicted that the 1958 Legis- 
lature will have to find $15 million- 
$20 million in new revenues or 
sharply curtail services. 

Delaware fiscal experts estimate 
the State will have to raise an ad- 
ditional $10 million a year for the 


16,000 Stolen Cars 
Located by FBI in °57 


WASHINGTON.—More than 
16,000 stolen cars which had been 








next three years to cover an antici- 
pated $20 million deficit and move 


into the clear. 
= + = 


Local Government ‘Hungry’ 


Lo g°Overnments in both 
Maryland and Delaware also 
are looking for new revenue 
sources. In Delaware, officials of 
the city of Wilmington reportedly 
are planning to ask the Legislature 
in January to consider enabling 
legislation which would permit the 
city to broaden its revenue sources, 
probably in the direction of a mu- 
nicipal payroll tax. 

Baltimore’s City Council adopted 

a number of new revenue-raising 
measures, effective Jan. 1, in- 
cluding a 6 percent tax on news- 
Paper, magazine and broadcasting 
advertising. Said to ‘be the first 
of its kind in the nation, the 
Baltimore advertising tax will be 
challenged in the courts. It taxes 
buyers of advertising 4 percent 
and sellers of ads 2 percent. Esti- 
mates are it could yield $2,675,000 
@ year. 

Local governments elsewhere also 
are looking for more revenue. 
Under a bill filed for consideration 
by the 1958 Massachusetts Legisla- 
ture, nonresidents who earn wages 
in Boston would be taxed half of 
one percent of their annual salary. 
Employers would have to make the 
deductions. 


A recommendation that the St. 
Louis city earnings tax be raised 
50 percent was included in a new 
revenue program proposed by the 
St. Louis Citizens Tax Committee. 

> > > 
Denver to Vote on Tax 


A= earlier this fall repealing 
a municipal-earnings tax mea- 


|} sure scheduled to go into effect 
| Jan. 1, the Denver City Council set 





Oldsmobile Dealer Council Meets— 


Dec. 17 for a special city election 


| On a compromise new earnings tax 


measure, which also would go into 
effect Jan. 1. 

The new Denver measure car- 
ries the same rate as the original 
ordinance—a levy of half of one 
percent of income amounting to 
$5,000 or less, and one percent on 
income over $5,000. 

However, the new measure sets 
up a $1,000 exemption for “heads of 
a household.” Interest, dividends 
and rents were exempt under the 
original Denver ordinance, unless 
they were earnd as a business op- 
eration. The new plan grants only 


See ee 
th ae 


pris 
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a $2,400 exemption for such income. 

Following deduction of adminis- 
trative costs, 85 percent of the ex- 
pected $7 million annual revenue 
would go to capital improvements 
and the remaining 15 percent to 
general city operating costs. 

> aa * 


Oregon Cuts Income Tax 


ll’ AN exception to the general 
trend of pressure toward higher 
state and local taxes, a recent spe- 
cial session of the Oregon Legisla- 
ture reduced personal income taxes 
by 20 percent. The State Tax Com- 
mission estimated this will cut from 
$74 million to $31 million the 
amount of an anticipated State gen- 
eral fund surplus at the end of the 
current fiscal biennium on June 30, 
1959. 

The income tax reduction mea- 
sure also provides greater exemp- 
tions for persons over 65 and the 
blind, and benefits for business in 
the form of loss carryover and 
accelerated depreciation. 

The Oregon lawmakers also re- 
pealed a law under which the State 
could levy a six-mill state property 
tax when other forms of revenue 

(Continued on Page 111, Col. 2) 


Bulletin Board 





Speed-Control Drives 
Packaged drives for equipment 
requiring adjustable speed or speed 
synchronization—eight pages, free. 
Clark Controller Co., Cleveland, O. 
> > > 


Automotive Ad Council Lists 

Catalog Page Size, Punching 
The Automotive Advertisers 

Council has announced current 


standards for page size and punch- 
ing for catalogs and price sheets. 





Patterson Foresees °58 
As ‘Fine’ Truck Y ear 


DETROIT.—“There is every 
reason to believe that 1958 will 


be another fine year for the | 


trucking industry,” says M. C. 
Patterson, president of Dodge. 
Noting that in 1957 one person 
in every 10 received his paycheck 
for truck production, sales, serv- 
ice or 


ment of industry. We already are 
feeling the impact of the gigantic 
Federal highway program. As 
these highways are —_ 


farm and 





Members of Oldsmobile’s 20th dealer council met recently in Lansing. They are, front row, from left, C. C. Gunn, Corpus 


Christi, Tex.; R. T. Rollis, Oldsmobile general manufacturing manager; J. T. Tobin, Lewiston, 


id.; W. A. Rush, Boulder, Colo.; 


Vv. H. Sutherien, Oldsmobile general sales manager; R. Swartzel, Dayton, O.; J. F. Wolfram, Oldsmobile general’ manager; 
R. G. Parkinson, Waynesburg, Pa.; W. O. Lampe, executive assistant to general manager; H. N. Metzel, Oldsmobile chief engi- 
neer; E. W. Schvon, Oldsmobile comptroller. Second row: W. Ll. Mossy, New Orleans; V. N. Swinson, Pratt, Kans.; C. W. Bradley, 
Norwalk, Conn.; D. T. Felix jr., Newark, N. J.; C. H. Overvold, Fargo, N. D.; lb. H. Young, Sherman, Tex.; C. E. Wade, Lawton, 
Okla.; H. S. Bray, Redwood City, Calif.; Don Main, Howell, Mich.; V. J. Nev, Davenport, la; R. S. Rector, Appleton, Wis.; 


J. T. Anderson jr., 


tax|M. P. Tomlinson, Lakeland, Fila. Top row: |. J. Soucy, Springfield, Vt.; Percy Tucker, St. 
Marietta, Ga.; W. H. Albertson, Culver City, Calif.; P. C. DeBarry, Shaker Heights, O.; H. L. Peterson, 


Lovis; F. S. Pohanka, Washington; 


Jenkintown, Pa.; Pauli Mitchell, Anderson, Ind.; E. E. Tunmore, Buffalo; J. H. Holmes, Des Moines, and W. H. Thompson jr., 


Raleigh, N. C. 




























































































Aluminum Suggestion— 


A high-style glove compartmenj 
of extruded aluminum which ince 
@ map rack and can save many 
of dollars in tooling costs has bee, 
gested to auto manufacturers by & 
Metals Co. The new design e 
extrusions would have a negligible 
cost with little or no penalty for ; 
vidual designs for various models 
the manufacturers lines. The doors ¢ 
be styled in the almost infinite variety 
finishes and color anodizing available 
aluminum. 





| The standards are emdorsed by 
| tional automotive associations, 

Page size is 8% by 11 inches; 
| stead of the former 8% by 
Recommended punching is fo 
drilled holes with two-inch, 
inch, two-inch center to ce 
The former universal type ¢ 
bined a drilling and punching ¢ 
ation of four-hole, three-hole 
side slots. 


> * * 


All About Clark 


| Products, plants and manufac enoug 
ing facilities of Clark Equij pleasing 
Co.’s automotive division—18 all th 


free. Automotive Division, C 
Equipment Co., Buchanan, Mick 


* « * 


Valve Seat Grinding 


Valve seat grinding on 50 
and more than 500 model 
of internal-combustion eng 
pages, free. Sales Engineering 
partment, Thor Power Tool @ 
175 N. State St., Aurora, IIL 

> > : 
| Plating Solutions 

“Simple Methods for Analyagg*#d. abo 
Plating Solutions,” a t ae 
booklet outlining steps involved 
28 analytical methods for 
nickel, copper, silver and 
metal-finishing solutions—36 
free. Hanson-Van Winkle-Mt 
Co., 100 Church St., Matawan, 


Steel Casting Design 


“Fundamentals of Steel Cas 
Design,” revised 1958 edition—? 





Steel Founders’ Society of the 
606 Terminal Tower, Cleveland & 
* 7 > up tk 
Macton Turntables And yc 
Catalog describing features . 


Macton turntables — Catalog 

free. Macton Machinery Co, 

Front St., New York 5, N.Y. 
* > . 


12 Industrial Profiles 


Prepared by Census Bure 


Twelve industrial profiles t 
from the 1954 census of m 
turers have been prepared by 
Census Bureau. They may be 
tained by writing the Supe! 
dent of Documents, Go 
Printing Office, Washington 
D.C. The bulletins are: 


General Summary (states . 
counties), 76 pages, 55 cents; trans: 
dustrial water use (states), 52 “You vy 


35 cents; selected metal- 
operations (states), 27 page 
cents; expenditures for plant 
equipment (states), 20 page 
cents; size of establishme® 
(states), 107 pages, 60 cents. 

Selected materials co 
(states), 56 pages, 35 cents; * 
and electric energy comm 
(states), 25 pages, 20 cents; 
power of power equipment (#@ 
23 pages, 20 cents; man 
inventories (U. S.), 11 pages 
cents; employment and f 
(U.S.), 22 pages, 20 ome type 
organization (U.S.), 3 
cents; industry speciali 
establishments (U. 3 28 page 
cents. 
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40-Y ear-Old Sales Tips Sell Apply aie 
From Out of the Past 


0 attempt to make your 
J sale on the weakness of the 
fellow’s proposition, but on 
strength of your own.” 
That’s sound advice for an auto 
of course. And it’s not 
new. It's one of the basic ways 
to approach the selling of cars, 
as pointed out in a 40-year-old 
— the 1918 edition of 
e’s Automobile and Gasoline 
Engine Encyclopedia.” 
It has been said freqently in the 
wetwar years that auto salesmen 
wht to get back to the funda- 
tals of selling. In 1918, when 
.2 entire auto business was on a 
mdamental basis, Dyke’s had a 
other basic hints for salesmen. 
= aa +” 


gs POSSIBLE that it wouldn’t 

hurt a good many of today’s 

esmen to take a page out of this 

)-year-old book. Here are excerpts 
sm Chapter 39, “The Automobile 
maiesman: Pointers, Suggestions 
nd Advice ...”: 

“To become a successful auto 
salesman, one must necessarily 
know the principle and construc- 
tion of all parts of a car, not 
merely the car you propose to 
sell, but other makes of cars as 
™ “auto dealers are always on the 
skout for good salesmen, and to 
a good salesman you must study 

points of the car and be able 
9 explain to a customer ‘why’ your 

ticular car is the best... 


“You must also be able to close 


’ THE salesman is fortunate 
enough to be able to cultivate 
pleasing personality, then he will 
all the more likely to make a 
uable man... 

“Remember, the average man 
is generally governed by the 
wishes of his family—he may se- 
lect a car himself but on having 

, Ik pass on the pur- 

nine times out of 10 they 
will go entirely for looks; there- 
fore, it is essential that a sales- 
man not only be neat and tidy 
himself, but he must keep the car 
he uses for demonstrating per- 
fectly clean and well polished 
above all, in perfect working 


“Be prepared to discuss intelli- 
mtly the different features of the 
ding cars and to explain why the 
ures of your car... are the 
est for that particular man’s need. 
nce you make him feel that the 
r has special advantages for him 
rsonally, the sale is made... 
“Don’t take it for granted when 
man walks into your salesroom, 


consents to a demonstration, | funds. 


the car is half sold. This is 
rely an introduction, and it is 
ill up to you to make the sale. 
“And you can’t tell from the cut 
& man’s coat how much money 
has in the bank .. . 


* * . 


SELLING automobiles is a mer- 
chandising proposition, pure 
md simple, and it is your duty to 
the customer the same amount 
courtesy and attention that he 
in any high-class store. 
uyers appreciate courtesy .. . 
“No matter how good your car 
be, it cannot possibly sell itself 
one... 


“Don’t let your desire to move a 

from the salesroom to the 

lead you into an unbusiness- 
ae 


“You will sell more cars and 








make more money by giving your 
customers real value .. . 

“Be pleasant and courteous at all 
times, regardless of the kind of a 
reception you receive, and in nine 
cases out of 10 the coldest turn- 
down will develop into a warm wel- 
come... 

“Even if you don’t succeed in se- 
curing encouragement on your first 
call, leave behind you a favorable 
impression which will be working 
in your interest and will do a whole 
lot toward landing the order for 
you on your second visit ... 


“Be pleasant every morning until 


Poole Opens Buick Deal 

Poole Buick Co., with Joe W. 
Poole as owner and president, has 
been opened at 1100 Polk St. 
Amarillo, Tex. 


10 o’clock and the rest of the day 
will take care of itself... 
> * * 
"== day, of course, cannot 
be a record day in selling 
cars ... it is the general average 
which counts... 

“Determination and persistency 
are the qualities that always 

“Be prepared to present your 
proposition intelligently and 
know how to overcome any ob- 
jection when it is presented. Be 
convinced, in your own mind, 
that you have a proposition 
which justifies the very best ef- 
fort you are capable of putting 
forth. 

“Sell to YOURSELF first—then 
you'll find it an easy proposition to 
sell to others and, above all else, 
do not forget for one moment that 
you are the representative of the 
greatest industry the world has 
ever known.” 

Remember, the above was writ- 
ten in 1918, but applies equally as 
well today—1958. 


Legislative Roundup 


(Continued from Page 110) 


fail to provide financing for the 
State. However, the State hasn’t 
imposed a property tax since 1940. 

Also enacted by the Oregon spe- 
cial session was a measure designed 
to provide local property tax relief 
by boosting the State’s contribu- 
tion to public education from $95 
to $105 per census child. It was 
estimated the increase will amount 
to $5 million next year and will 
become larger as school enrollments 
expand. 5 

. > 


Calif. May Hike Gas Tax 
r THE field of highway-user 
taxes, the California Legislature 
probably will get a proposal for a 
gasoline tax increase, either next 
year or in 1959, to finance the cost 
of a statewide system of freeways. 
The issue is currently being studied 
by a joint legislative committee. 

A gasoline tax increase also 
has been proposed in Kansas, but 
no immediate stand was taken 
either by Gov. Docking or the 
State Legislative Council. The 
latter’s roads and highways com- 
mittee recommended that the 1958 
Kansas Legislature raise the tax 
rate to six cents a gallon to pro- 
vide additional highway construc- 
tion funds. 

In Montana, Chairman A. F. 
Dougherty of the Montana High- 
way Users Conference recently an- 
nounced the appointment of a new 
statewide committee to study the 
need for additional revenues to in- 
sure the state’s ability to match 
Federal-aid highway construction 


A special referendum is sched- 
uled in Maine March 10 on boosts 
in driver’s-license and car-truck 
registration fees enacted by the 
1957 Legislature to help support an 
expanded highway construction 
program. 


Voters Demanded Poll 
HE Maine referendum was in- 
voked by voters’ petitions, which 
were sponsored by the Maine Car & 


Rose Joins Modern 


Gordon H. Rose has been named 
president and general manager of 
Modern Chevrolet, Nineteenth St 
and Texas Ave. Lubbock, Tex. 
Partners in the dealership are Ned 
Wood, Santa, Fe, and Roy Hill, 
Dallas. 


INSID 


LE AT Hi + a and you'll love it! 


In the Park Lane Convertible 


Small Truck Owners Assn. and 
which kept the fee increases from 
going into effect pending the refer- 
endum. 

Designed to raise about a mil- 
lion dollars in additional annual 
highway revenue, the challenged 
act would boost the driver’s li- 
cense fee from $2 to $3 a year; 
raise car registration fees by $1, 
from the present range of $10 to 
$16; and add about 7 percent to 
truck registration fees. 

A proposal for a Missouri gaso- 
line tax increase of two cents a 
galion, with as much as 1% cents 
of the boost returned to counties 
and municipalities to help meet 
traffic problems, has been made by 
Mayor Clement E. Helmsing of 
Ferguson, president of the St. Louis 
County League of Municipalities. 

Gov. Cecil H. Underwood has 
announced he will seek additional 
highway money from the 1958 West 
Virginia Legislature, but hasn’t yet 
indicated from what source the 
funds will be sought. The State 
Chamber of Commerce has sug- 
gested a $200 million highway bond 
issue as a means of providing more 
funds to match Federal aid. 

> 


Harriman to Press Bid 


OV. AVERELL HARRIMAN’s 

proposal for a one-cent increase 
in the New York State gasoline 
tax, to aid in paying off state high- 
way bonds, is expected to be reiter- 
ated next year. 

New or increased levies against 
heavy trucks are expected to be 
sought in Kentucky to offset “dis- 
appointing” receipts from the 
State’s 1956 gasoline surtax of two 
cents a gallon on trucks weighing 
more than 42,000 pounds. 

- 


- . 
Georgia Governor to Ask 


For Diversion of Road Funds 


ATLANTA.—Gov. Marvin Griffin 
said he will ask for removal of the 
constitutional requirement that all 
gasoline and vehicle tax revenue 
go to the highway department. 

He also said he will ask the 1958 
Legislature not to pass a highway 
appropriation “unless somebody can 
figure out how we can do it with- 
out increasing the highway appro- 
priation $20 million” as would be 
required by the rise in gasoline and 
vehicle tax revenues. 6 

= * 


Gas-Tax Hike Considered 
ANNAPOLIS, Md.—A Maryland 
Legislative Council report noted 
that a one-cent increase in the gas- 
oline tax may be sought to supple- 
ment highway construction funds. 
7 


Tighter Safety Enforcement 


To Be Sought in Kentucky 


LOUISVILLE. — The Kentucky 
Department of Public Safety will 
ask the 1958 Legislature for a two- 
part program designed to tighten 
highway-safety enforcement in the 
state 


Sought will be a motor-vehicle 
title law, with central issuance of 
titles, and legislation setting up 
central issuance of drivers’ licenses. 
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THE HOUSTON CHRONICLE... 


HAS THE LARGEST 
CITY HOME 
DELIVERED 


| 


ALOL MEGA URI LEL ATOR 


space heat ¢ 
a tOcruae 
develops 


200,000 


DRUMMERS Te ttT 


a ae 


Imagine—this compact 6 14 ft. high, 30 in. square space heater 
produces enough heat to comfortize three 5-room homes! Ex- 
tra-large heat transfer area (1 sq. ft. for each 3500 b.t.u. of 
rated output) and high volume counterflow air circulation does 
it. The result: abundant, uniform floor-to-ceiling, thermostat- 
ically controlled heat for “spot” or overall distribution — when 
and where you want it—with impressive fuel savings. 

Installs vertically or horizontally on floor, shelf or balcony — 
for direct or duct distribution. 


VOLUME HEAT WITH TOP ECONOMY 


. .. for physical comfort in shops, warehouses, garages; for curing 
and drying; for thawing and defrosting; for pre-heating. 

Burns Kerosene, Fuel Oils Nos. 1 and 2, Gas (Natural, Manu- 
factured, L- P). 


Send for Full Facts Today . 


PRSSSSSSSESSESEESSESEEEEESESSEESESSHEVESEESSEEESEEESEEEEE 


VAPOR HEATING CORPORATION 
80 East Jackson Bivd., Chicago 4, Illinois, Dept. 19-A 


Please send New Waikiki Bulletin No. 445A. 
Individual 
Title 
Company 
Street 
City, Zone, State 
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By 3 NADA Convention Speakers “es 


(Continued from Page 36) 


part of muffler work. This is no 
longer true if you're properly 
equipped. 

Use acetylene torches to heat and 
separate rusted connections, or to 
burn off parts which are not going 
to be re-used. Special all-angle 
saws are useful in hard-to-reach 
areas. 


Pipe peelers are useful in 
separating connections in cases 
where a torch cannot be used or 
where none is available. Such 
other tools as tubing cutters and 
sizing tools also speed the serv- 
ice job. 

All the items are available 
through your local jobbers, plus 
top quality replacement parts. 


Equipment is a very necessary 

part of getting the job done. You 

have to turn out quality muffler 

work in less than half an hour. 
+ * * 


No Free Installations 


You should charge for your in- 
stallation on the basis of time in- 
volved. We don’t advocate giving 
away labor, neither do we advocate 
three hours labor for 15 minutes 
work. 


There is not a single customer 
who is so naive as to believe he 
can get something for nothing— 
from anybody. He knows you 
handle quality parts and he is will- 
ing to pay for a fair price for 
quality work. 


You may be objecting mentally 
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L E AT H E Rk and you'll love it! 


In three “Super 88” and three “98” models 
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L EATH b Re and you'll love it! 


In the Packard Hawk 


Medel MC-8, 10, 12 Merchandiser 


OYERTOW 
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Importance of Service Stressed 


to carrying the amount of in- 
ventory necessary to give fast 
and complete muffler service. It 
is true that the inventory problem 
has increased greatly. As replace- 
ment manufacturers of exhaust 
parts for all makes and models, 
we’re very much aware of the 
inventory problem. 

For example, I know one make 
of 1958 vehicle which will take 50 
new part numbers to cover the 
exhaust system replacement. 

The frequent styling and engi- 
neering changes create real in- 
ventory problems. Replacement ex- 
haust parts must be readily avail- 
able. This takes plenty of money 
and lots of space—especially for 
tailpipes. 

Don’t let these problems prevent 
your taking full advantages of the 
profit opportunities. 

+ * * 

There is a convenient solution 

in the availability of complete ex- 


Price Reductions 
Topic of Poll by 
U. S. Chamber 


WASHINGTON. — The Chamber 
of Commerce of the U. S. has 
started a poll of its 3,365 chamber 
and association members on pro- 
posals to tighten up Federal law 
on price discrimination. 

Members are being asked 
whether business firms should be 
permitted to continue relying on 
the “good faith” argument as an 
absolute defense against charges of 
violation of the Robinson-Patman 
Act when they lower prices to meet 
competition. 

The act forbids price discrimina- 
tion which injures competition, but 
the U. S. Supreme Court has held 
that a seller can reduce his price 
if he does so in “good faith” to 
meet a competitor’s price—regard- 
less of the effect on competition. 
The court has stated the “good 
faith” defense is absolute. 

Bills now before Congress, S.11 
and H.R.11, would amend the act 
to limit this defense. 

Purpose of the referendum, the 
chamber said, is to enable it to take 
a position on the bills. 
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haust inventory for all vehicles 
carried by your, local wholesaler. 
Call on him. He’s a good man to 
know and do business with. 

Any major service you perform 
should be advertised and promoted. 
Undoubtedly your name is imme- 
diately accepted by the motorist as 
a place where good work is done. 
This is not enough, however. 

In the highly competitive field 
of exhaust-system work you 
should consider the use of spe- 
cialized direct mail, telephone 
directory ads, newspapers, radio, 
and television spot advertising. 

Above all, look to attractive 

point-of-sale outdoor identification. 
It is one of the most powerful 
ways of getting business we have 
ever seen, Let me sight a little 
experience we had in Chicago. 

We have been developing an 
outdoor point-of-sale identification 
sign. One of our model signs was 
on test at the curb outside our 
advertising department on busy 
Ashland Avenue. It was being 
checked for durability in the wind, 
effectiveness of message, etc. 

= * * 
4 Inquiries a Day 

During the week that it was on 
test at the curb, we averaged four 
inquiries a day in our advertising 
department about muffler installa- 
tion. 

This really brought home to us 
how conscious the public is of 
exhaust system work, and how 
necessary it is to be identified with 
attractive, point-of-sale advertis- 
ing. 

There is a tremendous oppor- 
tunity for you in the installation 
of exhaust system parts. Not 
only is the market potential 

all previous records, 
but the profits are exceptionally 
high, too. There is real money in 
mufflers. 

Let’s make some comparisons— 
take a look at the dollar profit 
from parts only on some of the 
other items which need replace- 
ment at about the same time as 
exhaust parts. 

The sale of two mufflers, two 
pipes and two clamps for a 1956 
Ford with duals, clears you about 
$15! 

Compare that with your profit 
on a battery—about $9. 

Or with a set of plugs—about $. 
Or with points and condenser— 
about $1.50. 

The profit is better on exhaust 
parts work. There’s money in 
mufflers. 

7. * > 

To keep pace with the rapidly 
expanding market, it’s necessary 
to look for muffler business. A 
simple formula which we have used 
with excellent results is “inspect 
and collect.” That’s it, it’s simple 
and to the point, inspect—collect. 

Train your mechanics and your 
service counsellors to take 30 
seconds to inspect and you will 
collect profits that can accrue from 
an aggressive approach to the 
exhaust-system parts market. 

I want to conclude today’s 


Diamond T Forms 
Division to Serve 


Common Carriers 


CHICAGO.— Diamond T. Motor 
Car Co. last week announced the 
formation of a common-carrier 
leasing and sales division. 

Z. C. R. Hansen, president, said 
the step strengthens Diamond T’s 
marketing organization. He added, 
“It enables us to devote the neces- 
sary attention to a major segment 
of the truck market—the nearly 
3,000 common carriers of the nation 
—as well as allowing us to take 
advantage of an expanding truck 
leasing market.” 

The new sales division is sep- 
arate from and in addition to Dia- 
mond T’s national account and fleet 
sales division which will continue 
to operate from the firm’s home 
office. 

Heading the new activity are D. 
C. Dills, Eastern manager, and 
T. J. Collins, Western manager. 

Dills formerly was Eastern man- 
ager of the company’s national ac- 
counts division. Before joining Dia- 
mond T recently, Collins was sales 
vice-president of Texas Kenworth 
Corp., Dallas, a firm which. resulted 
from the merger of his Collins 
Equipment Co. with the Texas dis- 
tributing organization for those 
trucks. 


















talk on a very serious not, 
want to remind you of the obj. 
gation you have towarg 
customers — an obligation 
Sctalt Tiraeay ak 

eta of day-to-da 
dealing. . 
I want to focus your at; 
on the fact that your custy 
very lives depend on how wel] » 
do your service job. 
Nowhere in the realm of yebia 
service is this any truer than 
the case of exhaust-system , 
The customer is a pretty fo 
guy. 
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Carbon Monoxide Kills 


Most of us have an out-of-sig 
out-of-mind reaction to things, W, 
are all aware of what happens 
a result of carbon monoxide poi 
ing. We hear it virtually ey, 
day—newspapers . - Fadio . 
television—all carry the m } 
us: CARBON MONOXIDE kT 
AGAIN. 

While it’s real attention-gety 
publicity, nine times out of 10 4 
car owner think’s it’s going 
happen to the other guy, 
himself. 


That’s why you have a mon 
obligation to inspect your a 
tomer’s exhaust system—e very 
time one of them drives onh 
your service floors. 

It may be nothing more thay 
mere glance at the condition of # 
tail pipe protruding from 
through the bumper. This is a 


tell-tale indicator of the condita 
of the remainder of the system, Quest 

Make certain your mechanign # obta 
take a few seconds to check thy act s 
exhaust system each time the ay ‘ined 
is on the hoist or over the pit § ims t 

It takes only a few C0 new cai 
you'll be doing your customers @ Yuld 
real service. You could even ty mount 


saving their lives. 


Hutker Shuts S-P Deal 


Hutker Auto Sales (Stud 
Packard), Decatir, Ind., has 
out of business. The firm wa 
owned by Everett Hutker. Hofst: 
ter Studebaker, Geneva, now ist 
only S-P dealership in 
County. 
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jealer-Prestige Ads 
ijaunched by NADA 


(Continued from Page 1) 


ome chised new-car and truck 
han > oho belongs to the Na- 
- Automobile Dealers Assn. 

ene and who lives by its code of eth- 
jes 28 @ Quality Dealer. 

“His cars and trucks are safe .. 
his prices and trading allowances 
are fair. . - he has factory-trained 

rts to give you good service ... 
ens apis advertising is honest ... he is 
, community leader ... he is your 
neighbor, your friend. 

‘took for this solid citizen in 

+ own neighborhood. It’s easy 
KILLS#iy find him—he displays this em- 

plem of the Quality Dealer.” The 
ting NADA insignia followed. 
10 ¢ * * * 


ing POSSIBLE plan for financing 
A the campaign was contained 

in a five-point questionnaire which 

NADA mailed to Detroit dealers. 


It asked if the dealer had seen 


ads of this type and if he would 


like to see “a dealer prestige ad-| 


than ising program conducted on a 
national basis in magazines 


Post, etc.” 


duct such a program on a sus- | 


~ tained basis, would you be will- 


new car sold if the manufacturer 

wuld contribute a similar 
‘en yy smount per new unit?” 

An alternate arrangement was 

embodied in Question Five: “If the 

pal. ~manufacturer declined to partici- 

pate, would you agree to have him 

dd $1 to the cost of each new unit 

to you and forward the 

money collected to NADA to under- 

























dealer prestige advertising pro- 
gram?” 
Dealers were requested to sign 
their replies. 

. > * 
PIG THREE representatives had 
no comment on the financing 
ideas. Presumably, no opinions will 
be voiced by the factories unless a 
concrete proposal is presented by 
the dealer association. 


Industry observers noted, how- 


ruenther Talk 


Features Agenda 
For SAE Parley 


DETROIT.—A scheduled address 
Gen. Alfred M. Gruenther high- 
ugnts the schedule of events for 
ihe Society of Automotive Engi- 


convention, opening today 
Jan. 13) in Detroit. 
Gen. Gruenther, former NATO 


ommander and a close friend of 
tesident Eisenhower, is slated to 
suss “Some Aspects of Our Se- 
urity Problem” at the convention 
linner Wednesday night. The four- 


merican Red Cross. 
Four talks on the rise of smaller 


will feature a convention dis- 
on Thursday night, The speak- 


ptudebaker- Packard sales vice- 
president; J. W. Watson, Metro- 
politan sales manager for Ameri- 
fan Motors; H. E. Crawford, of 


ews. 0a 


eneral Motors, and Robert Shee- 


nan, of Fortune magazine. 


A. A. Kucher, engineering vice- 
president of Ford, will address a 
cheon session Tuesday. Today’s 
eature is a panel on foreign auto- 
“olive production methods. 

The SAE sessions are being held 
the Sheraton-Cadillac and Stat- 
hotels. An engineering display 

118 exhibitors is being held 

multaneously on the fourth floor 
the Sheraton-Cadillac. 





Fire Sweeps Munitzing’s 
CLARKSBURG, W. Va. — The 
htzing Motor Co. plant here was 
tpt by fire Dec. 31, causing a loss 
sumated at $100,000. The loss, 
weee’'y covered by insurance, in- 
s fed 15 automobiles and trucks 
about $15,000 worth of parts. 





like | 
life and the Saturday Evening | 


ik Question Four was: “In order | 
= te obtain sufficient funds to con- | 


ing to contribute 50 cents per | 


write the cost of the proposed | 


general now is president of the | 


will include S. A. Skillman, | 


|ever, that the plans are similar to 
|; the cooperative advertising pro- 
grams which were scrapped early 
|in the 1957 model year. They won- 
| dered how the manufacturers 


-| would feel about reenterirg that 


sphere of activity. 
An NADA spokesmon said a 


Auto Maniacs’ Jamboree 


Set for Jan. 25 in Detroit | 


DETROIT.—The grand national 
jamboree of Auto Maniacs will be 
held at the Veterans Memorial 
Building here Jan. 25, according to 
Harold L. Mayer, founder of the 
group. 

The club is’ composed of auto 
hobbyists of all types. The jam- 
boree is open to nonmembers. 








majority of the dealers in the 
three cities who have commented 
on the test ads have been much 
in favor of the proposed cam- 
paign. 

A Detroit retailer remarked last 
week, “I think the program is very 
worthwhile. Something must be 
done to impress upon the public 
that it should not condemn all deal- 
ers just because of the tactics of a 
few sharpies.” 

+ * * 
H® SAID he would approve 
either of the plans for financ- 
ing the program and added, “If it 
helps restore public confidence in 
the auto dealer, it would be money 
well spent.” 

The NADA spokesman said the 
advertising program is based upon 
three premises. They are: 


1. Dealers must tell the public 
what a quality dealer is. 


2. The dealer has a fine story to 
tell, but it is not a story that can 
be told in the news columns. There- 
fore, advertising must be used. 

3. The public must be made to 
understand that while competition 
in the retail auto field is intense, 
the aim of every good dealer is the 
same—service to the customer be- 
fore and after the sale. 


Moore Retires; 
Designed AMC’s 
Unitized Body 


DETROIT. — Meade Moore, who 
helped design American Motors’ 


this month as AMC’s automotive 
engineering and research vice- 
president. 

A veteran of 41 years in the indus- 
try, Moore joined Nash Motors in 
1917 and helped 
engineer the first 





Nash car, Model 
681, which was 
introduced that 
year. 

Among other 
major automotive 


with which he 
has been identi- 
fied are pressur- 

i= ized fresh-air 
Meade Moore heating and ven- 
tilation, which first appeared on the 





1937 Nash, and the American Mo- 


tors compact car. 
Moore began work on the uni- 


tized body in 1937 along with Eric | 


Wahlberg, Nash engineering vice- 


single-unit automobile body, retires | 


achievements| 


_118 


president, and Ted Ullrich, Budd 
Mfg. Co. body engineer. The body 
was introduced on the 1941 Nash. 

The compact-car program began 
late in World War II and resulted 
|}in the English-built Metropolitan 
(1954), the 100-inch - wheelbase 
Rambler (1950) and the 108-inch- 
wheelbase Rambler (1954). 

From 1924 to 1941, Moore was 
assistant and chief engineer for 
Nash. He served as chief engineer 
on a Navy flying boat contract dur- 
ing World War II. 

He was Nash’s chief automotive 
research engineer in 1946, became 
|a vice-president in 1952 and was 
placed in charge of both research 
and engineering in 1953, He as- 
|}sumed the same duties after the 
Nash-Hudson merger in 1954. 





Common Stocks 


Jan. Dec. 1957-58 
8 31 High Low 
Am. Motors 8% 8 8% 5% 
56%, 52% 824%, 52% 
37%, 59% 35% 
47Y_ 33% 


Chrysler 
Ford 41 
GM 33% 
S-P 2% 8% 2% 


29.23 26.85 


Average 








the ad, if he was in favor of more) 

















\! This quick lift 

lever brings the 
saddle up to the load 
3 times faster; 
easier, too! 


Here's my other helper . . . 

Ausco’s Dual Wheel Lift Dolly 
really speeds up the job 
and eliminates backache. 


AUTO SPECIALTIES MFG. CO., INC. 
St. Joseph, Michigan 


Ausco:«. 











easy, 





Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 





HOW CAN YOU SWITCH 
TIRES $O FAST? 


Now Ausco’s spring- 
balanced handle 
takes over for a fast, 


on this big truck. 







See your Ausco 
jobber now! 


IT IS TO MOVE 







high lift, even 













SUPERIOR 
AUSCO FEATURE 


1%, 2, 4 and 10 tons 
capacity. 


HERE'S MY NUMBER ONE 
HELPER, AN AUSCO 10-TON 
SERVICE JACK — SEE HOW EASY 


LOOK AT THESE 


Ausco offers a complete 
line of rugged, safe, easy- 
to-use service jacks, 1%, 















INTO POSITION? 





© Roller-bearing front wheels, ball- 
bearing caster rear wheels 


@ Large malleable iron lifting saddle 
@ Quick-lift foot lever 
@ Spring-balanced detach- 
able handle 
@ Safety overload valve 
@ Extra-low shoulder 
© Oilite bearings 
on pivot pins 
@ Sturdy channel frame 
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New Cars Glitter in $20 Million Display .. . 





Chicago Show Buoys °58 Hopes 


(Continued from Page 2) 
show by displaying the 63-foot-long 
Redstone and 60-foot Jupiter mis- 
siles which the company manufac- 
tures for the U.S. * 

Award of a Jupiter missile con- 
tract to Chrysler for production at 
its Warren plant near Detroit was 
announced on the eve of the Chi- 
cago show. 

Cole took the occasion of the 
“informal” Chevrolet press break- 
fast to report some new statistics 
on the ’58 Chevrolet and offer some 
observations on the car business. 
These included: 

1. Ford outsold Chevrolet by 
of 25,000 cars in the 

U. S. last year, but “when you 

sell one car out of every four, 

there’s no reason to sing the 
blues.” 

2. Chevrolet bagged 30 percent of 


Auctions Called 
Way to Stabilize 


‘Used-Car Prices 


KANSAS CITY.—A plea for 100 
percent participation in dealer auc- 
tions as a means of creating a 
“stabilized cash used-car market” 
has been urged by Bob Ring, who 
heads Auto Dealer’s Auction, Inc. 

Declaring that there are more 
than 10,000 licensed dealers in the 
Midwest trade area, he asserted 
that full participation in auctions 
would benefit dealers by distribut- 
ing cars to the proper place for 
complete inventory balancing at 
each dealership. 

“All units that are old stock to 
you,” Ring continued, “are needed 
badly by some dealers in our trade 
territory. When every dealer be- 
comes active in the cash used-car 
marketplace, price stability is cer- 
tain.” 

Speaking of the “extreme” price 
drops and rises on used cars in 
1957, he declared: “Many dealers’ 
profits will be wiped out when their 
used-car inventories are put on the 
books at cash market valuation .. . 

“Active cooperation will build a 
stabilized cash used-car market for 
the Midwest trade area. A market 
that will mean more profit for all 
active dealers. A market that you 
can buy and sell in without fear of 
selling yourself short or paying too 
much.” 


December sales, which exceeded 
any previous December in the 
division’s history. 

3. Chevrolet will reflect its opti- 
mistic philosophy by tripling its 
expenditures this year and raising 
them further in 1959. 


4. The Delray six with standard 
transmission is a “better and more 
economical car package” than 
most imports, but the new Impalas 
loaded with options are outselling 
Delrays. 

* * * 
5 The usual pattern for V-8 

* apportionments in a model 
year is being followed by Chevrolet, 
with the current ratio of 80 percent 
for the V-8 due to taper off to 65 
percent by next autumn. 


6. The low-priced field, in which 
Cole includes the Impala models, 
is collecting more of a market 
share because it is in an “excellent” 
position for tradedowns as well as 
tradeups. Cole expects the low- 
priced cars to improve their gains, 
but doubts that market “attrition” 
will freeze out the medium-priced 
makes. 

7. Chevrolet is bullish on the 
truck business and foresees pene- 
tration gains for itself there. 

8. The pendulum of consumer 

taste may be swinging away from 


Disenchanted 


excessive chrome and ornamen- 
tation. 

9. Overtime production has been 
ordered at the Corvette plant to 
meet the challenge of Ford’s new 
two-seat Thunderbird. 

+ * * 
_ Chicago show again pre- 
sented a “Motorevue” stage 
show which featured choral pres- 
entations of cars of 1901 and the 
1920’s, as well as the ’58 U. S. 
offerings. 

A beauty queen from each of 22 
Chicago area communities rode in 
an American car as it drove across 
the “Motorevue” stage. 

Executive show committee 
chairman for CATA was Clarence 
J. McCorkle (Buick). Other mem- 
bers were Charles O. Gracey 

(Edsel), Walter Schroeder 
(Studebaker-Packard), James F. 
McManus jr. (Chevrolet), Earl 
T. Zweifel (Ford) and Don C. 
Mullery (Ford), president of 
CATA. 

Chicago Mayor Richard J. Daley 
opened the show Jan. 4 and 
awarded six $200 U. S. savings 
bonds to high school students who 
wrote winning slogans in a safety 
contest. 

The winning slogans were: 

“Give all a fair deal when you're 
at the wheel.” 


with NADA, 





Dealers Call for Reforms 


(Continued from Page 3) 


provements in the distribution sys-|tinuing junker program with flat 


tem and financial relations between 
the dealers and the factories be 
demanded and obtained without 
adding to factory list prices directly 
or indirectly; 

(a) Factories to assume all ex- 
penses relative to car inventories 
and deliveries; and that all sales 
by factories to dealers be F.O.B., 
dealer’s place of business. 

(b) Factories to assume all new- 
car advertising, and by their con- 
tracts with dealers to prohibit the 
latter from public advertising of 
new cars, except in accordance 
with copy approved in writing by 
the factory. 

(c) Factories to maintain a con- 








payments to dealers of $100 per car. 

(d) Dealers discount to be 26 per- 
cent, of which 2 percent is to be 
held back by the factory until the 
end of each model year. 

(e) Factories to give dealers 
year-end clearance discounts at the 
rate of 10 percent of factory in- 
voice on all cars, including demos, 


held by dealer on change of model f 


announcement date. 

(f) Distribution by factories to 
be on a planning potential basis, 
with no exceptions. 

6. That a committee, drawn from 
the national make advisory com- 
mittee, together with such staff 
members of NADA as the commit- 
tee deems necessary, be directed 


to meet with the factories period-| 


ically to make recommendations in| 


general, and to adjust specific diffi- | : 


culties in particular, such meetings 





to be held at a neutral place, and| 
that such committee report 


“Prove that you have common 


sense by reducing accidents.” 
* + * 


HE more than 400 individual) _ 
vehicles on display were spread 
across 500,000 square feet of floor 


space. 

A 22-car “motor memories” sec- 
tion included an 1899 Locomobile, 
1902 Rambler, 1903 Overland, 1913 
Chevrolet, 1924 Chrysler, 1928 
Plymouth and 1929 DeSoto. 


The array of imported cars in- 
cluded Ford’s German-built 
Taunus, which a spokesman said 
was exhibited to gauge public re- 
action. Salesmen at the GM Opel 
and Vauxhall exhibits distributed 
questionnaires asking spectator 
impressions of the foreign prod- 
ucts. 

More than 200 models and male 
narrators helped animate the new- 
car displays, while a cast of more 
than 100 took part in the “Moto- 
revue.” 


Chicago Show Jammed on Opening Week End— 


A ponoramic view of the International Amphitheatre from the central Buick 
gives an idea of the crowds which thronged the Chicago auto show on its 


week end. Highlight of the Buick exhibit 


vertible, inspired by Buick's television show. The Amphitheatre was more lighted 
festooned for the 1958 auto show than ever before. 


Animated Attraction— 
DeSoto's “living car" display was 
of the many attractions at the Chi 
Auto Show. Model Laura Jenkins tries , 
keep her pretty head level as the 
moves in all directions, supported in » . 
elevated position on three knockled sill: 


a 
sta, 
be 


was a special “Wells Fargo” cowboy 


FAS 


FIRST 


iM TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 
morning or evening: 213,198.° The best newspaper buy in the South’s 
Number One market is The Houston Post—first in total daily circulation. 








monthly to the directors of NADA. 


7. That the foregoing commit- | 
tee be charged with the duty of | 
carrying out the mandate of these 
resolutions, and be empowered 
to take any steps and to act in 
any way necessary or convenient 


*hs filed with A.B.C. for six months ending September 30, 1957. subject te evdit 


EPREGSENTED NATIONALLY BY 












USTON POST 


MOLONEY. REGAN . scrumirTrT 


for the purpose. 

8. That these resolutions contain | 
our declaration of belief in all good | 
faith, that they are not contrary to 
the public interest in that a stable | 
distribution of automobiles is essen- 
tial to the economy of the nation | 
and is possible only if operating 
conditions permit dealers to receive | 
a reasonable profit and thus to stay | 
in business. 

9. That copies of these resolu- 
tions be sent to all NADA direc- 
tors, and to all executive officers 
and managers of automobile trade 
associations, with an emphatic plea 
for their support at the coming 
NADA convention, and for the im- 
mediate adoption of these resolu- 
tions by said convention. 


$250,000 Blaze Damages 
30 Cars in Indianapolis 

INDIANAPOLIS.—Fire caused 
an estimated $250,000 damages to 
the two-story building of C. T. Fox- 
worthy Co., Inc. (Ford), 819 E. 
Washington St. Thirty 1957 and 
1958 model cars were destroyed or 
damaged. 

C. T. Foxworthy estimated dam- 
age to cars, parts and equipment 
at about $200,000. Damage to the 
building was placed at between 
$30,000 and $50,000 by an official of 
the Merchants National Bank & 
Trust Co., which leases the site to 
Foxworthy. 


Chrysler Awarded 
Missile Contracts 
For $51.8 Million 


WASHINGTON. — Chrysler 
Corp. has been awarded contracts 
worth $51.8 million for production 
of the Army’s Jupiter and Red- 
stone missiles. 

Jupiters, which have been turned 
out mostly by hand at the Army’s 
missile center in Huntsville, Ala., 
will be produced at Chrysler’s plant 
in Warren, Mich. 


The Army said the contracts in- 
clude $30 million for Jupiter 
assembly-line production and $21.8 
million for more Redstone missiles, 
already being turned out in the 
Warren plant. 

The Jupiter, a 1,500-mile inter- 
mediate range ballistics missile, 
and the Redstone, a 200-mile mis- 
sile, were developed by Chrysler 
engineers. 

The Government also announced 
that Chrysler Corp. has been 





Distraction for Back-Seat Drivers— 


An Oldsmobile “first” unveiled at the Chicago auto show was a rear-seat . 
television set which fits into a special compartment. Top left, the installed # 
shown in its closed position. Lower right, the nine-inch screen adjusts to a 
angle for viewing. The center photo shows how the set can be removed for 
use. The set has been production-tested, but is not yet ready for market. 












awarded two contracts tot 
| nearly $250,000 for 114 trucks. 

A $118,951 contract is for 52 
ton panel Dodge trucks with 44 
inch wheelbase, while a % 
order calls for 62 W-200 four- 
drive Dodge trucks with a 116-in¢ 
wheelbase. 


Smith Realigns 
Auto Organization 


MILWAUKEE. — A. O. * 
Corp., a major producer of aut 
bile and truck frames and sus 
sion parts, has realigned its 
motive organization. 

J. R. Parker, recently nam 








director of sales and engineer BU 
for the company’s automotive 

sion, has placed all customer © >. 
tact assignments under R. A. Wé oe 
dorf, division sales manager. "© ° on 
dorf has appointed three ° om 
sales managers, each resp0 Write 


for serving the requirements ® 

group of customers. They are U 
Stieber, R. A. Panlener and 

Zuleger. NC 





——., 
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YADA Eyes Proposal 
Wor 30-Day Billing 


= would be an important 
but that the most far- 
ng result would be the moral 


Wrote Sutter: “Personally, I 
would question the beneficial 
diect it would have on bootleg- 

or even cross-selling. I think 
Chicago tis problem must be solved in 
tries ppg other WAYS- 
the @il “But that does not in any way 
d in aie my enthusiasm for your 
led stibien It makes good sense any way 
ou look at it.” 
Excerpts from Yager’s letter to 
or follow: 
The Albany Automobile Dealers 
have both authorized and 
ed me to address this letter 


was 


8 


=o you. 

«in (NADA President) Fred Bell’s 
| seis in the November “NADA” 
eg, titled “The Automobile 
Dealer in 1968,’ he specifically 
for the thinking of individ- 
or groups of members. We 
the following, not as a new 
but rather as a funda- 
problem of the automobile 
industry that very little 
mt thought has been given 
and to the best of our knowl- 
no concerted or constructive 
has been taken to bring 
a change, beyond the “bitch- 

stage. 
We believe that the automobile 


Sensational NEW 


Ta) 013. 


that 


Lad 


: 


PAINT 
JOBS 
Profitable! 


' TRIPPE 
SCORES 
AGAIN 

ith 


NEW “IR-7” 


Here's a fast action infra- 

red dryer on a stable 

25” circular base 

with MAN SIZED 

Control Knobs and Handles for 

quick adjustments. Heavily wired 

for 115/130 Volts. 
Call Your Jobber TODAY 

or Write us NOW! 


‘RIPPE MFG. COMPANY, Dept. C-4 
SE Mel titeyy ye TST CL 
2 
al 
| 
whe mpressi 
— pressive 


Sa l, es APPROACHI 


Hand your next 
Prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords are now oveil- 
sble 10 the following dealers: 

* suicK © DesOoTO © FroRD 

© CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS 


Tals 
ER rn 


NOW SERVING OVER 4000 DEALERS 
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dealer is one of the few categories 
of merchants—and the only one 
handling a major commodity—that 
has to pay for his goods the minute 
they land on his doorstep or, in 
some instances, even before he gets 
physical possession. 

We feel that the automobile 
dealer should -receive merchan- 
dise on a 30-day billing basis 
from time of receipt or, as a 
second choice, all cars received 
within one month would be due 
and payable on the tenth prox. 
putting them on the same plan 
credit-wise that practically all 
other merchandisers operate on. 


Using six million cars as a mean 
average a year and an arbitrary 
value of $2,500 per unit financing 
each of these cars for a thirty-day 
period at 5 percent would cost 
$62.5 million, a little over $5 million 
per month or approximately $10 
per car, which the dealers are now 
absorbing, either through the use 
of their own money or through 
floor plan arrangements, It should 
be noted that aside from money 
costs the dealer has other addi- 
tional expense in the handling of 
new car inventories through hous- 
ing, insurance and physical han- 
dling. 

Because of the upward spiral of 
new-car prices and the pyramiding 
costs of money rates, it has from 
year to year become a greater 
burden to the dealers and has 
reached the point of being a back- 
breaker. 

On the other hand this cost of 
$62.55 million is not a prohibitive 
amount for the manufacturers to 
absorb as their fair share of the 
cost of distributing their product. 
I strongly suspect that the manu- 
facturers would have more ob- 
jection to the credit exposure than 
they would to the money cost to 
them. I am sure that they would 
take a second, startled look at 
some of their present bed fellows. 

Unquestionably it would only 
take a small part of their profits 
from such money manipulations 
to cover the cost of extending 30 
days’ credit to dealers on finished 
goods. 

At one time in this business vir- 
tually all distribution was handled 
on a distributor basis. For the 
various functions that they per- 
formed the distributor got approxi- 
mately 5 percent overriding dis- 
count. 

He, in turn, stocked the bulk of 
the cars, unloaded them, serviced 
them for delivery, sometimes con- 
signed cars to his dealers and in 
numerous other ways was a Good 
Shepherd to his dealer flock. 

Gradually the manufacturers 
took over the direct distribution of 
their own products, absorbing the 
distributor’s overriding discount 
but performing none of the func- 
tions that were his responsibility. 
This has meant untold millions of 
additional profit to the manufac- 
turer and the same untold millions 
of added expense to the dealers. 


“I recall that at the Senate hear- 
ing of 1955, one of the Senators 
asked Mr. Sloan (Alfred P. Sloan, 
then GM board chairman) if Gen- 
eral Motors had ever considered 


a 
Canadian Sales 
oe a by] 
Dip 8 Pet. in °57 

TORONTO.—Motor vehicle sales 
in Canada in 1957 totalled 455,000 
new ‘units, above the average’ of 
450,000 for the previous five years, 
but about 8 percent below the 
record sales of 1956, according to 
James G. Dyke, general manager 
of the Canadian Automobile Cham- 
ber of Commerce. 

“The present economic outlook 
indicates that consumer spending 
will be brisk in 1958, and as in the 
past a large portion will be spent 
on automotive products,” he said. 

He added that he expected 1958 
would be as good as 1957. He re- 
ported production of 340,000 pas- 
senger cars and 71,300 trucks 
in 1957. 


distributing their own products at 
the retail level. Mr. Sloan’s im- 
mediate reply was “that is an im- 
possible concept, for the retail 
automobile business is essentially 
a trading business.” 

=a reply gives two inferences, 

Zz: 

1. It indicates that the manu- 
facturers have given some thought 
to so distributing their goods, and 
solved all of their problems, in- 
cluding the cost of handling in- 
ventories, but either could not 
solve or did not elect to attempt 
to solve the used-car problem. 


2. It indicated that the only 
reason for the present “franchised 
dealer system” is the used-car 
problem. 

Certainly the business acumen 
used on used cars ultimately de- 
cides the success or failure of 
the individual dealership. 


All of these high inventory situ- 
ations are largely for the factories’ 
convenience, but at the expense of 
the dealer and not at theirs. 


It is common knowledge that 
there has been a serious deterior- 
ation in the quality of assembly 
workmanship on the part of all 
manufacturers. These paid-for cars 
that are facetiously referred to as 
“Do It Yourself Kits” more often 
than not require several expensive 
days work to put them in deliver- 
able condition. 

In addition to the monetary cost 
referred to above, such a change 
in procedure would undoubtedly 
distill many beneficial by-products 
that could prove even more im- 
portant, namely: 

1. It would cause the manufac- 
turer to be much more selective in 
dealer appointments, for if they 
had a credit involvement, they 
would certainly want only solid 
18-karat quality dealers, in fact and 
not in lip service alone. 

2. It would unquestionably make 
the manufacturers more interested 
in business management and re- 
activate their interest in educating 
their dealers to be better business 
men and keeping them as good 
credit risks. 

3. It would release more of the 
dealer’s own capital for the many 
other demands that are made on 
it daily, especially the higher 
cost of handling car inventories 
that have gone up in direct pro- 
portion to the higher prices on 
new cars. 

4. As long as the traffic will bear 
it, the manufacturers would ob- 
viously anticipate any such cost in 
their computation of prices and 
would get it back, while at present 
it is debatable whether the dealer 
does or not. 

5. Such a move would have no 
deterring effect on the public in- 
terest and could well prove to be 
in their interest because of the 
stabilizing effect on the business, 
plus the fact that the manufac- 
turers, with their established 
credit, could undoubtedly finance 
the first thirty days at a lower 
interest rate than is generally 
available to the dealers collectively. 

6. It would go a long way toward 
controlling over-production because 
the manufacturer would then have 
a financial stake in such over- 
production. 

7. It would seem to give the 
manufacturer a better control of 
bootlegging, especially over that 
period of time when their money 
is involved. 

8. We can see no reason why 
it would not be perfectly legal 
under the framework of present 
law. 

9. It is an equitable and just 
sharing of the distribution load 
between manufacturer and dealer 
and will have universal appeal to 
every dealer. 

In Fred Bell’s crystal-ball gazing 
about 1968 he wonders what the 
dealer’s status will be in that year. 
We strongly feel that some such 
change as outlined herein should 
be and must be made in the modus 
operandi. 

The sooner we get an intelligent 
and aggressive movement started 
toward that end the closer will be 
the date of accomplishment. It will 
take a tidal wave of dealer senti- 
ment that we feel confident will be 
forthcoming, if NADA will lead 
the crusade. 

We also feel that if such a 
change had been made 10 years 
ago many of the evils that are with 
us today would never have existed. 
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LOCAL SERVICE 


The NADA Official Used Car Guide is now published 
in 8 regional editions, every 30 days to provide 
better service and even more accurate reporting in 
your local area. 


In addition, the Guide contains many valuable 


features such as: 


@ Average Wholesale 
Value 


@ Average Retail 


@ Average Loan 


(in most ereas) 


@ Identifying Specifications 
and others 


Quantity Prices on Request 
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Washington 6 


NATIONAL AUTOMOBILE 
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2000 K Street ome 


NW 


1958 LOOKS LIKE A 
PROSPEROUS NEW YEAR! 


OUR CARS ARE SELLING 
BUSINESS IS GOOD 


GOGGOMOBIL sien i eal 


CONTINENTAL 

CAR 

COMBINE 
Exclusive U. S. Distributors 


Phone PL 7-7790 — 
1741 Broadway, New York 19, N. Y. 
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Hardtop Joins Model Lineup... 


Dealers Display ’58 Packards 


ppacmsen dealers began display- 
ing their 1958 models last week. 
The expanded line includes a four- 
door sedan, four-door two-seat 
station wagon and a new two-door 
hardtop. 


The newcomers joined the 
sleek Hawk, a family-type sports 
model, which appeared in Oc- 


Automatic transmission again is 
standard on all models, and power 
brakes have been added to the 


Dallas Dealers 
Elect Taylor 


DALLAS.—L. O. Taylor (Pon- 
tiac) is the new president of the 
Authorized New Car Dealers of 
Dallas, Inc. He 
succeeds L. H. 
Ridout jr. (Ford) 
who served out 
the 1957 term of 
the late A. L. In- 
galls (Oldsmo- 
bile). 

Clifton Den- 
nard (Chrysler- 
Plymouth) was 
elected to the ex- 
cutive board, 

L. 0. Taylor which is now 
composed of Taylor, Ridout and 
Dennard. 

J. N. Whitehurst is general man- 
ager. 





standard list this year. As reported 


powered by a 289-cubic-inch engine 


earlier, prices are $3,212 for the| which develops 225 horsepower. 


sedan, 
for the 
Hawk. 


All figures include Federal] tax 
and suggested dealer delivery-and- 
handling charges. The sedan and 
the wagon are priced the same as 
last year despite the fact that 
power brakes ($37.66 extra in ’57) 
have been made standard. 

* + oz 

7: cars are longer and lower 

than last year’s models, and 
an air scoop on-the forward- 
slanting hood is a new styling fea- 
ture. The grille consists of rectan- 
gular sections bisected by 
a massive wraparound bumper, and 
dual headlights are standard. 

A strip of gold-colored mold- 
ing extends along the side of 
the body and flows into the 
slender tail fins. 

The newly introduced models are 


Pontiac Dealers Elect 


Gunn in Pittsburgh 


PITTSBURGH.—Robert G. Gunn 
jr. has been elected president of the 
Metropolitan Pontiac Dealers Assn. 
of Pittsburgh. 

Ray E. Weaver was named vice- 
president; J. Fred Bauman, secre- 
tary, and J. A. Vail, treasurer. New 
directors are Bernard M. Alpern 
and C. A. Clark. 


hardtop and $3,995 for the 











census ordered by the i obtain aid 
state 
published by the News. Copy on request. 
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BuFFALO EvENING NEws 


Kelly Seth Co — Netonc! Representonves 









INSIDE 





LEATH t re and you'll love it! 


In four different models 


$3,384 for the wagon, $3,262) Torque is 305 pounds-foot at 3,000 


r.p.m., and all models have four- 
barrel carbureation, Compression 
ratio is 8.3 to 1. 

The Hawk engine is equipped 
with a supercharger which lifts 
horsepower to 275. 

> = = 
hye power brakes have finned 
drums which, Packard said, 
virtually eliminate dangerous 
brake fade. 

Packard said its Luxury-Level 
ride “brings a new ease and com- 
fort to station-wagon driving.” One 
reason, according to the company, 
is a system of dual springs. One 
set maintains comfort with normal 
loads, while the other slips into 
action with heavy loads or on 
rough roads. 

An optional hideaway third 
seat makes the wagon an eight- 
passenger model. The seat can 
be folded out of sight when the 
space is needed for packages or 
other cargo. 

The hardtop is built on a 116.5- 
inch wheelbase, and is 209 inches 
long, 57.5 inches high and 77 inches 
wide. Height and width of the 
four-door sedan are the same, but 
wheelbase is 120.5 inches and over- 
all length is 213 inches. 


TATION - WAGON dimensions 

are: Wheelbase, 116.5 inches; 

length, 206 inches; height, 61.5 
inches, and width, 77 inches. 


All models have 18-gallon fuel 
tanks and use 8:00 by 14, 4-ply 
tubeless tires. 

The appearance of the new Pack- 
ards brought to a close one of the 
longest model-introduction seasons 
in recent years. The season began 
more than four months ago with 
the introduction of the Edse] on 
Sept. 4. 


Rude Is Named 
Director of CIT 


NEW YORK. — Alan G. Rude, 
president of Universal CIT Credit 
Corp., has been elected a director 
of CIT Financial Corp. He joined 
CIT as a sales 
correspondent in 
1925. 

Rude helped 
open offices in 
the East, Mid- 
west and South, 
and later was 
managerof 
branches in 
Cleveland and 
New Jersey. In 
1936, a central di- 

Alan G. Rade vision was cre- 
ated by Universal CIT and Rude 
was placed in charge with head- 
quarters in Cleveland. In 1944, he 
was ed to the home office 
in New York as sales vice-president. 

Subsequently, he was made a 
senior vice-president, executive 
vice-president in charge of sales 
administration and then president 
in 1957. 


King, Truck Vet, 
Retires at Chevy 


DETROIT.—Herman C. King, a 
35-year veteran in truck sales, has 
retired at Chevrolet. 


King entered the business in 1922 
as truck sales- - 
man for Martin- 
Parry Corp., In- 
dianapolis, then 
one of the world’s 
largest commer- 
cial body build- 
ers. When Chev- 
rolet took over 
Martin- Parry in 
1930, King went 
with the deal. 

As an assistant 
manager of the H. C. King 
Chevrolet truck department, King 
helped turn out data books, sales 





King is returning to his native 
Indiana to live. 





A Look of Motion— 


The forward-sloping hood, topped by 
an air scoop, imparts a look of motion 
to the ‘58 Packard. Dual headlights are 
housed in jet-typed nacelles, and direc- 
tional lights 
massive wraparound bumper that bisects 
the grill. 


Packard Wagon Redesigned for ‘58— 


Packard says its redesigned 1958 station wagon “combines station-wagon copai 
with limousine luxury and riding ease.” An optional feature is a hideaway third 
which mokes it on eight-passenger vehicle. The extra seat can be folded out of « 
when additional space is needed for packages or other cargo. Hl 





}| with several new features inclya, 


}| new shock absorbers and new 


are mounted above the 









New SAAB Seeks 
Wider Market 


NEW YORK.—The 1958 Swe 
built SAAB has arrived in the y 
















a one-piece windshield, adjust; 
rear seat, heavy-duty Safety log 


uf; 


fler system. 


Bruce McWilliams, genera] y 
ager of SAAB Motors, Inc., saig 
greater number of the — 
autos will be imported into the U. 
in 1958. , 

So far, distribution has been ¢ 
fined to the Northeastern U.g 
Williams said SAAB plang 
expand sales during 1958 
Pennsylvania, New Jersey, D 
ware and Ohio. . 
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New Survival Plan Mapped = 


By Massachusetts Dealer 


(Continued from Page 3) 


to the industry and put our sales 
force back to work as salesmen.” 

If national legislation were 
needed in order to make the plan 
legal, Johnson reminded Sutter, the 
NADA president has stated that 
NADA would go to Congress again 
for relief. 

“I feel sure,” Johnson told 
Automotive News, “that with the 
support of the members of NADA 
the law can be amended to prevent 
dealers from eliminating them- 
selves and to preserve our present 
system of distribution. 


“It is vital to the economy of 
the nation that the dealer organi- 
zation be strong and prosperous.” 

Johnson pointed out to Sutter 
that the auto industry is the only 
business where the trading of old 
merchandise is the basis of opera- 
tions. Because of this, he said, 
dealers should be given special 
consideration in any law relative 
to price fixing. 

Here is Johnson’s plan: 


Operation of Pian 
1. All dealers shall use their fac- 
tory suggested delivered price. This 
price shall be a discount of 26 per- 
cent and 2 percent of it shall be 
withheld by the factory and paid 


2. The maximum allowance a 
dealer can make on any used car 
is the amount shown in the aver- 
age (wholesale column) in _ the 
NADA Used Car Guide Book, less 
conditioning, plus any part of his 
gross profit over $300 which he 
cares to give away. 


3. The minimum price at which 
a clean deal can be sold shall be 
$300 over factory invoice. This will 
stop bootlegging. Parts 2 and 3 
should also apply to demonstrators. 

4. Any additional incentives at 
cleanup time shall be paid by the 
factory in larger discounts, and can 
only be issued by the factory 60 
days before the end of the model 


run. 
Policing of Pian 
1. The dealers of any make shall 

















form an association within 
area of their respective f 
district manager. They will 
three of their members as 
dent, treasurer and clerk to 
for one year as a governing 
of the local association and 
shall represent their 
at the zone level. 

2. All dealers shall be 


$5 for new-car deliveries to dim ©am 
the expenses of the association @ 6.44 
shall be the duty of the offices 

hire a qualified person on a Cars 
basis who will check each U.8 


all dealers’ deliveries to make 
they are complying with the 
and report any infractions t 
officers. 


3. The penalty for an inf 
over-allowance shall be 


paid into the association ( 
bution of fines shall be 

mined later). The penalty 
selling a clean deal for less 
$300 over factory invoice 

be $300. Consideration should 
given to having these same 





apply to cars sold to r rank 
State and Federal agencies iwie | 
4. Each dealer shall maintais KNOX 
appraisal file and each ¢ rr, 73 
shall have attached to it the ee 
_|praisal slip for that deal 30 
person hired for policing #*@%. 
check the actual amount spett@,. 
used-car conditioning againt Wy. 1 
appraisal. 


There shall be no penalty fot Gag 
occasional mistake in condit hed a 


appraising, but if a dealer 
and if he continues in the fF 





or in breaking the above ruleBivic af 
shall be reported to the zone bard d 
ager by the officers of the hagec 
tion. hich w 
The dealers will support unit 
officers by giving them 4 
petition to the zone 
if the out-of-line condition 1 Bx or 1 
corrected, the dealers will % an 
purchasing cars until it i he Gio 
rected. There is no law 
buyer’s strike. SHERID 
, Owner 
‘ die 
Fire Ruins 32 New De _ 
KANSAS CITY.—Fire ae 
the building occupied by Sites M™tunri 
(DeSoto), causing dam age nd dea, 
mated at $275,000. Thirty-t¥? arte 


DeSotos were destroyed. 









eks 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8. PRODUCTION ONLY) 























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Jan.11, Week, Jan.4, January, Jan.12, Jan. 11, 
1958 1957* 1958* ToDate 1957* 1958 
MOTORS** .... 3,770 2,219 2,599 5,279 3,320 5,279 
aveddniwiliienpiniecensirs 3,770 1,874 2,599 5,279 2,865 5,279 
R CORP. .... 20,100 27,006 71,632 26,328 43,567 26,328 
Bt spsbcarnsieubinccsien 2,050 3,042 898 2,895 4,902 2,895 
sesneneaviosieeneann 650 749 283 933 1,192 933 
Liicandeatindeinivomnnesinte 1,400 3,643 41 1,527 5,703 1,527 
Tale ephsiseebsiedemnqunieve 3,500 6,363 674 3,849 9,783 3,849 
dicimecnsuevenvvesnes 12,500 13,299 5,736 17,124 21,987 17,124 
mp MOTOR*** ........ 35,713 45,487 23,415 48,000 16,557 48,000 
Ee 500 sineauitioals 317 630 iaedeones 630 
32,000 35,888 19,464 42,379 60,241 42,379 
EE 98 1,248 687 645 2,191 645 
cehienipsemmapiviatin 3,115 8,333 2,947 4,346 14,098 4,346 
MOTORS 64,324 71,146 44,007 92,151 113,209 92,151 
TA hibiibseccisssccvevess 9,706 12,933 5,593 13,891 20,977 13,891 
i chiaatentunacusbaeeeed 3,360 3,315 2,714 5,398 5,372 5,398 
33,800 35,024 24,333 48,118 56,263 48,118 
sedesaiidantaeusiats 9,458 10,487 5,999 13,356 15,926 13,356 
8,000 9,387 5,368 11,388 14,671 11,388 
iiesiiidinstbnbiat 1,020 1,481 24 1,020 2,702 1,020 
Oe nitipinadceaniti 120 321 dipeesien 120 508 120 
pica tnnaltiallens 900 1,160 24 900 2,194 900 
Total Cars, U. S........ 124,927 147,429 77,677 172,778 239,355 172,778 
Motors’ totals for 1957 include Nash and Hudson production. 
Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
pn coped Ended Same Ended Output, To To 
y third Jan. 11, Week, Jan.4, January, Jan.12, Jan. 11, 
ut of si 1958 1967* 1958* ToDate 1957* 1968 
EE | iikisnittialhdaae 5,800 7,822 3,367 8,126 12,405 8,126 
TE uaebedanahinoiens 130 83 63 165 125 165 
60 78 40 380 128 80 
i illichieddeaininpionetien 1,500 1,487 aiendides 1,500 2,955 1,500 
eecbionbii 5,100 3,301 4,311 7,446 3,095 7446 
Sidileasiediiainit 1,280 1,713 937 1,793 2,872 1,793 
Jeanie 2,696 2,971 2,034 3,750 5,774 3,750 
A 365 379 269 481 603 481 
iin 128 273 inicio 128 4718 128 
Ti cistinnlintiendieenininnneis 409 410 198 524 608 524 
Reaehiibiaiitiiiel 1,290 1,735 840 1,755 1,725 1,755 
79 40 55 115 65 115 
Total Trucks, U. S..... 18,837 20,292 12,614 25,863 30,833 25,863 
a 143,764 167,721 90,291 198,641 270,188 198,641 
iaeietesieiiehinsinanae 7,360 10,087 3978 10,512 16,654 10,512 








U. S. and Canada....151,624 177,308 94,269 209,153 286,342 209,153 











. Misceliancous includes Corbitt, 
Drive, ete. 


ineiuded in Mack totals. 
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ae rank L. Kerr, Dealer, 

intain eeUEC Leader in Knoxville 
, KNOXVILLE, Tenn.—Frank L. 

, the ae: 73, president of Kerr Motor 

val Inc, (Dodge-Plymouth), died 

g 8 30. He had been engaged in 


automobile business here since 
20 


Mr. Kerr organized a bank in 
mback, Tenn., in 1913, later 
Paded a hardware business and 
d a Cadillac dealership in 
hoxville in 1920. He later switched 
e and Plymouth. Active in 
c affairs, he headed an OPA 
d during World War II and 
bed a war housing center 
hich was a clearing house for @ 
“unit housing project. 
= > > 


Sig Follestad 
SEATTLE.—Sig Follestad, former presi- 
of the Washington State Auto Dealers 
and Snohomish County Dealers 
» died Dec. 5 in his home. 

7 + > 


Bernard L. Schmitt 
SHERIDAN, N. Y¥.—Bernard L, Schmitt, 
» Owner of Silver Creek Motors, Silver 

died Jan. 4. He owned the auto 

and onpvine business more than 10 
. * 
Ike Hanle: 

HUNTINGTON, W. Va.—Ike Hanley, 77, 





> Relea geitaee RE 





ites BM 
age 
-two 





dead in his home Jan. 4. The cor- 
— the death from a bullet wound 
head was a suicide. After selling 









Marmon-Herrington, Federal, Four-Wheel- 


B.: All U. S. totals include cars and trucks for military orders. 
Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 


Obituaries 


cars elsewhere for a number of years, Mr. 
Hanley opened a Cadillac dealership here 
in 1919 and sold it in 1930. 

* * 


* 
John Harvey Victor 

CHICAGO. — John Harvey Victor, 

chairman of Victor Mfg. & Gasket Co., 


75, 


died at his home in suburban Wilmette.. 


He founded the firm in 1909 and had been 
chairman since 1948. 
* * * 


James S. Rees 
NEW ORLEANS.—James 8. Rees, 65, 
branch manager af the White Motor Co. 
here since 1933, died after a heart attack 
* * * 


Jan. 2 
William M. Bechtold 

HERKIMER, N. Y.—wWilliam M. Bech- 
told, 67, a former Dodge-Plymouth dealer 
here, died Jan. 1 at his winter home in 
Sarasota, Fla. Mr. Bechtold was connected 
with the automobile industry from 1906 
until his retirement in 1952. In 1914, he 
and Charlies 8. Munger, his father-in-law, 
founded Munger & Bechtold (Dodge). He 
served as village trustee 10 years and was 
a member of the Auto Old Timers Assn. 

* * * 


Paul B. Baker 

HAZARD, Ky.—Paul B. Baker, 39, Haz- 
ard auto dealer, died Dec, 30 in a Lexing- 
ton (Ky.) hospital. He had been in the 
auto business here for 15 years and had 
served as general manager of Gene Baker 
Motor Co. since the death of his brother, 
Gene, in 1955. 4 . 

* 


V. T. McDonald 
GENESEO, N. Y.—Victor T. McDonald, 
58, prominent automobile dealer in this 
community for over 33 years, died on Jan. 


the early auto dealers here, was|3 of a heart attack, Mr. McDonald in 


1924 purchased a Ford agency with Albert 
J. Wade. Mr. McDonald’s son, Robert, 
joined the firm in 1952. 








More Layoffs Cut Weekly Pace... 





January Car Output 
Slips to 520,000 


(Continued from Page 1) 


backs. Car production at Dodge 
will be cut from 1,180 to 780 units 
a day, a UAW official said. 


A slash in Plymouth output — 
from 1,440 to 1,000 units a day—is 
scheduled for late this week, a 
UAW spokesman said. The move is 
expected to result in the layoffs for 
about 1,100 assembly plant workers 
and another 350 workers at the 
Plymouth engine plant. 

* + + 

N ADDITION, another 3,000 

members of UAW Lacal 212 who 
work in Chrysler’s stamping plants, 
face layoffs, the spokesman said. 
Chrysler also laid off 1,000 workers 
at is Highland Park (Mich.) parts 
plants last week “to balance pro- 
duction with inventories.” 


Outside Detroit suppliers were 
also in the midst of readjusting 
their work staffs and schedules. 


General Motors laid off 900 work- 


ers at its Delco, Inland Mfg. and|* 
Moraine Product divisions in Day-| * 


ton, O. and U. S. Rubber has an- 


nounced minor adjustments — per- a 


haps as many as 300 workers—in 
its working force. Chrysler Corp. 
confirmed reports that 350 hourly 
employes had been laid off in- 
definitely at its transmission plant 
in Indianapolis. 


The Dodge and DeSoto layoffs 
also were a factor in holding 
Chrysler Corp. output to 21,100 
units last week, well below its pre- 
holiday level of 22,000 to 23,000 
units a week, However, the week’s 
output was well above the 7,632 
units turned out by the corpora- 
tion’s five divisions the previous 


week. 
A BREAKDOWN of Chrysler 
Corp. output showed Plymouth 
with an estimated 12,500 units last 
week, compared with 5,736 a week 
earlier; Dodge up from 674 to 3,500; 
DeSoto up to 1,400 from 41; Chrys- 
ler (excluding Imperial) up from 
898 to 2,050, and Imperial up from 
283 to 650. 


General Motors swung back 
into a five-day work schedule last 
week as corporate car output 
rose from 44,007 assemblies dur- 
ing New Year’s week to an esti- 
mated 64,324 units during the 
Jan. 6-11 period. 

Chevrolet jumped to a 5,739-unit 
lead over Ford for the first nine 
work days of the year as it pro- 
duced an estimated 33,800 cars last 
week. The previous week saw the 
GM unit assemble 24,333 cars. 
Chevrolet worked its Terrytown 
plant five half days last week due 
to a strike at Anchor Motor 
Freight. Baltimore worked six 
days, but all other plants worked 
five days. 

In other GM operations, Buick 
rose from 5,593 assemblies the pre- 
vious week to an estimated 9,706 
last week; Cadillac jumped from 
2,714 a week earlier to its normal 
weekly rate of 3,360 last week; 
Oldsmobile climbed from 5,999 to 
9,458, and Pontiac jumped from 
5,368 to 8,000 last week. 


- . - 
Rares to five-day operations 
at Ford division, Edsel and 
Mercury helped Ford Motor Co. 
climb from 23,415 assemblies during 
New Year’s week to an estimated 
35,713 units last week. 
Lincoln, which was shut 
down Tuesday by a strike, 
showed a from 


cars Monday and then was forced 
to close down. It turned out 687 


Ford division worked its 15 as- 
sembly plants five days last week 
and turned out an estimated 32,000 
cars, compared with the 19,464 as- 
semblies a week earlier. Mercury, 
which knocked out its second shift 
at its Wayne (Mich.) assembly 
unit, produced an estimated 3,115 
cars last week, compared with 2,947 
the previous week. Edsel, which 
builds in Ford assembly plants, 
built an estimated 500 cars last 
week, compared with 317 units a 
week earlier. 

American Motors ‘Corp. turned 
out an estimated 3,770 Ramblers 








last week, compared with 2,599 
units a week earlier, and 
Studebaker-Packard Corp. jumped 
its output from 24 units the pre- 
vious week to an estimated 1,020 
assemblies last week. 


= * - 
A BREAKDOWN of S-P opera- 
tions showed Studebaker with 
. 
Miller to Head 
* 
Lincoln Ad Staff 

DEARBORN. — Bruce E. Miller 
has been appointed Lincoln adver- 
tising manager for the Lincoln and 
Mercury division. 

Miller succeeds Joseph J. Seregny, 
who has joined 
the Young & 
Rubicam adver- 
tising agency. 

Formerly an 
account executive 
with the Foote, 
Cone & Belding 
advertising 
agency, Miller 
will be responsi- 
ble for the di- 

, 3 rection of all 
B. E. Miller Lincoln and Con- 
tinental advertising. During the 


past 11 years, he has been associ- 
ated with advertising and sales 





promotion programs for Packard, | 


Hudson, Plymouth and Edsel. 


900 assemblies last week, compared 
with 24 the previous week, and 
Packard with 120 units last week, 
compared with none a week earlier. 

Truck output last week totalled 
an estimated 18,837 units, up 

some 6,223 from the previous 
week, but 1,455 units below the 
same week a year ago. 

Canadian car-truck operations 
produced an estimated 8,860 vehi- 
cles, compared with 3,978 the pre- 
vious week and 10,087 during the 
week ended Jan. 12 a year ago. 

+ = +. 


Chevrolet Will Expand 


St. Louis Assembly Plant 


DETROIT. — Chevrolet has an- 
nounced plans to expand factory 
and office space by approximately 
44 percent at its automobile and 
truck assembly plant at St. Louis. 

General Manager E. N. Cole 
said the expansion was necessary 
in order to give the plant both 
“more elbow room” and “greater 
flexibility” for modern assembly 
operations. 

Cole said the new construction 
at St. Louis will add more than 
380,000 square feet of floor space, 
including about 38,000 square feet 
of office space, to the plant’s cur- 
rent total area of about 860,000 
square feet. 

Work on the project is expected 
to begin immediately. Erection of 
structural steel is scheduled to 
start next spring. 

There will be five phases to the 
expansion and modernization pro- 
gram, Cole explained. And because 
each one of them must be inte- 
grated with present assembly facil- 
ities in such a manner as to create 
the least possible interference with 
assembly operations, the total proj- 
ect will not be completed until 
‘spring of 1959. 





Highway Sales-Test Run 
Given New Studebaker 


(Continued from Page 8) 


center and rear pillar posts have 
double boxes at the hinge locations; 
door panels are boxed, self- 
reinforcing units; extra heavy roof 
rails at front, sides and rear are 
open-ended boxes; box section 
girders reinforce trunk lid opening; 
trunk lid sill is a sturdy double 
box; the trunk lid, like the door 
panels, is a boxed unit, and the 
entire body shell forms a rigid box 
section. 
> > . 

Flight Motif in Cockpit 

HE owner of a Studebaker Pres- 

ident has an entirely different 
cockpit from which to drive. Strik- 
ing and comfortably easy to find 
are the long airplane-type switches 
and the sliding controls below for 
heater and windshield wiper. 


We caught a rain at night with 





Kansas City Dodge Deal 
Opened by Berl Berry 

KANSAS CITY. — Berl Berry, 
former Tulsa newsboy who ran 
$3,200 in borrowed money into 
more than $1 million before he 
was 40, has reentered the auto 
business. He has opened Berl 
Berry Dodge, Inc., here. 

Berry once headed 35 dealer- 
ships and his chain was said to 
have sold more than 65,000 units 
in a single year. He was a Ford- 
Lincoln-Mercury dealer here from 
1940 til! mid-1957. 





2). 


Studebaker Test Car— 


this car, and the ease of locating 
these controls conveys a mighty 
comfortable feeling of security 
against the vagaries of traffic and 


Studebaker calls the system the 
Climatizer and it changes air every 
30 seconds. The new grille intake 
for fresh air provides as much air 
at 17 m.p.h. as the old cowl intake 
provided at 60 m.p.h. The ramming 
of air into the duct provides better 
ventilation at low speeds. 

So, when you see your windshield 
clouding up, it only takes a second 
or two to clear it up. Those who 
drive a lot know that often these 
seconds can be precious. 


Numbers Change Colors 


N INTERESTING feature of the 
dash is the Magna-Dial speed- 
ometer which has a magnifying 
lens resulting in easy visibility. 
Illuminuated numbers change from 
green to amber at 35 m.p.h and 
from amber to red at 55 m.p.h. 
All airplane-type, long-handled 
toggle switches have lighted 
identification plates. The keyway 
(Continued on Page 118, Col. 1) 
” * 7 










The Studebaker in the Automotive News test-drive series is ready for the road. It 
is a President four-door sedan with a V-8 engine capable of producing 225 horse- 


power. 
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Easily Cleaned— 


The level floor of the 1958 Studebaker 
has a stainless steel plate at the edge. 
This arrangement was found to make 
cleaning easier. 


New Seedehaker 
Is Sales-Tested 
In Highway Run 


(Continued from Page 117) 


is also lighted when headlights 
or parking lights are on. 

Door locks are of the rotary, safe- 
lock latch type, with D-type han- 
dies with push-buttons, These locks 
keep doors closed even in a colli- 
sion. They compensate for wear 
which eliminates subsequent rat- 
tles. 

These handles also resist catch- 


ing on sleeves or cuffs. 
> e > 


Adjustable Steering Post 


oS has provided the 
answer for the tall, short or fat 
man who has trouble fitting himself 
under the steering wheel. The steer- 
ing column of the Studebaker can 
be adjusted—raised or lowered—to 
suit the owner by removing or 
adding shims. 

These shims go between the 
steering column bracket and the 
instrument panel. So, the salesman 
can actually tailor the seat and 
the steering column positions to 
suit the most exacting customer. 

New flush-level, door-sill mould- 
ings not only create an illusion 
of greater width but make the 
interiors much easier to sweep 
out. 

All Studebaker-Packard sheet 
metal is bonderized on both sides 
before painting which resists rust 
even in deep scratches. 

Studebaker-Packard uses a Celo- 
ron noiseless gear-type timing 
gear, making valve timing positive. 

7 > > 


Self-Energizing Brakes 

MPORTANT features of brakes 

include self-energizing brakes 
which use the forward motion to 
help apply brakes; self-centering 
brakes which force the entire lin- 
ing into contact with the drum and 
finned brake drums for faster cool- 
ing on the President, Golden Hawk 
and Silver Hawk V-8. 

Power brakes reduce physical 

effort as much as 40 percent. 
Shock absorbers work both 

ways — double-action— both on 

spring compression and rebound. 

It has often been said that no 
car is better than the service avail- 
able. An important point with new 
highly complicated and highly 
efficient modern cars that will 
contribute to long-life and customer 
satisfaction is top-notch prepara- 
tion for retail delivery. 

Pride of workmanship and ac- 
ceptance of responsibility for 
performance in the hands of the 
owner, long Studebaker trade- 
marks, are retained in full force. 

> 


Comment Form Included 
NN ADDITION, the owner is 
furnished with a blank on which 
he can report on the product or 
make comments about any condi- 
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CLASSIFIED WANT ADS 


Reaching an 150,000 
RATES: TWENTY-TWO CENTS 
lle PER WORD 
address at 
Te a tlle 


TEN DAYS 


estimated 


ond regular rates 


ia 


ad 
IN ADVANCE OF PU 


WANT AD DEPT., AUTOM 


PARTS 
MERCHANDISING 
MANAGER 


Opportunity for an experienced Parts Man 
with ability to initiate and carry ovt pro- 
grams on a national scale. This could be 
the chance for a present Assistant Man- 
ager to step up and assume full responsi- 
bility. For full particulars, forward resume 


of experience to: 


KIEKHAEFER CORPORATION 
Fond du Lac, Wisconsin 
Attention: P. D. Humieker, Jr. 





BUSINESS-OFFICE MANAGER: Medium 
volume deal in beautiful Colorado—Won- 
derful climate—Nice town. Must be ex- 
perienced in machine accounting; capable 
supervisor with proven personnel experi- 
ence; have background of volume ac- 
counting experience. Good salary, car 
furnished, and many fringe benefits. 
Send complete job history and picture to 
a 7827, c/o Automotive News, Detroit 





WE HAVE GOOD JOBS open for two 


Chevrolet mechanics— also body and 
paint man in small! but active dealership. 
Ideal living conditions. Bill Greene Chev- 
rolet Co., Stuart, Florida. 





BUSINESS MANAGER - ACCOUNTANT: 


Must be experienced in a volume opera- | 


tion. Midwest Ford dealer—Moving into 
completely new, modern facilities early 
January. Send resume and work back- 
ground. If satisfactory, can arrange for 
@& personal interview. Box 7808, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Must have volume 
shop experience, accustomed to adminis- 
tration and organization. This position 
is open with long established dealership 
in Intermountain area. Present service 
volume $35,000 per month. Excellent pos- 
sibilities for increase. Compensation— 
salary, monthly incentive and volume 
bonus, yearly arrangement. Box 7809, 
c/o Automotive News, Detroit 26. 








COMBINATION NEW AND USED-CAR 
sales manager for large GM dealership 
in central Indiana. Must have proven 
record of accomplishments. Salary open. 
Excelient working conditions. Give full 
details to Box 7810, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE SALES MANAGER. Age 
limit 35, high school graduate or better, 
married, past record stand rigid investi- 
gation, ability and experience to assume 
full responsibility for sale of new and 
used cars, hiring, training, directing ac- 
tivities of used car manager and new 
and used car salesmen. 600 new-car 


quota per year with potential increasing 
daily. Outskirts large metropolitan south- 
ern city. You are now employed in either 
a Ford or Chevrolet dealership. Your re- 
ply will be kept in strict confidence. Box 
7811, c/o Automotive News, Detroit 26. 








SALES 
REPRESENTATIVE 


Excellent Opportunity 


Well rated, 43-year-old, large volume seat 
cover manufacturer with national distribu- 
tion has certain territories open. 1958 line 
is very complete, low priced, and de- 
signed especially for sale to seat cover 
installation specialists, accessory stores, 
car dealers, super service stations, etc. 
Right salesman can increase his earnings 
considerably. No objection to non- 
conflicting side-lines. 


R. M. Thomas Company, Inc. 
Muncie, Indiana 





ATTENTION, 
MANUFACTURERS REPS. 


tion which does not meet the high|DO YOU NEED NEW LINES? 


standards. He is assured that his 
report will receive prompt con- 
sideration by the factory. 


Automotive News can help you by 
bringing your wants to the atten- 


There’s a lot to show in this | tion of manufacturers. 
new Studebaker that cannot be | An advertisement in this section 


seen by a casual walk around the 
vehicle on the display floor. 


will do the trick at a nominal 


I'd make sure that the customer | Cost. 


was shown all these points with 


AUTOMOTIVE NEWS 


the car on a lift—after he has| Ciessified Want Ad Department 


returned from a test drive. 





rss 


forwarded to advertiser 


ee 
EACH 


readers engaged in all 


PER WORD FOR 
$1) per insertion for 
unopened. Display ads 
BLICATION DATE. Contract 
OTIVE NEWS 


ia ha 


In most major cities we need one top car 
man to call on dealers. We have the lowest 
cost and most powerful sales promotion 
program available. All the area you can 
handle and excellent pay. Mail sales record, 
personal history and area desired at once to 
AUTO SALES AIDS 
725 N. Western Ave., Suite 5 
Los Angeles 29, California 








WANTED — SALESMEN to sell the book 
‘“‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, New York 1, N. Y. 





ASSISTANT SERVICE MANAGER who 
can sell customer labor to Lincoln and 
Mercury owners. Salary $6,000 plus lib- 

| eral incentives. Telephone Bill Phillips, 

MUtual 4-4761, Lakeland, Florida. 





2eh Bele), | 


this classification 
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for the 
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nely oie. is 
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this section 





SALES MANAGER — Chevrolet preferred. 
Proven record of ability to handle men 
and to produce high profits, plus a long | 
record of hard work and high integrity. 
Age 38, married, experienced in all 
phases of management. I prefer a deal- 
ership where the volume is now not sat- 
iafactory, and where able promotion and) 
the building of a hard-hitting sales force | 
will put the business in the biack. 1,200 | 
car minimum desired. If the owner plans) 
to partially retire, I would be willing to| 
re-invest a part of my remuneration now 
or eventually. Now living in Jersey, but) 
will locate anywhere in the northeast. | 
My employers have been informed of this) 
ad, Will arrange for an interview at) 
your dealership. Box 7793, c/o Automo-| 
tive News, Detroit 26. 


| BUSINESS MANAGER - ACCOUNTANT— | 
Thoroughly qualified to assist general | 
manager and operate efficient office. 
Eighteen years’ large volume dealer ex- 
perience. Expense reduction experience. 
Box 7812, c/o Automotive News, Detroit 
26. 


TOP SALESMAN — Eight years’ selling 
Ford, one year Plymouth and Chrysler. 
Desires to move up the ladder to man- 
ager position. Thorough knowledge of 
used cars and have the ‘‘know-how’’ of 
getting a job done. Prefer to locate in 
the south. Box 7813, c/o Automotive 
News, Detroit 26. 


PARTS AND ASSISTANT SERVICE 
MANAGER, 13 years’ experience in Nash 
and Edsel dealership. Ten years present 
position; reliable, sober, best of refer- 
ences. Would like to relocate in Califor- 
nia or close western state. Will answer 
all replies. Box 7814, c/o Automotive 
News, Detroit 26. 


GENERAL OR SALES MANAGER — 20 
years’ experience as general manager, 
new and used-car and truck manager 
and shop foreman. Location New Eng- 
land, Factory references. Box 7815, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER-SALES MANAGER 
-Business manager. Ten successful years 
both wholesale and retail in these posi- 
tions with Ford in the Southern Califor- 
nia area. Desire to locate in Long Beach, 
southeast Los Angeles or Orange County 
with Ford, Chevrolet, Plymouth or Ram- 
bier. Prefer opportunity to buy-in. Age 
38, married, sober and industrious. Write 











Jack Cooper, 12911 Lucille St.. Garden 
Grove, California or call JEfferson 
4-4602. 


SKILLED USED-CAR BUYER in northern 
Detroit suburb desires contact with es- 
tablished dealer, Have excellent refer- 
ences on character and ability. Box 7828, 
c/o Automotive News, Detroit 26. 


EXPERIENCED USED-CAR MANAGER. 
Young, temperate family man. Prefer 
Detroit’s north Woodward area, Fine 
references. Box 7829, c/o Automotive 
News, Detroit 26. 


BOOKKEEPER—Office Manager, age 29, 
nine years’ GM experience, desires mid- 
west position. Box 7805, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


MIAMI, FLORIDA AREA—Five acres on 
main highway. Large, permanent, grow- 
ing community. Well established, highly 
profitable large volume used-car and 
truck sales, rentals, financing, Complete 
service facilities, body shop, parts yard. 
Outstanding location for dealership if 
desired. Real estate optional. $50,000 
can handle. Box 7817, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE — Handling 
Dodge and Plymouth. Fully equipped, 
modern layout in fast-growing area. Has 
possible gross af $20,000 to $30,000 per 
year. Will sell part or all. Reason for 
selling—failing health. Building for sale 
or lease. Contact J. . Livermon, c/o 
American Natipnal Bank, Portsmouth, 
Virginia. Attention: Frank Lawrence. 
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nation's automotive industry 
POSITION WANTED ADS, 
may be signed with full name 
ty ites 


CLOSING 


use of a box number 


upon request 


2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING LINCOLN-Mercury 
large city Massachusetts. Potential 300 
year. Buy parts and equipment only, low 
price of $15,000. Low overhead, favor- 
able lease. Illness reason for sale. Act 
fast. Box 7816, c/o Automotive News, 
Detroit 26. 


WANTED—Active partner for imported 
car dealership covering large territory. 
I have new building and equipment. You 
manage and furnish working capital. 
South. Box 7818, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE NOW-—Han- 
dling Chevrolet metropolitan midwest— 
1,500 new-car potential—30 years profit- 
able location. Will lease modern build- 
ing. Priced to sell quickly due to other 
interest. Factory approval and cash re- 
quired. All replies must be confidential. 
Write Box 7819, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING PLYMOUTH 
exclusively in.city of 50,000—Trading 
area of 150,000. Facilities for lease on 
favorable terms. No accounts or obso- 
lescence to buy. This firm operating over 
12 years, and is a money-maker Never 
offered for sale before. Box 7820, c/o 
Automotive News, Detroit 26. 


LONGTIME SUBURBAN CINCINNATI 
dealership handling General Motors for 
sale because of owner's health. Modern 
buildings and equipment. Box 7821, c/o 
Automotive News, Detroit 26. 














150 CAR DEAL HANDLING Lincoin- 


Mercury and English Ford in New Eng- 
land town of 60,000—with drawing area 
of 400,000 within 10 miles. Will sell 
parts and equipment or will sell corpora- 
tion. Will lease or sell premises. Excel- 
lent showroom, shop, body shop, used- 
car lot. Terms to qualified buyer. Write 
Box 7822, c/o Automotive News, Detroit 
26. 


HANDLING PONTIAC—Northern Indiana 
city of 10,000. Tremendous potential. 
Large low-priced facilities. Industrial, 
depressioniess economy. $20,000 includ- 
ing inventories. Box 7823, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING GENERAL 
MOTORS medium priced line and other 
small hot American and foreign car 
available 50 miles from New York City. 
New, modern facilities, excellent loca- 
tion, fast growing area with positive, 
steady income. Present new-car poten- 
tial 150, terrific used-car area, no real 
estate or used cars to buy. Write to Box 
7824, c/o Automotive News, Detroit 26. 


DUAL GM AGENCY FOR SALE. Han- 
diing Pontiac and Vauxhall. Largest in 
northwest Ohio, in thriving industrial 
city of 65,000 population. New building 
and all modern equipment; used car lot 
adjoining. Will sell for parts and equip- 
ment only. Good lease. Will finance 
qualified buyer. This is a money maker. 
Legitimately selling because of health. 
Reply Coffield Pontiac, Inc., Box 656, 
Lima, Ohio. 


ANN ARBOR—Local! dealership (big 
agency)—-fast selling cars. Good poten- 
tial, profitable earning record. Modern 
facilities—building can be leased. Profits 
consistent. For information contact 
Brooks-Newton Realty, Inc., 201 East 
Liberty, Ann Arbor, Michigan, NO 
2-2571. Confidential. 


FOR SALE—Dealership handling Mercury 
and Rambler. Middlewest county seat, 
resort area. Must sell for health reasons. 
Will sell for inventory—no accounts or 
used cars to buy—ilong term lease avail- 
able. Over 100 new-car potential. Box 
7830, c/o Automotive News, Detroit 26. 
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SALES ADMINISTRATORS 
Capable of Growing in The 
AIRCRAFT SALES MANAGEMENT 


FIELD 


Beech Aircraft, world's leading manufacturer of pri 
vate and business airplanes, has openings for men wi 
proven executive capabilities to serve as 
Sale Managers. These positions require administrative 
sales experience in the wholesale field (preferably 
automotive, road building equipment or other heavy 
transportation equipment). Applicants should be 35 
under, hold a current pilot's license with at least 
hours flying time and be willing to travel. Resume 
should outline administrative sales experience, i 
photo and statement regarding approximate cu 
earnings. Please direct replies to Roy A. Kunz, Exect 
tive Personnel Department. 


BEECHCRAFT 
BEECH AIRCRAFT CORPORATION 





DEALERSHIPS AVAILABLE 


FOR SALE: Twenty-one year old 

ship handling Chrysler, Plymouth 

Imperial in a rich Ohio town, 

500 to 600 cars per year; gross Sales 

1957 over $2,000,000. Current party C 

ventory and equipment only—no ages 

no used cars, Reasonable lease on 

prominent dealership location jn e f 

finest type of well-trained, 7 

personnel, Bona fide buyers only 

your net worth, experience anq DE 

references, Owner retiring. Box 
Will bu 
buy nev 
referenc 


DEA! 
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c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Pog 
VAUXHALL, Fringe deal of metropos, 
Philadelphia in wealthiest suburb 
400 car deal that has ‘‘never” show, 
loss. No real estate to buy—no used « 
or receivables. $50,000 will 
factory approved. Box 7745, c/o Aut, 
tive News, Detroit 26. 


DEALERSHIP NOW HANDLING Caap 
Pontiac, Vauxhall available in an im 
tant industrial area in Connecticut 
tential 75 to 100 Cadillacs, 300 or 
Pontiacs. Factory approval and 
essential. In business 30 years 
splendid following and _ record, 
selling because of health. Write 
7756, c/o Automotive News, Detroit 


DEALERSHIP HANDLING LINGO 
Mercury-Continental, Large black 





313 
Co 






























used-car lot adjacent to building 

location in town of 25,000 in 

Michigan. No property to buy, wre SM/ 

lease. Parts and equipment cay near or bet 

bought at right price. Box 77% Factory aD 

Automotive News, Detroit 26. ited, Woul 
GM DEALERSHIP, Southern Califogay il. Box 

metropolitan area, No blue sky of Detroit 26. 


estate; 
7798, 


just parts and equipment 
c/o Automotive News, Detroj 


DEALERSHIP HANDLING PONTIAC 





metropolitan Detroit — Established Man. 
years one location. $25,000 will ate deale 
Box 7799, c/o Automotive News, De ted inv 
26. Ss Shaan Ob 


DEALERSHIP HANDLING BUlcgyped Ontario. 


FLORIDA. One of the best town invit 
Florida, approximately 15,000. Signe d partic 
first Buick contract in 1929 and wax 

retire. It will be necessary for yu Dealer 
have Buick’s approval and sufficient « 

tal. In reply give your entire b 

experience and banking references, E 7 Mile 


7746, c/o Automotive News, 


Detroit 





BUSIN 


DKW sa Fc 
Toronto Franchise | * °° 


sale or lea: 

Available em signs 

paved, air | 

Retail outlet well established, ie" 
i i rtment. mitted on | 

lot, station, service departme ate Th 
Take over four-year lease, equipment ee 
fixed assets at cost. P.O. Box 1 











ST $2,2 
Apply to: Square.’ E 
3B years. } 
DKW Automobile importers jobbers an 
teconditione 
623 Yonge Street, Toronto, Conods B pats. A p 
178, c/o / 

Uv 
HANDLING MERCURY-LINCOLN ome ae: 
west city af 20,000. Attractive leam, iecludes im 
overhead. Internal Revenue and monthly, Bi 
interests force sacrifice. Box 7 Detroit 26 





Automotive News, Detroit 26. 


“BIG 3" franchise in Connecticut, © 
& Connors Brokers, 145 Holcomb 
Hartford, Conn. aa 


FOR SALE—Large heavy duty truck 
ership in Chicago metropolitan 
Partner wishes to retire after 41 yen 
the truck business. Growing, active 
ganization with sales over $2,000,008 
year. Address inquiries to Box TTT, 
Automotive News, Detroit 26. 


DEALERSHIPS WANTED 


LERS 
ine of ste 
lockers. Wr 
Mansfield, ¢ 








E) 
FR 


























WANTED: WESTERN STATES 
Any size, any price. Cash. Factory 
proved. Replies held in confidence ® 
everyone. Box 7748, c/o At 
News, Detroit 26. NATIO 
300 TO 500 CHEVROLET—Singie AUTO & 
town. Rent only. Cash. Factory @ 
All replies held in strict confidence LEs 
appreciate your position. Definitely 
*“wheelem’’ operator. Box 7777, ¢/@ On 
motive News, Detroit 26. ie of th 
— has come | 
is off the | 
or you are 
Or occupat 
Swer. 
Solid, prof 





Gwoits th 
dealer pre 
ence ond ¢ 
sidered. 





Our compx 
rental & |; 
Gre knowr 
company, 

dealer in 1 


Our field 
transportat: 
you compl 
Operation 
run your 
business 5) 


Regional 





If you are 
experience 
write, or w 


KING | 


P.O. Box 








Kans¢: 



















CASH!! 
PAID FOR 
DEALERSHIPS 


will buy complete or will 
























buy new or used stock. Bank 
references furnished. 





“SWEDE” 
ANDERSON 


3132 Whitehead Rd. 
Columbus 4, Ohio 


BRoadway 9-2387 

















n SMALL TO MEDIUM SIZE city 
sear or between Chicago and Cincinnati. 
Factory approval assured. Capital lim- 
ited, Would consider buy-in on larger 
@al, Box 7825, c/o Automotive News, 


Detroit 26. 








deMANco 


Management Personnel available to 
dealerships for present owners 5. 
d investors. Dealerships wanted in 
chigan, Ohio, Pennsylvania, New Jersey 
Ontario. 

iries invited from dealers and other in- 
d parties. Replies confidential. 


Dealership Management 
Company 


Detroit 34, Mich. 


£e| 8° 8: 









SE 7 Mile 


s” oahae 









BUSINESS OPPORTUNITIES 


AMPA FLORIDA'S most beautiful car 
jot, in the heart of automobile row on 
: the corner of Oak & Florida avenues, for 
mile or lease. Displays 70-80 cars, Mod- 
em signs and lighting, terraced and 
paved, air conditioned genera! offices and 
dosing booths. Three stall shop, three 
driveways into lot, Street parking per- 
mitted on both streets. Currently leased 
to “Big Three’’ dealer, but available im- 
mediately. Sale price $65,000. Lease $550 
per month. Contact Wm. B. Abramson, 
P.O. Box 1116, Dunedin, Florida. 


$2,200—MAKE $25,000—‘ ‘On “the 
Square."’ Exclusive territory. Established 
3 years. Manufacture and distribute to 
jebers and dealers successful used-car 
meonditioners. A necessity. Excellent re- 
eats. A profitable side-line. Write Box 
178, c/o Automotive News, Detroit 26. 


D-CAR LOT in rapidly expanding com- 
munity 50 miles from Los Angeles, $3,750 
includes improvements, long lease $125 
monthly. Box 7785, c/o Automotive News, 
Detroit 26. 


LERS WANTED to sell the Rempco 
line of steel shelving, parts bins and 
lockers. Write Renie Metal Products Co., 
Mansfield, Ohio 
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EXCLUSIVE 
FRANCHISE 


Offered by 
NATIONALLY PROMINENT 
AUTO & TRUCK RENTAL AND 
LEASING COMPANY 
































One of the pioneers of the business 
hos come to your rescue. If the bloom 
is off the profit rose in your business 
or you are unhappy in your operation 
oF occupation, this may be your an- 
swer, 





















Solid, Profitable and proven business 
Gwoits the person selected. Auto 
dealer preferred, automobile ex peri- 


ence and others qualified will be con- 
sidered. 







Our company and its services in the 
rental & leasing of autos and trucks 







Gre known to every bank, finance 
company, auto mfgrs. and auto 
deoler in the U.S.A 






Our field team of executives and 
transportation consultants will give 
you complete training and furnish the 
peration plan and forms that will 
run your auto rental and leasing 
business successfully. 







If you are quaiified by reputation and 
experience—no capital necessary — 
write, or wire for complete particulars. 


KING BEE LEASING, INC. 


Franchise Division 


Mr. Carl Lacava 
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P.O. Box 156, Cincinnati 


WEbster 1-1550 


31, Ohio 














| 10040 Freeland Detroit 27, 






DEALER SERVICES 


Do some of your salesmen act like they've 
been taking 
TRANQUILIZERS? 

Well, we have the antidote. It's a "get 
Prospect minded" injection in the form of 

2 “Dally Control.” \t's proven. 

Clip ad out RIGHT NOW—mail with letter- 

head and signature, for | copy of “Dally 

Check” Plan Book & illustrated brochure, to 
MALCO SALES SERVICE 

205 7th Ave. Asbury Park, N. J. 


** Dealer Conventions ** 
Sales Management 
Meetings 
see THIS YEAR PLAN TO HEAR *** 


“How to Win Salesmen Seo They Will 
Influence More People” 


A veteran autemobile salesman, enter- 
tainer and instructor tells why he and 
most of his fellow salesmen are ‘Hound 
salesmen, then solves the prob- 


Dog" 
lem with a workable plan. 


Guaranteed to 


Entertain * Inform * Challenge 


“See your dealerships os your 
salesmen see them.’ 


*** FOR MORE INFORMATION *** 
WRITE 
Box 7826, c/o Automotive News, 
Detroit 26, Michigan 


LOST another new car sale? Did you lose 
the deal by a few dollars? Help yourself 
to your competitors’ costs, ‘‘Auto Costs’’ 
is a complete, concise and accurate book 
containing factory invoice prices of all 
1958 automobiles and equipment. Dis- 
cover how much your competitors’ cars 
really cost and you'll know the kind of 
deal it takes to beat them! Used by auto 


dealers throughout the nation. “Auto 
Costs"’ is only $10.00 per copy, which in- 
cludes free supplements containing all 


price changes and model revisions that 
occur throughout the model year. Send 
$10 for the 1958 edition or only $18 for 
a 3-year subscription. Auto Costs, Box 
224, Dept. 1Z, New York 1, N. Y. 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take cor overseas without refinancing. 
Get low, money soving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 
sonnel. 


Military 
Ceo. Acceptance Corp. 
502 Tioga Bidg P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif CApitol 6268! 


a ee, for Milltery 


INVENTORY SERVICE 


Ports and Accessories 
CERTIFIED REPORTS 





Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
Mich, WE 3-6445 





DECAL TRANSF ERS 


DECALS, WOOD GRAIN, for all Ford- 
Mercury station wagons. Quick service, 
low price. Send for price chart and sam- 
ples, Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 





TRUCK DECALS: no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 


CARS FOR SALE 








Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 
Address: 


l. E. SPATIG 


218 So. Wabash Avenue 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 








American Model 
VOLKSWAGENS 
"56 ‘57 ‘58 
WHOLESALE 


500 to 800 Monthly 
All of Part 


IMEX INTERNATIONAL 
P.O. Box 9 Royal Oak, Michigan 





AUTOMOTIVE NEWS, JANUARY 13, 1958 


CARS FOR SALE 


Attention! Private 


Cab Owners! 
150—1956 TAXIS 
Plymouths! Dodges! 
Fords! 
$325 to $475 


From one of New York's largest fleets. 


4-door, heater and defroster, good tires. 
Your choice of automatic or standard 
transmission. 


CALL COLLECT—My expense: 
IlVanhoe 1-6688 


Transportation Arranged 


Mr. L. Shandell 
GENERAL SALVAGE 


Mill Road Hempstead, L. |., New York 


1956 
FORDS 


PLYMOUTHS 


ex-taxis with hecter and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Four-door 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 4-630! 





To Dealers Only 


Volkswagens 
‘57 and ‘58 models 
NEW and USED—FULLY EQUIPPED 


Immediate deliveries from stock and direct 


shipment from Germany to all ports of | FOR SALE: 


the country. Cors in stock can be seen at: 


164-21 Hillside Avenue 
Jamaica, New York 


For direct shipments call 
WaAlker 5-4273-4-5 


West Haven Import & 


Export Corp. 
204 Franklin St. New York 13, N. y.|! 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 
CADILLAC: 62'S 
—all with automatic transmission, 
power steering, radio, heater and 
seat covers—Buicks, Olds and Cads 
with power brakes— 
These are clean low mileage cars 
available for inspection in heated 
inside storage at 9 W. Kinzie, 
Chicago. 


For write or wire 


information call, 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Ulinois 
DElaware 7-7272 


Don Miller 








CARS FOR SALE 


WHOLESALE BUYERS 
WANTED 
‘66 ‘66 ‘57 
Fords, Plymouths, Chevrolets 
Automatic Transmissions 
6's and 8's—All models—Very clean 
Grand River Chevrolet 


5133 Grand River Ave. Detroit, Mich. 
TYler 4-5300 





CARS WANTED 


CARS WANTED 
100 


100 
1956 Chevrolets 


Must have 4 doors—Powerglide, 


any other equipment 
NO TAXIS 
WRITE—WIRE—PHONE 
CPAS, 60 E. 88th St., N.Y.C. 
ATwater 9-5300 





PARTS WANTED 


WANTED: PARTS, 1957 Thunderbird; top, 
front-end assembly. Beach Auto Service, 
1410 LeGare St., Columbia, South Caro- 
lina. 


| TRUCKS FOR SALE 


|} 1955 GMC %-ton 4 wheel drive wrecker 
with hoist. Has oversize tires, only 15,000 
miles. Looks and runs like new. Equipped 
with pusher bumper and snow plow. Also 
has 2 wheel drive front axle included. 
Contact Superior Motors, Superior, Wis- 
consin, EXport 4-6648. 


WILL TRADE 











DEALERS OR FACTORY EXECUTIVES 
| Do you have a valued employee whom you 
desire to give a bonus at no cost to you, or 
a relative who needs a home? 

7 | WANT A NEW CAR 
| will pay cash difference between $1,400 and 
3,900 down payment to new FHA mortgage 
on nice Dearborn, St. Clair Shores home or 
a larger down payment on a desirable Florida 
| east coast or St. Clair Fiats and acre- 
| age. Phone Mr. 8B. G. Joyce, LO 5-2018 or 
write 5660 Jonathon, Dearborn, Mich. 





SHOP EQUIPMENT FOR SALE 





EDSEL TOOLS 
Never used—Also fits Ford and Mercury cars. 
Cost $1,010 net. 
Sacrifice $600. 
UNIVERSITY MOTOR SALES, INC. 
1971 Massachusetts Ave. Cambridge, Mass. 
KI 7-1916 





ANTIQUE CARS FOR SALE 


1911 HUPMOBILE roadster, completely 
renewed. 1938 Chrysler—A classic—spe- 
cial built limousine for chief of Auto- 
Lite Co., 14,000 honest miles, original 
tires. 1935 Hupmobile sedan, original 
throughout, original tires, excellent con- 
dition. Model A coupe. J. J, Ellis, 3881 
W. Bancroft, Toledo, Ohio. 


1921 Model T Ford roadster. 
New tires, less than 3,000 miles on car. 
A cream puff. $2,000. Art Nunn, The 
Ford Place, Winchester, Kentucky. 
Phones: 218—1000. 


MISCELLANEOUS 
CONVERTIBLE TOPS, $18.75 — WILLYS 
JEEP TOPS, $72.20—Headlinings, $12.50. 
Free catalogue. Big Buck, 500 Rantoul | 
St., Beverly, Mass. 

















BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 


$44.85 Fed. Tax Included 
. o 

Liberal Quantity Discounts 

To Distributors 


Write for lilustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
FIVE WHEELS, LTD. 
SES, 
































































FOR SALE 


Auto Transport Trailer and 1957 
International Tractor R-185 


Excellent Condition—Priced for 
quick sale. 
Terms 


Davy Jones Auto Sales 
10245 San Pablo Ave. 


LAndscape 4-621! 


Automatic BraKinG 
$ 5 pe 


WITH UNIVERSAL 
WRIST ACTION 
AND BRAKE HOOK-UP 


Se A 
te-Bumper T 


TowKing Heck Bp $4500 
*tAdd $10.00 for Guide Cables 
—SPECIAL— 


SAFETY CHAINS, set of 2, only....$2.75 


STEEL (T. Bar) CARRYING 
CASE en eetl & Handles $1 3.95 
05 
. 


Universal License 35 
Plate Holders 


Tow Bar Sales Co. 


Exclusive Factory Distribvtors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “%,22 


on $100.00 
40 So. Clinton St., Chicago 6, Ill. 


Hairpin 
Cotter Keys 





One Year $8 [] or 


TORRE eee Eee 


CORO Reem eee eee 


Car Dealer [) 
Jobber [1] Insurance [] 


ls Oe GOR, onc kas okusvseendisrs «s 


eo SES TS Or Or Ee TT ee ere ere 


Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [] 


Financial [) Supplier [1] 


wee e wesc eens Decne ener eresenee 


1-13-58 












































El Cerrito 8, Calif. 


7-7) 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


| 
| 
| 
| 
| 
| 
| 
J 














RAMBLER Dealers 
Can Sell A Car For Only 


Od 


A MONTH* 















; 


*It’s true! You can sell a Rambler Deluxe 4-Door Sedan af the Sidewall Tires—including finance charges at 6% on a 36-month 
full suggested factory delivered price, equipped with Direc- contract, one-third down, for $46.05 a month. This, of course, 
tional Signals, Reclining Seats, Twin Travel Beds and White does not include freight, insurance or state and local taxes. 


Can You: 
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Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete informe 


about the Rambler franchise. | understand that | am under no oblige 
and my inquiry will be held in the strictest confidence. 


We have the Product for the 


Expanding Compact Car Market... 
YOU have the Opportunity 


Rambler Franchises Also Available In Important Export Markets 








ee 




















NAME____ 






ADDRESS 


Pee 








